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PEEFACE 


This  study  was  undertaken  for  two 
primary  purposes:  first,  to  determine 
what  it  costs  to  sell  clothing  in  stores 
operating  as  independent  units,  and 
second,  to  find,  if  possible,  the  prin- 
ciples governing  these  costs  and  the 
methods  by  which  they  may  be  eon- 
trolled. 

A  previous  study  made  by  the  Bu- 
reau of  the  retail  cost  of  distributing 
clothing  showed  that  it  was  necessary 
to  classify  stores  by  years,  by  size  and 
by  location.  Accordingly,  such  a 
classification  is  provided  for  in  this 
analysis.  But  here  the  study  is  pushed 
further.  It  answers  the  question: 
"What  are  the  conditions  which  con- 
trol the  amounts  of  selling  expense? 
and  it  measures  the  degree  to  which 
the  control  is  exerted  under  different 
conditions  of  store  operation. 

The  study  was  begun  on  the  basis 
of  certain  hypotheses  which,  on  an  a 
priori  basis,  seemed  to  summarize  the 
conditions  controlling  selling  expense. 
These  hypotheses  were  tested  statisti- 
cally on  the  basis  of  store  records  for 
different  years  and  for  stores  of  dif- 
ferent size  and  location.  Briefly,  the 
analysis  has  led  to  the  conclusion  that 


the  relations  of  selling  expense  to  sales 
and  to  total  operating  expense  are 
governed  by  conditions  which,  to  a 
large  degree,  are  subject  to  effective 
merchandising  control ;  that  they  vary 
according  to  clearly  defined  princi- 
ples; and  that  these  principles  can 
be  stated  and  the  conditions  of  ex- 
pense distribution  under  them  meas- 
ured. In  a  word,  the  analysis  has  led 
to  the  belief  that  there  are  certain 
master  or  controlling  facts  behind  in- 
dividual facts,  as  they  show  them- 
selves in  modern  business,  and  that 
these  may  be  revealed  through  statis- 
tical analysis  of  mass  information. 
There  is  a  science  of  business.  Its 
principles  can  be  stated  so  that  those 
who  are  interested  can,  if  they  will, 
act  in  the  light  of  them  rather  than 
in  the  grip  of  blind  routine. 

In  the  preparation  of  this  study, 
the  value  of  the  services  of  the  entire 
staff  of  the  Bureau  is  cheerfully  ac- 
knowledged. Special  mention,  how- 
ever, should  be  made  of  the  part 
which  has  been  taken  by  Miss  Blanche 
Altman,  assistant  to  the  Director,  and 
by  Miss  Irmgard  J.  Grabbe,  the  Di- 
rector's secretary. 

Northwestern  University  School  of  Commerce, 

Bureau  of  Business  Research, 

HORACZ  SECRIST,  Director 
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I.     INTRODUCTION 


The  Bureau  of  Business  Research 
secured  the  data  for  this  study  from 
the  books  of  the  members  of  the  Na- 
tional Association  of  Retail  Clothiers 
by  means  of  questionnaires. 

After  completing  its  study  of  Costs, 
Merchandising  Practices,  Advertising 
and  Sales  in  the  Retail  Distribution 
of  Clothing,  the  Bureau  felt  that  it 
•would  be  unfortunate  if  the  material 
on  selling  expense  and  expense  ratios 
were  left  in  its  files  unanalyzed.  Ac- 
cordingly, after  consulting  with  the 
trade  as  to  the  conditions  which  seem 
to  determine  the  amounts  of  selling  ex- 
pense under  different  conditions  of 
store  operation,  certain  tentative 
hypotheses  were  set  up  for  the  pur- 
pose of  determining  numerically  the 
amounts  of  selling  expense  for  stores 
under  the  conditions  established,  and 
of  discovering,  if  possible,  means  by 
which  they  might  be  reduced.  The 
hypotheses  which  proved  to  be  of  no 
significance  were  abandoned.  The 
others  have  been  fully  tested  out,  and 
it  is  these  with  which  the  volume 
deals. 

The  plan  of  the  study  is  as  fol- 
lows: It  includes  an  analysis,  first, 
of  total  selling  expense  in  relation  to 
sales  and  to  total  operating  expense; 
second,  of  the  amounts  of  wages  and 
salaries  in  relation  to  sales  and  to 
selling  expense  ;  third,  of  the  amounts 
spent  for  advertising  in  relation  to 
sales  and  to  selling  expense;  fourth, 
of  other  selling  expense  in  relation  to 
sales  and  to  total  selling  expense; 
fifth,  of  ratios  of  store  operation  for 


stores  classified  according  to  the  rela- 
tive rates  of  profits  per  $100  of  net 
sales  for  the  year  1919. 

In  each  of  these  major  sections, 
with  the  exception  of  the  part  relat- 
ing to  profits,  an  analysis  is  made  of 
data  for  stores  from  year  to  year; 
for  stores  classified  according  to  the 
amounts  of  stock  carried,  as  indi- 
cated by  the  amounts  of  inventory 
or  average  stock  in  relation  to  sales; 
for  stores  classified  according  to  the 
amounts  sold  per  full-time  sales-per- 
son and  to  the  methods  by  which 
salesmen  were  paid  in  1919  ;  for  stores 
classified  according  to  the  rental  pay- 
ments per  100  square  feet  of  floor 
space,  and  the  amounts  invested  in 
fixtures  in  relation  to  sales  and  to 
square  feet  of  floor  space ;  and,  finally, 
for  stores  classified  according  to  the 
amounts  spent  for  advertising  in  re- 
lation to  sales.  The  Table  of  Con- 
tents outlines  more  fully  the  plan  of 
the  entire  discussion. 

In  order  accurately  to  measure  the 
amounts  of  selling  expense  and  of  its 
components,  two  types  of  units  are 
used:  First,  those  in  which  the  dif- 
ferent elements  of  expense  are  ex- 
pressed in  terms  of  sales,  of  total  ex- 
pense, or  of  selling  expense,  as  the 
case  may  be,  and  second,  those  in 
which  conditions  other  than  sales, 
selling  expense,  or  total  expense  are 
reduced  to  a  common  basis.  These 
measures,  as  they  are  used  in  the  text 
discussion  and  as  computed,  are 
shown  in  the  Summary.  The  pur- 
pose of  expressing  the  amounts  in 


various  forms  is  to  reduce,  as  nearly 
as  possible,  the  different  conditions 
of  store  operation  to  a  unit  basis. 

It  has  not  been  thought  necessary, 
in  view  of  the  use  of  simple  and  com- 
posite units,  to  print  the  frequencies 
with  which  the  different  amounts  of 
expense  occur.  The  classification  is 
detailed  and  the  units  of  comparison 
are  adjusted  so  as  to  make  this  largely, 
if  not  wholly,  unnecessary.  Moreover, 
to  have  printed  the  frequencies  would 
have  unduly  extended  the  treatment. 

The  analysis  has  been  made  with 
two  points  of  view  in  mind :  First,  to 
determine  standards  or  norms  of  ex- 
pense distribution  and  second,  to 
establish  the  conditions  controlling 
the  amounts  of  expense  and  to  meas- 
ure the  extent  to  which  they  may  be 
reduced. 


The  analysis  is  necessarily  detailed, 
but  no  excuse  needs  to  be  offered 
for  this  in  view  of  the  purpose  which 
the  Bureau,  had  in  making  the  study. 
The  features  which  distinguish  it 
from  those  in  similar  fields  are  the 
number  of  instances  included,  the 
scope  of  the  treatment,  and  the 
method  followed.  The  study  was 
undertaken  seriously,  with  no 
thought  other  than  of  subjecting  to 
a  scientific  analysis  the  data  available 
and  of  presenting  the  facts  in  a  man- 
ner most  helpful  to  those  who  are  in- 
terested in  this  field  of  distribution. 
It  is  believed  that  the  volume  contains 
information  on  the  basis  of  which 
merchants  may  control  their  opera- 
tions, test  the  reasonableness  of  their 
expenses,  and  thereby  actually  reduce 
them. 


JI.     SUMMARY 


It  is  difficult  to  summarize  a  study 
of  this  character  within  brief  com- 
pass. The  retail  stores  which  are 
studied  differ  in  size  and  location,  in 
the  amounts  of  their  expenses,  and  in 
other  important  respects.  In  order  to 
take  account  of  these  differences,  the 
tabulation  and  analysis  are  neces- 
sarily detailed  and,  in  some  instances, 
involved. 

Two  types  of  facts  have  been  deter- 
mined: First,  the  actual  expense 
norms  or  standards  for  stores  under 
different  conditions  of  operation,  and 
second,  the  tendencies  for  the  amounts 
to  increase  or  decrease  from  year  to 
year,  with  the  size  and  location  of 
the  stores,  and  with  varying  condi- 
tions of  operation.  Simply  to  have 
enumerated  the  amounts  of  expense 
for  the  stores  as  classified  would  have 
required  an  extensive  summary  and 
would  have  resulted  in  useless  dupli- 
cation. Moreover,  to  have  specified 
all  the  expense  tendencies  would  have 
required  more  space  than  could  be 
given  to  this  phase  of  the  study. 
Accordingly,  all  that  is  attempted  in 
the  Summary  is  to  indicate  the  more 
important  amounts  of  expenditure 
and  to  enumerate  in  a  general  way  a 
few  of  the  expense  tendencies  which 
have  been  determined.  While  the 
Summary  is  complete  within  itself,  it 
ought  not  to  be  considered  as  a  sub- 
stitute for  the  detailed  discussion. 
By  the  use  of  the  Index,  those  who  are 
interested  may  readily  turn  to  the 
amounts  of  expenditure  for  stores 
classified  in  different  ways  and,  by 


following  the  text  in  connection  with 
the  tables,  determine  the  limitations 
and  conditions  which  govern  the  ex- 
pense tendencies. 

1. — UNITS    OF    MEASUREMENT    USED   IN 
THE  TABLE  AND  TEXT. 

In  order  accurately  to  express  the 
amounts  of  expenditure  for  selling 
expense  and  its  components  a  variety 
of  units  has  been  used.  These  units 
are  set  out  in  the  table  on  page  4 
under  two  headings:  First,  in  the 
form  of  statements,  as  used  in  the 
text  and  tables,  and  second,  as  for- 
mulas showing  the  method  by  which 
they  are  computed.  The  common 
bases  of  comparison  are  two:  total 
net  sales  and  selling  expense.  With 
these,  however,  are  combined  certain 
other  measures,  described  in  the  table, 
the  purpose  being  to  reduce  to  a  unit 
basis  different  conditions  of  opera- 
tion. To  illustrate:  Total  selling  ex- 
pense and  its  components  are  ex- 
pressed in  terms  of  $100  total  net 
sales.  This  is  equivalent,  of  course, 
to  expressing  them  as  percentages  of 
sales.  In  order,  however,  to  provide 
for  the  conditions  under  which  sales 
are  made,  a  more  complex  measure  is 
used  which  will  reduce  the  sales  to  a 
unit  basis  in  terms  of  the  amount  sold 
per  sales-person.  Expressed  in  this 
form,  the  unit  of  expense  becomes: 
Selling  expense  per  $100  total  net 
sales  per  $1,000  sold  per  full-time 
sales-person.  In  this  manner  only  is 
it  possible  to  reduce  to  a  uniform 


basis  stores  of  different  size  with  dif- 
ferent numbers  of  sales-people  and 
with  various  amounts  sold  per  person. 


If  merchants  will  study  the  ex- 
pense ratios  which  have  been  de- 
veloped and  compare  them  with  sim- 
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This  unit  is  used  only  as  an  illustra- 
tion. But  the  same  principles  apply 
to  all  the  units  and  a  similar  explana- 
tion justifies  their  use. 


ilar  ones  in  their  own  businesses,  they 
cannot  help  but  profit  by  the  results 
of  this  study.  An  analogy  will  serve 
to  make  the  point  plain.  If  one  were 


placed  in  a  foreign  country  with  no 
knowledge  of  the  unit  of  value,  it 
would  be  impossible  for  him  to  com- 
prehend the  prices  of  the  most  com- 
mon articles  of  consumption  without 
first  expressing  them  in  terms  of  his 
own  price-unit  and  then  converting 
them  into  the  price-unit  of  the  for- 
eign country.  That  is,  some  standard 
must  be  used.  Until  recently,  retail 
establishments  have  had  no  standards 
by  which  they  could  measure  their 
own  operating  expenses  and  their 
merchandising  practices.  One  pur- 
pose of  this  volume  in  the  field  of  sell- 
ing expense  is  to  supply  such  stand- 
ards. 


2. AMOUNTS  OF  SELLING  EXPENSE  AND 

ITS  COMPONENTS,  WAGES  AND  SAL- 
ARIES, ADVERTISING,  AND  OTHER 
SELLING  EXPENSE,  FOR  STORES 
CLASSIFIED  BY  YEARS,  BY  SIZE,  AND 
BY  LOCATION. 

In  the  following  summary  of  sell- 
ing expense  and  its  components,  the 
amounts  are  expressed  in  terms  of 
sales,  total  expense,  and  selling  ex- 
pense, use  being  made  of  the  simple 
and  complex  units  which  are  de- 
scribed above.  The  tables  and  charts 
refer  only  to  the  conditions  named 
therein.  It  is  impossible  briefly  to 
set  out  all  of  the  conditions  which 
determine  the  amounts  of  selling  ex- 


pense  and  its  components,  and  the 
reader  is  urged  not  to  be  contented 
with  reading  only  the  Summary,  but 
to  consult  the  detailed  treatment 
under  the  respective  headings. 

In  the  body  of  the  text,  different 
groups  of  stores  are  used,  the  pur- 
pose being  to  utilize  all  the  informa- 
tion which  is  available  for  the  com- 
bined and  the  individual  years.  In 
the  Summary,  however,  in  most 
cases,  the  tables  show  data  for  the 
three  years  1919,  1918,  and  1914, 
combined.  In  some  instances  it  is 
possible  to  use  but  one  year  and  in 
such  cases  both  the  tables  and  the  dis- 
cussion indicate  this  fact. 

In  the  present  section  and  in  Tables 
A,  B,  and  C,  the  amounts  of  selling 
expense  are  expressed  in  terms  of 
sales.  Subsequent  discussion  relates 
these  amounts  to  total  and  to  selling 
expense. 

A. — Amounts  of  Selling  Expenses  per 
$100  Toted  Net  Sales,  for  Stores 
Classified  by  Size  and  by  Loca- 
tion. 

The  analysis  of  selling  expense  and 
its  components  is  based  upon  the 
records  of  154  stores  for  the  years 
1919,  1918,  and  1914.  In  1914  selling 
expense  constituted  $11.48  per  $100 
total  net  sales.  In  1918  it  was  $10.94 ; 
in  1919,  $10.44.  In  1914,  $7.52  of 
the  $11.48  was  spent  for  wages  and 
salaries,  $2.61  for  advertising,  and 
$1.35  for  other  selling  expenses.  In 
1918  these  amounts  were  $7.37,  $2.22, 
and  $1.35.  In  1919  they  were,  re- 
spectively, $6.98,  $2.22,  and  $1.24. 
For  the  combined  years,  out  of  a 


total  selling  expense  of  $10.82,  $7.22 
went  to  wages  and  salaries  paid  to 
salesmen,  $2.30  to  advertising,  and 
$1.30  to  other  selling  expenses.  Table 
A  shows  the  amounts  of  total  selling 
expense  and  its  components  for  stores 
classified  by  size,  for  the  years  1919, 
1918,  and  1914. 

Table  A  shows  that  the  amounts  of 
selling  expense  and  of  its  components 
in  terms  of  sales  in  each  of  the  years 
increase  as  the  stores  increase  in  size. 
Moreover,  this  condition  obtains  for 
the  combined  years  as  is  shown  in 
Table  B.  In  these  years,  total  selling 
expense  for  the  stores  with  annual 
sales  under  $40,000  is  $8.49.  For 
those  with  sales  of  $40,000  to  $80,000, 
it  is  $9.34;  for  those  with  sales  of 
$80,000  to  $180,000,  it  is  $10.89 ;  and 
for  those  with  sales  of  $180,000  and 
over,  $12.05.  The  amounts  of  total 
selling  expense  and  its  constituent 
parts  are  shown  in  Table  B. 

For  the  combined  years  the  total 
selling  expense  per  $100  total  net 
sales  is  larger  for  the  stores  in  the 
large  cities — those  with  population  of 
40,000  and  over — than  for  those  in 
the  small  cities — those  with  popula- 
tion under  40,000.  The  average  for 
the  stores  in  the  first  group  is  $12.17 
and  for  those  in  the  second  group, 
$9.40.  Moreover,  for  all  stores,  each 
element  of  expense  is  larger  for  the 
stores  in  the  large,  than  for  those  in 
the  small  cities.  When  the  stores  are 
classified  by  size,  total  selling  expense 
for  each  group  is  larger  for  the  stores 
in  the  large  than  for  those  in  the 
small  cities.  This  condition  generally 
obtains  for  each  element  of  expense. 


The  amounts  for  the  stores  in  the 
two  city-groups  are  given  in  Table  B. 
In  Table  C  the  amounts  of  selling 
expense  and  of  its  components  for 
stores  classified  by  size  are  shown  per 
$100  total  net  sales  expressed  in  dif- 
ferent units.  The  table  gives  the 
number  of  stores  to  which  the  figures 
aPply,  the  years  which  are  involved, 
and  the  table  numbers  in  the  text  in 
which  the  detail,  under  more  elab- 
orate classifications,  may  be  found.  It 
is  unnecessary  to  indicate  the 
amounts,  although  for  summary  pur- 
poses it  may  be  well  to  indicate  their 
direction  of  change.  Section  I  of  the 
table  shows  that  the  amounts  of  sell- 
ing expense,  of  wages  and  salaries,  of 


advertising,  and  of  other  selling  ex- 
pense increase  as  the  stores  increase  in 
size.  To  this  general  rule  there  are 
no  exceptions. 

B. — Amounts  of  Selling  Expenses  per 
SlOO  Total  Xet  Sales  per  Stock 
Turnover,  for  Stores  Class-ified 
by  Size. 

Section  II  of  Table  C  shows  the 
amounts  of  selling  expense,  wages  and 
salaries,  and  advertising  per  $100 
total  net  sales  per  stock  turnover.  As 
the  stores  increase  in  size  these 
amounts  increase.  The  result  of  ex- 
pressing them  on  a  per-turn  basis  is 
to  modify  the  rate  at  which  the  ex- 
penses increase  for  stores  of  increas- 
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ing  size.  The  data  refer  to  tRe  year 
1919  alone  and  include  the  records  of 
282  stores.  Generally  speaking,  the 
larger  the  store,  the  faster  is  the  rate 
at  which  stock  is  turned.  Accord- 
ingly, when  the  amounts  for  stores  of 
a  given  size  are  divided  by  the  stock 
turnover  rates,  the  general  effect  is 
to  modify  or  to  reduce  the  high  sell- 
ing expenses  associated  with  large 
stores. 

C. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  for  the 
Amount  Sold  per  $1  of  Inven- 
tory, for  Stores  Classified  by 

Size. 

Section  III  of  Table  C  shows  for 
the  combined  years  the  amounts  of 
selling  expense,  of  wages  and  salaries, 
and  of  advertising  per  $100  of  sales 
for  the  amount  sold  for  each  $1  of 
inventory.  The  details  are  supplied 
for  149  stores,  classified  by  size.  As 
the  stores  increase  in  size,  each  ele- 
ment, as  well  as  the  total  selling  ex- 
pense, decreases.  This  condition 


holds  for  each  of  the  years  also.  The 
larger  the  store,  generally  speaking, 
the  smaller  the  inventory  per  $100  of 
sales.  Accordingly,  when  the  different 
expense  items  are  reduced  to  a  basis 
of  sales  for  each  dollar  of  inventory, 
the  amounts  decrease. 

D. — Amounts  of  Setting  Expenses  per 
$100  of  Total  Net  Sales  per 
$1,000  Sold  per  Full-Time  Sales- 
Person,  for  Stores  Classified  by 
Size. 

Section  IV  of  Table  C  shows  for  the 
combined  years  1914,  1918,  and  1919, 
the  amounts  of  selling  expense  and 
of  its  components  per  $100  of  sales 
for  each  $1,000  sold  per  full-time 
sales-person.  The  records  of  146 
stores  classified  by  size  are  included 
for  this  period.  As  the  stores  in- 
crease in  size,  each  expense  and  the 
total  decrease.  This  condition  holds 
also  for  each  of  the  years.  Moreover, 
from  year  to  year,  from  1914  to  1918 
to  1919,  each  expense  element  when 
measured  in  this  unit  decreased. 


E. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  for  the 
Amount  Sold  per  Square  Foot  of 
Floor  Space,  for  Stores  Classified 
by  Size. 

In  Table  C,  Section  V,  the  amounts 
of  total  selling  expense  and  wages  and 
salaries  are  shown  for  1919,  when  ex- 
pressed per  $100  total  net  sales  for  the 
amount  sold  per  square  foot  of  floor 
space.  The  records  of  303  stores, 
classified  by  size,  are  used  to  deter- 
mine these  averages.  As  the  stores 


increase  in  size,  the  amounts  show  no 
regular  tendency  to  increase  or  to 
decrease. 

F. — Amounts  of  Selling  Expense  per 
$100  of  Total  Expense  for  Sto-res 
Classified  by  Years,  by  Size,  and 
by  Location. 

Chart  I  shows  graphically  for  the 
combined  and  the  individual  years, 
1914,  1918,  and  1919,  the  relations 
which  selling  expense  bears  to  total 
operating  expense.  For  the  years 


GRAPHIC   REPRESENTATION  OF  THE  AMOUNTS   WHICH  SELLING   AND  OTHER  EXPENSE 

FOR  154  STORES  CONSTITUTE  OF  EACH  $100  OF  TOTAL  OPERATING 

EXPENSE,  1919,   1918,  AND  1914 
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combined,  out  of  every  $100  of  total 
operating  expense,  selling  expense 
constitutes  $50.09.  In  1914  the  cor- 
responding amount  was  $48.86;  in 
1918,  $49.63;  and  in  1919,  $51.06. 
That  is,  from  year  to  year,  selling 
expense  in  relation  to  total  operating 
expense  increassd. 

Chart    II    shows    graphically    the 
amounts  of  selling  expense  per  $100 


of  total  expense  for  stores  classified 
by  size.  The  average  amount  for  the 
stores  with  sales  under  $40,000  is 
$41.13 ;  for  those  with  sales  of  $40,000 
to  $80,000,  it  is  $46.10 ;  for  those  with 
sales  of  $80,000  to  $180,000,  $51.49; 
and  for  those  with  sales  of  $180,000 
and  over,  $52.67.  That  is,  the 
amounts  increase  as  the  stores  in- 
crease in  size. 


CHART  II 

GRAPHIC  REPRESENTATION  OF  THE  AMOUNTS   WHICH   SELLING   AND  OTHER  EXPENSE 
CONSTITUTE  OF  EACH  $100  OF  TOTAL  OPERATING  EXPENSE,  FOR  STORES 

OF  DIFFERENT   SIZE,   1919,    1918,   AND   1914,    COMBINED 
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GRAPHIC  REPRESENTATION  OF  THE  AMOUNTS  WHICH  SELLING  AND  OTHER  EXPENSE 

CONSTITUTE  OF  EACH  $100  OF  TOTAL  OPERATING  EXPENSE,  FOR  STORES  OF 
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Chart  III  shows  graphically,  for 
the  three  years  1914,  1918,  and  1919, 
combined,  the  amounts  of  selling  ex- 
pense per  $100  of  total  operating  ex- 
pense for  154  stores,  classified  by  size 
and  further  by  the  size  of  the  city  in 
which  located.  For  stores  within  a 
given  size-group,  the  amounts  of 
selling  expense  per  $100  of  total  oper- 
ating expense,  in  every  case  but  one, 
are  larger  for  those  in  small,  than  for 
those  in  large  cities.  For  all  the 
stores,  irrespective  of  size,  the  average 
amount  is  larger  for  the  stores  in  the 
large  than  for  those  in  the  small 
cities.  This  seeming  contradiction  is 
due  to  the  fact  that  selling  expense 
in  relation  to  total  operating  expense 
is  higher  in  large  than  in  small  stores 
and  that  in  the  groups  used,  there  is 
relatively  a  larger  percentage  of  large 
stores  in  the  large  than  in  the  small 
cities. 

Table    D,    Section    I,    shows    the 

amounts  of  selling  expense  per  $100 

total      operating      expense.      These 

amounts  for  the  154  stores  for  the 

TABLE  D 


Classified 
Total 
Met  Sale* 

(in  OOO'l) 

Anour.te  of  Total  Selling  Expense 
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II 

III 

Per  $100  of 
Total  Expense 

tar  $100  of 
Total  Expense 
per  Stock 
Turnover 
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Total  Expense 
per  $1,000  of 
Sales  per 
Pull-time 
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Average 
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67 
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3  yrs. 

1919 

3  TTS. 

Dumber  of 
Store-years 

462 

269 

438 

three  years  combined  increase  as 
stores  increase  in  size.  This  condition 
holds  also  for  each  of  the  years  1914, 
1918,  and  1919.  From  year  to  year, 
the  amounts  of  selling  expense  per 
$100  total  operating  expense  increased 
from  $48.86  to  $51.06,  as  shown  in 
Chart  I.  The  average  amount  for  the 
three  years  is  $50.09. 

G. — Amounts  of  Selling  Expense  per 
$100  Total  Expense  per  Stock 
Turnover,  for  Stores  Classified 
by  Size. 

Section  II  of  Table  D  shows  for 
269  stores  for  1919,  classified  by  size, 
the  average  amounts  of  selling  ex- 
pense per  $100  total  operating  ex- 
pense per  stock  turnover.  As  the 
stores  increase  in  size,  these  amounts 
increase  for  stores  with  sales  less  than 
$180,000.  For  the  group  of  stores 
with  sales  of  $180,000  and  over,  the 
average  is  considerably  smaller  than 
for  any  of  the  other  groups.  This  is 
due  primarily  to  the  greater  rapidity 
with  which  these  stores  in  this  year 
turned  their  stock. 

H. — Amounts  of  Selling  Expense  per 
$WO  Total  Expense  per  $1,000 
Sold  for  Each  Full-Time  Sales- 
Person,  for  Stores  Classified  by 

Size. 

Section  III  of  Table  D  shows  the 
amounts  of  selling  expense  per  $100 
total  expense,  expressed  in  terms  of 
$1,000  worth  of  goods  sold  for  a  full- 
time  sales-person.  The  records  of  146 
stores  for  the  combined  years,  clas- 
sified by  size,  are  available  for  study 
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from  this  point  of  view.  As  the  stores 
increase  in  size,  the  expenditures  ex- 
pressed in  this  unit  decrease  from  a 
maximum  of  $4.00  to  a  minimum  of 
$2.63.  Similar  decreases  hold  for  each 
of  the  three  years. 

7. — Amounts  of  Wages  and  Salaries, 
of  Advertising,  and  of  Other 
Selling  Expense  per  $100  of 
Total  Selling  Expense,  for 
Stores  Classified  ~by  Years,  by 
Size,  and  by  Location. 

Chart  IV  shows  graphically  for  the 
combined   and   the   individual  years 


1914,  1918,  and  1919,  the  relations 
which  wages  and  salaries,  advertising, 
and  other  selling  expense  bear  to 
total  selling  expense.  For  the  com- 
bined years,  essentially  two-thirds  of 
selling  expense  is  attributable  to 
wages  and  salaries  paid  to  salesmen. 
Moreover,  this  proportion  remains 
essentially  constant  for  each  of  the 
different  years.  Approximately  one- 
fifth  of  all  the  selling  expenses  goes 
for  advertising.  Between  1914  and 

1918,  the  proportion  for  this  purpose 
decreased    and    between    1918    and 

1919,  increased.    For  the   combined 
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years,  other  selling  expenses  roughly 
constitute  one-eighth  of  the  total. 

Chart  V  shows  graphically  for  154 
stores  classified  by  size,  for  the  com- 
bined years  1914,  1918,  and  1919,  the 
relative  proportion  of  total  selling  ex- 
pense attributable  to  wages  and  sal- 
aries, to  advertising,  and  to  other 
selling  expense.  As  the  stores  in- 


crease in  size,  the  proportions  for 
wages  and  salaries  decrease.  The  pro- 
portions expended  for  advertising 
and  for  other  selling  purposes  in- 
crease. 

Chart  VI  shows  graphically  the 
amounts  of  wages  and  salaries,  adver- 
tising, and  other  selling  expense  per 
$100  of  total  selling  expense  for  the 
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GRAPHIC   REPRESENTATION  OP   THE   AMOUNTS  WHICH   WAGES  AND   SALARIES,   ADVER- 
TISING, AND  OTHER  SELLING  EXPENSE  CONSTITUTE  OF  EACH  $100  OF  TOTAL 
SELLING  EXPENSE,  FOR  STORES  OF  DIFFERENT  SIZE,  1919,  1918, 
AND   1914,   COMBINED 
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CHART  VI 

GRAPHIC   REPRESENTATION  OF   THE   AMOUNTS   WHICH   WAGES   AND   SALARIES,   ADVER- 

TISING, AND  OTHER  SELLING  EXPENSE  CONSTITUTE  OP  EACH  $100  OF  TOTAL 

SELLING  EXPENSE,  FOR  STORES  OF  DIFFERENT  SIZE  AND  LOCATION, 

1919,    1918,   AND    1914,    COMBINED 
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TABLE  E 
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Total 
Net  Sales 
(In  QOO'a) 
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Wages  t 
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Advertising 

Wages  k 
Salaries 

Advertising 

Average 
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three  years,  1914,  1918,  and  1919, 
combined,  for  154  stores  classified  by 
size  and  further  by  the  size  of  the 
city  in  which  they  are  located.  The 
proportions  of  total  selling  expense 
attributable  to  wages  and  salaries  for 
all  groups  of  stores,  except  one,  when 
classified  by  size,  are  less  in  stores  in 
the  small  than  in  those  in  large  cities. 
The  proportions  of  total  selling  ex- 
pense which  are  attributable  to  adver- 
tising are  higher  for  the  stores  in 
the  large  cities  for  each  size-group 
except  one.  The  same  condition 
characterizes  the  miscellaneous  sell- 
ing expense.  For  all  of  the  stores  in 
the  small  cities,  roughly  71  per  cent, 
of  the  selling  expense  is  paid  out  in 
the  form  of  wages  and  salaries,  19  per 
cent,  in  the  form  of  advertising,  and 
10  per  cent,  as  other  selling  expense. 
In  stores  in  the  large  cities,  the  cor- 
responding percentages  are  63,  23, 
and  14. 

In  Table  E,  Section  I,  the  amounts 


of  wages  and  salaries,  advertising, 
and  other  selling  expenses  per  $100 
of  selling  expense  are  shown,  for  the 
combined  years,  for  154  stores,  clas- 
sified by  size.  As  the  stores  increase 
in  size,  wages  and  salaries  decrease, 
while  advertising  and  other  selling 
expense  increase.  Moreover,  this 
condition  obtains  for  each  of  the 
years. 

J. — Amounts  of  Wages  and  Salaries 
and  of  Advertising  per  $100 
Selling  Expense  per  Stock  Turn- 
over, for  Stores  Classified  by 
Size. 

In  Section  II  of  Table  E  the 
amounts  of  wages  and  salaries  and  of 
advertising  per  $100  of  selling  ex- 
pense per  stock  turnover  for  1919  are 
shown  for  269  stores,  classified  by  size. 
The  amounts  of  both  expenses  de- 
crease as  stores  increase  in  size.  The 
direction  of  change  in  the  amounts  of 
wages  and  salaries,  when  expressed 
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in  this  form,  agrees  with  that  shown 
for  wages  and  salaries  when  measured 
in  terms  of  selling  expense  alone.  The 
direction  of  change  for  advertising, 
expressed  in  this  unit,  is  inverse  to 
that  shown  for  the  amounts  in  terms 
of  selling  expense  alone. 

K — Amounts  of  Wages  and  Salaries 
and  of  Advertising  per  $100  of 
Selling  Expense  per  $1/)00  Sold 
per  Full-time  Sales-person,  far 
Stores  Classified  by  Size. 

Table    E,    Section    III,   shows  the 
amounts  of  wages  and  salaries  and  of 


three  years  holds  for  each  year  treated 
separately. 

3. AMOUNTS  OF  SELLING  EXPENSE  AND 

ITS  COMPONENTS,  WAGES  AND  SAL- 
AKIES  AND  ADVERTISING,  IN  RELA- 
TION TO  THE  AMOUNTS  OF  STOCK 
CARRIED. 

The  method  of  classifying  the 
stores,  the  expenses  of  which  are 
summarized  in  this  section,  is  accord- 
ing to  the  amounts  of  inventory 
which  they  had  per  $100  of  total  net 
sales.  In  view  of  the  fact  that  each 
of  the  elements  of  expense  is  a  func- 
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advertising,  expressed  per  $100  of 
selling  expense  for  each  $1,000  sold 
per  full-time  sales-person,  for  stores 
classified  by  size.  That  is,  the  amounts 
are  reduced  to  a  unit  basis  of  selling 
expense  and  of  salesmen's  sales.  Ex- 
pressed in  this  form,  both  amounts 
decrease  as  stores  increase  in  size. 
The  data  refer  to  the  three  years 
1914,  1918,  and  1919,  combined.*  The 
direction  of  change  shown  for  the 


tion  of  the  size  of  the  stores,  a  single 
group,  viz.,  stores  with  sales  of  $40,- 
000  to  $80,000,  is  selected  for  pur- 
poses of  summary. 

A. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales,  far  Stores 
Classified  by  Amounts  of  In- 
ventory per  $100  Total  Net  Sales. 

For  a  group  of  stores  with  annual 
sales  of  $40,000  to  $80,000,  as  shown 
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in  Table  F,  Section  I,  the  amounts  of 
selling  expense,  of  wages  and  salaries, 
and  of  advertising,  based  upon  three 
years'  experience,  increase  as  the  in- 
ventories per  $100  total  net  sales  in- 
crease. For  other  size-groups  clas- 
sified by  inventories  in  relation  to 
sales,  the  amounts  of  total  selling  ex- 
pense for  the  combined  years  increase. 
The  amounts  of  wages  and  salaries 
and  of  advertising,  however,  are  un- 
certain as  to  direction  of  change. 
When  the  stores  are  classified,  irre- 
spective of  size,  but  according  to  the 
amounts  of  inventories  in  relation  to 
their  sales,  each  element  of  expense, 
and  also  the  total,  decreases  with  in- 
creasing inventories.  Moreover,  the 
conditions  for  the  three  years  gener- 
ally hold  for  each  of  the  individual 
years. 

B. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  per  Stock 
Turnover,  for  Stores  Classified 
by  Amounts  of  Inventory  per 
$100  Total  Net  Sale9. 

Table  F,  Section  II,  shows  for  106 
stores,  having  sales  of  $40,000  to 
$80,000  in  1919,  the  amounts  of  sell- 
ing expense,  wages  and  salaries,  and 
advertising,  measured  in  terms  of 
$100  sales  per  stock-turnover.  The 
stores  are  classified  by  the  amounts  of 
inventory  per  $100  total  net  sales. 
As  the  inventories  increase  in  size, 
the  different  expenses  also  increase. 
That  is,  they  are  relatively  low  in  the 
stores  with  low  inventories.  This  con- 
dition also  holds  for  stores  in  other 
size-groups  and  for  all  stores,  irre- 
spective of  size. 


C. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  for  the 
Amount  Sold  per  $1  of  Inven- 
tory, for  Stores  Classified  by 
Amounts  of  Inventory  per  $100 
Total  Net  Sales. 

Table  F,  Section  III,  shows  for  a 
group  of  stores  for  the  three  years 
combined,  the  amounts  of  selling  ex- 
pense, wages  and  salaries,  and  adver- 
tising for  stores  having  sales  of  $40,- 
000  to  $80,000,  classified  by  the 
amounts  of  their  inventories  per  $100 
total  net  sales.  As  the  size  of  the  in- 
ventories expressed  in  this  form  in- 
creases, the  amounts  of  each  of  the 
expenditures  increase.  Moreover,  this 
condition  holds  for  the  stores  in  the 
other  size-groups  and  for  all  stores, 
irrespective  of  size.  It  also  holds  in 
each  of  the  different  years.  From 
year  to  year,  each  of  the  different  ele- 
ments of  expense,  expressed  in  this 
form,  decreased. 

Z>. — Amounts  of  Selling  Expense  per 
$100  Total  Expense,  for  Stores 
Classified  by  Amounts  of  Inven- 
tory per  $100  Total  Net  Sales. 

Table  G,  Section  I,  shows  the 
amounts  of  selling  expense  per  $100 
of  total  expense  for  a  group  of  stores 
with  sales  from  $40,000  to  $80,000, 
for  the  three  years  1914,  1918,  and 
1919,  combined,  classified  by  the 
amounts  of  inventory  per  $100  total 
net  sales.  As  the  size  of  the  inven- 
tories increases,  the  amounts  of  sell- 
ing expense  decrease,  if  the  group  of 
stores  having  inventories  less  than 
$20  per  $100  total  net  sales  is  omitted. 
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TABLE  G 


Amount  of 
Inventory 
per  $100  of 
Total 
Hat  Sales 

Amounts  of  Total 
Selling  Expense 

Amounts  of  Classified  Selling  Expense 

I 

n 

III 

Per  $100  of 
Total 
Expense 

Per  $100  of  Selling 
Expense 

Per  $100  of  Selling  Expense 
per  Stock  Turnover 

Wages  & 
Salaries 

Advertising 

Wages  & 
Salaries 

Advertising 

Average 

$46.41 

$70.27 

$13.06 

$39.96 

$10.22 

Under  $20 
$20  to  (40 
$40  to  $60 
$60  &  over 

37.62 
48.27 
46.39 
45.13 

69.21 
66.23 
72.20 
72.88 

15.56 
19.20 
17.32 
18.34 

14.50 
31.45 

J49.70 

5.64 
9.42 

[10.91 

Table  Nuriber 
Years 

Hxnaber  of 
Store-years 

32 
S  yrs. 

166 

149 

3  yrs. 

165 

241 
5  yrs. 

165 

153 

1919 

106 

246 
1919 

106 

A  similar  condition  holds  for  the 
stores  in  each  of  the  other  size-groups, 
as  well  as  for  stores  classified  by  in- 
ventory, but  without  relation  to  size. 
Moreover,  the  condition  established 
in  this  table  holds  for  each  of  the 
three  years  1914,  1918,  and  1919. 

E. — Amounts  of  Wages  and  Salaries 
and  of  Advertising  per  $100 
Selling  Expense,  for  Stores 
Class'ified  by  Amounts  of  Inven- 
tory per  $100  Total  Xet  Sales. 

In  Table  G,  Section  II,  the  amounts 
of  wages  and  salaries  and  advertising 
are  shown  per  $100  selling  expense 
for  a  group  of  stores,  for  the  three 
years  1914,  1918,  and  1919,  combined, 
classified  by  the  amounts  of  inven- 


tories per  $100  total  net  sales.  As  the 
amounts  of  inventory  in  relation  to 
sales  increase,  wages  and  salaries  in- 
crease, while  advertising  expenditures 
do  not  show  a  uniform  tendency  either 
to  increase  or  to  decrease.  For  other 
groups  of  stores,  classified  by  size, 
the  direction  of  change  in  the  amounts 
of  wages  and  salaries  and  of  advertis- 
ing is  uncertain.  For  all  the  stores, 
irrespective  of  size,  the  amounts  of 
wages  and  salaries  increase,  while  the 
amounts  of  advertising  tend  neither 
to  increase  nor  to  decrease  as  the  in- 
ventories in  terms  of  sales  increase. 
In  each  of  the  different  years  for  both 
elements  of  expense,  the  nature  of  the 
change  with  increasing  inventories  is 
uncertain. 
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F. — Amounts  of  Wages  and  Salaries 
and  of  Advertising  per  $100  of 
Selling  Expense  per  Stock  Turn- 
over, for  Stores  Classified  by 
Amounts  of  Inventory  per  $100 
Total  Net  Sales. 

In  Table  G,  Section  III,  the 
amounts  of  wages  and  salaries  and  of 
advertising  per  $100  selling  expense 
are  shown  for  106  stores  in  1919,  clas- 


4. AMOUNTS  OF  SELLING  EXPENSE  AND 

ITS  COMPONENTS,  WAGES  AND 
SALARIES,  ADVERTISING,  AND  OTHER 
SELLING  EXPENSE,  IN  RELATION  TO 
THE  AMOUNTS  SOLD  PER  FULL- 
TIME SALES-PERSON. 

Throughout  this  part  of  the  Sum- 
mary, a  single  group  of  stores  having 
sales  between  $40,000  and  $80,000, 
classified  by  the  amounts  sold  per 


TABLE  H 


Amounts  of  Classified.  Selling  Expense 

Amount  of 

I 

II 

III 

Sales  pep 
Full-time 
Sales-person 
(In  000'  i) 

Far  $100  of  Total  Bet  Sales 

Per  $100  of  Total  Het  Sale* 
per  Stock  Turnover 

Per  $100  < 
$!.< 
Pull- 

>00  of  Sales  per   ' 
time  Sales-person 

Total 
Selling 

Expense 

Wages  It 
Salaries 

Advertising 

Total 
Selling 
Expense 

Wages  4 
Salaries 

Advertising 

Total 
Selling 

Expense 

Wages  It 

Salaries 

Advertising 

Average 

$9.20 

$6.45 

$1.67 

$4.17 

$3.00 

$0.76 

$0.69- 

$0,48 

$0.12 

Under  $12 

10.82 

7.65 

1.92 

6.09 

4.49 

0.95 

1.08 

0.70 

0.19 

(12  to  |16 

9.45 

6.51 

1.71 

5.07 

3.70 

0.98 

0.68 

0.47 

0.12 

$16  to  $24 

7.62 

5.11 

1.42 

3.66 

2.61 

0.62 

0.42 

0.28 

0.08 

$24  to  $52 

7.15 

5.25 

1.51 

3.42 

2.61 

0.60 

0.26 

0.19 

0.08 

$32  4  over 

4.03 

2.44 

o.ai 

£.66 

1.53 

0.62 

0.09 

0.06 

0.02 

Table  Number 

49 

162 

255 

46 

158 

252 

49 

162 

25S 

Year 

3  TTS. 

3  yri. 

3  yrs. 

1919 

1919 

1919 

3  yrfl. 

S  jr«. 

9  yr«. 

Store-years 

165 

163 

163 

103 

103 

103 

163 

163 

163 

sified  by  the  amounts  of  inventories 
per  $100  total  net  sales.  As  the  inven- 
tories in  relation  to  sales  increase, 
both  wages  and  salaries  and  advertis- 
ing, as  proportionate  parts  of  selling 
expense,  when  reduced  to  a  stock 
turnover  basis,  increase.  This  condi- 
tion holds  for  the  stores  in  each  of 
the  other  size-groups,  as  well  as  for 
all  stores,  when  classified  according 
to  inventory  in  relation  to  sales,  but 
irrespective  of  size.  Data  are  avail- 
able in  this  form  for  1919  only. 


full-time  sales-person,  is  used.  The 
different  parts  of  selling  expense  and 
the  total  are  expressed  in  simple  and 
composite  units,  the  purpose  being  to 
reduce  the  varying  conditions  in 
these  stores  to  a  unit  basis. 

A. — Amounts  of  Selling  Expenses  per 
$100  of  Total  Net  Sales,  for 
Stores  Classified  by  Amounts 
Sold  per  Full-time  Sales-person. 

For  a  group  of  stores  for  the  com- 
bined  years   1914,   1918,   and   1919, 


20 


with  annual  sales  of  $40,000  to 
000,  as  shown  in  Table  H,  Section  I, 
the  amounts  of  selling  expense,  of 
wages  and  salaries,  and  of  advertising 
expenditures  per  $100  total  net  sales 
decrease  as  the  amounts  sold  per  full- 
time  sales-person  increase.  Moreover, 
this  condition  holds  for  the  stores  in 
each  of  the  different  size-groups. 
When  the  stores  are  classified  by  loca- 
tion the  amounts  of  total  selling  ex- 
pense and  of  wages  and  salaries  de- 
crease as  the  amounts  sold  per  full- 
time  sales-person  increase.  The  direc- 
tion of  change  for  advertising  is  un- 
certain. 

:  B. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  per  Stock 
Turnover,  for  Stores  Classified 
by  Amo-unts  Sold  Per  Full-time 
Sales-person. 

Table  H,  Section  II,  shows  for  a 
group  of  stores  for  1919,  having  sales 
of  $40,000  to  $80,000,  the  amounts  of 
selling  expense,  of  wages  and  salaries, 
and  of  advertising  per  $100  of  total 
net  sales  per  stock  turnover,  for  stores 
classified  by  the  amounts  sold  per 
full-time  sales-person.  As  the  amounts 
sold  per  full-time  sales-person  in- 
crease, the  total  selling  expense  and 
!  its  components,  wages  and  salaries 
and  advertising,  expressed  in  this 
unit,  decrease.  Moreover,  this  con- 
dition holds  for  the  stores  in  each  of 
the  other  size-groups,  treated  in  the 
text,  as  well  as  for  the  stores  classified 
without  respect  to  size,  but  accord- 
ing to  the  sales  per  sales-person. 
When  the  stores  are  classified  by  loca- 
tion, the  amounts  of  selling  expense 


and  of  wages  and  salaries  decrease. 
The  amounts  of  advertising  are  un- 
certain as  to  direction  of  change. 
How  nearly  these  conditions  hold 
when  the  stores  are  classified  more 
elaborately  will  be  seen  by  consulting 
the  parts  of  the  text  having  to  do 
with  these  topics. 

C. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  for  Each 
$1,000  Sold  per  Full-time  Sales- 
person, for  Stores  Classified  by 
Amounts  Sold  per  Full-time 
Sales-person. 

In  Table  H,  Section  III,  the 
amounts  of  total  selling  expense,  of 
wages  and  salaries,  and  of  advertising 
per  $100  of  total  net  sales  for  each 
$1,000  sold  per  full-time  sales-person 
are  shown  for  a  group  of  stores  with 
sales  of  $40,000  to  $80,000,  for  the 
three  years  combined,  when  the  stores 
are  classified  by  the  amounts  sold  per 
full-time  sales-person.  When  the 
amounts  are  expressed  in  this  unit, 
the  total,  as  well  as  the  component 
parts,  wages  and  salaries  and  adver- 
tising, decreases  as  the  sales  per  full- 
time  sales-person  increase.  This  con- 
dition also  holds  for  the  stores  in  each 
of  the  different  size-groups  and  for 
the  total  stores,  when  classified  in  this 
form,  but  irrespective  of  size.  More- 
over, in  each  of  the  different  years, 
each  element  of  selling  expense,  meas- 
ured in  this  unit,  decreases  as  the 
sales  per  full-time  sales-person  in- 
crease. When  the  stores  are  classified 
by  location  into  two  city-groups,  the 
amounts  of  each  element  of  expense 
and  the  total  also  decrease  as  the  sales 
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per  full-time  sales-person  increase. 
The  significance  of  such  decreases 
with  increased  activities  of  salesmen 
is  brought  out  more  fully  in  the 
text.  It  is,  however,  of  interest  at 
this  point  to  suggest  the  savings  in 
the  different  elements  of  expense 
which  accompany  the  increased  activ- 
ities of  salesmen.  To  increase  the 
amounts  of  goods  sold  per  salesman 
is  one  of  the  many  ways  in  which 
operating  expenses  in  relation  to 
sales  may  be  reduced. 

TABLE  I 


Amount  of 
Sales  per 
Pull-time 
Sales-psrscm 
(in  OOO's) 

Amounts  of  Total  Selling  Expense 

I 

II 

III 

Per  $100  of 
Total  Expense 

Per  ClOO  of 
Total  Expense 
per  Stock 
Turnover 

Per  $100  of 
Total  expanse 
per  f  1,000  of 
Sales  per 
Pull-tine 
Sales-person 

Average 

J.«o.07 

$23.53 

$3.44 

Under  $12 

60.  54 

28.05 

5.04 

$12  to  $16 

45.37 

27.?5 

5.29 

$16  to  $24 

41.63 

.21.70 

2.27 

$24  to  $32 

S9.<55 

19.63 

1.45 

$32  &  over 

35.72 

10.62 

O.O4 

Table  Number 

69 

57 

59 

Years 

3  yro. 

1919 

3  yrs. 

Kuraber  of 
Store-years 

16S 

103 

163 

D. — Amounts  of  Selling  Expense  per 

$100  Total  Expense,  for  Stores 

Classified  by  Amounts  Sold  per 

Full-time  Sales-person. 

Table    I,    Section    I,    shows    the 

amounts  of  selling  expense  per  $100 

total  expense  for  a  group  of  stores  for 

the  three  years  1914,  1918,  and  1919, 

combined,  which  had  sales  between 

$40,000  and  $80,000  per  year.     The 

average  amounts  are  shown  for  these 

stores  when  classified  by  the  amounts 


sold  per  full-time  sales-person.  As 
such  amounts  increase,  selling  ex- 
penses, as  proportionate  parts  of  total 
expense,  decrease.  The  same  condi- 
tion holds  for  the  stores  in  the  other 
size-groups,  treated  in  the  text,  and 
also  for  all  the  stores  when  they  are 
classified  in  this  form,  but  without 
respect  to  size.  In  each  of  the  differ- 
ent years,  1914,  1918,  and  1919, 
moreover,  the  amounts  of  selling  ex- 
pense as  proportionate  parts  of  total 
expense  decrease  with  increasing  sales 
per  full-time  sales-person. 

E. — Amounts  of  Selling  Expense  per 
$100  Total  Expense  per  Stock 
Turnover,  for  Stores  Classified  by 
Amounts  Sold  per  Full-time 
Sales-person. 

Section  II  of  Table  I  shows  the 
amounts  of  selling  expense  per  $100 
of  total  operating  expense  reduced  to 
a  per  turn  basis.  The  stores  included 
are  those  having  sales  of  $40,000  to 
$80,000,  and  the  basis  of  classification 
is  the  amount  sold  per  full-time  sales- 
person. As  the  amounts  increase, 
selling  expense  expressed  in  this  man- 
ner decreases.  This  condition  holds 
for  the  stores  in  the  other  size-groups 
and  also  for  the  stores  as  a  whole, 
classified  in  this  form,  but  irrespective 
of  size. 

F. — Amounts  of  Selling  Expense  per 
$100  Total  Expense  per  $1,000  \ 
Sold  for  Each  Full-Time  Sales-] 
person,  for  Stores  Classified  by\ 
Amounts  Sold  per  Full-timel 
Sales-person. 
Table  I,  Section  III,  shows  the| 

amounts  of  selling  expense  for  $100 
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total  expense  for  each  $1,000  sold  per 
full-time  sales-person.  The  details 
apply  to  a  group  of  stores  having 
sales  of  $40,000  to  $80,000,  when  clas- 
sified according  to  the  amounts  sold 
per  full-time  sales-person.  As  these 
amounts  increase,  selling  expenses  ex- 
pressed in  this  form  decrease.  The 
table  refers  to  a  single  size-group  for 
the  three  years  combined.  In  each 
of  the  other  size-groups  and  for  all 
the  stores  in  the  combined  and  in  the 
individual  years,  however,  the  same 
condition  holds.  Moreover,  from 
years  to  year,  the  amounts  decreased. 
Certain  modifications  of  these  conclu- 
sions must  be  made  for  stores,  when 
they  are  classified  not  only  by  size, 
but  also  by  location.  These  are 
pointed  out  in  the  body  of  the  text. 


G. — Amounts  of  Wages  and  Salaries 
and  of  Advertising  per  $100 
Selling  Expense,  for  Stores  Clas- 
sified by  Amounts  Sold  per  Full- 
time Sales-person. 

Table  J,  Section  I,  shows  for  the 
combined  years  1914,  1918,  and  1919, 
the  amounts  of  wages  and  sala- 
ries and  of  advertising  per  $100  of 
selling  expense  for  a  group  of  stores 
with  sales  of  $40,000  to  $80,000.  The 
basis  of  classifying  the  stores  is  the 
amount  sold  per  full-time  sales-per- 
son. As  the  sales  per  sales-person  in- 
crease, the  amounts  of  wages  and  sal- 
aries decrease  and  the  amounts  of 
advertising  increase.  For  the  stores 
in  the  other  size-groups,  the  same  con- 
dition obtains  for  wages  and  salaries, 


TABLE  J 


Amount  of 
Sales  par 
Full-ti.-.e 
Sales-person 
(In  OOO's) 

Amounts  of  Classified  Selling  Expense 

I 

11 

III 

Per  $100  of  Selling 
Expense 

Per  $100  of  Selling 
Expense  per  Stock 

Turnover 

Per  $10O  of  Selling  Expense 
per  $1,000  of  Sales  per 
Pull-time  Sales-person 

Wages  & 

Salaries 

Advertising 

Wages  & 
Salaries 

Advertising 

Wages  & 
Salaries 

Advertising 

Average 

$70.15 

$18.19 

$39.96 

$10.16 

$5.24 

$1.35 

Under  $12 

72.53 

17.76 

49.01 

10.51 

7.25 

1.78 

$12  to  |16 

68.95 

18.07 

42.96 

11.43 

4.99 

1.31 

$16  to  $24 

67.07 

18.65 

39.59 

9.44 

3.66 

1.02 

$24  to  $52 

73.46 

21.08 

36.40 

8.45 

2.63 

0.77 

(52  &  over 

60.63 

20.06 

31.26 

12.32 

1.43 

0.47 

Table  number 

168 

261 

166 

259 

168 

261 

Years 

Xunber  of 
Store  -years 

3  VT8. 

163 

3  rrs. 
163 

1919 
105 

19J.9 
10S 

3  TTS. 
163 

5  yra. 
168 
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while  the  direction  of  change  is  un- 
certain for  the  amounts  of  advertis- 
ing. When  all  the  stores  are  classified 
in  the  form  shown  in  the  table,  the 
amounts  of  wages  and  salaries  de- 
crease, and  the  amounts  of  advertis- 
ing increase.  These  generalizations 
are  based  upon  the  averages  for  three 
years.  In  a  general  way,  however, 
the  condition  shown  in  the  table  for 
the  combined  years  also  holds  in  the 
different  years.  When  the  stores  are 
classified  by  location,  it  is  impossible 
to  generalize  as  to  the  direction  of 
change  in  the  amounts.  The  reader  is 
advised  to  consult  the  text  treatment 
of  this  matter  both  for  the  actual 
amounts  and  for  the  nature  of  the 
change  with  increasing  amounts  sold 
per  full-time  sales-person. 

H. — Amounts  of  Wages  and  Salaries 
and  Advertising  per  $100  Selling 
Expense  per  Stock  Turnover,  for 
Stores  Classified  ~by  Amounts 
Sold  per  Full-time  Sales-person. 

Table  J,  Section  II,  shows  for  the 
year  1919  the  amounts  of  wages  and 
salaries  and  of  advertising  per  $100 
selling  expense  per  stock  turnover  for 
a  group  of  stores  which  had  sales  from 
$40,000  to  $80,000.  The  averages 
apply  to  stores  classified  according  to 
the  sales  per  full-time  sales-person. 
As  such  sales  increase,  wages  and  sal- 
aries expressed  in  this  unit  decrease, 
while  the  direction  of  change  for  ad- 
vertising expenditures  is  uncertain. 
For  each  of  the  other  size-groups,  as 
well  as  for  all  of  the  stores,  the  same 
conditions  obtain.  It  is  well,  in  this 
connection,  to  consult  the  detailed 


text  treatment  for  the  amounts  as  well 
as  the  nature  of  the  change  under  dif- 
ferent conditions  of  store  operation. 

7. — Amounts  of  Wages  and  Salaries 
and  Advertising  per  $100  Selling 
Expense  for  Each  $1,000  Sold 
per  Full-time  Sales-person,  for 
Stores  Classified  by  the  Amounts 
Sold  per  Full-time  Sales-person. 
In  Table  J,  Section  III,  the 
amounts  of  wages  and  salaries  and 
advertising  are  shown  per  $100  of  sell- 
ing expense  for  $1,000  sold  per  full- 
time  sales-person.  By  expressing  the 
amounts  in  this  form,  the  different 
conditions  of  store  operation  are  re- 
duced to  a  unit  basis.  For  the  groups 
of  stores  under  consideration,  as  the 
amounts  sold  per  full-time  sales-per- 
son increase,  the  expenditures  for 
wages  and  salaries  and  for  advertis- 
ing decrease.  Moreover,  this  condition 
holds  for  the  stores  in  the  other  size- 
groups  as  well  as  for  the  stores  as  a 
whole,  when  classified  by  the  amounts 
sold  per  person.  The  condition  shown 
in  the  table  for  the  combined  years 
also  holds  in  each  of  the  individual 
years.  From  year  to  year,  the 
amounts  of  both  expenditures  de- 
creased. For  the  direction  of  change 
in  the  amounts  for  the  stores  when 
classified  by  location,  the  reader  is 
referred  to  the  text  treatment. 

5. AMOUNTS  OF  SELLING  EXPENSE  AND 

ITS  COMPONENTS,  WAGES  AND  SAL- 
ARIES AND  ADVERTISING,  IN  RELA- 
TION TO  EXPENDITURES  FOR  RENT. 

The  method  of  classifying  the 
stores,  the  expenditures  of  which  are 
here  summarized  is  according  to  the 
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TABLE  K 


Aaonnt  of 
Rent  par 
100  Bq.  ft. 
of 
Floor  Space 

Aactmta  of  Classified  Selling  Expense 

Aaotmts  of  Wages 
&  Salaries 

I 

II 

in 

IV 

Per  $100  of  Total 
Net  Sales 

Per  $100  of  Total  Hot 
Sales  wer  Sales  per 
Sq.  Ft. 

Per  $100  of 
Selling 
Expense 

Per  $100  of 
Selling 
Expense 
per  Salea 
per  Sq.  Ft. 

TotKl 
Selling 
Expense 

Hages  & 
Salaries 

Total 
Selling 
Expense 

Wage*  fc 
Salaries 

Arerage 

$7.15 

$5.09 

$0.33 

$0.27 

$71.31 

$3.82 

Under  $20 

6.69 

5.01 

0.66 

0.50 

75.57 

7.50 

$20   to  (40 

6.33 

4.41 

0.34 

0.23 

69.61 

3.69 

$40  to  $60 

7.55 

5.42 

0.35 

0.25 

7L.73 

3.30 

$60  &  over 

8.44 

6.00 

0.28 

0.20 

71.10 

2.33 

Table  Sunb«r 

77 

1S4 

77 

184 

1B5 

185 

Year 

1919 

1919 

1919 

1919 

1919 

1919 

Number  of 
Store-years 

113 

113 

113 

113 

113 

113 

expenditures  for  rent  per  100  square 
feet  of  floor  space  in  1919.  In  view  of 
the  fact  that  the  different  elements  of 
expense  are  controlled  in  part  by  store 
location  and  by  the  amount  of  floor 
space  utilized,  it  is  thought  worth- 
while to  summarize  briefly  the  part  of 
the  discussion  which  relates  to  this 
topic.  While  it  is  impossible  ade- 
quately to  deal  with  this  subject  in  a 
summary,  certain  general  conclusions 
of  the  treatment  may  be  summarized 
for  a  single  group  of  stores.  For  this 
purpose,  113  stores  having  sales  of 
$40,000  to  $80,000  in  1919  are  used. 

A. — Amounts  of  Selling  Expenses  per 
$100  of  Total  Net  Sales,  for 
Stores  Classified  by  Amounts  of 
Rent  Paid  per  100  Square  Feet 
of  Floor  Space. 


In  Table  K,  Section  I,  the  amounts 
of  total  selling  expense  and  of  wages 
and  salaries  per  $100  total  net  sales 
are  shown  for  113  stores  having  sales 
of  $40,000  to  $80,000  when  the  same 
are  classified  by  the  rental  expendi- 
tures per  100  square  feet  of  floor  space. 
As  the  rents,  expressed  in  this  form, 
increase,  total  selling  expense  and 
wages  and  salaries  in  relation  to  sales 
increase.  Moreover,  this  condition,  so 
far  as  the  total  selling  expense  is  con- 
cerned, also  holds  for  the  stores  in 
the  other  size-groups.  The  direction 
of  change  for  wages  and  salaries  for 
the  other  groups  is  uncertain.  For  all 
the  stores,  irrespective  of  size,  the 
amounts  of  wages  and  salaries  tend  to 
increase,  while  those  of  total  selling 
expense  are  uncertain  as  to  direction 
of  change.  When  the  stores  are  clas- 
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sified  by  location,  and  by  rental  pay- 
ments per  100  square  feet  of  floor 
space,  the  amounts  of  total  selling 
expense  and  of  wages  and  salaries  in- 
crease as  rental  payments  per  100 
square  feet  of  floor  space  increase. 

B. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales,  for  the 
Amount  Sold  per  Square  Foot  of 
Floor  Space  for  Stores  Classified 
by  Amounts  of  Rent  Paid  per  100 
Square  Feet  of  Floor  Space. 

Table  K,  Section  II,  shows  for  113 
stores  in  1919  the  amounts  of  selling 
expense  and  of  wages  and  salaries  per 
$100  total  net  sales  for  the  amount 
sold  per  square  foot  of  floor  space. 
By  expressing  the  expenditures  in  this 
form,  the  different  elements  of  store 
operation  named  in  the  table  are  re- 
duced to  a  unit  basis.  The  stores  are 
classified  according  to  the  rentals  per 
square  foot  of  floor  space.  As  the 
amounts  expended  for  this  purpose 
increase,  both  selling  expense  and 
wages  and  salaries  decrease.  Such  a 
condition  holds  also  for  the  stores  in 
the  other  size-groups  and  for  all  the 
stores,  irrespective  of  size,  when  clas- 
sified in  this  form. 

C. — Amounts  of  Wages  and  Salaries 
per  $100  Selling  Expense,  for 
Stores  Classified  by  Amounts  of 
Rent  Paid  per  100  Square  Feet 
of  Floor  Space. 

In  Table  K,  Section  III,  the 
amounts  of  wages  and  salaries  per 
$100  selling  expense  are  shown  for  a 
group  of  stores,  having  sales  of  $40,- 
000  to  $80,000  in  1919,  when  they  are 


classified  by  the  rental  payments  per 
100  square  feet  of  floor  space.  As  the 
rental  payments  increase,  wages  and 
salaries  decrease.  Moreover,  this  con- 
dition obtains  for  the  stores  in  each 
of  the  other  size-groups  and  for  all 
stores  classified  in  this  form  but  with- 
out respect  to  size. 

D. — Amounts  of  Wages  and  Salaries 
per  $100  Selling  Expense  for  the 
Amount  Sold  per  Square  Foot  of 
Floor  Space,  for  Stores  Classified 
by  Amounts  of  Rent  Paid  per 
100  Square  Feet  of  Floor  Space. 
In   Section   IV,   of   Table  K,   the 
amounts  of  wages  and  salaries  per 
$100  selling  expense  for  the  amounts 
sold  per  square  foot  of  floor  space 
are  shown   for  1919   for  113   stores 
classified  by  rental  payments  per  100 
square  feet  of  floor  space.    For  pur- 
poses of  summary,  the  stores  having 
sales  of  $40,000  to  $80,000  are  used. 
One  result  of  increasing  rental  pay- 
ments is  a  saving  in  the  amount  of 
floor    space    utilized.     Accordingly, 
when    wages    and    salaries    are    ex- 
pressed in  relation  to  selling  expense 
and  the  amount  sold  per  square  foot 
of  floor  space,  they  decrease  as  the 
rentals  paid  per  100  square  feet  of 
floor  space  increase.  For  other  groups 
of  stores,  a  similar  condition  obtains. 

6. AMOUNTS  OP  SELLING  EXPENSE  AND 

ITS  COMPONENTS,  WAGES  AND  SAL- 
ARIES AND  ADVERTISING,  IN  RELA- 
TION TO  THE  AMOUNTS  OF  FIXTURE 
INVESTMENTS  PER  $100  OF  TOTAL 
NET  SALES. 

One  section  of  the  text  is  devoted  to 
an  analysis  of  the  amounts  of  selling 
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TABLE  L 


Amount  of 
Picture  Account 
per  $100  of 
Total  Set  Sales 

Anounts  of  Classified  Selling 
Expense 

Ancunts  of 
Total  Selling 
Expense 

AzuTunts  of  Classified 
Selling  Expense 

I 

II 

III 

Per  $100  of  Total  Ket  Sales 

Per  $100  of 
Total 
Expense 

Per  $100  of  Selling 
Expense 

Total  Selling 
Expense 

TTages  & 
Salaries 

Advertising 

Wages  & 
Salaries 

Advertising 

Average 

$9.30 

$6.57 

$1.63 

$46.52 

$70.68 

$18.04 

facer  $2 

7.U 

5.27 

0.95 

45.03 

74.16 

13.30 

$2  to  $4 

6.56 

5.71 

1.64 

43.11 

68.31 

19.66 

$4  to  $6 

9.56 

6.59 

1.89 

47.50 

66.81 

19.79 

$6  k  over 

ii.es 

8.83 

1.95 

51.51 

74.93 

16.42 

Table  Number 

89 

195 

273 

97 

198 

281 

Years 

3  yra. 

5  —  £. 

5  yra. 

3  yrs. 

3  yrs. 

3  yrs. 

Kusber  of 
Store-Tears 

155 

153 

153 

153 

153 

153 

expense  in  stores  with  different  fix- 
ture investments  in  relation  to  sales. 
It  is  the  purpose  of  the  summary  and 
of  Table  L  to  indicate  in  brief  the 
amounts  of  the  different  elements  of 
expenditures  for  stores  classified  by 
the  relation  of  their  fixture  account 
to  sales,  and  to  indicate  the  tendency, 
if  any,  for  these  amounts  to  increase 
or  to  decrease  under  different  condi- 
tions of  store  operation. 

A. — Amounts  of  Selling  Expenses  per 
$100  of  Total  Set  Sales,  for 
Stores  Classified  by  Amounts  In- 
vested in  Fixtures  per  $100  of 
Total  Set  Sales. 

Table  L,  Section  I,  shows  for  the 
three  years  combined  the  amounts  of 
selling  expense,  wages  and  salaries, 
and  advertising  per  $100  total  net 
sales  for  a  group  of  stores  with  sales 


of  $40,000  to  $80,000,  classified  by 
the  amount  invested  in  fixtures  per 
$100  of  total  net  sales.  As  the 
amounts  invested  in  this  form  in- 
crease, total  selling  expense,  wages 
and  salaries,  and  advertising  expen- 
ditures likewise  increase.  For  the 
stores  in  each  of  the  other  size-groups 
and  for  all  the  stores,  classified  irre- 
spective of  size,  a  similar  condition 
obtains.  Moreover,  increases  in  each 
of  the  different  elements  of  expense 
are  encountered  in  each  of  the  years 
for  stores  classified  in  this  form. 

B. — Amounts  of  Selling  Expense  per 
$100  Total  Expense,  for  Stores 
Classified  by  Amounts  Invested 
in  Fixtures  per  $100  Total  Net 
Sales. 

Table   L,    Section    II,   shows    the 
amounts  of  selling  expense  per  $100 
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total  operating  expense  for  a  group  of 
stores  during  the  three  years  1914, 
1918,  and  1919,  combined,  which  had 
sales  of  $40,000  to  $80,000,  when  the 
stores  are  classified  by  the  amounts 
invested  in  fixtures  per  $100  total  net 
sales.  As  these  amounts  increase, 
selling  expense  as  a  proportionate 
part  of  total  operating  expense  in- 
creases. For  the  stores  in  the  other 
size-groups,  and  for  the  stores  when 
classified  in  this  form  but  irrespective 
of  size,  however,  the  direction  of 
change  in  the  amounts  is  uncertain. 
Moreover,  in  each  of  the  individual 
years  there  seems  to  be  no  unmistak- 
able tendency  for  the  amounts  to  in- 
crease or  to  decrease. 

C. — Amounts  of  Wages  and  Salaries 
and  of  Advertising  per  $100 
Selling  Expense,  for  Stores  Clas- 
sified by  Amounts  Invested  in 
Fixtures  per  $100  Total  Net 
Sales. 

In  Section  III  of  Table  L,  the 
amounts  of  wages  and  salaries  and 
of  advertising  per  $100  of  selling  ex- 
pense for  a  group  of  stores  for  the 
three  years  1914,  1918,  and  1919, 
combined,  are  shown  when  the  stores 
are  classified  by  the  amount  of  fixture 
investment  per  $100  total  net  sales. 
As  the  amounts  of  fixture  investment 
per  $100  total  net  sales  increase,  there 
seems  to  be  no  certain  tendency  for 
wages  and  salaries  and  advertising 
either  to  increase  or  to  decrease.  It  is 
to  be  noted  that  this  condition  is 
true  also  for  the  stores  in  each  of  the 
other  size-groups. 


7. — AMOUNTS  OF  SELLING  EXPENSE  AND 
ITS  COMPONENTS,  WAGES  AND  SAL- 
ARIES AND  ADVERTISING,  IN  RELA- 
TION TO  INVESTMENTS  IN  FIXTURES 
PER  100  SQUARE  FEET  OF  FLOOR 
SPACE. 

Two  methods  of  classifying  the 
stores  in  relation  to  investments  in 
fixtures  are  used.  In  Table  L  the 
amounts  are  stated  in  relation  to  sales 
while  in  Table  M  they  are  given  in 
terms  of  floor  space. 

A. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales,  for  Stores 
Classified  by  Amounts  Invested 
in  Fixtures  per  100  Square  Feet 
of  Floor  Space. 

Table  M,  Section  I,  shows  for  1919 
the  amounts  of  total  selling  expense 
and  wages  and  salaries  per  $100  total 
net  sales  for  113  stores,  classified  by 
the  amounts  invested  in  fixtures  per 
100  square  feet  of  floor  space.  As  the 
amounts  so  invested  increase,  both 
selling  expense  and  wages  and  salaries 
per  $100  total  net  sales  increase. 
This  condition,  moreover,  holds  for 
the  stores  in  other  size-groups  and  for 
all  the  stores,  irrespective  of  size, 
when  they  are  classified  by  the  fix- 
ture investment  in  relation  to  floor 
space. 

B. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  for  the 
Amount  Sold  per  Square  Foot  of 
Floor  Space,  for  Stores  Classified 
by  Amounts  Invested  in  Fixtures 
per  100  Square  Feet  of  Floor 
Space. 
Table  M,  Section  II,  shows  the 

amounts   of  selling  expense   and  of 
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TABLE  M 


Amount  of 
Fixture  Account 
p«r  100  sq.  ft. 
of 
Floor  Space 

Anounta  of  Classified  Selling  Expense 

Amounts  of  Wages 
&  Salaries 

X 

II 

III 

IV 

Per  $100  of  Total 
Net  Sales 

Per  $100  of  Total  Set 
Sales  per  Sales  per 
sq.  ft. 

Per  $100  of 
Selling 
Expense 

Per  $100  of 
Selling 
Expense 
per  Sales 
per  sq.  ft. 

Total 
Selling 
Expense 

Wages  & 
Salaries 

Total 
Selling 

Expense 

TTages  k 
Salaries 

Average 

$7.13 

$5.09 

$0.38 

$0.27 

$71.31 

$3.82 

Under  $40 

6.76 

4.71 

0.45 

0.32 

69.64 

4.66 

$40  to  |80 

6.42 

4.54 

0.32 

0.23 

70.61 

3.50 

$80  to  $180 

7.80 

5.49 

0.33 

0.23 

70.31 

2.P7 

$120  &  over 

8.85 

6.82 

0.43 

0.37 

77.04 

4.14 

Table  Hunber 

104 

203 

104 

203 

205 

205 

Year 

1919 

1919 

1919 

1919 

1919 

1919 

Nunber  of 

Store-y&ara 

113 

113 

113 

113 

112 

113 

wages  and  salaries  per  $100  total  net 
sales  for  the  amount  sold  per  square 
foot  of  floor  space.  The  amounts  re- 
fer to  113  stores  with  sales  of  $40,000 
to  $80,000  in  1919,  classified  by  the 
fixture  investment  per  100  square  feet 
of  floor  space.  As  the  investments 
measured  in  this  way  increase,  there 
seems  to  be  a  general  tendency  for 
the  amounts  of  selling  expense  to  in- 
crease. Such  a  condition  holds  also 
for  the  stores  in  the  other  size-groups 
and  for  all  the  stores,  irrespective  of 
size,  when  classified  in  this  manner. 
The  direction  of  change  in  the 
amounts  of  wages  and  salaries  for  the 
group  of  stores  included  in  the  table 
is  uncertain.  For  other  groups  and 
for  the  total,  the  general  tendency  is 
for  the  amounts  to  decrease  as  the 
fixture  investments  increase.  Certain 


exceptions  to  this  tendency,  however, 
occur,  and  it  is  impossible  to  sum- 
marize them  in  a  brief  statement. 

C. — Amounts  of  Wages  and  Salaries 
per  $100  of  Selling  Expense,  for 
Stores  Classified  by  Amounts  In- 
vested in  Fixtures  per  100  Square 
Feet  of  Floor  Space. 

Table  M,  Section  III,  shows  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  in  1919  for 
113  stores  with  sales  of  $40,000  to 
$80,000,  when  the  same  are  classified 
by  the  amount  of  fixture  investments 
per  100  square  feet  of  floor  space.  As 
the  investments  measured  in  this 
manner  increase,  wages  and  salaries 
per  $100  selling  expense  also  increase. 
That  is,  under  the  conditions  named, 
wages  and  salaries  constitute  an  in- 
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creasingly  larger  proportion  of  the 
total  selling  expense.  How  nearly 
this  condition  obtains  for  stores  in 
the  other  size-groups  and  for  the  total, 
irrespective  of  size,  may  be  seen  by 
consulting  the  text  treatment  and  the 
tables  concerned. 

D. — Amounts  of  Wages  and  Salaries 
per  $100  Selling  Expense  for  the 
Amount  Sold  per  Square  Foot  of 
Floor  Space,  for  Stores  Classified 
~by  Amounts  Invested  in  Fixtures 
per  100  Square  Feet  of  Floor 
Space. 

Table  M,  Section  IV,  shows  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  reduced  to  a 
unit  basis  for  the  amount  sold  per 
square  foot  of  floor  space.  The  stores 
are  those  having  sales  of  $40,000  to 
$80,000.  They  are  classified  accord- 
ing to  their  fixture  investments  in  re- 
lation to  floor  space.  As  these  invest- 
ments increase,  wages  and  salaries, 
measured  in  this  form,  decrease,  if 
the  stores  having  investments  of  $120 
and  over  per  100  square  feet  of  floor 
space  are  excepted.  For  the  stores  in 
the  other  size-groups,  the  amounts  of 
wages  and  salaries  under  the  condi- 
tions established  in  the  table  also  tend 
to  decrease. 

8. — AMOUNTS  OF  SELLING  EXPENSE 
AND  ITS  COMPONENTS,  WAGES  AND 
SALARIES  AND  ADVERTISING,  IN  RE- 
LATION TO  EXPENDITURES  FOR  AD- 
VERTISING PER  $100  TOTAL  NET 
SALES. 

In  Table  N  the  amounts  of  expenses, 
expressed  in  terms  of  sales,  of  total 


expense,  and  of  selling  expense,  are 
shown  in  simple  and  complex  units 
for  stores  with  sales  of  $40,000  to 
$80,000,  and  with  different  expendi- 
tures for  advertising  in  relation  to 
sales.  The  purpose  of  the  text  treat- 
ment of  this  topic  is  to  determine,  if 
possible,  the  effect  which  different 
amounts  of  advertising  have  upon 
selling  expense.  It  is  impossible 
briefly  to  summarize  all  the  conclu- 
sions in  the  text  or  to  duplicate  all 
the  different  ratios.  Reference  should 
be  made  to  the  text  treatment  under 
various  classifications  of  stores. 

A. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales,  for  Stores 
Classified  by  Amounts  of  Adver- 
tising Expenditure  per  $100 
Total  Net  Sales. 

Table  N,  Section  I,  shows  for  1919 
the  amounts  of  selling  expense  and  of 
wages  and  salaries  per  $100  of  total 
net  sales  for  106  stores,  classified  by 
the  amounts  of  advertising  in  relation 
to  sales.  As  the  amounts  increase, 
selling  expense  and  wages  and  sal- 
aries also  increase.  For  purposes  of 
summary,  a  group  of  stores  with  sales 
of  $40,000  to  $80,000  has  been 
selected.  To  have  ignored  store  size 
in  this  connection,  in  view  of  the  fact 
that  the  amounts  of  advertising  per 
$100  total  net  sales  increase  with  store 
size,  would  have  made  such  a  compar- 
ison meaningless.  Similar  increases 
hold  for  the  stores  in  each  of  the 
other  size-groups.  When  the  stores 
are  classified  by  location,  it  is  difficult 
to  generalize  as  to  the  direction  of 
change  or  briefly  to  indicate  the 
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TABLE  N 


Amount  of 
Advertising 
per  $100  of 
Total 
Nat  Sales 

Amounts  of  Classified  Belling  Expanse 

Arxmnts  of  Total 
Selling  Expense 

Anounts  of  Vages 
4  Salaries 

I 

II 

III 

IV 

V 

VI 

Per  $100  °f  Total 
Kat  Sales 

Per  $100  of  Total  t.'et 
Sales  per  Stock 
Turnover 

Fer  *100  of 
Total 
Expense 

Per  $100  of 
Total 
Expense 
per  Stock 

Turnover 

Per  $100  of 
Selling 
Expenso 

Per  *10O  of 
Selling 
Expense 
per  StocU 
T'irnovor 

Total 

Selling 
Expense 

Wages  4 
Salaries 

Total 
Selling 
Expense 

Wages  i 
Salaries 

Average 

$7.45 

$5.35 

$4.14 

$3.93 

$41.79 

$23.22 

$71.92 

$39.96 

Under  $1 

5.77 

4.58 

3.21 

2.54 

37.87 

21.04 

79.37 

44.09 

|1  to  $2 

7.54 

6.26 

4.32 

3.09 

40.49 

23.82 

71.64 

42.14 

*2  to  $3 

9.32 

6.14 

5.13 

3.41 

45.16 

25.09 

65.92 

36.62 

$3  i  over 

13.23 

8.57 

7.78 

6.04 

54.13 

31.84 

64.73 

33.09 

table  Hunber 

107 

206 

109 

206 

115 

115 

207 

207 

leer 

1919 

1919 

1919 

1919 

1919 

1919 

1919 

1919 

Buaber  of 
8tor«-  years 

106 

106 

105 

106 

106 

106 

106 

106 

actual  expenditures.  The  reader  is 
advised  to  consult  the  text  for  a  more 
elaborate  treatment  of  the  subject 
and  the  conclusions  to  which  it  has 
led. 

B. — Amounts  of  Selling  Expenses  per 
$100  Total  Net  Sales  per  Stock 
Turnover,  for  Stores  Classified 
by  Amounts  of  Advertising  Ex- 
penditure per  $100  Total  Xet 
Sales. 

In  Section  II  of  Table  X  the 
amounts  of  selling  expense  and  of 
wages  and  salaries  per  stock  turnover 
are  shown  for  106  stores  in  1919, 
having  sales  of  $40,000  to  $80,000, 
when  the  same  are  classified  by  the 
amounts  expended  for  advertising  per 
$100  total  net  sales.  As  these  amounts 
increase,  the  total  selling  expense  and 
the  wages  and  salaries  also  increase. 
Similar  increases  characterize  the 
stores  in  the  other  size-groups.  The 


expenditures  are  reduced  to  a  unit 
turnover  basis,  thus  making  more 
directly  comparable  the  operating 
conditions  of  the  different  stores. 

C. — Amounts  of  Selling  Expense  per 
$100  Total  Expense,  for  Stores 
Classified  by  Amounts  of  Adver- 
tising Expenditure  per  $100 
Total  Set  Sales. 

In  Section  III  of  Table  X  the 
amounts  of  selling  expense  per  $100 
total  operating  expense  are  shown  for 
106  stores  in  1919,  with  sales  of  $40,- 
000  to  $80,000,  classified  by  the 
amounts  of  advertising  per  $100  total 
net  sales.  As  these  amounts  increase, 
selling  expense  becomes  a  proportion- 
ately larger  percentage  of  total  oper- 
ating expense.  For  other  groups  of 
stores,  when  classified  by  size,  and  for 
the  total  stores,  note  that  the  direc- 
tion of  change  in  these  amounts  is 
uncertain. 
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D. — Amounts  of  Selling  Expense  per 
$100  Total  Expense  per  Stock 
Turnover,  for  Stores  Classified 
by  Amounts  of  Advertising  Ex- 
penditure per  $100  of  Total  Net 
Sales. 

In  Table  N,  Section  IV,  the  amounts 
of  selling  expense  per  $100  total 
operating  expense,  when  reduced  to 
a  stock  turnover  basis  are  shown  for 
106  stores  in  1919,  with  sales  of  $40,- 
000  to  $80,000,  when  the  same  are 
classified  by  the  amount  of  advertis- 
ing per  $100  total  net  sales.  As  the 
amounts  spent  for  this  purpose  in- 
crease, the  expenditures  for  selling 
also  increase.  For  the  stores  in  the 
other  size-groups,  the  direction  of 
change  is  uncertain  in  some  respects. 
The  nature  of  the  differences  may  be 
seen  by  consulting  the  tables  in  the 
text  proper.  For  the  amounts  for 
stores  classified  by  location,  the  reader 
is  also  advised  to  consult  the  text. 

E. — Amounts  of  Wages  and  Salaries 
per  $100  Setting  Expense,  for 
Stores  Classified  by  Amounts  of 
Advertising  Expenditure  per 
$100  Total  Net  Sales. 

In  Section  V  of  Table  N,  the 
amounts  of  wages  and  salaries  per 
$100  selling  expense  are  shown  for 
106  stores  having  sales  of  $40,000  to 
$80,000  in  1919,  when  they  are  clas- 
sified by  the  amounts  expended  for 
advertising  per  $100  total  net  sales. 
As  the  amounts  expended  for  this 
purpose  increase,  wages  and  salaries 
become  proportionately  smaller  parts 
of  selling  expense.  This  condition, 


moreover,  holds  for  the  stores  in  each 
of  the  different  size-groups  and  also 
for  the  stores  as  a  whole,  irrespective 
of  size,  classified  according  to  adver- 
tising expenditures  per  $100  total  net 
sales. 

F. — Amounts  of  "Wages  and  Salaries 
per  $100  Selling  Expense  per 
Stock  Turnover,  for  Stores  Clas- 
sified by  Amounts  of  Advertising 
Expenditure  per  $100  Total  Net 
Sales. 

Table  N,  Section  VI,  shows  the 
amounts  of  wages  and  salaries  per 
$100  selling  expense  reduced  to  a  per- 
stock  turnover  basis.  The  averages 
refer  to  106  stores  in  1919,  having 
sales  of  $40,000  to  $80,000  and  clas- 
sified by  the  expenditures  for  adver- 
tising in  relation  to  sales.  As  the 
amounts  spent  for  this  purpose  in- 
crease, wages  and  salaries,  measured 
in  this  unit,  decrease.  This  condition 
holds  for  the  stores  in  each  of  the 
other  size-groups  and  for  all  of  the 
stores  classified  in  this  manner  but 
irrespective  of  size. 

9. AMOUNTS  OF  SELLING  EXPENSE  AND 

ITS  COMPONENTS,  WAGES  AND  SAL- 
ARIES AND  ADVERTISING,  FOR  STORES 
CLASSIFIED  BY  EXPENDITURES  FOR 
ADVERTISING,  BY  METHODS  OF  PAY- 
ING SALESMEN,  AND  BY  RELATIVE 
RATES  OF  PROFIT  PER  $100  TOTAL 
NET  SALES. 

In  the  body  of  the  text  special  at- 
tention is  given  to  the  effect  which 
expenditures  for  advertising  per  $100 
total  net  sales  in  1914  and  1918  had 
upon  sales  and  selling  expense  in  sub- 
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sequent  years.  The  details  resulting 
from  this  analysis  are  contained  in 
Tables  112  to  114,  inclusive.  While 
it  is  impossible  to  summarize  them 
briefly,  it  is  concluded  that  the  expen- 
ditures for  advertising  offer  a  means 
by  which  selling  expenses  may  be  re- 
duced. Obviously,  there  are  limita- 
tions beyond  which  tnis  is  not  true, 
and  it  is  not  claimed  that  the  analysis 
shows  conclusively  a  causal  connec- 
tion between  the  two  factors.  It  is 
interesting  to  find,  however,  that, 
generally  speaking,  the  larger  the  ex- 
penditures for  advertising  in  relation 
to  sales,  the  greater  is  the  reduction 
in  expenses  in  relation  to  sales. 

In  Tables  67  to  74  and  176  to  183, 
inclusive,  of  the  text,  stores  are  clas- 
sified according  to  the  method  by 
which  salesmen  are  compensated. 
The  purpose  of  these  tables  is  to  de- 
termine the  relationship,  if  any,  be- 
tween the  amounts  of  selling  expense 
and  the  methods  by  which  salesmen 
are  compensated.  Generally  speak- 
ing, two  conclusions  result  from  this 
analysis :  First,  when  all  the  evidence 
is  considered,  stores  which  pay  their 
salesmen  a  bonus  show  higher  total 
selling  expense  and  wages  and  sal- 
aries than  do  those  which  pay  no 
bonus.  Second,  stores  in  which 
salesmen  are  paid  on  a  salary  and 


commission  basis  have,  on  the  whole, 
lower  total  selling  expense  and  wages 
and  salaries  than  do  those  which  use 
straight  salaries  alone.  The  reader 
is  advised  to  consult  the  tables  and 
the  discussion  relating  to  them  for  a 
fuller  statement  of  the  evidence  to 
the  above  effect. 

In  the  final  section  of  the  text, 
stores  are  classified  according  to  the 
relative  rates  of  profit  per  $100  total 
net  sales  which  they  had  in  1919.  For 
the  stores  classified  in  this  form,  the 
amounts  of  selling  expense,  of  total 
operating  expense,  of  gross  margin, 
and  of  cost  of  merchandise  sold  have 
been  determined.  Generally  speak- 
ing, the  conclusion  which  is  reached  is 
as  follows:  The  greater  the  relative 
rate  of  profit,  the  smaller  the  cost  of 
merchandise  sold,  the  total  operating 
expense  and  the  selling  expense,  and 
the  larger  the  gross  margin. 

In  the  introductory  paragraph  a 
plea  is  made  for  the  reader  not  to 
content  himself  with  a  hasty  perusal 
of  the  Summary.  Care  has  been  taken 
throughout  the  entire  analysis  faith- 
fully to  present  the  facts  as  shown  by 
store  records  and  the  Bureau  is 
anxious  that  the  case,  as  presented 
in  full,  should  be  understood  by  those 
who  are  interested  in  the  results. 
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III.     SELLING    EXPENSE    AND    EXPENSE    RATIOS    IN    CLOTHING 

STORES 


The  questionnaire  used  by  the 
Bureau  of  Business  Research  in  co- 
operation with  the  National  Associa- 
tion of  Retail  Clothiers  in  the  study 
of  Costs,  Merchandising  Practices, 
Advertising  and  Sales  in  the  Retail 
Distribution  of  Clothing*  provided 
for  expenses  to  be  reported  under 
four  headings:  rent,  wages  and  sal- 
aries, advertising,  and  general  ex- 
pense. These  different  elements  of 
expense  have  been  fully  analyzed  in 
the  Bureau's  study  referred  to  above. 
It  is  unnecessary  here  to  describe 
either  the  method  employed  or  the 
results  obtained. 

Partly  as  a  necessary  step  in  the 
analysis  of  expenditures  under  the 
above  headings  and  partly  as  an  edit- 
ing process  preliminary  to  analysis, 
the  expenses  reported  were  dis- 
tributed according  to  a  classification 
in  which  selling  expense  plays  an  im- 
portant part.  It  is  with  the  analysis 
of  expenditures  classified  in  this  form 
that  this  study  deals. 

"Selling  expense,"  as  used  herein, 
includes  the  wages  and  salaries  of 
salesmen  and  such  part — as  nearly 
as  could  be  determined — of  the  sal- 
aries of  proprietors  who  gave  part 
of  their  time  to  selling,  as  should 
properly  be  so  charged.  It  also  in- 
cludes expenditures  for  bushelling, 
for  wrappings  and  containers,  for  de- 
livery expense,  and  all  expenditures 
for  advertising,  including  the  salaries 

*  Prentice-Hall,  Inc.,  New  York  City. 


of  employees  such  as  window  trim- 
mers and  advertising  men. 

Such  portions  of  selling  expense  as 
are  separately  discussed  below  are 
fully  defined.  For  present  purposes, 
the  above  definition  will  suffice  to  in- 
dicate what  is  meant  by  "selling  ex- 
pense." 

1. — SELLING  EXPENSE  FOR  CLOTHING 
STORES  CLASSIFIED  BY  YEARS,  BY 
SIZE,  AND  BY  LOCATION. 

For  each  of  the  years  1919,  1918, 
and  1914,  the  records  of  154  stores 
are  available  for  study,  while  for  1919 
alone,  use  is  made  of  the  records  of 
303  stores.  The  experience  of  this 
larger  group  is  treated  separately,  in- 
asmuch as  it  is  desirable  in  the 
analysis  to  have  as  complete  a 
sampling  of  stores  as  possible. 

The  method  of  presenting  the  data 
is  similar  to  that  followed  in  the 
Bureau's  study  of  Costs,  Merchandis- 
ing Practices,  Advertising  and  Sales 
in  the  Retail  Distribution  of  Clothing, 
expense  items  being  expressed  in 
units  of  sales,  total  expense,  or  other- 
wise as  the  case  may  be. 

A, — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net  Sales 
and  per  $100  of  Total  Expense, 
1919,  1918,  and  1914. 

The  average  amounts  of  selling  ex- 
pense in  terms  of  sales  for  the  154 
stores  under  consideration  for  the 
years  1919,  1918,  and  1914  are  set 


34 


TABLE  1 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 
OF  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES,  1919,  1918,  AND  191-4 


Years 


Uunber 

of 

Store- 
yoara 


Total 
Net  Sales 


Total 
Soiling 
Expense 


Sailing  Expense  per  $100  of  Total  Bet  Sales 


Per  Cent. 


Graphic 


Actual 


0     2O     4O     60     80  100   12O 


Total 
( Average ) 


462 


$44,855,499 


$4,851,112 


110.82 


100.0 


1919 
1918 
1914 


154 
154 

154 


20,892,754 

14,714,515 

9,228,220 


2,182,027 
1,609,671 
1,059,414 


96.5 
101.1 
106.1 


out  in  Table  1.  In  1914,  $11.48  out 
of  every  $100  of  total  net  sales  was 
expended  for  selling  purposes.  In 

1918,  the  amount  was  $10.94,  and  in 

1919,  $10.44.    That  is,  between  1914 
and  1918,  and  1914  and  1919,  selling 
expense  in  terms  of  total  net  sales  de- 
creased, the  percentage  of  change  be- 
tween 1914  and  1918  being  4.7,  and 
between  1914  and  1919,  9.1. 

These  amounts  and  percentages  of 
change  characterize  identical  stores. 
During  the  period  in  question,  both 


Average  $10.82 

the  sales  and  selling  expense  of  the 
stores  increased.  Sales,  however,  in- 
creased more  rapidly  than  selling 
expense  with  the  result  that  selling 
expense  in  terms  of  sales  decreased. 
These  relationships  are  shown  in 
Table  2. 

It  is  also  of  interest  for  the  154 
stores  to  compare  the  relations  of  the 
selling  expense  to  the  total  expense 
of  doing  business.  In  1914  the  pro- 
portion of  total  expense  attributable 
to  selling,  as  defined  above,  was  $48.86. 


TABLE  2 

AVERAGE  AMOUNT  AND  PER  CENT.  INCREASE  OR  DECREASE  OF  TOTAL  NET  SALES  AND 

SELLING     EXPENSE     PER     STORE,     AND     AVERAGE     AMOUNT     OF     SELLING 

EXPENSE  PER  $100  OF  TOTAL  NET  SALES,  FOR  154  IDENTICAL 

STORES,    1919,    1918,    AND    1914 
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lilt 

B5.54J 
5  3,i  24 

S3.  3 

— 

12,452 
6.879 

51.  J 

10.94 
11.46 

4.7 

J 
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By  1918  this  amount  had  increased 
to  $49.63,  and  by  1919  to  $51.06. 
Stated  in  another  way,  essentially 
$50  out  of  every  $100  of  total  expense 
is  attributable  to  selling. 

Table  3  shows  that  the  average 
total  expense  of  these  stores  increased 
between  1914  and  1918  by  49.6  per 
cent,  and  between  1914  and  1919  by 
97.1  per  cent.  At  the  same  time,  their 
selling  expense  increased  between 
1914  and  1918  by  51.9  per  cent,  and 
between  1914  and  1919  by  106.0  per 
cent.  When  selling  expense  is  ex- 


the  stores  are  classified  by  size.  Table 
4  shows  the  relation  between  selling 
expense  and  total  net  sales,  and  Table 
5,  the  relation  between  selling  ex- 
pense and  total  expense  for  the  154 
stores  classified  by  size.  The  amounts 
of  selling  expense  per  $100  of  total 
net  sales  decreased  between  1914  and 
1918,  and  between  1918  and  1919  for 
each  group  of  stores;  the  decrease 
being  most  noticeable  for  stores  with 
sales  less  than  $40,000  and  for  those 
with  sales  between  $40,000  and 
$80,000. 


TABLE  3 

AVERAGE  AMOUNT  AND  PER  CENT.   INCREASE  OR  DECREASE  OF   TOTAL  EXPENSE   AND 

OF   SELLING  EXPENSE  PER   STORE,   AND  AMOUNT  OF  SELLING  EXPENSE 

PER  $100  OF  TOTAL  EXPENSE,  FOR  154  IDENTICAL  STORES, 

1919,    1918,    AND   1914 


Years 

Average  Amount  of  Total  Expense 
per  Store 

Average  Amount  of  Selling  Expense 
per  Store 

Average  Amount  of  Selling  Expense 

Amount 

Per  Cent.    Increase 
cvor  1914 

Amount 

Fer  Cent.    Increase 
over  1914 

over  1914 

Aetual 

Graphic 
3     20      40      60     80  10 

Actual 

Graphic 
!20     40     60     60  100  12 

Amount 
) 

Astul 

Graphic 
20      40     60     60  100 

1919 
1918 
1914 

427,748 
21,058 
14,080 

$14,169 
10,462 
6,679 

51.  9 

IS1.06 
49.  61 
48.66 

4.5 

1.6 

' 

49.6 

^— 

pressed  as  a  proportion  of  total  ex- 
pense, it  is  found  that  there  was  an 
increase  of  1.6  per  cent,  between  1914 
and  1918  and  of  4.5  per  cent,  between 
1914  and  1919. 

B. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  Per  $100  of  Total  Ex- 
pense, for  Stores  in  1919,  1918, 
and  1914,  Classified  ~by  Size. 

What  is  true  for  the  154  stores 
treated  as  a  total  is  also  true  when 


The  direction  of  change  from  year 
to  year  in  the  relation  of  selling  ex- 
pense to  total  expense,  when  the  stores 
are  classified  by  size,  is  not  so  evident. 
For  the  stores  with  annual  sales  less 
than  $80,000,  the  amounts  decreased 
between  1914  and  1918,  and  1918  and 
1919,  while  for  those  with  sales  of 
$80,000  and  over  there  is  an  uncer- 
tainty as  to  direction,  the  average 
amount  in  1918  being  lower  than  the 
amount  in  either  1914  or  1919,  for  the 
group  with  sales  of  $80,000  to  $180,- 
000,  and  higher  than  the  amounts  for 
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TABLE  4 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 

OP  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY   SIZE,    1919,    1918,    AND    1914 
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Selling  Expense  per  $100  of  Total  Net  Sale* 


Graphic 
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(Average) 
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2,182,027 
1,609,671 

1,059,414 


Total 
(Average) 
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Total 
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Average  $10.32 


these  years  for  the  stores  with  sales 
of  $180,000  and  over. 

C. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net  Sales 
and  per  $100  of  Total  Expense, 
for  Stores  in  1919,  1918,  and 


1914,  Classified  by  Size  of  City  in 
Which  Located.* 

It  is  of  interest  to  compare  the 
relations  of  selling  expense  to  sales 
and  to  total  expense,  from  year  to 

*  Population  figures  are  for  1920. 
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TABLE  5 

TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF 

TOTAL  EXPENSE,   FOR   154  IDENTICAL  STORES   CLASSIFIED 

BY    SIZE,    1919,    1918,    AND    1914 


Classified 

Total 
Met  Sales 
(In  OOO's) 


Number 

of 

Store- 
yeara 


Total 

Expense 


Total 
Selling 
Expense 


Sailing  Expense  per  $100  of  Total  Er.pensc 


Graphic 
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Total 
(Average ) 


Onder  $40 
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Total 
(Average) 
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09,684,815 
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1919 
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4,273,325 
3,243,123 
2,168,367 


2,182,027 
1,609,671 
1,059,414 


Total 
(Average) 
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304,954 


1919 
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1914 


14 
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76,237 
248,315 
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20,018 
101,621 
174,315 


Total 
(Average ) 


1,981,375 


913,357 


1919 

1918 
1914 


57 
63 
52 


566, 182 
755,488 
659,705 


246,207 
345,293 
321,857 


Total 
(Average ) 


2,897,244 


1,491,801 


1919 
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35 
24 


1,361,844 
905,872 
629,528 


719,436 
445,138 
327,227 


Total 
(Average) 


4,064,815 
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1919 
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14 
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2,269,062 
1,333,448 
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$50.09 
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Average   $50.09 


year,  for  all  the  stores,  when  they  are 
classified  by  the  size  of  the  city  in 
which  they  are  located.  Such  com- 
parisons are  shown  in  Tables  6  to  9, 
inclusive. 

One  hundred  and  fifteen  of  the  154 


stores  are  located  in  cities  with  popu- 
lation of  less  than  40,000.  Between 
1914  and  1918  the  sales  of  these  stores 
increased  by  49.4  per  cent,  and  be- 
tween 1914  and  1919,  by  109.4  per 
cent.  Corresponding  to  these  in- 
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creases  in  sales,  were  increases  of 
40.8  per  cent,  and  85.4  per  cent.,  re- 
spectively, in  selling  expense.  When 
the  amounts  of  selling  expense  are 
expressed  in  terms  of  total  net  sales, 
they  are  found  to  have  decreased  be- 
tween 1914  and  1918  by  5.8  per  cent, 
and  between  1914  and  1919  by  11.5 
per  cent. 

The  percentages  of  increase  in  sales 
were  noticeably  larger  between  1914 
and  1918,  and  between  1918  and  1919 
for  the  39  stores  located  in  cities  with 
population  of  40,000  and  over  than 
for  those  in  the  small  cities.  The  per- 
centages of  increase  in  selling  ex- 
pense, however,  were  also  larger,  the 
result  being  that  the  percentages  of 
decrease  in  selling  expense  per  $100 
of  total  net  sales  were  smaller  for  the 
stores  in  the  large  cities  than  for 
those  in  the  small  cities  for  both  1918 
and  1919  when  compared  with  1914. 


Relatively,  therefore,  the  advantage 
in  the  increase  in  sales  accruing  to 
the  stores  in  the  large,  over  those 
located  in  the  small  cities,  is  more 
than  compensated  for  by  the  increase 
in  selling  expense. 

When  selling  expense  is  expressed 
in  relation  to  total  expense  for  these 
same  stores,  as  in  Table  7,  a  somewhat 
different  story  is  told.  For  the  115 
stores  in  the  small  cities  the  percent- 
age of  increase  in  the  amount  of  sell- 
ing expense,  as  between  1914  and 
1918,  was  almost  precisely  the  same 
as  that  in  total  expense,  while  be- 
tween 1914  and  1919  it  exceeded  that 
in  total  operating  expense.  When 
the  amounts  of  selling  expense  are 
expressed  in  relation  to  total  expense, 
the  result  is  that  between  1914  and 
1918  the  amount  decreased  by  0.1  per 
cent,  and  between  1914  and  1919  in- 
creased by  3.6  per  cent. 


TABLE  6 

RELATION   OF   SELLING   EXPENSE   TO   TOTAL    NET    SALES,    FOR    154   IDENTICAL    STORES 
CLASSIFIED   BY   SIZE  OF   CITY,    1919,    1918,    AND    1914 
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Similar,  but  larger,  percentages  of 
increase  in  total  and  in  selling  ex- 
penses were  experienced  for  the  39 
stores  located  in  the  large  cities.  Be- 
tween 1914  and  1918,  the  total  oper- 
ating expense  increased  57.0  per  cent, 
and  the  total  selling  expense,  61.3  per 
cent.  Between  1914  and  1919  the 
same  expenses  increased,  respectively, 
112.7  and  123.2  per  cent.  The  result 


cities,  when  expressed  in  terms  of 
sales,  decreasing  more,  and  when  ex- 
pressed in  terms  of  total  expense,  in- 
creasing less  than  the  amounts  for  the 
stores  in  the  large  cities. 

The  relations  of  the  amounts  of 
selling  expense  to  total  net  sales  and 
to  total  operating  expense,  respec- 
tively, for  the  154  stores  classified  by 
the  size  of  the  city  in  which  they  are 


TABLE  7 

RELATION    OF    SELLING    EXPENSE    TO    TOTAL    EXPENSE,    FOR    154    IDENTICAL    STORES 
CLASSIFIED   BY   SIZE   OF   CITY,    1919,    1918,    AND    1914 
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39 
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of  these  increases  is  that  selling  ex- 
pense, measured  in  terms  of  total 
operating  expense,  increased  2.8  per 
cent,  between  1914  and  1918,  and  4.9 
per  cent,  between  1914  and  1919. 

When  Tables  6  and  7  are  compared, 
it  is  of  interest  to  observe  for  both 
groups  of  stores  that  the  amounts  of 
selling  expense  in  terms  of  sales 
relatively  decreased,  and  in  terms  of 
total  expense  relatively  increased,  the 
amounts  for  the  stores  in  the  small 


located,  are  graphically  shown  for 
each  of  the  years  in  Tables  8  and  9. 
In  Table  8  the  amounts  are  expressed 
in  terms  of  total  net  sales.  While  for 
the  three  years  combined,  the  average 
amount  of  selling  expense  for  each 
$100  of  sales  is  $10.82  for  the  entire 
group  of  stores,  the  amount  is  $9.40 
for  the  stores  in  the  small  cities,  and 
$12.17  for  those  in  the  large  cities. 
That  is,  the  amount  for  the  stores  in 
the  small  cities  is  86.9  per  cent.,  while 
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that  for  the  stores  located  in  the  large 
cities  is  112.5  per  cent,  of  the  average 
for  the  entire  group.  From  1914  to 
1919  the  amounts  for  the  stores  in 
both  city-groups  decreased,  the  extent 
of  the  change  being  relatively  larger 


increased  from  1914  to  1918,  and  1914 
to  1919.  The  changes,  however,  are 
small,  the  amounts  for  the  stores  dif- 
ferently located  very  closely  approxi- 
mating the  average  for  the  entire 
group. 


TABLE  8 

TOTAL  NET  SALES,  SELLING  EXPENSE,  AND  AMOUNT  OP  SELLING  EXPENSE  PER  $100 

OP  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY  SIZE  OF  CITY,  1919,  1918,  AND  1914 
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Sailing  Expense  per  $100  of  Total 
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for  the  stores  in  cities  with  popula- 
tion under  40,000.  It  is  to  be  noted 
that,  absolutely,  the  differences  are 
almost  identical. 

When  selling  expense  is  expressed 
in  terms  of  total  operating  expense, 
the  amounts  for  stores  in  the  two 
city-groups,  with  one  slight  exception, 


D. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Ex- 
pense, for  Stores  Classified  by 
Size  and  by  Size  of  City  in 
Which  Located*  1919,  1918,  and 
1914. 
*  Population  figures  are  for  1920. 


TABLE  9 

TOTAL   EXPENSE,    SELLING   EXPENSE,    AND   AMOUNT   OF   SELLING   EXPENSE   PER   $100 

OP    TOTAL    EXPENSE,    FOR    154    IDENTICAL    STORES    CLASSIFIED 

BY  SIZE  OF  CITY,  1919,  1918,  AND  1914 
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Two  groups  of  stores  are  available 
for  the  study  of  the  relation  of  selling 
expense  to  sales  for  stores  of  different 
size.  The  first — 303  stores — covers 
the  year  1919  alone ;  the  second — 154 
stores — applies  to  each  of  the  years 
1919,  1918,  and  1914.  In  1919,  based 
upon  the  records  of  303  stores,  with 
total  sales  of  $36,193,718  and  selling 
expense  of  $3,595,401,  the  ratio  of 
selling  expense  to  sales  is  $9.93.  In 
other  words,  it  costs  $9.93  in  selling 
expense,  as  defined,  to  sell  $100  worth 
of  goods.  This  amount,  however, 


varies  noticeably  for  stores  of  differ- 
ent size.  For  the  45  stores  with  an- 
nual sales  of  less  than  $40,000  the 
amount  is  $6.46  and  for  the  43  stores 
with  sales  of  $180,000  and  over,  it  is 
$11.45.  These  amounts,  respectively, 
apply  to  stores  with  the  smallest  and 
the  largest  annual  sales.  An  inspec- 
tion of  the  total  section  of  Table  10 
reveals  the  unmistakable  tendency  for 
the  ratios  of  selling  expense  to  total 
net  sales  to  increase  as  the  stores  in- 
crease in  size.  This  table,  however, 
refers  solely  to  1919.  When  another 
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group  of  stores  is  considered  for  the 
same  year,  as  in  Table  12,  a  like  con- 
dition is  observed.  The  amount  of 
selling  expense  per  $100  of  total  net 
sales  for  this  group  as  a  total  is  some- 
what larger,  but  the  direction  of 


and  size.  The  total  sections  of  these 
tables  show  the  amounts  of  selling 
expense  per  $100  of  total  net  sales, 
first  for  the  three  years  1919,  1918, 
and  1914,  combined,  and  second,  for 
the  respective  years.  For  the  com- 


TABLE  10 

TOTAL  NET  SALES,   SELLING  EXPENSE,   AND  AMOUNT  OF   SELLING  EXPENSE  PER  $100 
OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,   1919 
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change  in  the  amounts  from  store- 
group  to  store-group  nevertheless  fol- 
lows closely  that  observed  for  the  303 
stores. 

In  Tables  11  to  14,  inclusive,  154 
stores  are  classified  by  years,  location, 


bined  years,  the  average  amount  of 
selling  expense  is  $10.82.  For  the 
smallest  stores  it  is  $8.49  and  for  the 
largest,  $12.05,  the  amounts  increas- 
ing as  the  stores  increase  in  size. 
Such  a  condition  is  observed  also  for 
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TABLE  11 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 

OF  TOTAL  NET  SALES,  FOR   154  IDENTICAL  STORES   CLASSIFIED  BY   SIZE 

OF   CITY  AND   STORE,    1919,    1918,   AND   1914,    COMBINED 
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892,563 
221,936 


Total 
(Average) 


117 


22,916,493 


2,789,750 


Dndor  $40 
$40  to   $80 
$80  to  $180 

$180  «c  over 


273,215 

2,124,475 

4,863,617 

15,655,186 


28,231 

243,217 

599,238 

1,919,064 


100.0 


78.5 
86.3 
100.6 
111.4 

86.9 

77.1 
81.0 
93.4 
96.8 


112.5 

1,.  .   '     ^= 

95.5 
105.8 
113.9 
113.3 


Average  $10.82 


each  of  the  years  when  treated  sepa- 
rately. 

In  1919,  the  average  amount  was 
$10.44,  in  1918,  $10.94,  and  in  1914, 
$11.48.  That  is,  from  year  to  year, 
the  amounts  decreased  as  is  shown 
graphically  in  Table  1.  Moreover, 
the  amounts  decreased  from  year  to 
year  for  each  group  of  stores. 

Attention  should  be  called  to  the 
fact  that  store  identity  is  not  main- 
tained throughout  the  various  years 
in  any  of  the  sales-groups.  The  rate 


at  which  sales  increase  for  the  respec- 
tive stores  varies  so  that  from  year  to 
year  each  group  does  not  necessarily 
contain  the  same  stores  nor  the  same 
number  of  stores. 

An  analysis  of  the  relation  of  sell- 
ing expense  to  total  expense  may  also 
be  made  for  the  154  stores,  classified 
by  size.  This  is  done  in  Tables  15  to 
18,  inclusive.  It  is  thought  to  be  suf- 
ficient to  compare  identical  stores  for 
this  purpose. 

Based  upon  the  three-year  experi- 
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TABLE  12 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE   PER  $100 

OF    TOTAL    NET    SALES,    FOR    154    STORES    CLASSIFIED    BY 

SIZE  OF  CITY   AND  STORE,    1919 


Size 

of 

City 

(In  OOO'a) 


Classified 

Total 
K«t  Sales 

(la  COO's) 


of 

Stores 


Total 
h'et  Sales 


Total 
Selling 
Expense 


Selling  Expense  per  $100   of  Total  Net  Sales 


Graphic 
0     20      40      60     80  100   120   140 


Total 
(Average) 


C-.ccr 
40 


40  ard 

over 


(Avs:  a,-e 


52,182,027 


§10.44 


Under  |40 
$40   to     $80 
?80  to  SlSO 

$180  &  over 


Total 
(Average) 


Under  $40 
$40   to     $80 
$30  to  $180 

$18O  4  over 


Total 
(Average ) 


Under  t40 
$40   to     |80 
$30   to  $130 

$180  t  over 


14 

57 
53 
25 


423,714 

3,222,468 

6,866,815 

10,3''4,767 


29,018 
246,207 
719, 436 

,15', 355 


10,005,585 


896,863 


428,714 
2,836,747 
5,255,410 
1,434,714 


23,018 
211,678 
509,410 
146,757 


10,887,179 


1,285,164 


385,721 
1,611,405 

8, 33:, 053 


34,529 

210,026 
1,040,609 


85.8 

64.8 
71.5 
92.8 
94.6 


113.0 

85.7 
124.8 

112.2 


Average  $10.44 


ence  of  154  identical  stores,  the  aver- 
age amount  of  selling  expense  per 
$100  of  total  expense  is  $50.09.  In 
1919  it  was  $51.06,  in  1918,  $49.63, 
and  in  1914,  $48.86.  That  is,  the 
amounts  of  selling  expense  per  $100 
of  total  expense  increased  between 
1914  and  1918,  and  1918  and  1919. 
When  the  stores  are  considered  with 
respect  to  size  for  the  combined  and 
for  each  of  the  years,  the  amounts  in- 
crease as  the  stores  increase  in  size. 
For  the  three  years  combined,  the 


amount  for  the  stores  with  annual 
sales  under  $40,000  is  $41.13,  while 
for  those  with  annual  sales  of  $180,- 
000  and  over  it  is  $52.67.  Relatively, 
the  amount  for  the  small  stores  is 
82.1  per  cent.,  and  for  the  large  stores, 
105.2  per  cent,  of  the  average  for  all 
the  stores.  Between  these  limits,  the 
amounts  increase  as  the  stores  in- 
crease in  size. 

In  1919,  the  average  amount  of  sell- 
ing expense  per  $100  of  total  expense 
was  $51.06.  For  the  stores  having 
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TABLE  13 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PEE  $100 

OF    TOTAL    NET    SALES,    FOR    154    STORES    CLASSIFIED    BY 

SIZE  OF   CITY   AND  STORE,    1918 


Size 

of 

City 

(In  OOO's) 


Classified 

Total 
Net  Sales 
<ln  OOO's) 


Number 

of 
Stores 


Total 
Ket  Sales 


Total 
Selling 
Expense 


Selling  Expense  per  5100  of  Total 
Net  Sales 


0  20  40  60  80  100  ISO- 


Total 
(Average) 


Under 
40 


40  and 
over 


Totol 
(Avernge ) 


$14,714,515 


$1,609,671 


$10.94 


Onder  $40 
$40  to   $80 
$80  to  $180 

$180  k  over 


42 
63 
55 
14 


1,256,795 
3,662,794 
4,090,203 
5,704,723 


101,621 
354,293 
445,136 
717,619 


Total 
(Average ) 


7,136,285 


680,787 


Dnder  $40 
$40  to   $80 
$80  to  $180 

$180  &  over 


41 
49 

22 
( 
3 


1,221,199 

2,776,272 

2,504,412 

634,400 


99,513 
244,788 
261,307 

75,179 


Total 
(Average) 


7,578,232 


928,884 


Under  $40 
$40  to  $80 
$80  to  $180 

$18O  t  over 


1 

14 
13 
11 


55,596 

886,522 

1,585,791 

5,070,323 


2,106 
100,505 
183,831 
642,440 


100.0 

73.9 

86.2 

99.5 

115.0 

87.2 

74.5 
80. 6 

95.3 
108.3 


112.1 

• — -—- 

54.1 
103.7 
105.9 
115.8 


Average  £10.94 


annual  sales  under  $40,000  it  was 
$38.06  and  for  those  having  annual 
sales  of  $180,000  and  over,  $52.33. 
Similar  differences  for  stores  of  dif- 
ferent size  hold  for  the  other  years. 
The  graphic  parts  of  the  total  sections 
of  Tables  17  and  18  reveal  these  facts 
for  1918  and  1914. 

In  the  discussion  of  the  relation  of 
selling  expense  to  sales  and  total  ex- 
pense for  stores  of  different  size,  no 
distinction  was  made  for  stores  ac- 
cording to  location.  A  classification 


providing  for  this  is  made  in  Tables 
10  to  18,  inclusive,  two  city-groups 
being  distinguished :  cities  with  popu- 
lation of  less  than  40,000  and  cities 
with  population  of  40,000  and  over. 

The  records  of  303  stores  for  1919 
are  available  for  the  analysis  of  the 
relation  of  selling  expense  to  total  net 
sales  for  stores  classified  by  both  size 
and  location.  Details  are  contained  in 
Table  10.  For  the  225  stores  located 
in  the  small  cities,  selling  expense 
constitutes  $8.29  per  $100  of  total 
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TABLE  14 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELL-ING  EXPENSE  PER  $100 

OF    TOTAL    NET    SALES,    FOB    154    STORES    CLASSIFIED    BY 

SIZE  OF   CITY   AND   .-TORE,    1914 


Of 

City 
(In  OOO'e) 


Classified 

Total 
Hat  Sales 
(la  OOO'a) 


Kuriar 

of 
Storaa 


Total 
Ket  Sal93 


Total 
Selling 


Selling  Expense  p«r  $100  of  Total  Ket  Sales 


GrapM: 
6  20  40  60  80  100  120  140 


Total 
(Avar age ) 


Under 
40 


40  and 
over 


Total 
(Avsraga ) 


$9,228,220 


51,059,414 


111. 43 


Oader  $40 
$40  to     $80 

$80  to  fiao 

$180  &  over 


73 

52 

24 

5 


1,905,044 
2,889,745 
2,733,621 
1,694,810 


174,315 
321,857 
327,227 
236,015 


Total 
(Avorars) 


115 


4,777,138 


433,712 


fciar  $40 
$40  to     $80 
$30  to  $180 

$180  &  over 


66 
33 
11 


1,657,425 
2,037,513 
1,072,200 


148,132 
213,674 
1C1.345 


Total 
(Average ) 


4,451,032 


575,702 


Cnder  $40 
$40  to  $80 
$30  to  $180 

$180  &  over 


7 
14 

13 
5 


237,619 

852,232 

1,666,421 

1,694,310 


26,123 
108,133 
205,331 
236,015 


112.6 

95.7 
110.5 
107.3 
121.3 


Average  $11.43 


net  sales,  while  for  the  78  stores 
located  in  large  cities  it  constitutes 
$11.56.  That  is,  the  average  amount 
for  the  first  group  is  83.5  per  cent., 
and  for  the  second  group,  116.4  per 
cent,  of  the  average  for  all  of  the 
stores.  For  the  154  stores  which  are 
compared  from  year  to  year,  the  aver- 
age amount  for  1919  for  the  115  stores 
in  the  small  cities  is  $8.96  and  for  the 
39  stores  in  the  large  cities.  $11.80. 
The  amounts  of  selling  expense  per 
$100  of  total  net  sales  are  not  onlv 


larger  for  the  stores  in  the  large,  than 
for  those  in  the  small  cities,  when  the 
stores  are  treated  as  a  total,  but  also 
when  those  of  a  given  size  but  with 
different  location  are  compared. 

For  both  groups  of  stores  differ- 
ently located,  the  amounts  of  selling 
expense  per  $100  of  total  net  sales 
increase  as  the  stores  increase  in  size. 
For  the  225  stores  in  the  small  cities 
the  difference  between  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  for  the  small  and  the  large 
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stores  is  62.5  per  cent.  Omitting  the 
single  store  in  the  large  city-group, 
which  has  a  selling  expense  of  $13.08 
per  $100  of  total  net  sales,  the  same 
tendency  for  the  amounts  to  increase 
as  the  stores  increase  in  size,  noted 
for  the  stores  located  in  small  cities, 
holds  for  those  located  in  the  large 
cities.  The  number  of  stores  located 
in  the  large  cities,  however,  is  rela- 
tively small  and  serves  as  an  uncer- 
tain basis  for  generalization. 


The  year-to-year  comparison  of  the 
relation  of  selling  expense  to  total  net 
sales  for  the  154  identical  stores,  dis- 
tributed according  to  location,  is  in- 
teresting. For  each  of  the  years,  with 
a  single  exception,  the  amounts  in- 
crease as  the  stores  increase  in  size. 
The  trend  is  so  unmistakably  evident 
as  to  warrant  the  conclusion  that 
selling  expense  in  terms  of  sales  is 
higher  in  the  large,  than  it  is  in  the 
small  stores. 


TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OP  SELLING  EXPENSE  PER  $100  OP 

TOTAL  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED  BY  SIZE  OF 

CITY  AND  STORE,   1919,   1918,  AND  1914,   COMBINED 


Size 

of 

City 
(In  OOO's) 


Classified 

Total 
Met  Sales 
(in  OOO's) 


ilurober 

of 

Store- 
years 


Total 
Expense 


Total 
Soiling 
Expense 


Selling  Expense  per  $100  of  Total  Expense 


Graphic 
0  20  40  60  80  100  120 


Total 
(Average) 


Under 
40 


40  and 
over 


Total 
(Average) 


462 


$9,684,815 


$4,851,112 


Under  $40 
$40  to  380 
$80  to  $180 

$180  &  over 


129 

172 

117 

44 


741,381 
1,981,375 
2,897,244 
4,064,815 


304,954 

913,357 

1,491,801 

2,141,000 


Total 
(Average ) 


345 


4,208,734 


2,061,362 


Under  $40 
$40  to  $80 

$80  to  $180 
$180  &  over 


121 

138 

77 


669,915 
1,455,231 
1,667,871 

415,717 


276,723 
670,140 
892,563 
221,936 


Total 
(Average) 


5,476,001 


2,789,750 


Under  $40 
$40  to  $80 

fteo  to  $180 

$180  &  over 


8 
34 
40 
35 


71,466 

526,144 

1,229,376 

3,649,098 


28,231 

243,217 

599,238 

1,919,064 


$50.09 


100.0 

82.1 

92.0 

102.8 

105.2 


82.5 

91.9 

106.8 

106.6 


101.7 

78.9 
92.3 
97.3 

105.0 


Average  $50.09 
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A  similar  comparison  of  the  rela- 
tion of  selling  expense  to  total  ex- 
pense may  be  made  for  the  154  stores 
differently  located.  For  the  combined 
years,  the  average  amount  of  selling 
expense  per  $100  of  total  expense  for 
the  345  store-years,  for  stores  in  the 
small  cities,  as  shown  in  Table  15,  is 
$48.98,  and  for  the  117  store-years, 
for  the  stores  in  the  large  cities, 
$50.94.  That  is,  the  amount  for  stores 
in  the  small  cities  is  97.8  per  cent., 


and  for  the  stores  in  the  large  cities, 
101.7  per  cent,  of  the  average  for  all 
stores,  irrespective  of  location.  When 
stores  of  the  same  size,  but  with  dif- 
ferent location,  are  compared,  an  in- 
verse condition  obtains.  The  amounts 
are  generally  larger  for  the  stores  in 
the  small  than  for  those  in  the  large 
cities.  The  size  of  the  averages  for 
the  two  city-groups  is  explained  by 
the  proportions  of  stores  of  different 
size  which  are  included.  Within  each 


TABLE  16 

TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OP 

TOTAL  EXPENSE,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF 

CITY   AND   STORE,    1919 


Blz» 

of 

City 
(in  OCO't) 


Classified 

Total 
Xet  Sales 
(In  COO's) 


K-jr.ber 

of 
Stores 


Total 
Expense 


Total 
Selling 
Expense 


Selling  Expense  per  $100  cf  Total  Expense 


Per  Cent. 


Graphic 
0     20     40     60     80   100   120 


Total 
(Average) 


Under 
40 


40  and 
over 


fetal 

(Average ) 


$4,275,525 


C2, 182, 027 


Under  $4C 

$40  to    Seo 

$80  to  $160 
$160  St  over 


14 
57 
58 
25 


76,227 

566,182 

1,361,844 

2,269,Cc2 


29,C18 

246,207 

719,436 

1,187,366 


Total 
(Avcr&ce) 


1,793,459 


896,863 


tr.dar  540 
$40   to     $80 
$80   to   §180 

$180  It  ever 


14 

£1 

44 

6 


76,227 
481,778 
953,427 
282,007 


20,018 
211,678 
509,410 
146,757 


Total 
(Average) 


2,479,666 


1,285,164 


Under  §40 
(40  to     $80 
$80  to  $180 

$180  It  over 


6 
14 

19 


64, 404 

408,407 

1,987,055 


24,529 

210,026 

1,040,609 


$51.06 


100.0 

74.5 

85.2 

103.5 

102.5 

97.9 

1 

74.5 
86.1 
104.6 
101.9 


101.5 

80.1 
100.7 

102.6 
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TABLE  17 

TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OP 

TOTAL  EXPENSE,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF 

CITY    AND   STORE,    1918 


Size 

of 

City 
(In  OOO's) 


Classified 

Total 
Hot  Sales 
(In  OOO's) 


number 

of 
Stores 


Total 

Expense 


Total 
Selling 

Expense 


Selling  Expense  per  £100  of  Total  Expense 


Graphic 
0  20  40  60  80  100  120 


Total 
(Average) 


Under 
40 


40  and 
over 


Total 
(Average ; 


154 


$3,243,123 


01,  609, 671 


£49.63 


Under  $40 
$40  to  580 
380  to  $180 

$180  &  over 


42 
63 
35 
14 


248,315 

755, 488 

905,872 

1,31*3,448 


101,621 
345,203 
445, 138 
717,619 


Total 
(Average) 


1,412,865 


680,787 


Under  $40 
$40  to  580 
§80  to  $180 

3180  t.  over 


41 

49 

22 

3 


237,507 
539,094 
502,552 
133,710 


99,513 
244,788 
261,307 

75,179 


Total 
(Average) 


39 


1,830,260 


928,884 


Under  $40 
$40  to  $80 
$80  to  0180 

$180  &  over 


1 

14 
13 
11 


10,808 

216,394 

403,320 

1,199,738 


2,108 
100,505 
183,831 
642,440 


100.0 

• .T«= 

82.5 

92.1 

99.0 

108.4 

97.1 

84.4 

91.5 

104.8 

113.3 


102.3 

===== 

39.3 
93.6 
91.8 

107.9 


Average  C-49.63 


city-group,  the  amounts  increase  as 
the  stores  increase  in  size,  the  average 
amount  being  $41.31  for  the  small 
stores,  and  $53.39  for  the  large  stores 
in  the  small  cities.  Similar  differ- 
ences obtain  for  the  stores  located  in 
the  large  cities.  In  this  comparison 
the  stores  are  combined  for  the  years 
1919,  1918,  and  1914. 

In  Tables  16  to  18,  inclusive,  facts 
similar  to   those   given   immediately 


above  are  shown  for  the  years  1919, 
1918,  and  1914,  separately.  The  aver- 
age amount  of  selling  expense  per 
$100  of  total  expense  is  larger  for 
each  of  the  years  in  the  large  cities 
than  for  those  in  the  small  cities.  But 
when  stores  of  the  same  size,  but  with 
different  location,  are  compared  an 
inverse  condition  obtains.  It  is  this 
latter  comparison  which  is  the  more 
significant.  Within  both  groups  of 
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TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OP 

TOTAL  EXPENSE,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF 

CITY   AND   STORE,    1914 


Size 

of 

City 
(In  OOO's) 


Classified 

Total 
Net  Sales 
(In  000' 8 ) 


Nunber 

of 
Stores 


Total 
Expense 


Total 
Selling 
Expense 


Selling  Expense  per  $100  of  Total  Expense 


Per  Cent. 


GraPhi          Actual 
0  50  4Q   60  80  10p  150 


Total 
(Average ) 


Under 
40 


40  and 
over 


Total 
(Average ) 


§2,168,367 


$1,059,414 


$48.86 


Under  $40 
$40  to  §80 
$80  to  $180 

$130  S:  over 


73 

52 

24 

5 


416,829 
659,705 
629,528 
462,305 


174, 315 
321,657 
327, 227 
236,015 


Total 
(Average ) 


115 


1,002,412 


483,712 


Under  $40 
$40  to     $80 
$80  to  0180 

$180  i  over 


65 
33 
11 


356,171 
434,359 
211,882 


148, 192 
213,674 
121,846 


Total 
(Average ) 


1,165,955 


575,702 


Under  $40 
$40  to  $80 
$30  to  $180 

$180  i  over 


7 

14 
13 
5 


60,658 
225,346 
417,646 
462, SOS 


26,123 
108, 183 
205,381 
236,015 


100.0 

85.6 

99.9 

106.4 

104.5 

"'  •  = 

98.8 

= 

85.2 
100.7 
117.7 


101.1 

^= 

88.1 
98.3 

100.7 
104.5 


Average  048*86 


cities  the  amounts  increase  as  the 
stores  increase  in  size.  To  this  gen- 
eral rule  there  are  no  exceptions,  the 
regularity  of  the  increase,  however, 
being  more  noticeable  in  some  than  in 
other  years.  The  graphic  parts  of 


these  tables  throw  into  relief  the 
changes  from  store-group  to  store- 
group,  the  lengths  of  the  bars  being 
proportional  to  the  amounts  which 
they  represent. 
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E. — Summary. 

From  a  consideration  of  Tables  1 
to  18,  inclusive,  certain  definite  re- 
lationships between  selling  expense 
and  sales,  and  selling  expense  and 
total  expense,  have  been  discovered. 

(1).  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  de- 
creased between  1914  and 
1918,  and  1918  and  1919,  not- 
withstanding the  fact  that  the 
average  amounts  of  total  net 
sales  and  of  selling  expense 
per  store  increased  between 
these  years. 

(2).  The  average  amount  of  selling 
expense  per  $100  of  total  ex- 
pense increased  between  1914 
and  1918,  and  1918  and  1919, 
notwithstanding  the  fact  that 
both  total  expense  and  selling 
expense  per  store  increased  be- 
tween these  years. 

(3).  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  de- 
creased between  1914  and 
1918,  and  1918  and  1919,  not 
only  for  all  stores,  but  like- 
wise for  stores  classified  ac- 
cording to  size. 

(4).  The  amounts  of  selling  expense 
per  $100  of  total  expense 
which,  as  indicated  above,  in- 
creased between  1914  and  1918, 
and  1918  and  1919  for  the 
stores  treated  as  a  whole,  de- 
creased for  the  stores  with  an- 
nual sales  of  less  than  $40,000 
and  of  $40,000  to  $80,000. 
They  are  uncertain  as  to  direc- 


tion from  year  to  year  for 
stores  with  annual  sales  in  ex- 
cess of  these  amounts. 

(5).  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  are 
lower  for  each  year  and  for  all 
years  for  stores  located  in 
small  cities  than  for  those  lo- 
cated in  large  cities. 

(6).  The  amounts  of  selling  expense 
per  $100  of  total  expense  are 
lower  for  each  year  and  for  the 
combined  years  for  the  stores 
in  the  small  cities  than  for 
those  in  the  large  cities,  when 
the  stores  are  treated  as  a 
total.  When  stores  of  the  same 
size,  but  with  different  loca- 
tions are  compared,  an  inverse 
condition  obtains. 

(7).  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  in- 
crease as  stores  increase  in 
size.  This  condition  obtains  for 
stores  treated  as  a  whole  and  as 
classified  by  city  location,  not 
only  for  the  combined,  but  also 
for  the  individual  years,  1919, 
1918,  and  1911 

(8).  The  amounts  of  selling  expense 
per  $100  of  total  expense  in- 
crease as  the  stores  increase  in 
size.  This  condition  obtains 
for  the  combined  and  for  the 
individual  years  1919,  1918, 
and  1914,  not  only  for  the 
stores  as  a  whole,  but  also  when 
they  are  classified  by  the  size 
of  the  city  in  which  they  are 
located. 
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2.  —  YEARLY  AMOUNTS  OF  SELLING  EX- 
PENSE IN  RELATION  TO  THE 
AMOUNTS  OF  STOCK  CARRIED,  FOR 
STORES  CLASSIFIED  BY  YEARS.  BY 
SIZE,  AND  BY  RATES  OF  STOCK  TURN- 
OVER. 

The  discussion  of  store  inventories 
in  the  fifth  volume  of  the  Bureau's 
study  of  Costs,  Merchandising  Prac- 
tices, Advertising  and  Sales  in  the 
Retail  Distribution  of  Clothing 
showed  that  inventories  in  terms  of 
sales  decreased  between  1914  and 
1918,  and  1918  and  1919.*  The 
amount  per  $100  of  total  net  sales  for 
223  stores  in  1914  was  $43.70.  For 
the  same  stores  in  1918  it  was  $41.44, 
and  in  1919,  $32.72.  Similar  de- 
creases for  149  stores  are  shown  be- 
low in  Table  20.  In  1914  the  average 
amount  was  $43.44,  in  1918,  $40.53, 
and  in  1919,  $32.84.  For  the  two 
groups  of  stores  the  amounts  are 
strikingly  the  same  and  the  direction 
of  change  from  year  to  year  identical. 

Moreover,  a  comparison  for  a  vary- 
ing and  an  identical  number  of  stores 
from  year  to  year  showed  that  inven- 
tories in  terms  of  sales  decrease  as 
stores  increase  in  size,  the  regularity 
of  the  tendency  being  apparent  not 
only  when  the  stores  are  classified  in 
wide,  but  also  when  they  are  placed 
in  narrow  sales-groups.  These 
changes  from  year  to  year,  and  from 
store-group  to  store-group  may  be 
said  to  have  been  established  beyond 
doubt  for  the  stores  concerned  and 
they  are  thought  to  be  true  for  all 


•  VoL  V,  p.  418. 

f  H>i(L,  VoL  V,  p.  420. 


In  seeking  to  discover  the  relations 
of  selling  expense  to  sales  and  to  total 
expense,  and  to  determine,  if  possible, 
the  way  in  which  selling  expense  may 
be  reduced,  a  complete  analysis  has 
been  made  of  selling  expense  when 
the  stores  are  classified  by  the  relative 
amounts  of  inventory  carried.  More- 
over, the  analysis  is  extended  to 
stores  when  they  are  classified  by  size 
and  by  rates  of  stock  turnover.  It 
was  hoped,  from  a  detailed  analysis  of 
the  store  records  available,  that  it 
would  be  possible  to  determine  quan- 
titatively the  effect  of  size  of  inven- 
tory on  selling  expense.  In  this  re- 
spect the  conclusions  reached  are  not 
wholly  negative. 

A. — Yearly  Amounts  of  Setting  Ex- 
pense per  $100  of  Total  Xet  Sales 
and  per  $100  of  Total  Expense, 
1919,  1918,  and  1914. 

For  the  three  years  1919,  1918,  and 
1914,  the  records  of  149  stores  are 
available  for  study.  The  selling  ex- 
penses for  the  stores  classified  by 
amounts  of  inventory  per  $100  of 
total  net  sales  are  expressed  first,  in 
terms  of  net  sales,  and  second,  in 
terms  of  total  expense. 

For  the  combined  years,  the  stores 
having  on  the  average  an  inventory  of 
less  than  $20  per  $100  of  total  net 
sales  had  a  selling  expense  per  $100 
of  total  net  sales  of  $8.40 ;  the  stores 
having  on  the  average  an  inventory 
between  $20  and  £10  per  $100  of  total 
net  sales  had  a  selling  expense,  simi- 
larly expressed,  of  $11.66.  From  this 
figure  as  a  maximum,  the  amounts  of 
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selling  expense  per  $100  of  total  net 
sales  decrease  as  the  size  of  the  in- 
ventories increase.  It  will  be  noted 
that  the  direction  of  the  change  in 
the  amounts  from  inventory-group  to 
inventory-group  is  certain  only  for 
those  stores  having  inventories  in  ex- 
cess of  $20  per  $100  of  total  net  sales. 
This  is  true  not  only  for  the  com- 
bined years,  but  also  for  the  years 
separately. 

A  casual  inspection  of  Table  19 
might  lead  to  the  belief  that  the  oc- 
casion for  the  low  selling  expense  per 
$100  of  total  net  sales  is  the  amount 
of  inventory  carried.  This,  however, 
is  not  necessarily  the  case.  The  dis- 
cussion on  pages  42  to  44  showed  that 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  increase  as 
stores  increase  in  size.  Further,  the 
discussion  in  Volume  V*  of  the 
Bureau's  report  on  Costs,  Merchan- 
dising Practices,  Advertising  and 
Sales  in  the  Retail  Distribution  of 
Clothing,  and  in  Tables  28  to  31,  in- 
clusive, following,  show  that  the  size 
of  inventories  per  $100  of  total  net 
sales  decreases  as  the  stores  increase 
in  size.  That  is,  the  stores  which  have 
high  selling  expense  have  relatively 
low  inventories  in  terms  of  sales.  Ac- 
cordingly, the  amounts  of  selling  ex- 
pense in  terms  of  sales  decrease  as 
the  size  of  the  inventories,  similarly 
expressed,  increases.  This  condition, 
however,  may  be  due  not  so  much  to 
the  size  of  the  inventories  as  to  the 
size  of  the  stores  that  reported  the 
sales. 

The  importance  of  the  size  of  the 

*  Page  420. 


stores,  as  such,  may  be  eliminated 
from  consideration  and  the  effect  of 
the  size  of  the  inventory  noted  by  ex- 
pressing the  selling  expense  per  $100 
of  total  net  sales  in  terms  of  the 
amount  sold  per  $1  of  inventory.! 
This  is  done  in  column  6  of  Table  19, 
and  is  graphically  shown  by  the  cor- 
responding bars. 

What  do  these  figures  reveal?  The 
average  selling  expense  per  $100  of 
total  net  sales  for  the  amount  sold  per 
$1  of  inventory  is  $4.09.  For  the 
stores  having  inventories  of  less  than 
$20  per  $100  of  total  net  sales  the  cor- 
responding cost  is  $1.47.  Selling  ex- 
penses, so  expressed,  increase  without 
an  exception  as  the  amounts  of  in- 
ventory in  terms  of  sales  increase.  It 
should  be  kept  in  mind  that  in  these 
figures  the  size  of  the  store,  as  a  con- 
trolling factor  in  determining  selling 
expense,  has  been  eliminated  since  in 
each  case  the  selling  expense  per  $100 
of  total  net  sales  applies  to  the 
amounts  sold  per  $1  of  inventory. 
The  uncertain  trend  of  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales,  reflected  in  Table  19  for  the 
stores  with  low  inventories,  has  been 
removed  and  regularity  secured  as  to 
the  direction  of  change  for  stores  with 
different  amounts  of  inventory. 

The  above  discussion  which  relates 
to  the  three  years  combined  applies 
also  to  the  individual  years.  With- 
out an  exception  the  selling  expenses 
per  $100  of  total  net  sales  for  the 
amount  sold  per  $1  of  inventory  in- 
crease in  each  of  the  years  as  the  size 

t  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  17. 
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TABLE  19 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  FOR  THE  AMOUNT  SOLD 

PER  $1  OF  INVENTORY.  FOR  149  IDENTICAL  STORES  CLASSIFIED  BY  AMOUNT 

OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


per  $100  or 

Total 
Set  S*le« 


0  20  40  60  BO  100  ISO 


Selling  Expense  pei>  $100  cf  total  »et  Sale* 
per  AMCuct  Scld  per  $1  cf  larentorj 


0   20   40   6O   80  100  130  1*0  1^0  lap 


tio.ee 


$20  to  $40 

$40  to  tea 

$6O  4  crer 


168 
177 


Ebder  $: 
|ao  to  $40 
$40  to  (eo 

$60  i  ever 


Obfar  $20 
$20  te  $40 
$40  to  $60 
$50  k  orer 


Cedar  $20 

$eo  to  $40 

$40  to  $60 
$CO  t  cr«r 


i:c.o 


»4.C9 


T7.Z 
107.2 
82.1 

8S.1 


1.47 
3.SO 
S.01 
6.J5 


»6.7 


eo.4 

100.9 

m.i 
e».4 


1.53 
3.29 
4.77 

5.38 


100.9 


4.44 


55. 6 
114.$ 
89.S 

8S. 9 


1.C6 
3. 74 
4.87 
6.54 


1C6.2 


5.03 


IX. 7 

11S.8 
100.7 
91.S 


1.92 
5.  81 
S.4S 

6.96 


100.0 

se.9 

as. 6 

122.5 
1C0.1 

64.4 

37.4 
60.4 

116.6 
129.1 


ioe.« 

SS.9 

W.4 
119.1 

159. 9 


123.0 

46.9 

93,* 
134.0 


$4.0* 


of  the  inventory  measured  in  sales  in- 
creases. 

A  moment 's  consideration  should  be 
given  to  the  averages  for  the  three 
separate  years.  It  will  be  recalled 
that  inventories  in  terms  of  sales  were 
relatively  low  in  1919.  For  the  149 
stores  in  this  year,  the  amount  of  sell- 
ing expense  per  $100  of  total  net  sales 
was  $10.52,  or  $0.46  less  than  in  1918 
and  $1.04  less  than  in  1914.  When 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  are  shown  for 
the  amount  sold  per  $1  of  inventory, 


the  difference  in  the  conditions  be- 
tween the  various  years  is  increased, 
the  selling  expense  in  1919  being  ap- 
proximately $1  less  than  in  1918  and 
$1.58  less  than  in  1914.  This  differ- 
ence is  attributable,  not  so  much  to 
the  sales  as  such  as  it  is  to  the  low 
inventories  in  relation  to  sales  in  1919. 
The  amounts  of  selling  expense  per 
$100  of  total  net  sales  for  stores  in 
the  combined  years  and  for  the  years 
separately  are  averages.  If  the  dis- 
tribution of  the  amounts  of  selling 
expense  per  $100  of  total  net  sales  is 
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TABLE  20 


TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OP  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,   FOR   149   IDENTICAL  STORES    CLASSIFIED  BY   AMOUNT  OF   SELLING 

EXPENSE  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


Anount  of 

Sailing 

Expense 

per  $100  of 

Total 
Met  Sales 


Number 

of 

Store- 
years 


Total 
Set  Salea 


Total 
Inventory 


Inventory  per  $100  of  Total  Net  Sales 


Graphic 
0     20     40     60     80  100  120  140  160 


Total 
(Average ) 


1918 


1914 


Total 
(Average) 


$43,599,972 


116,369,406 


Under  $6 

$6  to  $12 
$12  &  over 


93 

247 
107 


4,247,831 
26,191,256 
13,160,885 


1,930,599 
9,702,173 
4,736,634 


Total 
(Average ) 


20,303,641 


6,667,056 


Under  $6 
$6  to  $12 

$12  &  over 


38 

80 
31 


2,322,782 
12,413,163 
5,562,696 


879,810 
4,055,317 
1,731,929 


Total 
(Average ) 


14,322,667 


5,804,340 


Under  $6 
$6  to  $12 

$12  (c  over 


30 
86 
33 


1,187,535 
9,197,800 
3,937,332 


653,961 
3,650,841 
1, 499, 538 


Total 
(Average) 


149 


8,973,664 


3,898,010 


Under  $6 

$6  to  $12 
&12  &  over 


25 
81 
43 


737,514 
4,575,293 
3,660,857 


396,828 
1,996,015 
1,505,167 


100.0 

121.1 

98.7 
95.9 

87.5 

100.9 
87.0 
82.9 


108.0 

.    — 

146.7 
105.7 
101.5 


143.3 
116.2 


Average  $37.54 


studied,  it  is  found  that  76  per  cent, 
of  the  stores  in  the  combined  years 
had  selling  expenses  per  $100  of  total 
net  sales  less  than  $12  and  55  per 
cent,  between  $6  and  $12. 

In  further  proof  that  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  decrease  as  the  size  of  the 
inventory  in  terms  of  sales  increases, 
it  may  be  noted  for  the  combined 
years,  as  is  shown  in  Table  20,  that 
the  average  amount  of  inventory  so 
expressed  for  stores  with  selling  ex- 


pense under  $6  per  $100  of  total  net 
sales  is  $45.45.  For  the  stores  having 
selling  expenses  between  $6  and  $12 
per  $100  of  total  net  sales  it  is  $37.04, 
and  for  those  with  selling  expenses  of 
$12  and  over  per  $100  of  total  net 
sales  it  is  $35.99.  For  each  of  the 
three  years,  similar  decreases  in  the 
amounts  of  inventory  per  $100  of 
total  net  sales  characterize  the  stores 
with  increasing  selling  expense. 
These  relations  are  shown  in  Table  20. 
In  the  foregoing  discussion  of  149 
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TABLE  21 

TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OP 

TOTAL    EXPENSE,    FOR    149    IDENTICAL    STORES    CLASSIFIED    BY    AMOUNT    OF 

INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


Years 


Amount  of 

Inventory 

per  $100  of 

Total 
Net  Sales 


Rur.be  r 

of 

Store - 
years 


Total 
Expense 


Total 

Selling 
Expense 


Selling  Expense  per  *10O  of  Total  Expense 


Per  Cent. 


Graphic 
0     2O     40     CO     30   100   120 


Actual 


Total 
(Average) 


1919 


1918 


1914 


Total 
(Average } 


447 


$9, '.50,  641 


$4,745,829 


$50.22 


TJr.2er  $20 
§20   to   $40 
$40   to   $60 
560  fc  over 


14 

168 

177 

83 


363,310 
5,806,322 
2,456,513 

624,496 


172,900 
3,088,085 
1,128,967 

355,877 


47.59 
53.18 
45.96 
43.16 


Total 
(Average) 


149 


4,168,820 


2,135,072 


51.22 


Under  $20 
£20   to   $40 
$40   to  $60 
$60  &  over 


7 

83 
51 

8 


209,266 

3,117,375 

751,639 

90,540 


105,711 

1,649,518 

345,965 

33,878 


50.52 
52.91 
46.03 
37.42 


Total 
(Average) 


149 


3,163,345 


1,573,249 


49.73 


Under  $20 
$20  to  $40 
$40  to  $50 
$60  i  over 


3 
46 
60 

40 


81,440 

1,728,776 

950,082 

403,047 


32,117 
937, 441 
427,462 
176,229 


39.44 
54.23 
44.99 
43.72 


Total 
(Average ) 


149 


2,118,476 


1,037,508 


48.97 


Cnder  $20 
$20  to  $40 
$40  to  $60 
$60  4  over 


4 
39 
66 
40 


72,604 
960,171 
754,792 
330,909 


35,072 
501,126 
355,540 
145,770 


43.31 
52.19 
47.10 
44.05 


1CO.O 


94.3 

105.9 

91.  S 

85.9 


102.0 


100.6 

105.4 

91.7 

74.5 


99.0 


73.5 

108.0 

89.6 

87.1 


97.5 

K=E^^=3 

96.2 

103.9 

93.8 

87.7 


stores  for  three  years,  comparisons 
have  been  made  of  the  selling  expense 
first,  in  terms  of  total  net  sales,  and 
second,  in  terms  of  net  sales  for  the 
amount  sold  per  $1  of  inventory.  The 
conclusions  which  have  been  reached 
are  first,  that  selling  expense  per  $100 


Avsrago   $50.22 

of  total  net  sales  decreased  between 
1914  and  1918,  and  1918  and  1919. 
Second,  that  for  stores  with  inven- 
tories in  excess  of  $20  per  $100  of 
total  net  sales,  the  amounts  of  selling 
expense  in  terms  of  sales  decrease  as 
the  size  of  the  inventories  in  terms 


57 


of  sales  increases.  This  tendency, 
however,  as  has  been  shown,  is  due 
to  the  store  size  and  not  to  the  size 
of  inventory.  Third,  that  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  for  the  amount  sold  for  each 
$1  of  inventory  uniformly  increase 
for  the  combined  and  for  each  of  the 
years  as  the  amounts  of  inventory 
per  $100  of  total  net  sales  increase. 
Fourth,  that  the  selling  expense  per 
$100  of  total  net  sales  per  amount  sold 
per  $1  of  inventory  was  noticeably 
less  in  1919  than  in  either  of  the  other 
years,  largely  because  of  the  relatively 
small  inventories  for  the  stores  in  this 
year.  The  general  conclusion  from 
the  above  discussion  seems  to  be  that 
irrespective  of  store  size,  stores  which 
have  large  inventories  have  relatively 
high  selling  expense,  and  to  suggest 
the  practical  conclusion  that  for  all 
stores  one  way  of  keeping  down  sell- 
ing expense  is  to  reduce  the  size  of  the 
inventory  in  relation  to  sales. 

Another  method  of  comparing  the 
amounts  of  selling  expense  for  stores 
from  year  to  year  and  for  stores  with 
different-sized  inventories  is  to  ex- 
press them  in  terms  of  total  expense. 
This  is  done  in  Table  21.  For  the 
combined  years,  the  average  selling 
expense  per  $100  of  total  expense  is 
$50.22.  For  1919  the  amount  was 
$51.22,  for  1918,  $49.73,  and  for  1914, 
$48.97.  That  is,  the  amounts  in- 
creased between  1914  and  1918,  and 
1918  and  1919.  During  these  years 
both  the  total  operating  expense  and 
the  selling  expense  increased.  For 
the  154  stores  shown  in  Table  3,  page 
36,  the  total  operating  expense  per 


store  increased  between  1914  and  1918 
by  49.6  per  cent,  and  between  1914 
and  1919  by  97.1  per  cent.  The  cor- 
responding increases  in  the  amounts 
of  selling  expense  per  store  were,  re- 
spectively, 51.9  per  cent,  and  106.0 
per  cent.  Similar  increases  from 
year  to  year  hold  for  the  149  stores 
as  shown  in  Table  20.  But  selling  ex- 
pense increased  more  rapidly  than 
did  total  expense,  with  the  result  that 
from  year  to  year  selling  expense  in- 
creased when  expressed  in  terms  of 
total  expense. 

When  the  stores  for  the  combined 
years  and  for  the  years  separately  are 
classified  by  the  amounts  of  inventory 
per  $100  of  total  net  sales,  as  in  Table 
21,  the  amounts  of  selling  expense  per 
$100  of  total  expense  on  the  whole  de- 
crease as  the  amounts  of  inventory 
per  $100  of  total  net  sales  increase. 
That  is,  there  is  an  inverse  relation- 
ship between  the  two  factors.  But 
this  is  more  apparent  than  real.  The 
same  line  of  reasoning  which  is  used 
above  *  to  account  for  this  margin 
applies  here.  It  should  be  remem- 
bered that  the  stores  with  small  in- 
ventories per  $100  of  total  net  sales 
are  generally  larger  than  those  with 
large  inventories  so  expressed,  and 
that  both  selling  expense  and  total 
operating  expense  per  $100  of  total 
net  sales  increase  as  stores  increase  in 
size.  By  consulting  Tables  10  to  14, 
inclusive,  pages  43  to  47,  this  condi- 
tion for  selling  expense  may  be  ob- 
served for  stores  with  different  loca- 
tion. The  movement  of  total  operat- 
ing expense  for  stores  of  different 

•Page  54. 
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TABLE  22 

TOTAL  NET  SALES,   SELLING  EXPENSE,   AND  AMOUNT  OF  SELLING  EXPENSE  PER   $100 

OF  TOTAL  NET  SALES,   FOR  14:9   IDENTICAL   STORES   CLASSIFIED  BY   SIZE 

AND  BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,    1919,    1918,   AND   1914,    COMBINED 


Classified 

Total 
Net  Salea 
(In  OCC's) 


Ar.  runt  of 

Inventory 

per  SlCO  of 

Total 
Ket  Salea 


of 

Store- 
years 


Total 
let  Sales 


Tct&l 
Selling 
Exper.se 


Selling  Expense  per  $100  of 
Total  Ket  Sales 


Per  Cent. 


Amount  |       Graphic 

0  20  40  60  8O  ICO  120 


Actual 


Total 
(Average ) 


447 


$43,5=9,972 


§4, 745,329 


Total 
(Average) 


Under  £20 
•20  to  $40 

$40  to  Jeo 

£60  &  ovar 


14 
168 
177 

88 


2,059,425 
26,478,436 
11,263,282 

3,798,629 


172,  9OO 
3,058,035 
1,128,967 

355,677 


Total 
(Average) 


3,532,911 


298,231 


Klder   340 


Under  $20 
*20  to   {40 
$40  to  $60 
$€0  tt  over 


1 
19 
52 
55 


28,933 

560,460 

1,412,525 

1,530,993 


948 

54,036 

112,294 

130,953 


Total 
(Average) 


9,360,343 


877,524 


$40  to   $80 


Cr.der  S20 
$20  to  $40 
$40  to   $€0 
$60  &  over 


6 

52 
62 
25 


402,009 
3,083,049 
4,453,869 
1,416,421 


29,622 

233,755 
428,579 
135,523 


Total 
(Average) 


13,121,494 


1,445,029 


$80  to  $180 


!^-.der   $20 
$20  to  $40 
$40  to   $60 
$60  k  over 


5 

60 
40 

7 


555, 107 
7,076,841 
4,638,131 

851, 415 


53,399 
802,575 
499,659 

69,396 


Total 
(Average ) 


17,585,219 


2,125,045 


{.1§0  &  over 


Under  $20 
$20  to  $40 
§40   to   $60 
$60  4  over 


2 

S3 
3 


1,073,376 

15,758,086 

753,757 


88,931 

1,947,679 

88,425 


$10.88 


1CO.O 

=== 

77.2 

107.2 

92.1 

86.1 

=^==a 

77.6 

30.1 
88.6 
73.1 
78.6 


86.1 

67.7 
84.7 
88.  3 
88.0 


88.4 
104.2 
99.0 
96.6 


111.0 

76.2 
113.6 
107.8 


Average  $10.88 
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size  is  comprehensively  treated  in 
Volume  III  *  of  the  Bureau's  report 
on  Costs  Merchandising  Practices, 
Advertising  and,  Sales  in  the  Retail 
Distribution  of  Clothing.  Table  21 
should  be  interpreted  with  these  facts 
in  mind.  As  shown  on  page  57,  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  decrease  as  the  size 
of  inventories  in  terms  of  sales  in- 
creases. But  the  amounts  of  selling 
expense  per  $100  of  total  net  sales  per 
amount  sold  per  $1  of  inventory  in- 
crease. A  direct  relationship  would 
also  be  secured,  as  in  Table  19,  were 
the  amounts  of  selling  expense  per 
$100  of  total  expense  determined  for 
each  $1  of  inventory  sold. 

It  seems  unnecessary  to  express  the 
amounts  in  this  form  or  to  repeat  the 
discussion  on  this  point  and  the  con- 
clusions to  which  it  has  led.  It  will 
be  sufficient  briefly  to  summarize  the 
relation  of  selling  expense  to  total  ex- 
pense as  follows:  First,  the  amounts 
increased  from  1914  to  1918,  and 
from  1918  to  1919.  Second,  the 
amounts  decrease  as  the  amounts  of 
inventory  per  $100  of  total  expense 
increase.  Third,  the  amounts  per 
amount  sold  per  $1  of  inventory  in- 
crease as  the  size  of  the  inventory  per 
$100  of  total  net  sales  increases. 

B. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Ex- 
pense, for  Stores  Classified  l)y 
Size,  1919,  1918,  and  1914. 

In  further  consideration  of  the  rela- 
tion of  selling  expense  to  sales  and  to 
*  Pages  244  to  252,  inclusive. 


total  expense  for  stores  with  inven- 
tories of  different  size  per  $100  of 
total  net  sales,  it  has  been  thought  of 
interest  to  classify  the  stores  with  re- 
spect to  size.  This  is  done  in  detail 
in  Tables  22  to  35,  inclusive. 

The  method  of  presenting  the  data 
is  as  follows:  First,  to  classify  the 
stores  by  size  and  by  amount  of  in- 
ventory per  $100  of  total  net  sales 
for  the  combined  and  for  the  indi- 
vidual years,  and  to  show  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  for  the  stores  so  treated. 
Second,  to  show  the  amounts  of  in- 
ventory per  $100  of  total  net  sales  for 
the  stores  of  different  size  classified 
by  amounts  of  selling  expense  per 
$100  of  total  net  sales.  Third,  for  the 
same  group  of  stores,  to  express  the 
amounts  of  selling  expense  in  terms 
of  $100  of  total  expense  for  the  stores 
classified  by  size  and  by  amounts  of 
inventory  per  $100  of  total  net  sales. 

In  Tables  18  to  35,  inclusive,  the 
same  149  stores  which  were  consid- 
ered above  are  classified  by  years  and 
by  size.  For  the  combined  years 
1919,  1918,  and  1914,  the  average 
amounts  of  selling  expense  per  $100 
of  total  net  sales  increase  as  the  stores 
increase  in  size.  For  those  with  an- 
nual sales  under  $40,000,  it  is  $8.44 ; 
for  those  with  annual  sales  of  $40,000 
to  $80,000  it  is  $9.37 ;  for  those  with 
annual  sales  of  $80,000  to  $180,000  it 
is  $11.01 ;  and  for  those  with  sales  of 
$180,000  and  over,  it  is  $12.08.  These 
amounts  closely  correspond  to  those 
for  the  154  identical  stores  shown  in 
Table  11,  page  44. 

On    the    other    hand,    when    the 
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TABLE  23 

TOTAL  NET  SALES,  SELLING  EXPENSE,  AND  AMOUNT  OP  SELLING  EXPENSE  PER  $100 

OP   TOTAL    NET   SALES,    FOB    149    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919 


Claulfled 

Total 
Bet  Silas 
(la  MO**) 


Aaoont  of 

Inventory 

per  $100  of 

Total 
••t  Salei 


Huaber 
of 

Stares 


Tctal 
Mt  Sales 


Total 

Selling 
Expanse 


Expense  per  $100  of 
Total  K«t  Sales 


Graphic 
0      20      40      60      80   10O   130 


Total 
(Average! 


$20,903,641 


$2,135,072 


Total 
(Average) 


toder  $20 
$20  to  |4O 
$40  to  $60 
$60  &  over 


7 

83 
Si 

a 


1,208,113 

15,018,367 

3,628,183 

448,968 


105,711 

1,649,518 

345,965 

33,878 


Total 
(Average ) 


428,714 


29,013 


Dader   $40 


Otoder  $20 
$20  to   $40 
$40   to   $60 
$60  &  over 


68,054 
244,012 
116,648 


6,275 

15,797 

6,946 


Total 
(Average) 


3,082,152 


233,843 


$40  to  $80 


Under  $20 
$20  to   $40 
$40  to  $60 
$6O  *  over 


22 

23 

3 


150,276 
1,287,723 
1,472,999 

171,154 


7,320 

94,720 

122,592 

9,211 


Total 
(Average ) 


6,607,089 


700,800 


$80  to  $130 


Under   $20 
$20  to   $40 
$40  to   $60 
$60  &  over 


4 
37 
14 

1 


384,466 
4,332,158 
1,679,299 

161,166 


54,307 
465,124 

133,648 
17,721 


Total 
(Average) 


10,135,636 


1,171,411 


$180  &  over 


Qnder  $20 
C2Q   to   $40 
$40  to   $60 
$60  &   over 


1 
22 

1 


673,376 

9,380,432 

231,878 


64,034 

1,083,399 

23,928 


$10.52 


100.0 

83.2 

104.4 
90.7 
71.8 


87.6 
61.5 

56.6 


72.1 

46.3 
70.0 
79.1 
51. 1 


100.9 

84.9 
100.9 
104.0 
104.6 


109.3 

=: 

90.5 
110.9 
98.1 


Average  §10.52 
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TABLE  24 

TOTAL.  NET  SALES,   SELLING  EXPENSE,   AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 

OP    TOTAL    NET    SALES,    FOR    149    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1918 


Classified 

TotaJ, 
Net  Sales 
(In  COO'e) 


Amount  of 

Inventory 

per  $10O  of 

Total 
Net   Bales 


fhunber 

of 
Stores 


Total 
Net  Sales 


Total 
Selling 

Expense 


Selling  Expense  per  $100  of 
Total  Net  Sales 


Per  Cent. 


Graphic 
2p  40  60  8.0  1QO  IgO 


Total 
(Average) 


149 


$14,322,667 


11,578,249 


Total 
(Average) 


Under  $20 
$20  to  $40 
|40  to  $60 
$60  &  over 


3 
46 
60 
40 


530,649 
7,517,748 

4,389,893 
1,884,377 


Total 
(Average ) 


42 


1,256,795 


Tinder  |40 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


6 
13 
23 


209, 528 
381,673 
665,594 


Total 
(Average ) 


3,501,019 


$40  to  $80 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


2 

15 
29 
14 


130,649 

901,852 

1,632,061 

636,457 


Total 
(Average ) 


3,860,130 


$80  to  $180 


Under  {20 
$20  to  $40 
$40  to  $6\> 
$60  &  over 


14 

16 

3 


1,623,524 

1,854,280 
382, 326 


Total 
(Average) 


14 


5,704,723 


3 160  &  over 


Under  $20 
$20  to  $40 
$40  to  $60 
}60  &  over 


1 

11 

2 


400,000 

4,782,844 

521,879 


38,117 
937,441 
427,462 
176,229 


101, 621 


17, 520 
27,892 
56,209 


331,958 


7,270 

97,097 

144,693 

82,898 


422,051 


194,559 

.190,370 

37, 122 


717, 619 


24,847 

628, 265 
64,507 


$10.98 


100.0 

===== 

55.1 
113.6 
88.7 
85.2 

.-  •  _aa. 

75.7 

76.1 
66.6 
76.9 


86.5 


50.6 
98.1 
80. 8 
90.3 


99.5 

===== 

109.1 
93.5 
88.4 


114.6 

56.6 
119.7 
112.6 


Average  $10.99 
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TABLE  25 

TOTAL  NET  SALES,   SELLING  EXPENSE,   AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 

OF    TOTAL    NET    SALES,    FOR    149    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1914 


Selling  Expense  per  $100  of 
Total  Het  Sales 

Classified 
Total 

Inventory 
per  f-100  of 

N'x-.bor 

or 

Total 

Total 
Selling 

Per  Cent. 

(In  OOO's) 

Total 
Net  Sales 

Stores 

A--:ur.t 
C 

Graphic 
20      40      60      80   ICO   120  14( 

Actual 

3 

Total 
(Averare) 

149 

$3,973,654 

$1,037,5:3 

$11.56     1 

••••••••»• 

100.0 

Total 
(Average) 

Under  t20 
$20  to  §40 
$40   to   $60 
$6O  1  over 

4 
39 
66 

40 

320,658 
3,942,321 
3,245,201 
1,465,434 

35,072 
501,126 
355,540 
145,770 

10.94     1 
12.71 

10.96 
9.95 

BHMKTiHHe 
•BBBMHOMHaaK 

MHBBMBBH9 
•^•MKBBB 

94.6 
109.9 
94.8 
86.1 

Total 

167  592 

9.07 

73.5 

(Average) 

Under  $40 

Onder  $20 

1 

28,933 

943 

3.28 

— 

28.4 

$40  to  §60 
$60  1  over 

31 
29 

786,840 
748,751 

68,605 
67,798 

8.72 
9.05 

^ 

7S.4 
78.3 

Total 
(Average  ) 

50 

2,777,  177 

311,723 

11.22 



97.1 

$40  to  $80 

Ucder  C20 
$20   to  $40 
$40  to  $60 
$60  *  over 

2 
IS 
25 
6 

121,084 
893.474 
1,353,809 
408,310 

15,032 
91,978 
161,294 
43,419 

12.  41 

10.29 
11.91 
10.62 

= 

107.4 
89.0 
103.0 
91.9 

Total 
(Average) 

23 

2,654,275 

322,  173 

12.14 



105.0 

$80   to   $130 

Under  $20 
$20  to  $40 
$40  to   $60 
$60  4  over 

1 
9 
10 
3 

170,641 

i,  on,  159 

1,  104,  552 
307,923 

19,092 
142,392 
125,641 
34,553 

11.19 
13.34 
11.37 
11.22 

t 

96.8 
115.4 
96.4 
97.1 

Total 
(Average  ) 

5 

1,694,810 

236,015 

13.93 

—  — 

120.5 

$130  4  over 

Cnder  $20 
$20  to  $40 

5 

1,694,310 

236,015 

13.93 

$40  to   $60 
$60  i   over 

Average  $11.56 
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amounts  of  selling  expense  per  $100 
of  total  net  sales  are  expressed  in 
terms  of  sales  per  $1  of  inventory,  as 
in  Table  26,  they  are  essentially  con- 
stant for  the  stores  with  annual  sales 
less  than  $180,000,  and  noticeably 
less  for  the  group  having  annual  sales 
of  $180,000  and  over.  This,  however, 
is  due  not  so  much  to  the  size  of  the 
store,  as  noted  above,  as  it  is  to  the 
size  of  the  inventory.  The  large 


stores  are  precisely  those  with  low  in- 
ventories per  $100  of  total  net  sales. 
When  selling  expense  is  expressed  in 
terms  of  sales  per  $1  of  inventory, 
the  advantage  accruing  to  large  stores 
because  of  small  inventory  is  at  onco 
evident.  We  are  not  so  much  con- 
cerned here,  however,  with  the  selling 
expense  per  $100  of  total  net  sales  for 
stores  of  different  size  as  we  are  with 
the  amounts  for  stores  of  essentially 


TABLE  26 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  FOB  THE  AMOUNT  SOLD 

PER  $1  OF  INVENTORY,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF 

INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


Classified 
Total 
Ret   Soles 
(In  ooo'i) 

Amount  cf 
Inventory 
per  $100  of 
Total 
Net  Salea 

Average 

1919 

1913 

1914 

Actual 
I 

Oraphlc 
J     $2     $4     $6     $8 

Actual 
$< 

Graphic 
>     $2     $4     $6     $1 

total 
| 

Oraphlc 
>     $2     $4     $6     $8 

Actual 
I 

Graphic 
$2     $4     $6     t8 

Total 
(Averse) 

Total 
(Average  ) 

$4.09 

— 

$3.45 

~ 

IkM 

—  . 

$5.03 

1      II 

1 

—  —  i 

•—  *•— 

Under  $20 
CCO   to  (40 

(40  to  $60 

$60  IE  OT*r 

1.47 
5.50 
6.01 
6.55 

=- 

1.53 
3.29 
4.77 
5.26 

S- 

i.oe 

S.T4 

4.B7 
6.54 

• 

1.92 

3.81 
5.48 
6.96 

U.rier  $40 

Total 
(Average  ) 

4.74 

a^_« 

3.40 

_ 

4.  75 

_ 

5.10 

Under  tSO 
{20  to  $40 
$40  to  $60 
ieo  &  over 

0.57 
2.89 
3.98 
5.86 

1 

8.77 
S.24 
«.!• 

j^ 

2.51 
3.66 
S.90 

—  | 

0.67 
3.21 
4.36 

e.is 

$40  to  $80 

Total 
.(Average) 

4.26 

_ 

3.16 

_ 

4.60 

_ 

S.03 

Under  420 

$20  to  $40 

$40  to  (SO 
$60  fc  over 

1.29 
2.76 
4.8J 
6.69 

•• 

0.85 
2.21 

4.16 
3.76 

• 

0.97 
3.23 
4.44 
6.93 

• 
—•—I 

£.17 
3.09 
5.96 
7.43 

C-GC   to  ClOO 

Total 

(Average! 

4.S5 

_, 

s.eo- 

4.92 

——. 

4.  98 

Under  $20 
$20  to  $40 
$40  to  $60 
$GO  ft  over 

1.68 
3.40 

5.39 
7.54 

—  «—  —  • 

1.56 
3.19 
5.47 
7.69 

S.59 
5.14 

6.79 

=v 

1.96 

4.00 
5.69 
7.84 

(ISO  -ft  over 

Total 
(Average) 

5.59 

_ 

3.17 

— 

3.52 

—m 

4.SS 

Under  $20 
$20  to  $4O 
$40  to  $60 
$60  k  over 

1.45 

S.71 
8.87 

1 

1.67 
5.  SO 
$.16 

— 

1.09 
3.94 

6.18 

.         j 

4.36 

Average  $4.09 


iverag.  $5.05 
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the  same  size,  but  with  different 
amounts  of  inventory  in  relation  to 
sales.  If  the  comparisons  are  re- 
stricted to  selling  expense  in  terms  of 
sales  alone,  for  the  stores  of  the  same 
size,  but  with  varying  inventories,  it 
is  difficult  to  see  any  unmistakable 
tendency  for  the  selling  expense 
either  to  increase  or  decrease.  This 


is  noticeably  true  for  the  stores  with 
sales  under  $40,000.  For  the  stores 
with  annual  sales  of  $40,000  to  $80,- 
000,  however,  the  amounts  seem  to  in- 
crease with  the  size  of  the  inventory 
for  the  stores  having  inventories  less 
than  $60  per  $100  of  total  net  sales. 
On  the  other  hand,  an  inverse  condi- 
tion characterizes  the  stores  with  an- 


TABLE  27 

TOTAL   NET  SALES,   SELLING  EXPENSE,   AND  AMOUNT  OF  SELLING  EXPENSE  PER   $100 

OF  TOTAL   NET  SALES,   FOB  STORES  CLASSIFIED  BY   SIZE  AND  BY   AMOUNT 

OF    AVERAGE    STOCK   PER    $100    OF    TOTAL    NET    SALES,    1919 


Classified 

Total 
Vet  Sales 
(In  OOC's) 


taoont  of 

Average  Stock 

per  flOO  of 

Total 
Rat  Sales 


of 
Stores 


Total 
Net  Sales 


total 
Selling 
Expense 


Selling  Expense  per  $100  of  Total  Het  Sales 


Graphic 
0   20  40  60  80  100  120  140 


Total 
(Average) 


JIB,  501,  648 


$1, 923,693 


Total 
(Averege) 


Dhder  J20 

$£C  to  ?40 
$40  I;  over 


13 

es 

46 


4,466,252 
10,722,916 
S,  112,  700 


557,827 

1,093,873 

277,193 


Total 

(Avera.-e ) 


Under  $4O 


Under  {20 
{20  to  $40 
$40  fc  over 


229,242 
256, 3C8 


15,367 
17,087 


total 

(A'verats  ) 


2,747,107 


215,513 


$40   to  $80 


Under  $20 
$20  to  $40 
$40  &  ov«r 


Total 


$80  to  $180 


Unier  £20 
£20  to  $40 


Total 


$130  i   ever 


Ifriccr  $2O 
J20  to  $40 
C40  fc  over 


213,343 

1,044,566 
1,489,178 


17,503 
72,369 
125,641 


4,411,137 


448,296 


2,974,765 
1,135,336 


25,147 
312,612 

110,517 


10,fSC,C54 


1,232,610 


6,474,323 


515,177 

e :;,.:; 


$10.54 


Averese  $10.54 


100.0 

118.5 
96.S 
84.5 

63.5 

63.7 
63.3 


74.5 

a 

77.8 
C5.7 
80.1 


96.4 

79.2 
99.7 
92.4 


ics.e 

123.7 

1C!.  6 

97.9 
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nual  sales  of  $80,000  to  $180,000.  For 
the  largest  stores — those  with  annual 
sales  of  $180,000  and  over— the  in- 
stances are  insufficient  for  each  of  the 
inventory-groups  to  serve  as  a  basis 
for  generalization.  Tables  23  to  25 
show  similar  details  for  1919,  1918, 
and  1914,  respectively. 

When,  however,  as  in  Table  26,  the 
selling  expenses  per  $100  of  total  net 
sales  are  shown  in  terms  of  the 
amount  sold  per  $1  of  inventory,  no 
such  uncertainty  as  to  direction  of 
change  from  inventory-group  to  in- 
ventory-group in  stores  of  different 
size  exists.  In  every  group  the 
amounts  grow  larger  as  the  amounts 
of  the  inventories  per  $100  of  total 
net  sales  increase.  This  does  not  hold 
alone  for  the  combined  years ;  it  like- 
wise characterizes  the  selling  expense 
of  the  stores  in  1919,  1918,  and  1914. 
It  is  unnecessary  to  note  in  detail 
the  size  of  the  amounts  and  the  nature 
of  the  changes  from  store-group  to 
store-group  or  from  inventory-group 
to  inventory-group  for  each  of  the 
three  years.  Both  the  amounts  and 
changes  are  graphically  shown  in 
Table  26. 

The  outstanding  fact  shown  by 
this  graphic  summary,  for  the  vari- 
ous groups  of  stores,  is  the  similarity 
of  the  increases  in  the  selling  expense 
per  $100  of  total  net  sales  per  amount 
sold  per  $1  of  inventory  in  each  of 
the  three  years.  From  these  arrays 
it  seems  safe  to  conclude  for  stores 
which  do  a  given  amount  of  business, 
that  the  selling  expenses  per  $100  of 
sales  for  the  amount  sold  per  $1  of 
inventory  decrease  as  the  inventories 


in  terms  of  sales  are  reduced.  This 
is  only  another  way  of  saying  that 
selling  expense  may  be  reduced  in 
terms  of  sales  by  increasing  the 
rapidity  with  which  stock,  as  shown 
by  size  of  inventories,  is  turned. 
Moreover,  it  suggests  at  once  the 
soundness  of  the  conclusion  found  in 
the  Bureau's  study  on  Costs,  Mer- 
chandising Practices,  Advertising  and 
Sales  in  the  Retail  Distribution  of 
Clothing  that  the  more  rapid  turnover 
of  stock  in  the  large  stores  is  a  com- 
pensating feature  for  the  increased 
costs  of  doing  business  in  these  stores.* 
In  addition,  it  connects  up,  in  a  very 
definite  way,  selling  expense,  sales, 
and  the  size  of  the  inventory. 

The  relationship  between  the 
amount  of  stock  carried  per  $100  of 
total  net  sales  and  the  selling  expense 
in  terms  of  sales  may  be  tested  by 
classifying  the  stores  according  to  the 
amount  of  average  stock  carried.f 
This  is  done  in  Table  27.  The  records 
of  124  stores  are  available  for  such  a 
study.  While  it  cost,  on  the  average 
in  1919,  $10.54  to  sell  $100  worth  of 
goods,  the  corresponding  cost  for 

*  It  is  true  that  a  comparison  of  inven- 
tories, on  a  cost  basis,  with  sales  of  goods  at 
selling  price,  does  not  suffice  to  measure 
properly  stock  turns.  If  the  annual  inven- 
tory at  the  close  of  the  year  is  taken  roughly 
to  represent  the  average  stock  carried 
throughout  the  year,  such  a  comparison 
serves  to  measure  capital  turn.  The  rela- 
tionships between  the  annual  stock  and 
annual  capital  turns  for  1919  are  shown  in 
Volume  V  of  the  Bureau 's  study  of  Costs, 
Merchandising  Practices,  Advertising  and 
Sales  in  the  Betail  Distribution  of  Clothing, 
pp.  488  to  492. 

f  To  determine  the  average  stock  carried, 
merchants  were  directed  to  add  together  the 
amounts  of  stock  on  hand  at  the  close  of 
each  month  and  divide  by  12. 
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TABLE  28 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OP  TOTAL  NET 

SALES,  FOR  149  IDENTICAL  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    SELLING   EXPENSE    PER    $100    OF    TOTAL    NET    SALES, 

1919,    1918,    AND    1914,    COMBINED 


Classified 

Total 
tat.  Sales 
(in  OOO's) 


Amount  of 

Selling 

Exoar.se 

per  cl?J  -t 

Total 
Bet  Sales 


of 

Store- 
ys art 


•Mai 

Hat  Sales 


Total 
Inventory 


Inventory  per  $100  of  Total  Hot  Sales 


Total 
(Average) 


Coder  $40 


|40   to  $30 


To  til 
(Average) 


J43.5D0.972 


516,  569,406 


$37.54 


Caier  $6 

$6  to  $12 
$12  &  over 


247 
J07 


4,247,831 
26,191,?56 
13,160,885 


1,930,539 
9,702,173 
4,736,634 


Total 
(Average) 


3,532,911 


1,089,518 


Cnder  $6 

$6  to  $12 
$12  &  over 


1,153,4:3 

1,765,845 

570,623 


9-:3, 401 
335,762 


Total 
(Average) 


4,254,795 


Osdar  {6 
$6  to  $12 

$12  &  over 


42 

S3 
35 


2,255,483 

5,029,311 
2,075,554 


978,  714 
2.341,184 

934,897 


Total 
(Average) 


13,121,494 


5,193,132 


$90  to  $130 


Cnder  $6 
$6  to  $12 

$12  k  over 


3 

65 
33 


795.910 
7,966,900 
4,358,684 


Total 
(Average ) 


17,585,219 


t!30  4  over 


fcder  $5 
$6  to  f!2 

§12  4  over 


23 
14 


11,429,200 
6.156,019 


261,530 
3,260,280 
1,671,321 


4,931,962 


3,137,308 
1,794,654 


Average  $37.54 


stores  with  average  stock  under  $20 
per  $100  of  total  net  sales  was  $12.49. 
For  those  with  average  stock  of  $20 
to  $40  per  $100  of  total  net  sales  it 
was  $10.20,  while  for  those  with  aver- 
age stock  of  $40  and  over  it  was  $8.91. 
This  tendency  to  decrease,  however, 
is  due  to  the  size  of  the  store  rather 


than  to  the  amount  of  stock  carried. 
By  expressing  the  selling  expense  in 
relation  to  sales  for  a  given  amount 
sold  for  each  dollar  of  average  stock, 
the  $10.54  given  above  drops  to  $3.06. 
The  amounts  for  the  stores,  classified 
by  the  relative  size  of  the  stock  car- 
ried, increase  from  $1.87,  for  those 
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TABLE  29 


TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OP  TOTAL  NET 
SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  SELL- 
ING  EXPENSE    PER   $100    OF    TOTAL    NET    SALES,    1919 


Classified 

Amount  of 

Inventory  per  $100  of  Total  Bet  Sale 

• 

Total 

Met  Salee 

Expense 
per  5100  of 

of 
Stores 

Total 
Net  Sales 

Total 
Inventory 

Per  Cent. 

Net  Sales 

Amount 

Graphic 
0  20  40  60  80  100  120  14O  160  18( 

Actual 

Total 
(Average  ) 

149 

$20,305,641 

$6,667,056 

$52.84 

100.0 

Total 
(Average  ) 

Under  $6 
$6  to  $12 
$12  k  over 

H 

80 
51 

2,322,782 
12,418,165 
5,562,696 

879,810 
4,055,317 
1,731,929 

37.88 
32.66 
31.13 

iir 

115.3 
99.5 
94.8 

Total 

14 

428,714 

215,607 

x===3»» 

(Average) 

Under  $6 

5 

140,498 

81,638 

$6  to  $12 

9 

288,216 

133,  969 

$12  i  over 

Total 
(Average  } 

55 

3,082,152 

1,280,953 

41.56 

126.6 

$40  to  $80 

Under  $6 
$6  to  $12 

25 
23 

1,586,574 

1,319,132 

556,642 

38.71 

117.9 

7 

376,646 

Total 
(Average  ) 

56 

6,607,089 

2,366,933 

55.82 

1 

109.1 

$80  to  $180 

Under  $6 
$6  to  $12 
$12  k  over 

8 
50 
18 

795,910 
5,633,955 
2,177,244 

261,530 
1,350,781 
754,622 

32.86 
37.17 

34.  €6 

z^zzr 

100.1 
113.8 
105.5 

Total 
(Average) 

24 

10,185,686 

2,805,565 

27.52 



83.S 

$180  &  OTer 

Under  $6 
$6  to  $12 
$12  &  over 

18 
6 

7,176,880 
3,008,806 

1,977,144 

826,419 

27.55 
27.47 

= 

83.9 
83.6 

Average  $32.84 


•with  average  stock  under  $20,  to  $4.46 
for  those  with  average  stock  of  $40 
and  over  per  $100  of  total  net  sales. 
The  same  tendency  which  was  ob- 
served to  characterize  stores  with  in- 
creasing inventories  likewise  applies 
to  stores  with  increasing  average 
stock  in  relation  to  sales. 

In  the  discussion  of  Table  20  it  was 


observed,  for  the  combined  and  for 
the  individual  years,  that  the  amounts 
of  inventory  per  $100  of  total  net 
sales  decrease  as  the  amounts  of  sell- 
ing expense  per  $100  of  total  net  sales 
increase.  When  the  stores  are  classi- 
fied by  size,  as  in  Tables  28  to  31,  this 
tendency  is  less  certain. 

From  the  foregoing  discussion  of 
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TABLE  30 


TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OP  INVENTORY  PER  $100  OF  TOTAL  NET 
SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  SELL- 
ING   EXPENSE    PER    $100    OF    TOTAL    NET    SALES,    1918 


Classified 
Total 
Het  Sales 
(la  OOO'i) 

Aacuat  of 
Sellir.s 
Expense 
per  $0.00  of 
Total 
let  Sales 

Huaber 
of 
Stores 

Total 

Net  Sales 

Total 

Inventory 

Inventor;  per  $100  of  Total  Bet  Sale* 

Anount 
j 

Per  Cent. 

Graphic 
?     20     40     60     80  100  120  140  160 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

149 

$14,522,667 

$5,804,540 

$4C.S5 

100.0 

155.9 
97.9 
94.0 

Under  $6 

Je  to  $12 

$12  k  over 

SO 
86 
55 

1,187,555 
9,197,800 
5,957,552 

653,  961 
3,650,841 
"1,499,558 

39.69 
38.09 

= 

Cadar  $40 

Total 
(Average  ) 

42 

1,256,795 

754,523 

58.44 

144.2 

Chder  $6 
$6  to  $12 

$12  k  over 

16 
20 
6 

465,643 
601,649 

191,505 

266,299 
359,296 
108,928 

57.44 
59.72 

56.88 

141.7 

147.3 
140.3 

$40  to  $60 

Total 
(Average  ) 

60 

'  5,501,019 

1,729,460 

49.40 

121.9 

132.1 

119.5 
118.4 

Under  $6 
$6  to  $12 
$12  k  over 

14 

M 
12 

723,892 
1,970,722 
806,405 

387,662 
954,790 
587,006 

53.55 
48.45 

47.99 

= 

Total 
(Average) 

55 

5,860,130 

1,741,562 

45.12 

111.3 

$80  to  $180 

Under  $6 
$6  to  $12 
$12  k  over 

23 
10 

2,749,060 
1,111,070 

1,271,499 
470,063 

114.1 

104.4 

42.31 

= 

Total 
(Average  ) 

14 

5,704,723 

1,598,795 

28.05 

69.2 

$160  k  ow 

Under  $6 
$e  to  $12 

$12  k  over 

9 
5 

5,676,569 
1,828,554 

1,065,256 
533,539 

27.43 
29.18 

67.8 
72.0 

Average  $40.53 


the  amounts  of  selling  expense  per 
$100  of  total  net  sales  and  per  $100 
of  total  net  sales  for  the  amount  sold 
for  each  unit  of  inventory,  for  stores 
of  different  size  and  having  different 
amounts  of  inventory  per  $100  of 
total  net  sales,  it  may  be  concluded: 
First,  that  for  the  combined  and  for 


the  individual  years,  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  increase  as  the  size  of  the  stores 
increases.  Second,  that  for  a  given 
store  size,  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  do 
not  show  an  unmistakable  tendency 
either  to  increase  or  to  decrease  as 
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TABLE  31 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OP  TOTAL  NET 
SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  SELL- 
ING  EXPENSE    PER    $100    OF    TOTAL    NET    SALES,    1914 


Classified 

'     Total 
Net  Sales 
(in  -OOO's) 

Amount  of 
Selling 
Expense 
per  $100  of 
Total 
Net  Sales 

Number 
of 
Stores 

Total 
Net  Sales 

Inventory  per  $100  of  Total  Net  Sales 

Total 
Inventory 

Amount 

Per  Cent. 

Graphic 
)     20     40     60     80   100   120  140 

Actual 

Total 
(Average) 

149  ' 

$8,973,664 

$3,898,010 

$43.44 

_- 

100.0 

--    '-     '    ~    -"   '-^ 

123.9 
100.4 
94.7 

====s»sa 

129.5 

Total 
(Average) 

Under  $6 
$6  to  $12 

$12  &  over 

25 

81 
43 

737,514 
4,575,293 
3,660,857 

396,828 
1,996,015 
1,505,167 

53.81 
43.63 
41.12 

••• 



(fader  $40 

Total 
(Average) 

71 

1,847,402 

1,039,388 

56.26 

Ibder  $6 
$6  to  $12 

$12  i  over 

22 
35 
14 

592,297 
875,980 
379,125 

343,418 
470,136 
226,834 

57.81 
53.67 
59.83 

133.1 
123.5 
137.7 

1 

1 

1 

===== 

$40  to  $80 

Total 
(Average  ) 

50 

2,777,177 

1,244,382 

44.81 

—  —  — 

103.2 

Under  $6 
$6  to  $12 

$12  &  over 

3 
31 

16 

145,217 
1,739,457 
892,503 

54,410 
792,971 
397,001 

37.47      ••••^•••••H 
45.59      ••••••^••••H 
44.43      LHBMMM 

86.3 
104.9 
102.4 

$80  to  $180 

Total 
(Average  ) 

23 

2,654,275 

1,084,636 

40.86 

94.1 

Under  $6 
$6  to  $12 
$12  tc  over 

13 

10 

1,583,905 
1,070,370 

633,000 
446,636 

40.23 
41.73 

92.7 
96.1 

—  ^— 

$180  &  over 

Total 
(Average) 

5 

1,694,810 

523,604 

31.25       •••••••• 

71.9 

Under  $6 
$6  to  $12 

$12  i  over 

2 

3 

375,951 
1,318,859 

94,908 
434,696 

25.24       MBOBBBm 
32.96       !•••••••• 

58.1 

75.9 

====• 

Average  $43.44 


the  amounts  of  inventory  per  $100 
of  total  net  sales  increase.  Third, 
that  the  amounts  of  selling  expense 
per  $100  of  total  net  sales  for  the 
amount  sold  for  each  $1  of  inventory 
increase  with  the  size  of  the  inventory 
for  stores  of  all  sizes.  Fourth,  that 


the  amounts  of  inventory  per  $100 
of  total  net  sales  decrease  as  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  increase. 

The  practical  aspects  of  these  con- 
clusions may  be  expressed  as  follows : 
If  it  is  desired  to  decrease  the  amount 
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TOTAL    EXPENSE,    SELLING   EXPENSE,    AND   AMOUNT   OF    SELLING   EXPENSE    PER   $100 

OF    TOTAL    EXPENSE,    FOR    149    IDENTICAL    STORES    CLASSIFIED    BY    SIZE 

AND  BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,    1919,   1918,   AND    1914,    COMBINED 


Classified 

Total 
Set  Sales 
(in  CCO'«) 


Amount  of 

Inventory 

per  $10O  of 

Total 
Net  Sales 


cf 

Stcrc- 
jears 


Total 
Expense 


Total 
Selling 

Expense 


Selling  Expense  per  $100  of  Total  Expense 


Per  Cent. 


Graphic 
0  20  40  6O  80  100  120 


Actual 


Total 
(Average ) 


447 


§9,450,641 


14,745,829 


Total 
(Average ) 


Otder  $20 
$20  to  |40 
$40  to  $60 
<60  4  OTer 


14 

166 
177 

68 


363,310 
5,806,322 
2,456,513 

624,496 


172,900 
3,088,085 
1,128,567 

355,877 


Total 
(Average) 


127 


724,495 


298,231 


Unifier  $40 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  It  over 


1 
18 
52 

55 


3,313 
104,594 
3C5.2I1 
311,357 


948 

54,036 
112,294 

ISO, S53 


Total 
(Average ) 


1,890,610 


577,524 


$40  to  $80 


Ur.der  J20 
$20  to  $40 
$40  to  $60 
$60  &  over 


6 

52 
62 
25 


78,733 
567,692 
923,678 
500,307 


29,622 
283,795 
428,579 
135,528 


Total 
(Average } 


112 


$50  to  $060 


Under  £20 
$20  to  $40 
$40  to  $60 
$60  I  over 


5 

eo 

40 
7 


101,792 
1,468,341 
1,026,522 

212,632 


53,399 
802,575 
499,659 

89, 3S6 


Total 
(Average ) 


43 


4,025,849 


2,125,045 


$160  4  ever 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  ever 


2 

38 
3 


179,472 

3,645,495 

200,662 


88,931 

1,947,679 

68,435 


$50.22 


100.0 

=^=== 

94.8 

105.9 

91.5 

65.9 

82.0 

— -i 

57.0 
102.9 
73.5 

83.8 


92.4 

74.9 
96.1 
92.4 

89.9 


102.4 

•n^^M^M 

1C4.5 

1C8.8 

96.9 

83.6 

1C5.1 

=^== 

98.7 

1C6.4 
87.7 


Average  $50.22 
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of  selling  expense  when  expressed  in 
terms  of  sales,  one  method  by  which 
it  may  be  done  is  to  reduce  the 
amount  of  inventory  in  relation  to 
sales.  How  completely  such  a  reduc- 
tion is  within  the  power  of  the  indi- 
vidual merchant  it  is  difficult  to  say. 
The  study  by  the  Bureau  of  Business 
Research,  however,  leads  to  the  con- 
clusion that  in  many  instances  the 
inventories  in  terms  of  sales  are 
unnecessarily  large,  as  a  result  of 
unscientific  purchasing  or  through 
failure  to  secure  sales.  In  this  con- 
nection the  fifth  volume  of  the 
Bureau's  study  of  Costs,  Merchandis- 
ing Practices,  Advertising  and  Sales 
in  the  Retail  Distribution  of  Clothing, 
which  has  to  do  with  purchases  and 
turnover,  may  be  consulted  for  a 
more  detailed  treatment  of  this  par- 
ticular phase  of  the  subject. 

Selling  expense  may  also  be  ex- 
pressed in  terms  of  total  operating 
expense.  Out  of  every  $100  of  total 
expense,  $50.22,  on  the  average  for 
the  three  years,  for  the  149  identical 
stores  under  consideration,  was  ex- 
pended for  selling  as  the  term  is  used 
in  this  volume.  For  the  stores  with 
sales  under  $40,000  the  amount  was 
$41.16;  for  those  with  sales  of  $40,- 
000  to  $80,000  it  was  $46.41;  for 
those  with  sales  of  $80,000  to  $180,000 
it  was  $51.43;  and  for  those  with 
sales  of  $180,000  and  over  it  was 
$52.79.  That  is,  as  the  stores  increase 
in  size,  selling  expense  becomes  an 
increasing  proportion  of  total  operat- 
ing expense.  For  the  group  of  small- 
est stores,  the  amount  was  82.0  per 
cent.,  and  for  the  group  of  largest 


stores,  105.1  per  cent,  of  the  average 
for  all  stores. 

Do  the  amounts  of  selling  expense 
per  $100  of  total  expense  tend  to 
become  larger  or  smaller  proportion- 
ately for  these  stores  as  the  amounts 
of  inventory  in  relation  to  sales  in- 
crease? When  the  stores  are  con- 
sidered as  a  whole,  Table  32  shows 
that  the  amounts  of  selling  expense 
per  $100  of  total  operating  expense 
decrease  as  inventories  in  terms  of 
sales  increase.  Moreover,  this  condi- 
tion generally  holds  for  stores  when 
classified  by  size.  If  the  amounts  of 
selling  expense  per  $100  of  total  ex- 
pense are  expressed  in  terms  of  the 
amount  sold  per  $1  of  inventory,  the 
direction  of  change  from  inventory- 
group  to  inventory-group  is  unmis- 
takable. While  it  cost  $47.59  on  the 
average  during  the  three  years  for 
every  $100  of  total  expense  for  stores 
having  inventories  under  $20  per 
$100  of  total  net  sales,  it  cost  but 
$8.33  when  the  selling  expense,  so 
expressed,  is  determined  for  the 
amount  sold  per  $1  of  inventory. 
From  this  minimum  the  amounts 
rapidly  increase  to  $30.18  for  stores 
with  inventories  of  $60  and  over  per 
$100  of  total  net  sales. 

This  condition  holds  not  only  for 
stores  unclassified  as  to  size,  but  is 
also  true  when  they  are  classified  in 
the  customary  groups  according  to 
sales.  Perhaps  the  relations  between 
selling  expense  and  total  expense,  in 
stores  having  different  amounts  of 
inventory  in  relation  to  sales,  will  be 
understood  more  readily  if  the  results 
of  the  analysis  are  put  as  follows: 
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TABLE  33 

TOTAL.  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF 

TOTAL  EXPENSE,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  INVENTORY   PER  $100  OF  TOTAL   NET  SALES,    1919 


Classified 

Total 
Met  Sales 
(In  OOO'a) 


Amount  of 

Inventory 

per  $100  of 

Total 
Net  Sales 


Number 

of 
Storcc 


Total 
Expense 


Total 
Selling 
Expense 


Selling  Expense  per  5100  of  Total  Sxpense 


Graphic 
O  20   40  60  6O  100  120 


Actual 


Total 
(Average) 


Undw  $40 


$40  to  $80 


Total 
(Averr-ge  ) 


149 


$4,160,320 


$2,135,072 


Under  520 
$2O  to  $40 
$40  to  $60 
$60  &  over 


7 

83 
51 

8 


209,266 

3,117,375 

751,639 

90,540 


105,711 

1,649,513 

345,965 

33,373 


14 


76,207 


29,013 


Under  $20 
$20  to  $40 
$40  to  $60 
^60  k  over 


14,142 
47,138 
14,907 


6,275 

15,797 

6,946 


Total 
(».vc:r^ge) 


536, 176 


233,343 


Under  520 
$20  to  $40 
$40  to  $60 
?60  ;:  over 


2 

22 
23 

3 


16,881 
208,870 
276,474 

33,951 


7,320 

94,720 

122,592 

9,211 


Total 
(Average) 


56 


1,326,311 


700,300 


380  to  $180 


Under  320 
$20  to  0*0 
§40  to  $60 
$60  C;  ovor 


4 
37 

14 

1 


67,085 
860,490 
357,053 

41,682 


34,307 
465,124 
183,648 

17,721 


Total 
(Average  ) 


24 


2,230,096 


1,171,411 


CISC  Jc  over 


Under  ^20 
v20  to  $40 
$40  to  $60 
060  &  over 


1 
22 

1 


125,399 

2,033,373 

70,924 


64,084 

1,063,399 

23,323 


$51.22 


100.0 

93.6 

103.3 

89.9 

73.1 


86.6 
65.4 
91.0 


35.1 

84.7 
83.5 
86.6 
53.0 


103.2 

—    .   .  ..„  -_ 

93.3 
105.5 
100.4 

83.0 


102.5 

99.8 

104.0 

65.9 


Average  051.22 
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Classified 

Total 
llet  Sales 
(in  000' s ) 


Amount  of 

Inventory 

per  $100  ol 

Total 
Het  Sales 


Number 

of 
Stores 


Total 

Expense 


Total 
Selling 
Expense 


Selling  Expense  per  $100  of  Total  Expense 


Per  Cent. 


Graphic 
0  20  40  60  80  100  120 


Total 
(Average ) 


tinder  $40 


$40  to  $80 


Total 
(Average ) 


149 


$5,165,345 


$1,575,249 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


5 
46 
60 
40 


81,440 

1,728,776 

950,082 

405,047 


Total 
(Average ) 


42 


248,515 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


6 
IS 

23 


52,127 

61,880 

134,508 


Total 
(Average) 


719,568 


Under  $20 
$20  to  $40 
$40  to  $60 
560  &  over 


2 

15 
29 
14 


27,267 
187,585 
529,960 
174,756 


Total 
(Average) 


35 


862,014 


$80  to  $160 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


14 

16 

5 


559,747 

408,284 

95,985 


1,553,448 


$180  &  over 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


1 

11 
2 


54,173 

1,149,317 

129,958 


52, 117 
657,441 
427,462 
176,229 


101,621 


17,520 
27,892 
56,209 


331,958 


7,270 

97,097 

144,693 

82,898 


422,051 


194,559 

180,570 

57,122 


717, 619 


24,847 

628,265 

64,507 


$49.75 


100.0 

I    '—11 I   ,.  I 

79.5 

109.0 

90.5 

87.9 

^MMM^^M 

82.3 

109.7 
68.5 
84.2 

92.8 

••••MMMM 

53.6 

104.1 

88.2 

95.4 

98.5 

imiOKEKB 

108.7 
95.8 
79.4 


108.2 

I  i    ii       I  I 

92.2 

109.9 

99.9 


Average  £49.73 
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The  selling  expense  per  $100  of  total 
expense  for  the  amount  sold  per  $1 
of  inventory  is  $8.33,  when  the  in- 
ventory per  $100  of  total  net  sales  is 
less  than  $20.  When  the  inventory 
is  between  $20  and  $40  the  amount  is 
$15.96,  and  when  the  inventory  is 
$60  and  over  the  amount  increases  to 
$30.18. 

Tables  32  to  35,  inclusive,  show 
that  selling  expense  becomes  a  pro- 
portionately larger  part  of  total  ex- 
pense as  stores  increase  in  size.  On 
the  other  hand,  it  is  large  stores  that 
have  relatively  small  inventories  in 
terms  of  sales.  Accordingly,  when 
the  stores  are  classified  by  the 
amounts  of  inventory  in  relation  to 
sales,  the  amounts  of  selling  expense 
per  $100  of  total  expense  decrease  as 
is  shown  in  the  total  sections  of  these 
tables.  The  large  stores  seem  to  be 
operating  at  a  disadvantage  so  far  as 
this  proportion  is  concerned.  On  the 
other  hand,  when'  the  selling  expense 
per  $100  of  total  expense  is  related 
to  the  amounts  sold  per  $1  of  inven- 
tory, an  inverse  condition  obtains. 
The  selling  expense  of  the  stores 
having  the  small  inventories — the 
large  stores — rather  than  being  rela- 
tively large  is  relatively  small,  the 
amount  for  the  stores  with  inventories 
averaging  less  than  $20  per  $100  of 
total  net  sales  being  only  slightly 
more  than  one-fourth  as  large  as  the 
amount  for  those  stores  with  inven 
tories  of  $60  and  over.  After  all,  it 
is  the  amount  of  sales  which  produces 
profits,  and  which  suggests,  in  this 
connection,  the  wisdom  of  low  in- 
ventories. 


C. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net  Sales 
and  per  $100  of  Total  Expense, 
for  Stores  Classified  by  Eates  of 
Stock  Turnover  and  by  Size, 
1919. 

The  records  of  282  stores  for  the 
year  1919  are  available  for  the  study 
of  the  relation  of  selling  expense  to 
total  net  sales  and  to  total  expense 
according  to  the  rates  of  stock  turn- 
over which  the  stores  had  in  this  year. 

The  annual  stock  turnover  rates  are 
computed  by  dividing  the  total  cost 
of  merchandise  sold  during  the  year 
by  the  average  of  inventories  taken 
at  cost  at  the  close  of  the  years  1918 
and  1919.  "Cost  of  merchandise 
sold"  is  determined  by  adding  to  the 
1918  inventory  the  purchases,  plus 
the  freight  and  cartage,  less  returns 
to  manufacturers,  1919,  and  deduct- 
ing therefrom  the  1919  inventory. 

In  Table  36  the  282  stores,  without 
respect  to  size,  are  classified  accord- 
ing to  the  annual  rates  of  stock  turn- 
over. Nine  of  the  stores  turned  their 
stock  on  an  average  less  than  once, 
136  between  one  and  two  times,  100 
between  two  and  three  times,  23  be- 
tween three  and  four  times,  and  1-4, 
four  times  and  more.  The  average 
number  of  stock  turns  for  the  stores 
as  a  whole  was  2.2.  This  figure  closely 
agrees  with  that  for  a  somewhat  larger 
number  of  stores,  the  stock  turns  of 
which  are  discussed  in  Volume  V  * 
of  the  Bureau's  study  on  Costs,  Mer- 
chandising Practices,  Advertising  and 
Sales  in  the  Retail  Distribution  of 
Clothing. 

*  pp.  464  ff . 
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TABLE  35 

TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OP  SELLING  EXPENSE  PER  $100  OF 

TOTAL  EXPENSE,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  INVENTORY  PER  $100   OF   TOTAL   NET  SALES,   1914 


Classified 
Total 
Net  Sales 
(In  000'  8) 

Amount  of 
Inventory 
per  $100  of 
Total 
Net  Sales 

Dumber 
of 

Stores 

Total 
Expense 

Total 
Selling 
Expense 

Selling  Expense  per  ^100  of  Total  Expense 

Amount 

Per  Cent. 

Graphic 
)  20  40  60  80  100  120 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

149 

$2,118,476 

$1,037,508 

$48.97 

^ 

100.0 

98.7 
106.6 
96.2 

90.0 

85.6 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  Jc  over 

4 

39 
66 
40 

72,604 
960,  171 
754,793 
330,909 

35,072 
601,126 
355,540 
145,770 

48.31 
52.19 
47.10 
44.05 

Under  $40 

Total 
(Average  ) 

71 

399,943 

167,592 

41.90 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  8c  over 

1 
10 
31 
29 

3,313 
58,325 
176,  163 
162,142 

948 
30,241 

68,605 
67,798 

28.61 
51.85 
38.94 
41.81 

58.4 
105.9 
79.5 
85.4 

$40  to  180 

Total 
(Average  ) 

50 

635,066 

311,723 

49.09 

100.2 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 

2 
15 
25 

8 

34,585 
191,437 
317,444 
91,  600 

15,032 
91,978 
161,294 
43,419 

43.46 
48.05 
50.81 
47.40 

88.7 
98.1 
103.8 

96.  a 

$80  to  $180 

Total 
(Average) 

25 

621,162 

322,  178 

51.87 

105.9 

Under  $20 
$20  to  $40 
540  to  $60 
$60  4  over 

1 
9 
10 
3 

34,706 
248,104 
261,185 
77,167 

19,092 
142,692 
125,6*1 
34,553 

55.01 
57.59 
48.10 
44.78 

112.3 
117.6 
98.2 
91.4 

= 

|180  Jc  over 

Total 
(Average) 

5 

462,305 

236,015 

51.05 

104.2 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  li  over 

5 

462,305 

236,015 

51.05 

104.2 

Average  $48.97 
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The  average  selling  expense  per 
$100  of  total  net  sales  for  these  stores 
is  $10.16.  For  those  with  less  than 
one  turn  it  is  $7.66  and  from  this 
amount  as  a  minimum  the  selling 
expense  increases  for  each  group  of 
stores  classified  by  rates  at  which 
stock  was  turned  until  the  stores  with 
between  three  and  four  turns  are  en- 
countered. The  average  for  this 
group  is  $11.47.  For  those  having 
four  or  more  turns,  the  corresponding 
amount  is  $8.64.  A  casual  inspection 
of  this  table  would  seem  to  indicate 
that  the  stores  having  low  turnover 
rates  are  in  an  advantageous  position 
so  far  as  selling  expense  is  concerned. 
This  is  not  the  case,  however,  when 
the  number  of  turns  made  is  taken 
into  consideration.  This  latter  point 
of  view  is  developed  in  the  column 
of  the  table  with  the  caption,  "Selling 
expense  per  $100  of  total  net  sales 
per  stock  turnover."*  The  average 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  19. 


amount  of  selling  expense  so  ex- 
pressed for  the  entire  group  is  $4.62. 
For  the  stores  which  turned  their 
stock  less  than  once  it  is  $10.21,  and 
from  this  figure  as  a  maximum  the 
amounts  rapidly  decrease  to  $1.73  for 
those  stores  having  four  or  more 
annual  turns. 

These  decreasing  amounts  of  selling 
expense  in  relation  to  sales  per  stock 
turnover  immediately  suggest  the 
saving  which  is  possible  to  stores  by 
increasing  the  rates  at  which  they 
turn  their  stock.  After  all,  the 
amounts  of  selling  expense  in  terms 
of  sales  alone  do  not  tell  a  complete 
story.  It  is  only  when  such  expense 
is  expressed  on  a  unit  basis  that  the 
true  comparative  significance  of  the 
costs  for  stores  operating  under  dif- 
ferent conditions  is  revealed. 

Table  36.  moreover,  needs  to  be 
considered  in  connection  with  the 
foregoing  tables  in  which  the  size  of 
stores  is  considered  from  the  point  of 
view  of  selling  expense.  It  has  been 


TABLE  36 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 
FOR  STORES  CLASSIFIED  BY  RATES  OF  STOCK  TURNOVER,   1919 


B*t«s  of 

Stock 

Tamer*? 


of 

Store* 


2rp«r-_sa  per  $1OO  of 
Total  *et  S*las 


(fettle 
20     40     60     80   100  12O 


of  Total  let  Sales 


0     20     40     60     80  1OO  12O  140 


Total 


Cader  1 

1  to  2 

2  to  5 

3  to  4 

4  *  :T-r 


100 
23 
14 


100.0 


75.4 
94.3 

104.3 
112.9 

85. 0 


10.21 
6.40 
4.24 
1.15 

1.75 


1-X.C 


821.0* 

133.5 

91.8 
«T.T 

57.4 


$10,16 
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$4.62 
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TABLE  37 

TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 

OF   TOTAL  NET  SALES,  FOR   STORES   CLASSIFIED   BY   RATES   OF 

STOCK   TURNOVER  AND   BY   SIZE,   1919 


Rates  of 

Stock 
Turnover 


Classified 

Total 
Net  Sales 
•(In  000' B) 


Dumber 

of 
Stores 


Total 
Net  Sales 


Total 
Selling 

Expense 


Selling  Expense  per  $100  of  To^al  Het  Sales 


Graphic         |  Actual 
0  20  40   60  80  100  120  140 


Total 
(Average ) 


$35,563,014. 


(3,611,688 


Total 
(Average) 


Under  1 


1  to  2 


2  to  3 


3  to  4 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  k  over 


33 

106 

98 

45 


1,012,152 

6,020,400 

11,667,072 

16,863,390 


60,684 

448,806 

1,185,724 

1,916,474 


Total 
(Average ) 


601,109 


46,063 


Under  $40 
$40  to     $80 
$80  to   $180 

$180  &  over 


64,767 
226,698 
309,624 


4,850 
15,794 
25,419 


Total 
(Average) 


11,010,775 


1,057,084 


Onder  $40 
$40  to  $80 
$80  to  $180 

$180  &.  over 


570,712 
3,571,041 
5,487,136 
1,381,385 


16, 307 
269,786 
591,407 
159,684 


Total 
(Average ) 


15,987,018 


1,694,631 


Under  t40 
$40  to  $80 
$80  to  $180 

$180  ic  over 


376,653 
1,561,875 
4,663,355 
9,385,135 


19,527 

120,377 

452,493 

1,102,234 


Total 
(Average) 


4,443,953 


509,713 


Under  $40 
$40  to  $80 
§80  to  $180 

$180  &  over 


510, 510 

617, 557 

3,315,886 


35,529 
75,426 
398,758 


Total 
(Average ) 


3,520,159 


304, 197 


Under  $40 
$40  to  $80 
$80  to  5180 

£180  i  over 


150,276 

589, 400 

2,780,483 


7,320 

40, 979 

255,898 


$10.16 


Average  $10.16 
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shown  repeatedly  that  the  selling  ex- 
pense of  stores  increases  directly  with 
their  size.  When  the  additional  fac- 
tor of  turnover  is  considered,  however, 
it  is  precisely  the  stores  which  are 
large  that  have  relatively  high  turn- 
over rates  and,  accordingly,  it  is  these 
stores  which  have  low  selling  expense 
per  $100  of  total  net  sales  per  stock 
turnover.  From  this  point  of  view, 
the  large  stores  operate  at  an  advan- 
tage as  compared  to  the  small  stores. 

The  relations  of  size  of  store  and 
rate  of  stock  turnover  to  selling  ex- 
pense per  $100  of  total  net  sales  are 
developed  in  Table  37.  The  total 
section  of  this  table  shows  for  282 
stores  classified  by  size  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales.  The  comparison  reaffirms 
the  conclusion  that  the  amounts  of 
selling  expense  increase  as  the  stores 
increase  in  size. 

"When  stores  are  classified  by  size 
for  the  different  classified  rates  of 
turnover,  in  each  group  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  are  shown  to  increase,  with 
one  exception,  with  the  size  of  the 
store.  The  consistency  of  the  increase 
from  store-group  to  store-group  is  in- 
dicated by  the  graphic  parts  of  the 
table,  while  the  average  amount  for 
each  group  is  given  in  dollars  and 
cents. 

Another  way  of  expressing  the 
amounts  of  selling  expense  of  these 
stores,  according  to  size  and  rates  of 
stock  turnover,  is  in  terms  of  total 
expense.  This  is  done  in  Table  38. 
From  an  analysis  of  this  table  it  may 
be  concluded  that  the  amounts  of 


selling  expense  per  $100  of  total  ex- 
pense increase  for  all  the  stores,  and 
for  those  having  classified  rates  of 
stock  turnover,  as  the  amounts  of 
sales  increase.  How  consistent  this 
increase  is  for  each  group  of  stores 
classified  by  rates  of  stock  turnover 
is  shown  graphically  by  the  lengths 
of  the  bars  which  are  drawn  propor- 
tional to  the  amounts. 

The  significance  of  Tables  36  to  38, 
inclusive,  may  be  summarized  as  fol- 
lows: First,  the  amounts  of  selling 
expense  per  $100  of  total  net  sales 
increase  as  the  rates  of  stock  turnover 
increase.  This  condition  holds  for 
every  group  except  for  the  one  having 
four  or  more  turns  per  year.  Second, 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  per  stock  turn- 
over decrease  as  the  number  of  stock 
turns  increase.  Third,  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  increase  for  each  classified 
rate  of  stock  turnover  as  the  stores 
increase  in  size.  Fourth,  the  amounts 
of  selling  expense  per  $100  of  total 
expense  increase  as  stores  increase  in 
size  for  those  having  classified  rates 
of  stock  turnover. 

The  relation  of  selling  expense  to 
sales  and  to  stock  turnover  for  the 
same  282  stores  may  be  further  illus- 
trated by  classifying  the  stores  by 
size  and  by  the  amounts  of  inventory 
on  hand  at  the  close  of  the  year  1919. 
This  is  done  in  Table  39.  The 
amounts  of  selling  expense  for  stores 
of  different  size  and  with  different 
amounts  of  inventory  are  expressed 
first,  in  terms  of  total  net  sales,  and 
second,  in  terms  of  total  net  sales  per 
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TABLE  38 

TOTAL  EXPENSE,   SELLING   EXPENSE,    AND   AMOUNT   OF   SELLING  EXPENSE  PER  $100 

OF    TOTAL    EXPENSE,    FOR    STORES    CLASSIFIED    BY    RATES    OF 

STOCK  TURNOVER  AND  BY   SIZE,   1919 


Rates  of 
Stock 

Turnover 

Classified 
Total 
Net  Sales 

(in  ooo'  s] 

Utoiiber 
of 
Stores 

Total 

Expense 

Total 
Selling 

.Expense 

Selling  Expense  per  $100  of  Total  Expense 

Amount 
< 

?er  Cent. 

Graphic 
)     20     40     60     80  100  12O  14C 

Actual 

Total 
(Averr  -o  ) 

Total 
(Average  ) 

282 

$7.409,502 

$3,611,688 

$48.74 

1 

=. 
' 

100.0 

Ibder  $40 
$40  to     $80 
$80  to  $180 
$180  &  over 

53 
106 
98 

45 

172,887 
1,073,879 
2,295.137 
5,867,599 

60,684 
448,806 
V  185,  724 
1,916,474 

35.10 
42.79 

51.66 
49.55 

72.0 
8S.7 
106.0 
101.7 

Older  1 

Total 
(Average  ) 

B 

92,517 

46,063 

49.79 

102.8 

Under  $40 
$40  to     $80 
$80  to  $080 
$180  &  over 

2 

4 
S 

12,529 
39,626 
40,362 

4,850 

15,794 
25,419 

38.71 
39.86 
62.98 

79.4 
81.8 
129.2 

I  to  2 

Total 
(Average  } 

136 

2,200,164 

1,087,084 

48.05 

98.6 

I 

Under  $40 
$40  to     $80 
$80   to  $180 
$180  fc  over 

19 
66 
45 
6 

97,094 
648,  685 
1,147,039 
307,346 

36,307 
269,786 
591,407 
159,584 

37.39 
41.59 
51.56 
51.92 

76.7 
85.3 
105.8 
106.5 

2  to  5 

Total 
(Average  ) 

100 

3,461,673 

1,694,631 

48.95 

100.4 

Under  $40 
$40  to     $80 
$80  to  $180 
$180  &  over 

.      12 
26 
40 
22 

63,264 
283,383 
898,948 
2,216,078 

19,527 
120,377 
452,493 
1,102,234 

30.87 
42.48 
50.34 
49.74 

i 

63.3 
87.2 
103.3 
102.1 

3  to  4 

Total 
(Average  ) 

23 

957,575 

509,713 

53.23 

109.2 

Under  $40 
$40  to     $80 
$80  to  $180 
$180  &  over 

8 
5 
10 

85,304 
121,706 
750,565 

35,529 
75,426 
398,758 

41.65 
61.97 
53.13 

85.5 
127.1 
109.0 



4  &  over 

Total 
(Average  ) 

14 

697,573 

304,197 

43.61 

89.5 

Under  $40 
$40  to     $80 
080  to  $180 
$180  t:  over 

2 
5 
7 

16,881 
87,082 
593,  610 

7,320 
40,979 
255,898 

89.0 
96.6 
88.4 

47.06        (•••••••••Hi 
4Z.ll         ••••••^••l 

Average  $48.74 


80 


stock  turnover.  Table  39  merits  care- 
ful study.  It  shows:  First,  that  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  increase  as  stores 
increase  in  size.  Second,  that  these 
amounts  for  stores  of  a  given  size, 
on  the  whole,  increase  as  the  size  of 
the  inventory  per  $100  of  total  net 
sales  increases.  Third,  that  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  per  stock  turnover 
for  stores  of  different  size  increase 
according  to  the  size  of  store,  for 
those  stores  with  sales  of  less  than 


$180,000,  while  for  those  with  sales 
in  excess  of  this  amount,  they  de- 
crease. Fourth,  for  each  group  of 
stores,  when  classified  by  size,  the 
selling  expenses  per  $100  of  total  net 
sales  per  stock  turnover  increase  as 
the  amounts  of  inventory  per  $100 
of  total  net  sales  increase. 

Certain  practical  conclusions  seem 
to  follow  from  the  foregoing  summary 
statement.  To  illustrate:  There  are 
106  stores  with  annual  sales  between 
$40,000  and  $80,000.  For  these  stores 
it  cost,  on  the  average,  $7.45  in  selling 


TABLE  39 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR    STORES    CLASSIFIED    BY    SIZE    OF    STORE    AND    BY    AMOUNT    OF 

INVENTORY    PER    $100    OF    TOTAL    NET    SALES,    1919 


p«r  »100  «f 

Total 
=  ?-.    U.-; 


Eipeiss  per  Jl 
t»l  let  Sales 


Sailing  £Epe=39  per  *li:   of 


0     20     40     GO     80  10O  12O 


Salllax  Lxperja   ;«r   »::•:   or  Total  » 
£•!••  per  Stock  Tuzraor«r 


e    20    40    ae    sc  ico  uc  no  ieo  iso  zoo 


«40  to  $80 


tao  to  Jia 


fca-: 


*20  to  (40 
$45  k  or»r 


155 

112 


$20  :: 
(40  i 


VrjceT  $20 
SZO  to  540 


Ehder  &> 
$20  to  $4O 


100.0 


88.9 

ioe.2 
en.o 


59.1 


T3.S 


57. 6 
70.2 
77.2 


100.0 


35.3 
101.2 
99.4 


111.9 

91.2 
117.4 

101.6 


»4.S2 


2.0* 
4.30 
E.S1 


4.00 


2.72 
4.72 


4.14 


1.39 
3.24 

5.23 


5.55 


2.10 
4.67 
6.7S 


4.oe 

2.C: 
4.59 

8.60 


100.0 

44.4 
*T.4 

ise.s 

ae.6 

58.9 

002.2 


09.6 

50.1 
TO.l 
115.2 


11S.6 


45.5 

1S1.1 
145.7 


87.9 

44.6 
SS.4 

ise.l 
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expense  to  sell  $100  worth  of  goods. 
However,  when  the  amount  of  selling 
expense  in  terms  of  sales  is  calculated 
per  stock  turnover,  this  amount  be- 
comes $4.14,  or  is  reduced  44  per 
cent.  For  the  three  stores  in  this 
group  the  inventories  of  which,  at  the 
close  of  1919,  were  less  than  $20  per 
$100  of  total  net  sales,  the  amount 
of  selling  expense  for  each  $100 
worth  of  goods  sold  is  $5.85.  For 
each  turnover,  however,  the  selling 


expense  is  $1.39.  The  amounts  of 
selling  expense  in  terms  of  sales  in- 
crease as  the  size  of  the  inventories 
per  $100  of  total  net  sales  increases. 
They  increase  much  more  rapidly, 
however,  with  the  size  of  the  inven- 
tories when  they  are  measured  in 
terms  of  a  unit  of  stock  turn.  The 
minimum  amount  in  terms  of  sales 
is  $5.85;  the  maximum  is  $7.84.  In 
terms  of  stock  turnover,  the  minimum 
is  $1.39,  and  the  maximum,  $5.23. 


TABLE  40 

COST   OF   MERCHANDISE   SOLD,    AVERAGE   INVENTORY,    AND   AVERAGE   ANNUAL   STOCK 

TURNOVER,   FOR   STORES   CLASSIFIED   BY   SIZE   AND   BY   AMOUNT   OF 

INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919 


Classified 
Totfl 
Net  Sales 
(In  O00'«) 

Amount  of 
Inventory 
per  $100  of 
Total 
Hot  Sale* 

Number 
of 

Stores 

Colt  of 
UerehtuvdlM 
Sold 

Average 
Inventory, 
1913  &  1919 

Average  Annual  Stock  Turnover 

Rate 
( 

Per  Cent. 

Graphic 
20     40     60     80   100   130   140   160  180  20O  220 

Actual 

Total 
(Average  ) 

Total 

(Aver^o) 

282 

$23,853,  258 

$10,940,487 

2.8 



130.0 

Under  $20 
J20  to  $40 
•40  81  over 

17 
155 
112 

2,732,262 
IS,  790,5V? 
5,280,379 

625,294 
6,638,672 
3,676,521 

200.0 
109.1 
63.6 

2.4 
1.4 

•^HDBMI 

Under  $40 

Total 
(Average) 

33 

713,166 

472,946 

1.5 

68.2 

Under  CEO 
080  to  $40 
540  &  over 

10 
23 

224.546 
488,620 

107,173 

365,773 

»:, 

1.3 

95.5 
59.  1 

$40  to  $80 

Total 
<Avorace)     . 

106 

4,188,968 

2,383,029 

1.8 

81.8 

Under  $20 
$20  to  540 
$40  *  ovar 

5 
45 
58 

173,553 
1.351,829 
2,163,586 

40,398 
853,623 
1,468,508 

4.2 
S.S 
1.5 

190.9 
109.0 
68.2 



^^^^^^^^^m 

J80  to  -.180 

Total 
(Average) 

96 

7,827,391 

4,056,088 

1.9 

86.4 

Undor  J20 
J20   to   £40 
$40  3:  ovor 

5 
63 
30 

367,666 
4,967,525 
2,492,700 

88,169 
2,259,616 
1,708,303 

4.2 

190.9 

100.0 
68.2 

(Averse) 

127.3 

$180  1  over 

{20   to   .J40 
"40  3;  over 

35 

1 

8,746,717 
135,471 

496,227 
3,413,260 
113,  937 

4.5 
2.6 
Ul 

204.5 
118.2 
54.5 

— 

Avorago  2.2 


82 


Large  inventories  relative  to  sales  are 
clearly  a  disadvantage  when  con- 
sidered from  the  point  of  view  of 
selling  expense  in  relation  to  sales  and 
in  relation  to  sales  for  each  stock  turn- 
over. Strenuous  measures  should  be 
taken  by  merchants  to  reduce  their 


inventories  in  relation  to  their  sales. 
Tables  40  and  41  contain,  respec- 
tively, the  average  annual  stock  turns 
for  the  stores  shown  in  Table  39,  and 
the  number  of  stores  having  stock 
turns  above  and  below  the  averages 
for  the  respective  groups.  These 


TABLE  41 

NUMBER   OF    STORES    HAVING   SPECIFIED   RATES   OF   STOCK   TURNOVER,    CLASSIFIED   BY 
SIZE  AND  BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919 


Classified 
Total 
Hot  Sales 
(in  OCO's) 

taovmt  of 
Inventory 
per  $100  of 
Total 
Bet  Sales 

Average, 

Anr^ial 

Stock 
Turnover 

Kw-ber  of  Stores  Having  Spec  If  lad  Rates  of  Stock  turnover 

Total 

Under  1 

1  to  2 

2  to  3 

5  to  4 

4  &  over 

total 
(Average) 

Total 
(Average) 

2.2 

282 

9 

136 

100 

25 

14 

Under  $80 
$20  to  $40 
$40  &  over 

4.4 
2.4 

1.4 

17 
153 
112 

2 
7 

42 
94 

90 
10 

6 
16 

1 

11 

3 

Ohder  $40 

Total 
(Average  ) 

1.5 

S3 

2 

19 

12 

. 

_ 

Under  $20 
$20  to  $40 
$40  &  over 

2.1 

1.3 

10 
23 

2 

2 

17 

8 

4 

- 

- 

$40  to  $80 

Total 
(Averaga) 

1.8 

106 

4 

65 

25 

8 

2 

Under  $20 
$20  to  $40 
$40  k  over 

4.2 
2.2 
1.5 

3 
45 
58 

1 
S 

17 
49 

21 
5 

1 
6 

1 

2 

|80  to  $180 

Total 
(Avsrage  ) 

1.9 

98 

3 

45 

40 

5 

5 

Under  $20 
$20  to  $40 
$40  &  over 

4.2 

2.2 
1.5 

5 
63 
30 

1 
2 

13 
27 

M 
1 

2 
3 

3 

2 

$180  t  over 

Total 
(Average  ) 

2.8 

45 

- 

6 

22 

10 

7 

Under  $20 
$20  to  $40 
$40  8c  over 

4.5 
2.6 
1.2 

9 
35 

1 

— 

5 

1 

22 

3 
7 

6 

1 

83 


tables  are  of  interest  in  themselves, 
but  are  included  primarily  at  this 
place  to  supplement  Table  39  and  to 
show  how  nearly  the  respective  aver- 
ages, used  in  calculating  the  selling 
expense  per  $100  of  total  net  sales 
for  each  stock  turnover,  are  charac- 
teristic of  the  conditions  in  the  vari- 
ous stores  under  consideration. 

Table  42  is  identical  with  Table  39 
except  in  the  order  in  which  the  data 
are  classified.  In  this  table  the 
amounts  of  selling  expense  are  shown 


both  in  terms  of  sales  and  in  terms 
of  sales  per  stock  turn  for  stores  with 
different  amounts  of  inventory.  For 
all  the  stores  unclassified  by  inven- 
tories, selling  expenses  increase  as  the 
stores  increase  in  size.  This  condition 
holds,  moreover,  when  the  stores  are 
classified  by  the  amounts  of  inventory 
on  hand  at  the  close  of  1919.  The 
nature  of  the  changes  in  the  amounts 
from  group  to  group  is  shown  in  the 
graphic  part  of  the  table. 


TABLE  42 

AMOUNT  OP  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR  STORES   CLASSIFIED  BY  AMOUNT  OF  INVENTORY  PER  $100   OF 

TOTAL    NET    SALES    AND    BY    SIZE,    1919 


Sailing  Sxpenso  por  $100  of  Total  let  Salei 
per  Stock  Turnorer 


ago  $10.16 


Aver ago  $4.62 


8-1 


D> — Summary. 

(1).  The  amounts  of  selling  ex- 
pense per  $100  of  total  net 
sales  and  also  per  $100  of 
total  net  sales  per  amount 
sold  per  $1  of  inventory  de- 
creased between  1914  and 

1918,  and  between  1918  and 

1919.  This  is  true   for   all 
stores  and  also  for  the  stores 
classified    by    size    and    by 
amount  of  inventory  per  $100 
of  total  net  sales. 

(2).  Inventories  in  terms  of  sales 
decreased  between  1914  and 
1918,  and  1918  and  1919. 

(3).  As  the  inventories  in  terms  of 
sales  increase,  the  amounts  of 
selling  expense  per  $100  of 
total  net  sales  on  the  whole 
decrease.  For  stores  of  a 
given  size,  they  increase.  In 
terms  of  the  amount  sold  per 
$1  of  inventory  and  per  stock 
turnover  the  amounts  in- 
crease for  all  stores  and  also 
for  stores  of  a  given  size. 

(4).  As  the  size  of  the  stores  in- 
creases, the  selling  expenses 
per  $100  of  total  net  sales  per 
amount  sold  per  $1  of  inven- 
tory generally  increase  for 
stores  with  sales  under  $180,- 
000  and  then  decrease  for  the 
stores  with  sales  of  $180,000 
and  over. 

(5).  The  proportions  of  total  ex- 
pense attributable  to  selling 
increase  as  the  size  of  the 
stores  increases,  and  decrease 


as  the  inventories  in  terms  of 
sales  increase. 

(6).  For  stores  with  a  given  rate 
of  stock  turnover,  the  amounts 
of  selling  expense,  in  terms  of 
sales  alone  or  of  sales  and 
stock  turnover,  increase  as  the 
stores  increase  in  size. 

(7).  For  stores  with  a  given  rate 
of  stock  turnover,  the  amounts 
of  selling  expense  in  terms  of 
total  expense,  alone  or  com- 
bined with  the  rate  of  stock 
turnover,  increase  as  stores 
increase  in  size. 

(8).  The  amounts  of  selling  ex- 
pense per  $100  of  total  net 
sales  increase,  and  the 
amounts  per  $100  of  total  net 
sales  per  stock  turnover  de- 
crease as  the  rates  of  stock 
turnover  increase. 

3. — YEARLY  AMOUNTS  OF  SELLING 
EXPENSE  IX  RELATION  TO  THE 
AMOUNTS  OF  GOODS  SOLD  PER  FULL- 
TIME SALES-PERSON  AND  TO  THE 
METHODS  BY  WHICH  SALESMEN 
ARE  PAID,  FOR  STORES  CLASSIFIED 
BY  YEARS,  BY  SIZE,  AND  BY  LOCA- 
TION. 

Sales  of  goods  in  clothing  stores  are 
determined  in  part  by  the  personnel 
of  the  sales  force,  and  the  selling  ex- 
pense in  its  relation  to  sales  is  con- 
trolled largely  by  the  number  of 
salesmen  employed  and  the  amount 
of  sales  which  they  make  in  a  given 
length  of  time.  In  order  to  get  some 
measure  of  the  variations  in  selling 
expense  for  stores  under  different 
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conditions  of  operation  and  different 
methods  of  paying  salesmen,  it  has 
been  thought  of  interest  to  study  a 
group  of  stores  in  detail.  In  the 
present  section  the  analysis  of  selling 
expense  is  directed  toward  this  end. 
Two  units  have  been  used  to 
measure  amounts  of  selling  expense. 
First,  they  are  expressed  in  terms  of 
sales,  and  second,  in  terms  of  total 
expense.  Both  of  these  units,  how- 
ever, are  now  refined  so  as  to  secure 
the  amounts  in  terms  of  $1,000  of 
sales  per  full-time  sales-person  and  in 
terms  of  the  rapidity  with  which  stock 
is  turned  during  a  year.* 

(1) — YEARLY  AMOUNTS  OP  SELLING 
EXPENSE  IN  RELATION  TO 
AMOUNTS  OF  GOODS  SOLD  PER 
FULL-TIME  SALES-PERSON. 

A. — Yearly  Amounts  of  Selling 
Expense  per  $100  of  Total  Net 
Sales  and  per  $100  of  Total 
Expense,  1919, 1918,  and  1914. 

The  records  of  146  identical  stores 
for  the  years  1919,  1918,  and  1914 
are  available  for  a  study  of  the 
amounts  of  selling  expense  in  stores 
in  relation  to  the  amount  sold  per 
full-time  sales-person.  Subsequent 
analysis — pages  89  to  111 — shows  the 
amounts  of  selling  expense  expressed 
in  terms  of  both  sales  and  total  ex- 
pense for  stores  classified  by  size  and 
by  the  amounts  sold  per  full-time 
sales-person.  The  present  discussion 
is  concerned  with  the  relation  between 

*  The  methods  by  which  these  units  are 
computed  are  explained  on  page  4,  items 
19,  20,  22,  and  23. 


selling  expense  and  sales  measured  in 
both  units  for  the  146  stores  for  the 
three  years. 

Table  43  shows  for  the  438  store- 
years,  1914, 1918,  and  1919,  combined, 
that  it  cost  $10.76  to  sell  $100  worth 
of  goods.  In  1919  the  corresponding 
amount  was  $10.39;  in  1918  it  was 
$10.94 ;  and  in  1914,  $11.35.  That  is, 
the  amounts  decreased  between  1914 
and  1918,  and  1918  and  1919,  the  per- 
centage of  difference  between  1914 
and  1918  being  3.6,  and  between  1918 
and  1919,  5.0.  When  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  are  shown  for  each  $1,000 
sold  per  full-time  sales-person  they 
are  reduced,  but  follow  the  same 
general  direction  from  year  to  year. 
In  1919,  the  average  amount  was 
$0.51,  in  1918  it  was  $0.70,  and  in 
1914,  $1.00.  That  is,  the  amounts 
decreased  between  1914  and  1918,  and 
1918  and  1919,  the  percentage  of 
change  from  1914  to  1918  being  30.0, 
and  between  1918  and  1919,  27.1. 

The  occasion  for  the  decrease  from 
year  to  year  is  shown  in  Table  44, 
wherein  the  amounts  sold  per  full- 
time  sales-person  are  given.  For  the 
combined  years  the  average  amount 
so  sold  was  $16,149.  In  1919  it  was 
$20,437,  in  1918  it  was  $15,613,  and 
in  1914,  $11,345.  That  is,  between 
1914  and  1918  the  amounts  increased 
by  37.6,  and  between  1918  and  1919 
by  30.9  per  cent.  The  stores  have 
much  lower  average  amounts  of  sell- 
ing expense  in  1919  than  in  the  other 
years,  when  they  are  expressed  in  the 
activities  of  their  full-time  sales- 
people, than  when  they  are  expressed 
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solely  in  the  amount  of  their  total 
sales. 

In  Table  3  attention  was  called  to 
the  fact  that  for  the  154  stores  con- 
sidered, the  amounts  of  selling  ex- 
pense per  $100  of  total  expense  in- 
creased between  1914  and  1918,  and 
between  1918  and  1919,  the  percent- 
age of  change  being  1.6  per  cent, 
between  1914  and  1918,  and  4.5  per 


cent,  between  1914  and  1919.  For  the 
146  stores  now  under  consideration, 
as  shown  in  Table  45,  the  actual 
amounts  closely  correspond  to  those 
for  154  stores,  the  direction  of  change, 
from  year  to  year,  however,  being 
somewhat  different.  In  1914,  $50.18 
out  of  every  $100  of  total  expense  was 
due  to  selling.  In  1918  the  amount 
was  $49.39,  and  in  1919,  $50.90. 


AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 
PER   FULL-TIME    SALES-PERSON,   FOR    146    IDENTICAL    STORES    CLASSI- 
FIED BY   AMOUNT   OF   SALES   PER   FULL-TIME   SALES- 
PERSON,   1919,    1918,    AND   1914 
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That  is,  between  1914  and  1918  the 
amounts  slightly  decreased  and  be- 
tween 1918  and  1919  slightly  in- 
creased. The  differences  in  actual 
amounts  and  the  direction  of  the 
changes  from  year  to  year  are,  of 
course,  due  to  the  fact  that  stores 
differing  in  number  and  identity  are 
considered. 
When  the  amounts  of  selling  ex- 


pense per  $100  of  total  expense  are 
shown  for  every  $1,000  sold  per  full- 
time  sales-person,  as  in  Table  45,  the 
$50.18  for  1914  becomes  $4.42,  the 
$49.39  for  1918  becomes  $3.16,  and 
the  $50.90  for  1919  becomes  $2.49. 
That  is,  between  1914  and  1918,  and 
between  1918  and  1919  the  amounts 
decreased,  the  percentages  of  change 
being,  respectively,  28.5  and  21.2. 


TABLE  44 

TOTAL  NET  SALES,  NUMBER  OF  FULL-TIME  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PER 

FULL-TIME   SALES-PERSON,    FOR    146   IDENTICAL    STORES    CLASSIFIED   BY 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET 

SALES,     1919,     1918,     AND     1914 


Amount  of 

Selling 

Expense 

p«r  $100  of 

Total 
Ret  Sales 


Dumber 

of 
Store- 


Total 
Het  Sales 


Bumber  of 

Full-time 

Sales-people 


Net  Sales  per  Full-time  Sales-person 


Per  Cent. 


Amount 


Total 
(Average ) 


1918 


1914 


Total 
(Average ) 


458 


$42,655,162 


2,641.4 


Under  Je 

$6  to  $12 
$12  k  over 


95 

241 
102 


4,473,628 
25,752,733 
12,428,801 


278.3 

1,509.8 

853.3 


Total 
(Average ) 


19,931,753 


975.3 


Under  $6 

$6  to  $12 
$12  &  over 


39 
78 
29 


2,447,315 

12,206,633 

5,277,805 


127. C 
560.6 
287.1 


Total 
(Average ! 


13.981,287 


895.5 


Under  $6 

$6  to  $12 
$12  Jc  over 


31 
83 
32 


1,266,945 
8, 994, 157 
3,720,185 


86.6 
547.5 
261.4 


Total 
(Average ) 


146 


8,742,122 


770.6 


Under  $6 
$6  to  $12 

$12  &  over 


25 
80 
41 


759,368 
4,551,943 
3,430,811 


64.1 
401.7- 
304.8 


$16,149 


Average  $16,149 


These  decreases  from  year  to  year, 
like  those  shown  immediately  above, 
where  the  unit  of  interpretation  is 
sales,  are  to  be  attributed  largely  to 
the  increased  sales  per  full-time  sales- 
person. 

Without  repeating  the  conclusions 
reached  on  page  52,  concerning  the 
amounts  of  selling  expense,  first  in 
terms  of  sales,  and  second  in  terms  of 
total  expense  for  the  different  years 
and  the  change  from  year  to  year,  all 
of  which  are  confirmed  by  the  figures 
shown  in  Tables  43  and  45,  it  may  be 
concluded  from  these  tables  that  sell- 
ing expense  per  $100  of  total  net  sales 
and  per  $100  of  total  expense  for  each 
$1,000  of  goods  sold  per  full-time 
sales-person  was  less  in  1918  than  in 
1914  and  less  in  1919  than  in  either 
of  the  other  years.  That  is,  in  spite 
of  the  increased  selling  and  total 
operating  expenses  from  year  to  year, 
increased  sales  per  salesman  sufficed 
to  reduce  the  amount  of  selling  ex- 
pense both  in  terms  of  sales  and  in 
terms  of  total  expense. 

B. — Yearly  Amounts  of  Selling 
Expense  per  $1<X)  of  Total  Net 
Sales  and  per  $100  of  Total 
Expense,  for  Stores  Classified 
by  Size,  1919,  1918,  and  1914. 

Two  measures  of  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  and  per  $100  of  total  expense 
are  available  for  stores  classified  by 
size  and  by  amounts  sold  per  full-time 
sales-person.  The  first  is  in  terms  of 
stock  turnover,  and  the  second,  in 
terms  of  $1,000  sold  per  full-time 
sales-person.  The  present  discussion 


has  to  do  with  the  amounts  in  terms 
of  sales  per  stock  turnover  for  stores 
for  1919. 

The  analysis  above,  page  42,  and 
in  various  other  places  throughout 
the  discussion,  has  shown  that  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  increase  as  stores 
increase  in  size.  Moreover,  the  dis- 
cussion in  Volume  I  *  of  the  Bureau's 
study  of  Costs,  Merchandising  Prac- 
tices, Advertising  and  Sales  in  the 
Retail  Diftribvtion  of  Clothing,  shows 
that  the  amounts  of  sales  per  full- 
time  sales-person  are  larger  in  the 
large  than  in  the  small  stores.  Ac- 
cordingly, when  stores  are  classified 
by  size  and  by  the  amount  of  sales  per 
full-time  sales-person,  as  in  Table  46, 
it  might  be  expected  that  the  stores 
within  each  sales-group  which  had 
large  amounts  of  sales  per  full-time 
sales-person  would  have  large  selling 
expense  per  $100  of  total  net  sales. 
This  result,  however,  is  not  brought 
out  in  the  table.  The  reason  for  this 
may  be  explained  as  follows :  Not  all 
large  stores  had  large  amounts,  nor 
all  small  stores  small  amounts  sold 
per  full-time  sales-person.  Moreover, 
not  all  stores  having  small  amounts 
of  sales  per  full-time  sales-person  had 
relatively  large  selling  expense,  nor 
did  all  stores  which  had  relatively 
large  sales  per  full-time  sales-person 
have  relatively  small  amounts  of  sell- 
ing expense  per  $100  of  sales.  The 
size  of  the  store  alone  would  tend  to 
cause  selling  expense  to  increase, 
while  higher  sales  per  sales-person 
would  tend  to  reduce  the  amounts 
*  Page  92. 
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TABLE  45 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OP  TOTAL  EXPENSE  PER  $1,000  OP  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  IDENTICAL  STORES  CLASSIFIED 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON, 

1919,  1918,  AND  1914 


-ellUg  bxpenac   per  3100  or   Total   ixp.inu   pe 
"1,000   of  Sales    per   FlU-tiM    S«lc»-perBOn 


when  they  are  expressed  in  sales. 
These  different  tendencies  do  not 
wholly  balance  each  other. 

In  so  far  as  it  is  possible  to  gener- 
alize with  respect  to  the  amounts  of 
selling  expense  for  stores  with  dif- 
ferent amounts  sold  per  full-time 
sales-person,  it  may  be  said  that  in 
terms  of  sales  they  vary  inversely 
with  the  amounts  sold  per  full-time 
sales-person.  That  is,  the  reduction 


in  selling  expense,  accompanying  in- 
creased sales  on  the  part  of  salesmen 
in  the  larger  stores,  tends  more  than 
to  balance  the  higher  selling  ex- 
pense associated  with  these  stores. 

"When  the  amounts  of  selling  ex- 
pense are  expressed  in  terms  of  net 
sales  per  stock  turnover,  however,  as 
in  the  column  of  Table  46  bearing  this 
caption,  the  direction  of  change  in  the 
amounts  for  stores  having  different 
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TABLE  46 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR   STORES   CLASSIFIED   BY    SIZE   AND   BY   AMOUNT   OF   SALES 

PER    FULL-TIME    SALES-PERSON,    1919 
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sales  per  full-time  sales-person  is  not 
so  uncertain.  Both  turnover  rates 
and  selling  expense  in  terms  of  sales 
are  relatively  high  in  the  large  stores. 
When  the  amounts  of  selling  expense 
are  expressed  per  $100  of  sales  per 
turnover,  they  decrease  as  the  amounts 
sold  per  full-time  sales-person  in- 
crease. That  is,  the  more  rapid  turns 
associated  with  large  sales  per  sales- 
person convert  the  questionable  direc- 
tion of  change  from  store-group  to 
store-group  into  one  which  is  abso- 
lutely certain. 

The  regularity  of  the  change  in  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  and  per  $100  of 
sales  per  turnover  for  the  stores,  when 
classified  by  size  and  by  the  amounts 
sold  per  full-time  sales-person,  is 
shown  graphically  in  Table  46.  The 
detailed  analysis  of  the  figures  points 
the  following  conclusions:  First,  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  increase  as  the  stores 
increase  in  size.  Second,  amounts  of 
selling  expense  per  $100  of  total  net 
sales  for  stores  of  a  given  size  roughly 
decrease  as  the  amounts  sold  per  full- 
time  sales-person  increase.  Third, 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  per  stock  turn- 
over increase  as  stores  increase  in  size 
for  stores  with  sales  under  $180,000. 
This  condition  is  also  true  for  stores 
of  different  size,  but  with  the  same 
amounts  of  sales  per  full-time  sales- 
person. Fourth,  the  amounts  of  sell- 
ing expense  per  $100  of  total  net  sales 
per  stock  turnover  decrease  as  the 
amounts  of  sales  per  full-time  sales- 
person increase.  This  condition  holds 


not  only  for  stores  as  a  whole,  but 
also  when  they  are  classified  by  size. 

The  practical  significance  of  these 
conclusions  to  merchants  is  that  the 
amounts  of  selling  expense  in  terms 
of  sales  and  in  terms  of  sales  per  stock 
turnover  may  be  decreased  by  increas- 
ing the  amounts  sold  per  full-time 
sales-person.  The  latter  condition 
may  result  from  stimulating  the  sales 
of  a  given  force  or  from  securing  the 
same  sales  with  a  diminished  force. 

The  foregoing  discussion  refers  to 
the  amounts  of  selling  expense  for 
269  stores  with  different  amounts  of 
sales  per  full-time  sales-person,  for  the 
year  1919,  the  measures  of  selling 
expense  being  given  first  in  terms  of 
sales,  and  second  in  terms  of  the  num- 
ber of  stock  turns  per  year. 

Another  method  of  analyzing  the 
selling  expenses  for  these  stores  for 
1919  is  to  express  them  in  terms  of 
sales  per  $1,000  of  goods  sold  for  each 
full-time  sales-person.  This  is  done 
in  Table  47.  In  this  year  for  the  269 
stores  it  cost  on  the  average  $0.50  to 
sell  $100  worth  of  goods  for  each 
$1,000  sold  per  full-time  sales-person. 
For  the  stores  with  sales  under 
$40,000,  the  corresponding  amount 
was  $0.35;  for  those  with  sales  of 
$40,000  to  $80,000  it  was  $0.45 ;  for 
those  with  sales  of  $80,000  to  $180,000 
it  was  $0.52 ;  and  for  those  with  sales 
of  $180,000  and  over  it  was  $0.50. 
That  is,  the  amounts  tend  generally 
to  increase  as  the  stores  increase  in 
size.  It  will  be  recalled  that  amounts 
of  selling  expense  in  terms  of  sales 
increase  as  stores  increase  in  size. 
The  amounts  sold  per  full-time  sales- 
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TABLE  47 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  CLASSIFIED  BY  SIZE  OF  STORE 

AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1919 


Aautmt  of 
Sales  per 
Pull-tin* 
Sales-perso 


Billing  Expanse  par  $100  of 
Total  Hat  Sale) 


Graphic 
20     40     60     80  100  120 


oiling  Expense  per  $100  of  Total  Hat  Sales  par  »1,OOO 
of  Sales  per  Pull-tin.  Salas-parsor 


$40  to  $80 


$80  to   f 160 


|180 


Under  $12 

$12  to  tie 

$16  to  $24 

$24  to  $32 
(32  fc  over 


Under  312 
$12  to  $16 
816  to  $24 
$24  to  $32 
$32  i  over 


Uv 


Undw  $12 
$12  to  $16 
$16  to  $24 
$24  to  $32 
fJ2  k  over 


Uv 


IMitr  $12 
(12  to  $16 
41*  to  $24 
$24  to  $52 
$3Z  *  OTCV 


57. 7 

71.2 
£4.8 
63.1 

41.5 

62.1 


73.6 


83.7 
84.6 
64.6 
70.5 
•49.7 


98. 5 


106.6 
110 .8 
SJ.O 
87.9 
123.2 


113.2 


114.6 
96.S 
155.5 
100.9 
98.4 


95.5  0.9S  assssssssssssssssssl 

95.3  0.69  ••^•I^BB 

106.9  0.57  ••••••asssssl 

St. I  0.3S  •••aialaValassl 

«7.0  0.24  lasssssssssssl 

S7.7  0.35  UlassssssssBssssl 

71.2  0.73  Lasssssflasssslasssssl 


100.0 


0.33 
0.32 
0.15 

0.15 


0.45 


0.90 
0.60 
0.35 
0.27 
0.12 


0.52 


1.05 
0.83 

0.50 
0.33 
0.33 


m 


100.0 

= 

190.0 
138.0 
114.0 
70.0 
48.0 

=K=K= 

70.0 

= 

146.0 
75.0 
64.0 
30.0 
30.0 


90.0 

===== 

180.0 
120.0 
70.0 
54.0 
24.0 


104.0 

210.0* 
166.0 
100.0 
66.0 
66.0 


100.0 

824.0* 
136.0 
146.0 
74.0 
48.0 


Average  $10.19 


Averago  $O.SO 


fail  longtb  not  shore 


person  likewise  tend  to  increase  as 
stores  increase  in  size.  However, 
when  the  amounts  of  selling  expense 
are  expressed  in  terms  of  sales  for 
each  $1,000  of  goods  sold  per  full-time 
sales-person,  inasmuch  as  they  in- 


crease, it  follows  that  the  amounts  of 
selling  expense  for  stores  of  different 
size  increase  more  rapidly  in  terms  of 
sales  than  do  the  amounts  sold  per 
full-time  sales-person.  For  the  year 
1919,  the  actual  amounts  sold  by  each 
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person  are  given  in  tabular  and 
graphic  form  in  Table  48. 

"We  are,  however,  not  concerned  at 
this  place  "with  store-size  alone. 
Equally  interesting  details  of  Table 
47  are  the  amounts  of  selling  expense 
in  terms  of  sales  alone  and  per  $1,000 
sold  per  full-time  sales-person  for 
stores  of  essentially  the  same  size,  but 
with  different  amounts  sold  per  full- 
time  sales-person.  The  stores  are 
divided  as  usual  into  four  groups. 
Within  each  one  the  amounts  of  sell- 
ing expense  rapidly  decrease  per  $100 
of  sales  per  $1,000  sold  per  full-time 
sales-person  as  the  amounts  sold  per 
salesman  increase.  For  all  the  stores, 
the  average  amount  of  selling  expense 
expressed  in  this  way,  for  stores  in 
which  each  full-time  sales-person  sold 
less  than  $12,000  per  year,  was  $0.95. 
From  this  as  a  maximum,  the  amounts 
of  selling  expense  decrease  to  $0.24 
for  the  stores  having  sales  per  full- 
time  sales-person  of  $32,000  and  over. 
It  is  unnecessary  to  point  out  in  detail 
the  rapidity  of  the  decline  in  the 
amounts  for  the  stores  when  classified 
by  size.  The  part  of  the  table  bearing 
the  caption,  "Selling  Expense  per 
$100  of  Total  Net  Sales  per  $1,000  of 
Sales  per  Full-time  Sales-person," 
shows  this  in  a  graphic  manner. 

The  average  amounts  sold  per  full- 
time  sales-person  for  the  269  stores 
classified  by  size  and  by  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  are  shown  in  Table  48.  For 
each  of  the  different  groups  of  stores 
classified  by  size,  the  amounts  sold 
per  full-time  sales-person  decrease  as 
the  amounts  of  selling  expense  per 


$100  of  total  net  sales  increase.  That 
is,  the  relationship  between  selling 
expense  in  terms  of  sales  and  amount 
sold  per  full-time  sales-person  is  in- 
verse. 

The  amounts  sold  per  full-time 
sales-person,  as  shown  in  Table  48, 
are,  of  course,  averages.  It  will  be  of 
interest  briefly  to  indicate,  for  a  single 
group  of  stores,  how  nearly  these 
averages  characterize  the  more  de- 
tailed conditions.  The  103  stores  with 
annual  sales  in  1919  of  $40,000  to 
$80,000  may  be  chosen  for  illustrative 
purposes.  The  average  amount  sold 
per  salesman  in  the  stores  having 
selling  expense  less  than  $6  per  $100 
of  total  net  sales  was  $19,516.  How- 
ever, in  32  per  cent,  of  these  stores, 
the  amounts  sold  per  salesman  were 
less  than  $16,000  and  in  68  per  cent, 
in  excess  of  this  amount.  For  those 
stores  having  selling  expense  of  $6 
to  $12  per  $100  of  total  net  sales,  the 
average  amount  was  $15,788.  In  55 
per  cent,  of  the  stores  the  amounts 
sold  per  full-time  sales-person  were 
less  than  $16,000  and  in  45  per  cent, 
in  excess  of  this  amount.  For  stores 
with  selling  expense  of  $12  and  over 
per  $100  of  total  net  sales  the  average 
amount  was  $13,122.  In  82  per  cent, 
of  the  stores,  however,  the  amounts 
sold  per  full-time  sales-person  were 
less  than  $16,000  and  in  18  per  cent, 
of  the  stores,  $16,000  and  over.  The 
inverse  relationship  between  the  aver- 
age amount  of  selling  expense  per 
$100  of  total  net  sales  and  the  amount 
sold  per  full-time  sales-person  shown 
in  Table  48  also  holds  for  the  amounts 
of  sales  in  detail. 
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TABLE  48 


TOTAL  NET  SALES,  NUMBER  OF  FULL-TIME  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PER 

FULL-TIME  SALES-PERSON,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF   SELLING   EXPENSE   PER   $100   OF   TOTAL   NET   SALES,    1919 


Classified 

Total 
Rat  Sales 
(In  OOO's) 


Amount  of 

Selling 

Exper.se 

par  5100  of 

Total 
Nat  Sale a 


Kroner 
of 

Stores 


Total 
Bet  Sales 


Hunber  of 

Full-time 

Sales-people 


Hat  Sales  per  PuJ.l-ti..-.a  Sales-person 


Total 
(Average ) 


Under  $40 


$40  to  Sao 


580  to  §180 


Total 
(Avarags } 


$33,637,842 


Under  |6 
$6  to  $12 

$12  &  over 


68 
149 
62 


3,842,272 

20,385,179 

9,460,391 


Total 
(Avaraga) 


963,213 


feder  $S 
$6  to  $12 

$12  k  over 


493,027 

446,275 

23, 311 


Total 
(Average) 


5,872,443 


Under  $6 

§6  to  512 
$12  i  over 


41 
51 
11 


2,257,946 

2,941,336 

673,161 


Total 
(Average ) 


10,840,797 


Under  $6 

$6  to  $12 
$12  fc  over 


11 
55 
25 


1,091,239 
6,752,827 
2,995,671 


Total 
(Average) 


15,011,389 


Under  $6 
$6  to  §12 
•712  '.'.  over 


23 
15 


10,244,741 
5,756,548 


1,665.5 


195.0 

1,001.3 

470.2 


56.3 


23.8 

30.6 

2.4 


353.3 


US. 7 

186.3 

S1.3 


564.2 


56.5 
344.3 

164.4 


440.1 
252.1 


$20,215 


Average  (20,219 


The  discussion  immediately  above 
refers  to  the  year  1919  alone.  In  view 
of  the  increase  in  the  amounts  of  sales 
per  full-time  sales-person  and  the  de- 
crease in  selling  expense  per  $100  of 
total  net  sales  from  year  to  year,  it 
has  been  thought  necessary  to  extend 
the  analysis  by  comparing  a  group  of 


identical  stores  for  the  years  1919, 
1918,  and  1914  in  the  particulars 
under  discussion.  For  this  purpose 
the  records  of  146  identical  stores  are 
available. 

Table  49  shows  for  438  store-years 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  and  per  $100 
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TABLE  49 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000   OF  SALES 

PER    FULL-TIME    SALES-PERSON,    FOR    146    IDENTICAL    STORES    CLASSIFIED 

BY  SIZE  OF  STORE  AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME 

SALES-PERSON,   1919,  1918,  AND  1914,   COMBINED 


belling  E»p*i»o  per  JlOO  of  Tctil  net  i.lec  per  $1.000 
of  Snles  par  Pull-tl-*  -«le«-p«r«on 


of  sales  for  each  $1,000  sold  per  full- 
time  sales-person  for  stores  classified 
by  size  and  by  the  amounts  so  sold. 
The  total  amounts  of  selling  expense 
per  $100  of  total  net  sales  for  each 
group  of  stores  classified  by  size,  while 
differing  in  degree  from  the  figures 


shown  for  1919,  reveal  the  same  un- 
mistakable tendency  for  the  amounts 
to  increase  as  the  stores  increase  in 
size.  An  inverse  tendency  is  again 
shown  in  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  per 
$1,000  sold  per  full-time  sales-person 
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for  the  stores  classified  by  size.  For 
stores  of  a  given  size,  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  and  per  $100  of  total  net  sales 
for  each  $1,000  sold  per  full-time 
sales-person  decrease  as  the  amounts 
sold  per  full-time  sales-person  in- 
crease. 


Table  49  gives  the  data  for  the  com- 
bined years  and  should  be  closely 
studied  in  connection  with  Tables  50 
to  52,  inclusive,  for  the  years  1919, 
1918,  and  1914,  respectively.  It  is 
unnecessary  to  point  out  in  detail  the 
size  of  the  amounts  of  selling  expense 
in  terms  of  sales  alone  and  in  terms 


TABLE  50 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000   OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES   CLASSIFIED  BY   SIZE  AND 

BY   AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,    1919 


MM«i  S»7<rj«  per  toOO  of  Total  ««t  Stlea  per  tl.OCC 
of  S»le»  p»r 
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of  sales  per  $1,000  sold  per  full-time 
sales-person  for  the  stores  in  each  of 
the  years.  The  discussion  of  the  269 
stores  for  1919  applies  equally  well 
to  Table  50  which  is  based  upon  the 
records  of  146  stores  in  the  same  year. 
Minor  differences  in  the  actual 


amounts  and  in  the  tendencies  re- 
vealed may  be  seen  from  year  to  year 
by  consulting  Tables  51  and  52  for 
the  years  1918  and  1914,  respectively. 
A  comparison  of  the  changes  in  the 
amounts  of  selling  expense  from  year 
to  year  for  this  group  of  identical 


TABLE  51 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146   STORES   CLASSIFIED  BY   SIZE  AND 

BY    AMOUNT   OF    SALES    PER    FULL-TIME   SALES-PERSON,    1918 


Sailing  E*p«n3«  par  $100  of  Total  (let  Saloa  pe 
*1,000  of  Solos  per  Pull-tlma  Sales-po 
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stores  as  classified  is  interesting.  In 
Table  43  for  this  same  group  of  stores 
it  was  shown  that  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  decreased  from  1914  to  1918, 
and  1918  to  1919.  A  similar,  but 
more  pronounced  decrease  was  ob- 
served for  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  per 
$1,000  sold  per  full-time  sales-person. 
These  tendencies  for  stores  unclassi- 
fied as  to  size,  as  in  Table  43,  are 
duplicated  in  Tables  50  to  52,  inclu- 
sive, where  stores  are  classified  by 
size  and  by  the  amounts  sold  per 
person.  As  illustrative  of  the  changes 
in  the  amounts  from  year  to  year  for 
the  stores  arranged  in  this  manner, 
the  group  having  sales  from  $40,000 
to  $80,000  may  be  chosen.  For  the 
combined  years  the  average  amount 
of  selling  expense  per  $100  of  total 
net  sales  was  $9.20.  For  1914  it  was 
$10.96,  for  1918  it  was  $9.36,  and  for 
1919,  $7.49.  Similar  decreases  from 
year  to  year  are  observed  for  stores 
having  sales  of  $40,000  to  $80,000, 
and  with  amounts  sold  per  full-time 
sales-person  of  less  than  $24,000.  For 
the  stores  having  amounts  sold  per 
full-time  sales-person  in  excess  of 
$24,000  the  number  of  instances  are 
too  few  to  serve  as  a  basis  for  gener- 
alization. Had  more  stores  in  this 
group  been  available  for  study,  it  is 
felt  that  the  direction  of  change 
would  have  been  the  same.  Analysis 
of  the  stores  with  larger  annual  sales 
gives  the  same  general  result. 

The  amounts  of  selling  expense  per 
$100  of  total  net  sales  for  each  $1,000 
sold  per  full-time  sales-person,  for  the 


stores  with  annual  sales  of  $40,000 
to  $80,000  may  be  compared  also  from 
year  to  year.  For  the  combined  years, 
the  amount  was  $0.69.  For  1914  it 
was  $0.97,  for  1918  it  was  $0.71,  and 
for  1919,  $0.46.  That  is,  the  amounts 
decreased  from  1914  to  1918,  and  1918 
to  1919,  as  one  would  expect  in  view 
of  the  larger  amounts  sold  per  sales- 
person in  the  later  than  in  the  earlier 
years.  Similar  decreases  occur  from 
year  to  year  for  the  stores  in  this 
group  when  classified  by  the  amounts 
sold  per  full-time  sales-person.  The 
reader  may  compare  the  amounts  by 
consulting  the  details  of  Tables  50  to 
52,  inclusive. 

The  amounts  of  selling  expense  per 
$100  of  total  net  sales  for  each  $1,000 
sold  per  full-time  sales-person  depend 
upon  the  relation  first,  of  selling  ex- 
pense to  sales,  and  second,  of  the  num- 
ber of  sales-people  to  the  total  amount 
sold  during  the  year.  Tables  53  to 
55,  inclusive,  are  introduced  to  show 
from  year  to  year,  for  stores  classi- 
fied by  size  and  by  amounts  of  selling 
expense  in  relation  to  sales,  the  extent 
of  the  salesmen's  activities.  The  de- 
tails should  be  consulted  in  connection 
with  Tables  49  to  52.  A  moment's 
consideration  of  them  may  be  of 
interest.  For  the  combined  years, 
based  upon  438  store-years,  the  aver- 
age amount  of  goods  sold  per  full- 
time  sales-person  was  $16,149.  This 
amount  agrees  very  closely  with  the 
result  secured  in  Volume  I,  page  92, 
of  the  Bureau's  study  of  Costs,  Mer- 
chandising Practices,  Advertising  and 
Sales  in  the  Retail  Distribution  of 
Clothing,  where  the  average  amount 
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TABLE  52 


AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000   OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES   CLASSIFIED  BY   SIZE  AND 

BY    AMOUNT    OF    SALES   PER   FULL-TIME    SALES-PERSON,    1914 


for  974  store-years  is  seen  to  be  $16,- 
230.  In  1919,  the  average  amount  for 
146  stores  was  $20,437 ;  in  1918  it  was 
$15,613,  and  in  1914,  $11,345.  These 
amounts  for  the  individual  years  like- 
wise closely  correspond  to  those  shown 
in  Tables  61,  62,  and  63,  respectively, 


Amiga  (1.00 


in  Volume  I  of  the  Bureau's  study, 
referred  to  above.  Moreover,  the  in- 
creases from  year  to  year  also  hold 
for  each  group  of  stores  when  classi- 
fied by  size.  When  the  stores  are 
grouped  by  size,  the  amounts  sold  per 
full-time  sales-person  are  shown  to 


100 


increase  for  the  combined  years  and 
for  each  year  as  the  size  of  the  store 
increases.  This  condition  also  agrees 
with  that  shown  in  Volume  I  of  the 
Bureau's  study. 

It  was  shown  in  Table  48  for  1919 
for  269  stores  that  the  amounts  sold 
per  full-time  sales- person  vary  in- 


versely with  the  amounts  of  selling 
expense  per  $100  of  total  net  sales, 
when  the  stores  are  treated  as  a  total 
and  when  classified  by  size.  A  similar 
condition  holds,  as  is  shown  in  Tables 
53  to  56,  for  a  group  of  identical 
stores  for  the  combined  and  indi- 
vidual years  1919,  1918,  and  1914. 


TABLE  53 

TOTAL  NET  SALES,  NUMBER  OF  FULL-TIME  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PER 

FULL-TIME   SALES-PERSON,   FOR    146    IDENTICAL   STORES    CLASSIFIED   BY 

SIZE  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL 

NET  SALES,    1919,    1918,   AND   1914,    COMBINED 


Classified 
Total 
Mt  Sales 
(in  000*1) 

Awrunt  of 
Selling 
Expense 
per  |100  of 
Total 
Set   Salef 

Vvsber 
of 
Store- 
years 

Total 
lot  Sale* 

Sosfcer  of 

PUll-ttB* 

Salespeople 

let  Salei  per  Poll-tine  Sales-person 

Anount 

Per  Cent. 

Graphic 
5     20     40     60     80  100  120  14O  160 

Actual 

Total 
(Average) 

Total 

(Average) 

436 

$42,655,162 

2,641.4 

$16,149 

["""" 

100.0 

Under  $6 
$6  to  $12 
(12  4  over 

96 
241 
102 

4,  473,  f  28 
25,752,735 
12,428,801 

278.3 
1,509.8 
853.3 

16,075 
17.057 
14,566 

99.5 

105.6 
90.2 

(toiler  $40 

Total 
(Average  ) 

125 

5,490,472 

3J5.7 

10.ZS8 

64.4 

78.6 
67.6 
43.4 

Tr.ier  $€ 
$6  to  $12 
$12  i  over 

41 
63 
21 

1,143,342 

1,748,712 
598,418 

90.1 
160.2 
85.4 

12,690 
10,916 
7,007 

$40  to  t6C 

Total 
(Average  ) 

163 

9,223,468 

669.4 

1J,!79 

82.8 

Under  $6 
$6  to  $12 
$12  k  over 

45 

83 
35 

2,435,176 
4,711,780 
2,076,512 

140.7 
376.2 

172.5 

17,308 

12,525 
12,038 

107.2 
77.6 
74.5 

tec  to  $160 

Total 
(Average  ) 

108 

12.642,526 

764.1 

102.5 
i  =^^g 
116.7 
1CI.5 
97.  S 

Under  $6 
$6  to  $12 
$12  fc  over 

9 
6« 
S3 

895,110 
7,959,099 
3,788,317 

47.5 
476.1 
240.5 

15,752   HisssssVssssissssssssssl 

$180  i  over 

Total 
(Average) 

42 

17,298,696 

6E2.2 

125.7 

C^der  $6 

$6  to  $12 
$12  k  over 

29 
13 

11,333,142 
5,965,554 

497.3 
354.9 

- 

141.1 
104.1 

16,809 

Average  $16,149 
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From  the  discussion  of  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  and  per  $100  of  sales  per 
$1,000  sold  per  full-time  sales-person 
for  stores  classified  by  size  and  by  the 
amounts  sold  per  full-time  sales- 
person, it  may  be  concluded  as  fol- 
lows: First,  the  amounts  of  selling 


expense  per  $100  of  total  net  sales 
roughly  decrease  as  the  amounts  sold 
per  full-time  sales-person  increase. 
This  condition  is  true  not  only  for  the 
stores  treated  as  a  whole,  but  also 
when  they  are  classified  by  size. 
Moreover,  it  is  true  for  the  combined 
as  well  as  for  the  individual  years. 


TABLE  54 

TOTAL  NET  SALES,  NUMBER  OF  FULL-TIME  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PEE 

FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND  AMOUNT 

OF   SELLING  EXPENSE   PER  $100   OF   TOTAL  NET   SALES,    1919 


Classified 

Total 
Net  Sales 
(In  000' a) 


Amount  of 

Selling 

Expense 

per  $100  of 

Total 
Net  Sales 


Number 

of 
Stores 


Total 
Net  Sales 


Number  of 

Full-time 

Sales-people 


Net  Sales  per  Full-time  Sales-person 


Graphic 
0  20  40  60  80  100  120  140 


Total 
(Average) 


$19,931,753 


,  Total 
(Average ) 


Under  $6 

$6  to  $12 
$12  tt  over 


39 
78 
29 


2,447,315 

12,206,633 

5,277,805 


Total 
(Average ) 


488,714 


Older  |40 


Under  $6 

$6  to  $12 
$12  k  over 


140, 493 
288,216 


Total 
(Average ) 


3,059,173 


$40  to  $80 


Under  $6 

$6  to  $12 
$12  &  over 


1,411,707 

1,265,481 

381,985 


Total 
(Average) 


6,354,238 


$80  to  $180 


Under  $6 

$6  to  $12 
$12  &  over 


9 

29 
16 


895,110 
3,572,114 
1,887,014 


Total 
(Average) 


10,039,628 


$180  &  over 


Under  $6 

$6  to  $12 
$12  &  over 


18 
6 


7,080,822 
3,008,806 


975.3 


127.6 
560.6 
287.1 


27.2 


7.9 

19.3 


187.6 


72.2 
84.1 
31.3 


347.3 


47;5 
197,1 
108.7 


413.2 


260.1 
153.1 


$20,437 


100.0 

93.8 

106.5 

89.9 

"-"  g" 

77.1 

MMMMIM 

87.0 
73.1 


79.8 

D=tfX3^^ 

95.7 
7S.6 
59.7 

89.S 

=»« 

92.2 
88.7 
89.9 

119.S 


Average  $20,437 
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Second,  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  per 
$1,000  sold  per  full-time  sales-person 
increase  as  the  stores  increase  in  size 
and  decrease  as  the  amounts  sold  per 
full-time  sales-person  increase.  That 
is,  relative  to  the  size  of  the  stores, 
the  amounts  vary  directly,  but  rela- 


tive to  the  amounts  sold  per  full-time 
sales-person,  they  vary  inversely. 
This  condition  holds  not  only  for  the 
stores  in  the  combined  years,  but  also 
for  the  stores  in  each  of  the  years 
1919,  1918,  and  1914. 

The  practical  aspects  of  these  con- 
clusions from  the  standpoint  of  the 


TABLE  55 

TOTAL,  NET  SALES,  NUMBER  OF  FULL-TIME  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PER 

FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND  AMOUNT 

OF   SELLING  EXPENSE  PER   $100   OF   TOTAL   NET   SALES,    1918 


Classified 
Total 
net  Sales 
(in  OCO's) 

Amount  of 
Selling 
Ijcrer.se 
per  $100  of 
Total 
Net  Sales 

Kujnter 

of 
Stores 

Total 
Ket  Sales 

Number  of 
Full-tlr-.e 
Sales-people 

Set  Sales  per  ?ull-tlre  Sales-person 

Amount 
< 

Per  Cent. 

Graphic 
)     20      40      60     80   ICO   120  140 

Actual 
100.0 

Total 
(Average  ) 

Total 
(Average  ) 

146 

£13,SS1,267 

695.5 

MS] 



Under  $6 
$6  to  $12 
€12  fc  over 

31 
83 
52 

1,266,945 
8,904,157 
3,720,185 

86.6 
547.5 
£61.4 

14,650 
16,428 
14,232 

93.7 

105.2 
91.2 

Pnfier  $40 

Total 
(Average  ) 

40 

1,192,673 

100.8 

11,842 

75.8 

Under  $6 
t£  to  $12 
$12  4  over 

15 
19 
6 

437,693 
564,477 
191,503 

S2.4 
45.4 

23.0 

13,509 

86.5 
79.6 
S3.  3 

84.4 

98.0 
62.8 
77.4 

109.1 

107.9 
112.5 

8,326 

$40  to  $80 

Total 
(Average  ) 

61 

3,526,649 

267.6 

13,179 

Under  $6 
$6  to  $12 
$12  i  over 

16 
52 

13 

829,252 
1,034,577 
862,820 

54.2 
142.0 
71.4 

15,300 
12,  920 
12,084 


= 

$60  to  ?180 

Total 
(Average) 

32 

3,746,707 

219.9 

17,038 

Under  56 
$6  to   $12 
$12  tc  over 

23 
9 

2,718,734 
1,027,973 

161.4 
56.5 

16,645 
17,572 

1 

(ISO  fc  over 

Total 
(Average) 

13 

5,514,258 

307.2 

17,950 

115.0 

Under  $6 
$6  to  $12 
$12  &  over 

9 

4 

3,876,369 
1,637,889 

198.7 
108.5 

19,509 
15,096 

125.0 
96.7 



Average  $15,613 
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merchant  may  be  stated  as  follows: 
If  it  is  desired  to  decrease  selling 
expense  in  relation  to  sales,  one 
method  by  which  it  may  be  done  is 
to  increase  the  amounts  sold  per  full- 
time  sales-person  per  year.  The  ex- 
tent to  which  the  reduction  may  be 
expected,  for  stores  of  a  given  size, 


is  revealed  in  the  detailed  figures  in 
Tables  46  to  56,  inclusive. 

In  the  foregoing  discussion  the 
amounts  of  selling  expense  have  been 
expressed  per  $100  of  sales,  per  $100 
of  total  net  sales  per  stock  turnover, 
and  per  $100  total  net  sales  for  each 
$1,000  sold  for  a  full-time  sales- 


TABLE  56 

TOTAL  NET  SALES,  NUMBER  OF  FULL-TIME  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PER 

FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND  AMOUNT 

OF   SELLING  EXPENSE  PER   $100   OF   TOTAL    NET   SALES,    1914 


Classified 

Total 
Net  Sales 
(In  OOO'a) 


Amount  of 

Sailing 

Expense 

per  $100  of 

Total 
Net  Sales 


Number 

of 
Stores 


Total 
Net  Sales 


Number  of 

Full-time 

Sales-people 


Net  Sales  per  Full-time  Sales-person 


Per  Cent. 


Total 
(Average  ) 


Under  (40 


(40  to  {80 


480  to  $180 


$180  8:  over 


Total 
(Average  ) 


140 


(8,742,122 


770.6 


Under  (6 
(6  to  (12 
(12  &  over 


25 
80. 
41 


759,568 
4,551,943 
3,430,811 


64.1 

401.7 
304.8 


Total 
(Average  ) 


1,868,085 


207.7 


Under  $6 
(6  to  (12 
(12  &  over 


21 
Sfr 

15 


565,  151 
896,019 
406,915 


49.8 
95.5 
62.4 


Total 
(Average  ) 


2,637,646 


234.2 


Under  (6 
(6  to  (12 
(12  &  over 


4 

29 

15 


194,217 

1,611,722 

831,707 


14.3 

150.1 
69.3 


Total 
(Average  ) 


2,541,581 


196.9 


Under  $6 

(6  to  (12 
(12  &  over 


1,668,251 
873,330 


117.6 
79.3 


Total 
(Average  ) 


1,694,810 


Under  (6 
(6  to  $12 
S12  tc.  over 


375,951 
1,318,859 


38.5 
93.3 


(11,345 


12,859 


9,765 
14,136 


Average 
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person.  They  may  also  be  stated  in 
terms  of  $100  of  total  expense,  per 
$100  of  total  expense  per  stock  turn- 
over, and  per  $100  of  total  expense 
per  $1,000  sold  per  full-time  sales- 
person. For  these  latter  purposes, 
the  records  of  269  stores  are  available 
for  1919  and  146  for  each  of  the  years 
1919,  1918,  and  1914.  By  following 
the  order  of  discussion  previously 
employed,  the  amounts  may  now  be 
related  to  total  expense. 

Table  57,  which  applies  to  269 
stores  for  the  year  1919,  shows  the 
amounts  of  selling  expense  in  stores 
classified  by  size  and  by  the  amount 
of  sales  per  full-time  sales-person. 
The  units  of  analysis  used  are :  for 
each  $100  of  total  expense,  and  for 
each  $100  of  total  expense  per  stock 
turnover. 

It  will  be  recalled  from  an  earlier 
discussion  that  the  amounts  of  selling 
expense  and  total  expense  per  $100 
of  total  net  sales  increase  as  the  stores 
increase  in  size.  When  the  amounts 
of  selling  expense  are  expressed  in 
terms  of  $100  of  total  expense,  that  is, 
as  proportions  of  total  expense,  they 
also  increase  as  the  stores  increase  in 
size.  This  means  that  the  rate  at 
which  selling  expense  increases  with 
the  size  of  the  store  exceeds  that  for 
total  expense. 

For  the  269  stores  considered  in 
Table  57,  the  average  amount  of  sell- 
ing expense  per  $100  of  total  expense 
in  1919  was  $48.92.  For  the  stores 
with  sales  under  $40,000  it  was 
$34.90;  for  those  with  sales  of  $40,- 
000  to  $80,000  it  was  $42.00;  for 
those  with  sales  of  $80,000  to  $180,000 


it  was  $51.66,  and  for  those  with  sales 
of  $180,000  and  over  it  was  $49.95. 
That  is,  the  amounts  increase  with 
the  size  of  the  store  except  for  the 
last  group  of  stores — those  with 
annual  sales  of  $180,000  and  over. 
"When  the  amounts  of  selling  expense 
are  expressed  in  terms  of  total  ex- 
pense per  stock  turnover,*  the  aver- 
age amount  for  all  stores  is  $22.24. 
For  those  stores  with  sales  under 
$40,000  it  is  $23.27;  for  those  with 
sales  of  $40,000  to  $80,000  it  is  $23.33 ; 
for  those  with  sales  of  $80,000  to 
$180,000  it  is  $27.19;  and  for  those 
with  sales  of  $180,000  and  over  it  is 
$18.50.  That  is,  the  amounts  for  the 
first  two  groups  are  essentially  con- 
stant. For  the  group  with  sales  of 
$80,000  to  $180,000,  the  average  is 
considerably  larger,  and  for  the  group 
with  sales  of  $180,000  and  over, 
smaller  than  that  for  any  other  single 
group.  The  size  of  the  amounts  for 
the  latter  group  of  stores  is  explained 
primarily  by  the  presence  of  some 
stores  with  large  sales  and  rapid  stock 
turns. 

When  the  different  groups  of  stores 
are  considered  according  to  the 
amounts  sold  per  full-time  sales- 
person, the  amounts  of  selling  expense 
per  $100  of  total  expense  irregularly 
decrease  as  the  amounts  sold  per  per- 
son increase.  The  decrease  is  some- 
what more  regular,  however,  when 
the  amounts  of  selling  expense  per 
$100  of  total  expense  are  shown  for 
each  stock  turnover. 

Table  57  is  instructive  because  of 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  20. 
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TABLE  57 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OP  TOTAL  EXPENSE  PER  STOCK  TURNOVER, 

FOR    STORES    CLASSIFIED   BY    SIZE   AND  BY   AMOUNT    OF    SALES 

PER    FULL-TIME    SALES-PERSON,    1919 


Average  tt8.82 


age  $22.24 


the  light  which  it  throws  on  the  over- 
head expense  in  stores  of  different 
size,  under  different  conditions  of 
sales  activities  per  salesman,  and 
different  rates  of  stock  turnover. 
Selling  expense  becomes  an  increasing 


proportion  of  total  expense  as  stores 
increase  in  size.  By  total  expense  is 
meant  the  entire  expense  of  operation. 
Moreover,  selling  expense  per  $100 
of  total  expense  per  stock  turnover 
becomes,  on  the  whole,  larger  as  stores 
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increase  in  size.  The  practical  sig- 
nificance to  the  merchant  of  these  and 
other  conclusions  to  which  one  is  led 
from  analyzing  Table  57  is  that  he 
may  expect  selling  expense  as  com- 
pared to  total  expense  to  become 
larger  as  he  increases  the  volume  of 
his  business,  and  may  expect  it  to 
become  smaller  for  a  given  amount 
of  business  as  he  increases  the  sales 
of  his  full-time  sales-people.  Both 
conditions  follow  when  selling  ex- 
penses are  expressed  as  a  part  of  total 
expense  alone  and  when  expressed  in 
the  same  way  per  stock  turnover. 

The  detail  in  Table  57  relates  to 
1919  for  269  stores.  When  the  analy- 
sis is  extended  so  as  to  cover  selling 
expense  of  the  same  group  of  stores, 
expressed  as  a  part  of  total  expense 
for  each  $1,000  sold  per  full-time 
sales-person,  the  relation  of  selling 
expense  to  total  expense,  for  stores  of 
different  size  and  with  different 
amounts  sold  per  person,  is  more 
definite.  The  selling  expense  of  stores 
so  classified  is  set  out  in  detail  in 
Table  58.  For  all  the  stores  treated 
as  a  unit,  the  amount  of  selling  ex- 
pense per  $100  of  total  expense  for 
every  $1,000  sold  per  full-time  sales- 
jrson  was  $2.42.  For  the  stores  with 
sales  less  than  $40,000  it  was  $2.06; 
for  those  with  sales  of  $40,000  to 
$80,000  it  was  $2.53;  for  those  with 
sales  of  $80,000  to  $180,000  it  was 
$2.69;  and  for  those  with  sales  of 
$180,000  and  over  it  was  $2.16.  That 
the  amounts  increase  with  store 
size,  for  stores  with  sales  less  than 
$180,000.  The  amounts  decrease  for 
the  stores  having  sales  in  excess  of 


this  amount.  It  should  be  remem- 
bered that  the  amounts  sold  per  full- 
time  sales-person  increase  with  the 
size  of  the  store.  This  increase,  how- 
ever, does  not  compensate  for  in- 
creased selling  expense  per  $100  of 
total  expense  until  the  stores  with 
annual  sales  of  $180,000  and  over  are 
encountered. 

When  the  stores  are  classified  by 
size  and  by  the  amounts  sold  per  full- 
time  person,  the  selling  expense  per 
$100  of  total  expense  for  each  $1,000 
sold  decreases  as  the  amounts  sold  per 
person  increase.  For  the  entire  group 
the  amounts  range  from  $4.14,  for 
those  with  sales  under  $12,000,  to 
$1.05  for  those  with  sales  of  $32,000 
and  over.  Similar  decreases  occur 
for  each  group  of  stores  when  classi- 
fied by  size.  These  are  shown  in 
graphic  form  in  Table  58. 

In  Table  58  two  comparisons  are 
established:  First,  the  relation  of 
selling  expense  to  total  expense  for 
stores  of  different  size  and  different 
salesmen's  activities,  and  second,  the 
relation  of  total  expense  per  $1,000 
sold  per  full-time  sales-person  for 
stores  of  the  same  size  with  different 
amounts  sold  per  person.  The  aver- 
ages shown  serve  as  standards  by 
which  merchants  may  measure  the 
amounts  of  their  selling  expense  and 
by  which  they  may  compare  their 
expenses  with  those  of  their  competi- 
tors differently  situated  and  operating 
under  different  conditions. 

Table  58,  however,  covers  the  year 
1919  only.  In  view  of  this  fact,  it  is 
instructive  from  the  same  viewpoint 
to  consider  a  group  of  identical  stores 
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TABLE  58 

AMOUNT  OF  SELLING  EXPENSE  PER  $100   OP   TOTAL  EXPENSE  PER  $1,000   OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY 

AMOUNT   OF  SALES   PER   FULL-TIME   SALES-PERSON,    1919 


ailing  Expanse  par  $100  of  Total  Expanaa  par 
$1,000  of  Salaa  par  Pull-time  Sales-person 


Average  $48.92 


Average  $2.42 


Full  lar.gth  not  ibovn 


from  year  to  year,  classified  in  the 
same  manner.  This  is  done  in  Tables 
59  to  62,  inclusive. 

Table   59   shows   the   amounts   of 
selling  expense  per  $100  of  total  ex- 


pense and  per  $100  of  total  expense 
per  $1,000  sold  per  full-time  sales- 
person for  stores  in  the  combined 
years,  while  Tables  60  to  62,  inclusive, 
give  corresponding  facts  for  1919, 
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TABLE  59 


AMOUNT  OF   SELLING  EXPENSE   PER   $100   OP   TOTAL  EXPENSE  PER  $1,000   OF   SALES 
PER  FULL-TIME  SALES-PERSON,  FOR  146   IDENTICAL  STORES  CLASSIFIED 
BY  SIZE  AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES- 
PERSON, 1919,  1918,  AND  1914,  COMBINED 


1918,  and  1914,  respectively.  By 
consulting  Table  60  it  may  be  seen 
that  the  relationships  between  selling 
expense  and  total  expense,  expressed 
either  in  the  simple  form  or  in  terms 
of  $1,000  sold  per  full-time  sales- 
person closely  agree  with  the  figures 


*Fttli  Ungth 


in  Table  58  based  upon  a  somewhat 
larger  number  of  stores  for  the  same 
year.  Moreover,  the  same  tendencies 
that  are  found  in  Table  58  are  dupli- 
cated with  minor  differences  in  Table 
60. 

In  the  discussion,  page  36  above, 
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it  was  shown  that  the  amounts  of 
selling  expense  per  $100  of  total 
expense  increased  between  1914  and 
1918,  and  1918  and  1919.  In  this 
case  154  identical  stores  were  used  for 
comparative  purposes.  In  the  tables 
now  under  discussion,  the  amount  in 
1918  is  slightly  less  than  in  1914, 


while  the  amount  for  1919  is  slightly 
in  excess  of  that  for  1918.  The  differ- 
ences, however,  are  small  and  the 
extent  of  agreement  with  the  facts 
shown  in  Table  5  significant.  The 
direction  of  the  change  from  year  to 
year  in  the  amounts  of  selling  expense 
per  $100  of  total  expense  and  per  $100 


TABLE  60 

AMOUNT  OF   SELLING  EXPENSE  PER  $100   OP  TOTAL,  EXPENSE  PER  $1,000    OP   SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1919 


Selling  Expense  per  ClOO  of  Total  Expense  per 
of  tales  per  Pull-time  Sties-person 


•Full  I«*th.tt0t 
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of  total  expense  for  each  $1,000  of 
sales  per  full-time  sales-person,  for  the 
stores  when  classified  by  size  and  by 
the  amount  sold  per  person,  generally 
agrees  with  that  for  the  stores  treated 
as  a  whole.  It  is  unnecessary  in  this 
connection  to  point  out  the  differences 
in  detail  inasmuch  as  interest  now 


lies  chiefly  in  the  change  from  store- 
group  to  store-group  in  each  of  the 
years.  Sufficient  attention  possibly 
has  been  given  to  this  matter  in  the 
consideration  of  Table  58.  Tables 
59  to  62,  inclusive,  are  introduced 
largely  to  supplement  the  detail  of 
the  larger  group  of  stores  in  Table  58. 


TABLE  61 

AMOUNT  OP   SELLING  EXPENSE   PER   $100   OF  TOTAL  EXPENSE   PER  $1,000   OP   SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1918 


Total 
let  Salea 
(la  OOO'a) 

Sales    per 

Saloa-  person 
(In  OOO'a) 

of 

Stores 

Sailing  Sxpenae  per  fcOO  of  Total  Ixpenae 

Selling  Siper.3«  per  $100  of  Total  Expenae  par 
$1,000  of  Sales  per  ?ull-tlme  SaleS'peraon 

mount 

=  --  Cmt. 

Per  Cer.t. 

Qraphle 
)     2O     to     60     8O  loo   120  141 

actual 
] 

*""** 

Graphic 
1     20      40      60     80   ICO   120  140  160  180 

actual 

Total 

Total 
(ATerage) 

146 

$49.39     [•••••••••••••j 

100.0 

$3.16 

100.0 

Older  $12 

$12  to  tie 

$16  to  $24 
$24  to  $32 
$32  *  ow 

SO 
42 
37 
14 

3 

49.38     ••••••••••••I 
49.97     ••••••••••••••• 
'•-•~     •••••••••••••• 
43.12     •••••••••••• 
38.24     ••••••••••1 

100.0 
I01J 
1CS.8 
87.3 
77.4 

4.86 
3.73 
2.58 
1.S8 
1.02 

153.8 
118  .O 
81.0 
50.0 
32.3 

«••••• 

Ctoder  $40 

Total 

40 

41.79     [•••••••••••1 

84.6 

3.53 

111.7 

Qsdar  $12 
$12   to  $16 
$16  to  $24 
$24  to  $32 

$32  *  orar 

21 

7 
3 
S 
2 

46.44 

39.48 
41.58 

94.87 
27.54 

=• 

94.0 
71.8 
84.2 
70.6 

S.33 
2.63 
2.21 
1.24 
0.69 

168.7 
83.2 
69.9 
39.2 
21.8 

I...71™ 

$40  to  $80 

Total 
(average  1 

61 

43.89 

98.9 

3.48 

110.1 

Under  $12 

$12  to  tie 

$16  to  $24 
$24  to  $32 
$32  t  orar 

24 

20 
15 
2 

SO.  47 
44.64 
41.97 
24.93 

=• 

102.2 
90.4 

as.o 

49.3 

4.76 
3.29 
S.30 
O.86 

150.6 
104.1 
72.8 
27.2 



teo  to  tieo 

Total 

92 

48.71 

98.  8 

2.86 

90.5 

$12   to  $15 

$24   to  $32 
$92  4  over 

S 

11 

10 

3 
1 

50.19     ^••••••••••••B 
45.68     •••••••••••• 
33.48     •••••••••••••••• 
46.01     !••••••••••••• 

41.25     •••••••••••• 
....    ,       ., 

101.6 
92.5 
108.3 
93.2 

83.5 

4.47 
3.24 

2.66 
1.71 
1.14 

141.5 

102.5 
84.2 
54.1 

96.1 

— 

$130  &  ever 

Total 

(ATarigs! 

13 

1 

1O7.6 

93.7 

148.4 
81.0 
49.7 

Gbdar  $12 
$12  to  $16 
$16  to  $24 
$24  to  $32 
$32  &  over 

4 
7 
2 

120.7 

10*.  9 
87.6 

- 

43.25    LBBBBHHHHHB 

1,57 

AYerago  $43.38                                                                          Avaraga  $3.16 
111 

TABLE  62 

AMOUNT  OF   SELLING  EXPENSE   PER  $100   OF  TOTAL  EXPENSE   PER  $1,000   OF   SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1914 


Selling  Expense  per  JlOO  of  Total  Expen 
$1,000  of.  Sales  per  Full-time  Salea-pe 


A»erag»  $4.42 


C. — Yearly  Amounts  of  Selling 
Expense  per  $100  of  Total  Net 
Sales  and  per  $100  of  Total 
Expense,  for  Stores  Classified 
by  Size  and  by  Size  of  City  in 
Which  Located*  1919. 

*  Population  figures  are  for  1920. 


In  Tables  10  to  14,  inclusive,  it  is 
shown  that  the  amounts  of  selling 
expense  per  $100  of  total  net  sales  for 
stores  of  a  given  size  are  higher  in 
large  than  in  small  cities.  For  the 
stores  having  annual  sales  of  $40,000 
to  $80,000  in  the  respective  city- 
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groups,  the  amounts  in  1919,  as  shown 
in  Table  10,  are  $6.89  and  $8.66.  It 
is  now  desired  to  make  some  further 
comparisons  of  selling  expense  for 
stores  with  a  given  amount  of  sales, 
but  with  different  location.  This  is 
done  in  Tables  63  to  66,  inclusive. 

In  Table  63,  103  stores  with  annual 
sales  of  $40,000  to  $80,000  in  1919 
are  classified  according  to  location 
and  the  amount  of  sales  per  full-time 
sales-person.  The  average  amount  of 
selling  expense  per  $100  of  total  net 
sales  for  the  89  stores  in  the  small 
cities  was  $7.34,  while  for  the  14 
stores  located  in  large  cities  it  was 
$8.46.  That  is,  it  cost  per  $100  of 


total  net  sales  $1.12  or  15  per  cent, 
more  to  sell  goods  in  stores  in  the 
large  than  in  stores  in  small  cities. 
Moreover,  the  stores  in  the  small  cities 
have  an  advantage  even  when  the 
amount  sold  per  salesman  remains  the 
same.  To  illustrate:  The  selling  ex- 
pense per  $100  of  total  net  sales  for 
the  29  stores  located  in  small  cities, 
with  an  average  size  of  $56,780,  and 
with  sales  per  sales-person  of  $12,000 
to  $16,000,  was  $8.48.  For  the  5 
stores  with  similar  characteristics, 
with  an  average  size  of  $62,953,  but 
located  in  the  larger  cities,  the  cor- 
responding amount  was  $9.33.  Too 
much  ought  not  to  be  made  of  these 


TABLE  63 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR    STORES    WITH    SALES    OF    $40,000    TO    $80,000,    CLASSIFIED    BY    SIZE    OF 

CITY  AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1919 
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differences  when  the  amounts  are 
based  upon  a  few  stores,  yet,  when 
they  are  preponderantly  one  way,  as 
they  are  in  the  table,  the  results 
shown  by  even  a  few  stores  become 
significant.  "Within  each  city-group, 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  decrease  as  the 
amounts  sold  per  salesman  increase, 
the  continuity  of  the  decrease  being 
unbroken  for  the  stores  in  the  small 
cities  and,  in  spite  of  the  fewer  stores, 
interrupted  at  only  two  places  for 
the  stores  in  the  large  cities. 

In  the  analysis  of  selling  expense 
for  these  stores,  however,  use  may  be 
made  of  another  and  more  refined 
unit ;  that  is,  selling  expense  per  $100 
of  sales  per  turnover.  When  all  the 
stores,  taken  as  a  unit,  are  compared 
in  this  way,  those  in  the  small  cities 
which  had  an  advantage  when  selling 
expense  is  measured  in  sales  alone, 
are  now  at  a  disadvantage,  as  com- 
pared to  those  in  the  large  cities. 
Relatively,  the  amounts  of  selling 
expense  in  terms  of  sales  and  stock 
turnover  for  the  two  groups  stand  in 
the  relation  of  107  to  100,  the  actual 
amounts  being  $4.32  and  $4.03.  This 
means  that  rapidity  of  turnover  for 
the  stores  in  the  large  cities  more  than 
compensates  for  their  larger  selling 
expense  in  terms  of  sales.  Such  a 
condition  also  holds  for  three  of  the 
groups  of  stores  having  the  same 
amounts  sold  per  salesman,  but  with 
different  location.  In  two  groups  an 
inverse  condition  obtains.  Moreover, 
as  the  amounts  sold  per  sales-person 
increase,  the  decline  in  selling  ex- 
pense is  more  rapid  when  measured 


in  terms  of  sales  per  turnover  than 
when  expressed  in  sales  alone. 

The  practical  significance  of  the 
foregoing  condition  seems  to  be : 
First,  that  merchants  doing  a  given 
amount  of  business  have  lower 
amounts  of  selling  expense  in  terms 
of  sales  in  the  small,  than  in  the  large 
cities,  but  that  they  have  higher  ex- 
penses when  they  are  measured  in 
sales  per  turnover.  Second,  that  for 
a  given  amount  of  annual  sales,  stores 
located  in  small  cities  may  reduce 
the  selling  expense  per  $100  of  sales, 
and  per  $100  of  sales  per  stock  turn- 
over, respectively,  from  $9.41  to  $4.88, 
and  from  $6.27  to  $2.44  by  increasing 
annual  sales  per  salesman  from  an 
amount  less  than  $12,000  to  $32,000 
and  over. 

Table  64  is  similar  to  Table  63. 
The  same  stores  are  included  and  the 
method  of  grouping  them  is  identical. 
The  only  additional  feature  of  the 
table  is  that  the  unit  of  expense  is 
expressed  in  terms  of  sales  for  each 
$1,000  sold  per  full-time  sales-person. 
It  is  unnecessary  to  repeat  what  has 
been  said  concerning  the  comparative 
advantages,  with  respect  to  the  rela- 
tion of  selling  expense  to  sales,  of  the 
two  groups  of  stores  differently  lo- 
cated. When  the  amounts  of  selling 
expense  are  expressed  in  terms  of 
sales  for  each  $1,000  sold  per  full- 
time  sales-person,  the  stores  in  the 
small  cities  retain  their  advantage, 
but  one  less  marked  than  that  which 
characterizes  them  when  selling  ex- 
pense is  related  to  sales  alone. 

The  possibilities  of  reducing  the 
amounts  of  selling  expense  per  $100 


114 


TABLE  64 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000   OF  SALES 

PER    FULL-TIME    SALES-PERSON,    FOR    STORES    WITH    SALES    OF    $40,000 

TO  $80,000,  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY  AMOUNT 

OF  SALES  PER  FULL-TIME  SALES-PERSON,   1919 


telling  Expense  per  JlOO  of  To:.l  Hat  Sole:  per  Sl.OCO 
of  S«las  per  Pull-tiro  S«I?s-person 


of  total  net  sales  per  $1,000  sold  per 
full-time  sales-person  by  stimulating 
sales  per  salesman  are  shown  by 
amounts  in  the  part  of  the  table 
bearing  that  caption. 

The  effect  of  store  location  and  the 
amounts  of  goods  sold  per  full-time 
sales-person  on  selling  expense  may 
be  shown  also  by  expressing  selling 
expense  in  terms,  first  of  total  ex- 
pense, and  second  of  total  expense 
per  stock  turnover.  This  is  done  in 
Table  65,  which  includes  the  same 
stores  as  those  studied  in  Tables  63 
and  64. 

Out  of  each  $100  of  total  expense, 
selling  expense  constitutes  $42.58,  for 


the  stores  in  small  cities,  and  $39.30 
for  the  stores  in  the  large  cities. 
That  is,  selling  expense  in  relation  to 
total  operating  expense  is  high  in  the 
stores  in  the  small,  and  low  in  the 
stores  in  the  large  cities.  ^Relatively, 
however,  the  advantage  accruing  to 
the  stores  in  the  large  cities  is  less 
when  selling  expense  is  expressed  in 
relation  to  total  expense  alone  than 
when  given  in  terms  of  total  expense 
per  stock  turnover. 

When  the  stores  are  classified  by 
the  amount  sold  per  sales-person,  the 
amounts  of  selling  expense  per  $100 
of  total  expense  decrease  as  the 
amounts  so  sold  increase,  the  direction 
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TABLE  65 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  EXPENSE  PER  STOCK  TURNOVER, 

FOR  STORES  WITH  SALES  OF  $40,000  TO  $80,000,  CLASSIFIED  BY  SIZE  OF  CITY 

AND    BY    AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,    1919 


Selling  Expense  per  Cicc  of  Total  Expense 
per  Stock  Turnover 


Average  £42.00 


Aver&ge  $23.33 


and  consistency  of  change  being  more 
marked  for  the  stores  in  the  small 
than  for  those  in  the  large  cities.  It 
is  readily  seen  that  such  a  decrease 
should  occur  because,  for  a  given 
amount  of  business,  the  larger  the 
amount  sold  per  person,  the  fewer  are 
the  salesmen  which  are  needed  and 
the  less,  absolutely  and  relative  to  the 
total  expense,  is  the  selling  expense 
incurred. 

Rather  more  distinct  tendencies  in 
the  direction  of  change  in  selling 
expense  in  relation  to  total  expense 
for  this  group  of  stores  are  revealed 


when  the  amounts  are  expressed  per 
unit  of  stock  turnover.  Such  amounts 
are  found  in  the  right-hand  part  of 
Table  65.  The  stores  in  the  small 
cities  offer  better  means  for  compari- 
son because  the  number  involved  is 
larger.  For  the  stores  in  which  the 
amount  of  sales  per  full-time  sales- 
person was  less  than  $12,000,  the 
average  amount  of  selling  expense  per 
$100  of  total  expense  per  stock  turn- 
over was  $29.12.  For  those  with  sales 
of  $32,000  and  over,  it  was  $18.02. 
Between  these  limits,  the  amounts  de- 
crease as  the  amounts  sold  by  sales- 
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men  increase.  For  the  group  of  stores 
in  the  large  cities,  the  direction  of 
change  in  the  amounts  is  inconclusive. 
Another  method  of  stating  the 
amounts  of  selling  expense  in  these 
103  stores  classified  by  location  and 
amounts  sold  per  salesman  may  be 
used  to  advantage.  In  Table  66  the 
amounts  of  selling  expense  per  $100 
of  total  expense  for  each  $1,000  sold 
per  full-time  sales-person  are  shown 
for  the  stores  classified  as  in  Table  65. 
The  bases  of  classification  of  the  stores 
are  location  and  amounts  sold  per 
salesman.  The  amounts  of  selling  ex- 
pense in  terms  of  total  expense  alone 


for  the  stores  thus  classified  are  more 
fully  comparable  from  group  to  group 
when  they  are  put  on  a  $1,000  basis. 
Thus  expressed,  they  are  shown  in  the 
right-hand  column  of  Table  66. 

Stated  in  this  form,  the  amounts  for 
stores  in  the  small  cities  are  relatively 
high  and  for  those  in  the  large  cities, 
relatively  low.  That  is,  they  stand 
in  the  same  position  as  do  those  when 
the  unit  of  measurement  is  total  ex- 
pense alone.  Within  each  city-group 
they  decrease  as  the  sales  per  full- 
time  sales-person  increase,  the  abso- 
lute and  percentage  reductions  in  the 
small  and  large  city-groups  being,  re- 


TABLE  66 

AMOUNT   OF  SELLING  EXPENSE  PER   $100   OF  TOTAL.  EXPENSE   PER   $1,000    OF   SALES 

PER   FULL-TIME   SALES-PERSON,   FOR   STORES   WITH   SALES   OF   $40,000   TO 

$80,000,    CLASSIFIED    BY    SIZE    OF    CITY    AND    BY    AMOUNT    OF 

SALES     PER     FULL-TIME     SALES-PERSON,      1919 


Pull-tine 

Selea-peraoc 

(In  COC'i) 


Selling  Srp«ae  per  SlOO  of  Totil  Expense 


0     2O     4O     GO     8O  10O  120  140 


SeUlrg  Erperje  per  $100  of  Total  SxpesM  per 
St. OOP  of  S.IEE  per  Pull-ti»e  S«le§-per«cn 


0     ZO     40     CO     80  100  12O  14O  160  ISO 


Uixier  £12 

Ci2  t«  $i£ 

t!6  to  $24 
$24  to  $32 
$32  k  cT=r 


Oxter  (_ 
$12  to  $16 
$16  to  $24 
$24  to  t!2 
$32  &  onr 


Cbder  $12 
$12  to  $16 
$16  to  $24 
$24  to  $32 
$32  *  ow 


042.00 


100.0 


100.2 
110.3 
93.0 
98.4 
84.2 


101.4 


1O4.0 
114.0 
SS.2 
62.0 

es.8 


93.6 


?.  S3     • 


4.19 
J.21 
2.07 
1.33 

0.83 


3.52 
2.13 
1.2E 

0.66 


100.0 


163.6 
126.9 
81.8 
60. 5 

32.8 

102.4 

170.4 
131.1 
84.2 
49.8 
S4.0 


6S.1 

124.1 
107.9 

eo.i 

TF.» 
28.1 


117 


spectively,  $3.45  or  80  per  cent,  and 
$2.43  or  77  per  cent. 

Z>. — Summary. 

(1).  The  amounts  of  selling  ex- 
pense per  $100  of  total  net 
sales  for  each  $1,000  sold  per 
full-time  sales-person,  and  per 
$100  of  total  expense  for  each 
$1,000  sold  per  full-time  sales- 
person decreased  between 
1914  and  1918,  and  1918  and 
1919.  This  condition  holds 
for  all  stores  and  also  for 
stores  classified  by  size  and 
by  amount  of  sales  per  full- 
time  sales-person. 

(2).  For  stores  of  a  given  size, 
the  amounts  of  selling  ex- 
pense in  terms  of  sales,  of 
sales  per  stock  turnover,  and 
of  sales  per  $1,000  sold  per 
full-time  sales-person,  de- 
crease as  the  amounts  sold  by 
each  sales -person  increase. 
This  condition  holds  for  stores 
in  both  small  and  large  cities. 

(3).  For  stores  with  a  given 
amount  of  sales  per  full-time 
sales-person,  selling  expenses 
in  terms  of  sales  alone,  in 
terms  of  sales  combined  with 
stock  turnover,  or  in  terms  of 
the  amount  sold  per  full-time 
sales-person,  increase  as  the 
size  of  the  store  increases. 

(4).  For  stores  of  a  given  size,  the 
proportions  of  total  expense, 
attributable  to  selling  de- 
crease as  the  amount  sold  per 
salesman  increases.  This  is 


true  when  selling  expense  is 
measured  in  terms  of  total 
expense  alone,  and  when  com- 
bined with  stock  turnover  or 
$1,000  of  sales  per  full-time 
sales-person. 

(5).  For  stores  with  a  given 
amount  of  sales  per  sales- 
person, the  amounts  of  selling 
expense  in  terms  of  total  ex- 
pense, in  either  the  single  or 
combined  units,  increase  with 
the  size  of  the  stores. 

(6).  For  stores  of  a  given  size,  the 
average  amount  of  selling  ex- 
pense in  terms  of  sales  per 
stock  turnover  is  higher  for 
stores  in  small  than  for  those 
in  large  cities.  The  amount  in 
terms  of  sales  per  full-time 
sales-person  also  is  higher  for 
the  stores  located  in  large 
cities. 

(7).  For  stores  of  a  given  size,  the 
average  amount  of  selling  ex- 
pense, in  terms  of  total  ex- 
pense combined  with  either 
stock  turnover  or  the  amount 
sold  per  sales-person,  is 
higher  for  stores  in  small 
than  for  those  in  large  cities. 

(2) — YEARLY  AMOUNTS  OF  SELLING 
EXPENSE  IN  RELATION  TO  THE 
METHODS  BY  WHICH  SALESMEN 
ARE  PAID. 

In  the  search  for  an  explanation  of 
the  conditions  which  account  for  high 
or  low  selling  expense,  an  analysis 
has  been  made  of  the  expenditures 
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TABLE  67 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY   METHOD  OF  PAYING 

REGULAR     SALESMEN,     1919 


for  this  purpose  in  1919  for  254  stores 
classified  by  size  and  by  the  methods 
by  which  salesmen  are  paid.  Two 
methods  of  compensation  are  distin- 
guished for  purposes  of  study.  The 
stores  are  classified,  first,  into  those 
which  use  only  straight  salaries  in 
contrast  with  those  in  which  salaries 
and  commissions  are  employed;  and 
second,  into  those  which  pay  or  do 
not  pay  some  form  of  bonus.  The 
tables  bearing  upon  each  of  these 
methods  of  payment  contain  the  re- 
sults of  our  findings  on  the  relative 
size  of  the  amounts  of  selling  expense 
expressed  in  different  units. 


A. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Ex- 
pense, for  Stores  Classified  by 
Size,  1919. 

The  total  amount  of  wages  and  sal- 
aries properly  chargeable  to  selling, 
on  the  average,  constituted  in  1919, 
63  per  cent,  of  total  selling  expense.* 
Accordingly,  in  the  comparisons  im- 
mediately following,  any  effect  which 
the  methods  of  compensation  might 
have  on  total  selling  expense  would 
be  restricted  by  this  fact.  In  spite 

*  Table  178,  p.  259. 
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TABLE  68 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER    FULL-TIME    SALES-PERSON,    FOR    STORES    CLASSIFIED    BY    SIZE    AND 

BY    METHOD   OF   PAYING   REGULAR   SALESMEN,    1919 


Selling  Erponss  p«r  $100  of  Total  ««t  Salei  ptr 
$1,000  of  Saloi  por  rull-tla*  S»lei-p«rs— 


of  this,  however,  it  has  been  thought 
worth-while  to  make  such  compari- 
sons at  this  place  and  to  reserve  for 
a  later  section  the  discussion  of  the 
relation  of  wages  and  salaries  to  total 
net  sales  and  to  total  expense  for 
stores  using  different  methods  of 
compensating  their  employees. 

In  Tables  67  and  68  the  amounts 
of  selling  expense  in  terms  of  net 
sales,  in  terms  of  net  sales  per  stock 
turnover,  and  in  terms  of  net  sales 
for  each  $1,000  sold  per  full-time 
sales-person,  for  stores  classified  by 
size  and  by  method  of  compensating 
regular  salesmen,  are  set  out  in  detail. 
Without  reviewing  the  amounts  in 


these  tables,  item  by  item,  it  may  be 
of  interest  briefly  to  summarize  them 
and  to  generalize  upon  the  results 
secured. 

In  Table  67,  for  three  of  the  four 
groups  of  stores,  when  classified  by 
size,  the  amounts  of  selling  expense 
per  $100  of  total  net  sales  are  lower 
for  stores  which  pay  their  employees 
on  a  straight  salary  basis.*  The  dif- 
ferences in  amounts,  moreover,  can 
hardly  be  attributed  to  the  size  of 
the  stores  involved.  It  will  be  re- 
called, of  course,  that  the  amounts  of 

*  The  averages  which  are  low  are  under- 
lined in  this  and  the  following  tables  re- 
lating to  this  subject. 
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TABLE  69 


AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  EXPENSE  PER  STOCK  TURNOVER, 

FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  METHOD  OF  PAYING 

REGULAR   SALESMEN,    1919 


S»Uir_j  *zj-«r.;«  p*r  tlOO  of  fa 
p*r  Ctock  Turin)  rar 


tf*  $47.4-7 


ATe.-»j»   $22. 60 


selling  expense  per  $100  of  total  net 
sales  increase  as  stores  increase  in 
si2e.  But  the  differences  in  the  size 
of  the  stores  in  these  cases  are  not 
sufficient  to  explain  the  differences  in 
the  amounts. 

When  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  for 
these  stores  are  found  per  stock  turn- 
over, in  two  of  the  groups  the  amounts 
are  lower  for  stores  using  straight  sal- 
aries, and  in  two  they  are  lower  for 
stores  using  salaries  and  commissions. 

"Wlien  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  are 
expressed  in  terms  of  each  $1,000  sold 


per  full-time  sales-person,  as  in 
Table  68,  two  of  the  groups  of  stores 
show  smaller  selling  expense  where 
straight  salaries  predominate  and 
two,  smaller  selling  expense  where 
salaries  and  commissions  are  used. 
The  results  of  this  comparison  are 
negative  as  to  any  effect  which  differ- 
ent methods  of  compensating  em- 
ployees may  have  on  selling  expense. 
In  Tables  69  and  70  the  amounts  of 
selling  expense,  for  stores  classified  as 
in  Tables  67  and  68,  are  shown  in 
terms  of  total  expense  alone,  in  rela- 
tion to  total  expense  per  stock  turn- 
over, and  in  relation  to  total  expense 
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TABLE  70 

AMOUNT   OF   SELLING   EXPENSE   PER   $100   OF  TOTAL  EXPENSE   PER   $1,000   OF   SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY 

METHOD    OF    PAYING    REGULAR    SALESMEN,    1919 


Sailing  Expense  per  JlOO  or   Total  Expense  p 
$1,000  of  Sales  per  P-jll-t!ne  Sales-person 


for  each  $1,000  sold  per  full-time 
sales-person.  Summarizing  these 
tables  briefly,  it  may  be  observed  that, 
in  terms  of  total  expense,  the  amounts 
of  selling  expense  are  lower  for  stores 
using  straight  salaries  in  three  of  the 
groups  classified  by  size.  In  one 
group  an  inverse  condition  obtains. 
When  the  amounts  of  selling  expense 
per  $100  of  total  expense  per  stock 
turnover  are  determined,  two  of  the 
groups  of  stores  show  the  amounts  to 
be  less  when  straight  salaries  are  used 
and  two  groups  show  them  to  be  less 
when  salaries  and  commissions  obtain. 
That  is,  in  terms  of  this  unit  alone 
the  results  are  inconclusive. 


ge  J2.54 


When  the  amounts  of  selling  ex- 
pense per  $100  of  total  expense  are 
shown  for  each  $1,000  sold  per  full- 
time  sales-person,  as  in  Table  70, 
three  of  the  groups  of  stores  show 
the  amounts  to  be  less  when  salaries 
and  commissions  are  employed  and 
one  where  straight  salaries  predom- 
inate. 

From  the  above  tables  the  evidence 
of  a  definite  relation  between  the 
methods  of  compensating  employees 
and  the  amounts  of  selling  expense 
seems  conflicting.  However,  this  is  not 
the  case,  as  is  clear  from  the  following 
summary,  when  all  of  the  group  aver- 
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ages  are  considered  together:*  First, 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  and  per  $100 
of  total  expense  are  lower  where 
straight  salaries  are  used  in  six  out  of 
the  eight  cases.  In  two  instances  the 
amounts  are  lower  where  salaries  and 
commissions  predominate.  Second,  in 
four  cases  out  of  eight  they  are  lower 
for  stores  using  straight  salaries  when 
the  amounts  are  expressed  in  terms  of 
sales  per  turnover  and  total  expense 
per  turnover,  while  in  three  of  the 

*  The  averages  which  are  low  are  under- 
scored in  Tables  67  to  70,  inclusive. 


eight  cases  they  are  lower  for  straight 
salaries  when  the  amounts  are  ex- 
pressed in  terms  of  sales,  and  in  terms 
of  total  expense  per  $1,000  of  sales 
per  full-time  sales-person.  Obviously, 
the  connection  between  the  method  of 
paying  salesmen  and  the  amounts  of 
selling  expense  is  best  measured  in 
terms  of  sales  or  total  expense.  The 
conditions  affecting  turnover  and  the 
amounts  sold  per  sales-person  are  so 
varied  as  to  make  comparisons  in 
such  units  of  comparatively  little  sig- 
nificance in  this  connection.  The 
amounts  are  expressed  in  these  more 


TABLE  71 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 
FOR  STORES  PAYING  OR  NOT  PAYING  A  BONUS  TO  REGULAR  SALES- 
MEN,   CLASSIFIED    BY    STKF.    OF    STORE,    1919 
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refined  units  largely  because  of  the 
value  which  they  may  have  to  the  in- 
dividual merchant  rather  than  be- 
cause of  any  value  which  attaches  to 
them  for  purposes  of  generalization. 
A  distinction  which  has  been  made  be- 
fore between  the  actual  amounts  of 
expenditure  and  the  tendencies  for 
these  amounts  to  increase  or  decrease 
should  be  kept  in  mind. 

The  amounts  of  selling  expense  may 
also  be  compared  for  stores  of  differ- 
ent size  which  pay  or  do  not  pay  their 
employees  bonuses.  Comparisons  from 
this  viewpoint  for  254  stores  are  con- 
tained in  Tables  71  to  74,  inclusive. 


Table  71  shows  the  amounts  of  sell- 
ing expense  per  $100  of  total  net  sales 
and  per  unit  of  sales  per  stock  turn- 
over for  stores  classified  by  size  and 
by  the  use  or  non-use  of  bonuses.  In 
three  of  the  groups  of  stores,  classified 
by  size,  the  amounts  of  selling  expense 
are  lower  where  bonuses  are  not 
used.*  In  one  instance  an  inverse 
condition  holds.  When  the  amounts 
of  selling  expense  are  shown  per  $100 
of  sales  for  each  stock  turnover,  two 
groups  of  the  stores  have  lower 
amounts  of  selling  expense  where 

*  The  averages  which  are  lower  are  under- 
scored in  Tables  71  to  74,  inclusive. 


TABLE  72 

AMOUNT  OP   SELLING  EXPENSE  PER   $100   OF  TOTAL   NET   SALES   AND  PER   $1,000   OP 

SALES  PER  FULL-TIME  SALES-PERSON,  FOR  STORES  PAYING  OR  NOT  PAYING  A 

BONUS  TO  REGULAR  SALESMEN,  CLASSIFIED  BY  SIZE  OF  STORE,  1919 


Classified 

Total 
Ket  Silas 
(In  OOO'i) 


Selling  2xpons«  per  $100  of  Total  Met  S»len  per 
$1,000  of  Sales  per  Pull-tlM  S«le«-per — 


Average  $9. 75 


Average  )0>48 
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TABLE  73 

AMOUNT  OP  SELLING  EXPENSE  PER  $100  OP  TOTAL  EXPENSE  PER  STOCK  TURNOVER, 

FOR  STORES  PAYING  OR  NOT  PAYING  A  BONUS  TO  REGULAR  SALESMEN, 

CLASSIFIED    BY    SIZE    OF    STORE,    1919 


bonuses  are  not  used  and  two  have 
lower  amounts  where  they  are  used. 
That  is,  when  the  amounts  of  selling 
expense  are  expressed  in  the  second 
unit,  there  seems  to  be  no  character- 
istic relationship  between  the  amounts 
of  selling  expense  and  the  use  or  non- 
use  of  bonuses. 

Table  72  shows  the  amounts  of  sell- 
ing expense  for  these  254  stores  ex- 
pressed in  $100  of  sales  per  $1,000 
sold  per  full-time  sales-person.  The 
differences  from  group  to  group,  as 
bonuses  are  used  or  not  used,  are  less 
marked  when  the  amounts  are  ex- 
pressed in  this  unit  than  when  they 


are  given  for  sales  alone,  and  the  di- 
rection of  change  offers  no  basis  for 
generalization. 

In  Table  73  the  amounts  of  selling 
expense  are  shown  for  each  $100  of 
total  expense  for  the  stores  classified 
as  in  Tables  71  and  72.  On  the  whole, 
judging  from  the  amounts  of  selling 
expense  for  stores  of  different  size 
and  the  use  or  non-use  of  bonuses,  it 
seems  that  the  amounts  are  smaller 
for  stores  which  have  no  bonuses. 
This  is  the  condition  in  three  of  the 
four  groups.  "When  the  amounts  of 
selling  expense  are  expressed  in  terms 
of  $100  of  total  expense  per  stock 
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TABLE  74 


AMOUNT  OF  SELLING  EXPENSE   PER  $100   OF   TOTAL  EXPENSE   PER   $1,000   OF   SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  PAYING  OR  NOT  PAYING  A  BONUS 

TO  REGULAR  SALESMEN,  CLASSIFIED  BY   SIZE  OF  STORE,   1919 


Selling  Expense  per  $100  of  Total  Expense  per 
$1,000  of  Sales  per  PuH-tlrce  Sales-pernon 


Average   $47.47 


turnover  the  same  tendency  charac- 
terizes the  groups  of  stores,  all  but 
one  of  them  showing  smaller  amounts 
of  selling  expense,  expressed  in  this 
unit,  where  bonuses  are  not  used. 

In  Table  74  the  amounts  of  selling 
expense  for  the  stores  classified  as  in 
Table  73  are  shown  per  $100  of  total 
expense  per  $1,000  of  sales  per  full- 
time  sales-person.  In  two  of  the 
groups  of  stores  the  amounts  are 
smaller  where  bonuses  are  not  used 
and  in  two,  smaller  where  bonuses 
obtain.  No  generalization  can  be 
made  from  this  table  in  regard  to  the 


effect  of  the  method  of  compensation 
on  selling  expense. 

The  conclusions  from  Tables  73  and 
74  are  not  wholly  negative  if  the  ex- 
perience is  considered  as  a  unit.  If 
the  amounts  of  selling  expense  are  ex- 
pressed first,  in  terms  of  sales,  and 
second,  in  terms  of  total  expense, 
they  are  found,  in  six  out  of  eight 
instances,  to  be  lower  where  no  bon- 
uses are  paid.  Moreover,  in  five  out 
of  eight  cases,  they  are  found  to  be 
lower  where  no  bonuses  obtain,  when 
they  are  expressed  in  sales  per  turn- 
over and  in  total  expense  per  turn- 
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over.  "When  they  are  expressed  in 
terms  of  total  net  sales  and  total  ex- 
pense per  $1,000  sold  per  full-time 
sales-person,  no  significance  can  be 
attached  to  the  differences  according 
to  the  methods  by  which  salesmen  are 
compensated. 

When  Tables  67  to  74,  inclusive, 
are  considered  as  a  unit,  the  evidence 
that  the  amounts  of  selling  expense, 
per  unit  of  sales  and  per  unit  of  total 
expense,  are  lower  where  no  forms  of 
extra  compensation  are  paid  is  cumu- 
lative, inasmuch  as  the  condition 
obtains  in  twelve  of  the  sixteen  cases. 

It  is  not  contended  in  the  above  dis- 
cussion that  the  results  of  this 
analysis  conclusively  show  that  the 
amounts  of  selling  expense  are  lower 
where  neither  commissions  nor 
bonuses  are  paid.  At  best  it  indicates 
the  nature  of  the  weight  of  evidence 
from  the  experience  available.  "With 
another  selection  of  stores  or  addi- 
tional evidence,  the  conclusions  might 
be  different.  The  detail  of  the  tables 
are  incorporated  in  this  study  largely 
because  they  represent  the  informa- 
tion that  was  available,  and  so  far  as 
the  Bureau  knows,  are  the  only  data 
of  this  character  which  have  been  col- 
lected. 

4. — YEARLY  AMOUNTS  OF  SELLING  EX- 
PENSE IN  RELATION  TO  EXPENDI- 
TURES FOR  RENT  AND  TO  INVEST- 
MENTS IN  FIXTURES,  FOR  STORES 
CLASSIFIED  BY  YEARS,  BY  SIZE,  AND 
BY  LOCATION. 

In  the  preceding  sections,  the  stores 
have  been  classified  according  to  con- 


ditions which  seem  to  determine  the 
amounts  of  selling  expense  in  relation 
to  sales  and  to  other  standards.  A 
further  analysis  is  now  made  of  the 
stores  classified  in  a  somewhat  differ- 
ent way.  As  a  working  hypothesis  it 
seemed  certain  that  the  amounts  of 
selling  expense  in  stores  of  different 
size  and  location  would  be  conditioned 
in  part  at  least  by  the  amounts  of 
floor  space  used,  the  expenditures 
made  for  rent  per  square  foot  of  floor 
space,  and  the  amounts  invested  in 
fixtures  per  unit  of  sales  and  per  unit 
of  floor  space.  The  following  tables 
and  the  discussion  concerning  them 
present  the  data  bearing  upon  these 
relationships. 

(1) — YEARLY  AMOUNTS  OF  SELLING 
EXPENSE  IN  RELATION  TO  EXPEN- 
DITURES FOR  RENT  PER  100 
SQUARE  FEET  OF  FLOOR  SPACE. 

The  records  of  303  stores  are  avail- 
able for  the  study  of  the  relationship 
of  selling  expense  to  sales  under  dif- 
ferent conditions  of  space  utilization 
and  expenditures  for  rent.  These 
stores  are  classified  by  size  and  by 
the  size  of  the  city  in  which  they  are 
located. 

A. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net  Sales 
for  Stores  Classified  by  Size, 
1919. 

Addressing  attention  first  to  the 
stores  classified  by  size,  some  interest- 
ing facts  may  be  deduced  from  the 
tables  concerned.  As  the  stores  in- 
crease in  size,  as  shown  in  Table  75, 
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TABLE  75 

AVERAGE  AMOUNT  OF  FLOOR  SPACE  PER  STORE,  FOR  STORES  CLASSIFIED  BY   SIZE  AND 
BY  AMOTJNT  OF  RENT  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,   1919 


Average  Floor  Space  per  Store 

Classified 
Total 
Bet  Bales 

Anount  of 
Rent  per  100 
•q.  ft.  Of 

•amber 
ef 

Total 
Floor 

Per  Cent. 

(la  OOO's) 

Floor  Bpace 

(sq.  ft.) 

Aaoont 
(•q.  ft.) 

Graphlo 
0  90  40  60  60  10O  ISO  140  160  180  200  220  240 

Actual 

total 
(Average  ) 

903 

1,422,359 

4,694 

.^p^p^p^,^,^,^^ 

100.0 

total 

(Average) 

$20  to  $40 
$4O  to  $60 

120 
63 

487,157 
325,  355 

4,060 
5,164 



86.5 

$60  k  over 

86 

400,468 

4,657 

Total 
(Average  ) 

45 

97,716 

2,171 

— 

46.5 

Under  $20 

10 

33,498 

5,560 

Older  $40 

$20  to  $40 
$40  to  $60 
$60  k  over 

25 
7 
3 

46,871 
13,739 
3,608 

1,876 
1,963 
1,203 

~ 

40*0 
41.6 
26.6 

Total 
(Average  ) 

113 

347,999 

3,080 

— 

65.6 

16 

94,172 

$40  to  tBO 

$20  to  $40 

$40  to  $60 
$60  &  over 

48 
23 
26 

140,326 
62,909 

50,582 

2,923 
2,735 
1,946 

= 

62.5 

56.  S 
41.5 

Total 

102 

511,239 

5,012 



}'0  to  $180 

$20  to  $40 

41 

240,855 

5,876 

$60  fc  over 

32 

120,552 

3,767 

_. 

60.3 

Total 

43 

Under  *2O 

(180  fc  over 

$40  to  $60 

10 

$6O  I  ever 

25 

825,716 

9,029 

192.4 

Average  4,694 


Full  length  not  shown 
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the  amounts  of  floor  space*  used  per 
store  increase.  The  average  amount 
in  square  feet  for  the  stores  having 
annual  sales  under  $40,000  is  2,171 ; 
for  those  with  annual  sales  of  $40,000 
to  $80,000  it  is  3,080 ;  for  those  with 
annual  sales  of  $80,000  to  $180,000  it 
is  5,012;  and  for  those  with  annual 
sales  of  $180,000  and  over,  10,823. 
For  a  given  amount  of  sales  the  floor 
space  used  decreases  as  the  amounts 
of  rent  paid  per  100  square  feet  of 
floor  space  increase. 

It  may  be  of  interest  to  point  out, 
for  a  given  group  of  stores,  the  de- 
tailed conditions  having  to  do  with 
the  floor  space  used  per  store,  the 
amount  of  floor  space  used  per  $100 
of  total  net  sales,  and  the  correspond- 
ing amounts  of  selling  expense  per 
$100  of  total  net  sales.  For  this  pur- 
pose, 113  stores  having  annual  sales 
of  $40,000  to  $80,000  will  be  used. 
The  average  amount  of  floor  space 
for  these  stores  is  3,080  square  feet. 
The  average  amount  per  $100  of  total 
net  sales  is  5.35  square  feet  (Table 
76),  and  the  selling  expense  per  $100 
of  total  net  sales,  $7.13  (Table  77). 
As  the  amounts  of  rent  paid  per  100 
square  feet  of  floor  space  in  these 
stores  increase,  as  shown  in  Table  75, 
the  average  amounts  of  floor  space 
decrease ;  the  amount  for  those  which 
pay  less  than  $20  per  100  square  feet 
of  floor  space  being  5,886  square  feet, 
and  for  those  which  pay  $60  and  over 
for  the  same  amount  of  space,  1,946. 
Moreover,  as  the  amounts  of  rent  paid 

*  The  total  floor  space,  rather  than  that 
used  for  selling  alone,  is  the  area  used  in 
this  and  the  following  ratios. 


per  100  square  feet  of  floor  space  in- 
crease, as  shown  in  Table  76,  the 
amounts  of  floor  space  used  per  $100 
of  total  net  sales  decrease.  For  the 
stores  paying  less  than  $20  per  100 
square  feet  of  floor  space,  the  amount 
is  9.93  square  feet,  and  for  those 
spending  $60  and  over  for  the  same 
amount  of  space  it  is  3.28.  That  is, 
the  more  valuable  the  space,  as 
evidenced  in  the  rent  paid  per  100 
square  feet  of  floor  space,  the  smaller 
is  the  space  used  in  relation  to  the 
sales.  However,  when  the  same  group 
of  stores  is  studied  from  the  point  of 
view  of  selling  expense  per  $100  of 
total  net  sales,  as  in  Table  77,  the 
amounts  are  found  generally  to  in- 
crease as  the  amounts  of  rent  paid 
per  100  square  feet  of  floor  space  in- 
crease. The  average  for  the  entire 
group  is  $7.13.  For  the  stores  paying 
less  than  $20  in  rent  per  100  square 
feet  of  floor  space  the  amount  is  $6.63, 
and  for  those  spending  $60  and  over, 
$8.44.  If  the  tendencies  are  summar- 
ized for  this  group  of  stores,  it  is 
found  that  the  amounts  of  floor  space 
per  store  and  the  amounts  of  floor 
space  per  $100  of  total  net  sales  de- 
crease, while  the  amounts  of  selling 
expense  per  $100  of  total  net  sales  in- 
crease as  the  amounts  of  rent  per  100 
square  feet  of  floor  space  increase. 

These  conditions,  as  noted,  refer 
alone  to  one  group  of  stores.  An  in- 
spection of  Tables  75,  76,  and  77  will 
show  how  nearly  the  conditions  are 
duplicated  for  the  various  groups. 

Reserving  for  the  moment  further 
consideration  of  Tables  76  and  77,  the 
reader's  attention  is  called  to  Tables 
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TABLE  76 


TOTAL  NET  SALES,  FLOOR  SPACE,  AND  AMOUNT  OF  FLOOR  SPACE  PER  $100  OF  TOTAL 

NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  RENT 

PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 


Floor  Space  per  $100  of  Total  Bet  Salea 

Total 

K»t  Bales 

Rant  par  100 

an.  ft.  of 

Sunber 
of 

Total 
Sat  Salaa 

Floor 
3p»ca 

far  Cent. 

Floor  Space 

<aq.  ft.) 

Amount 
(aq.  ft.) 

Oraphlo 
j>  20  40  6Q  89  100  120  14.0  160  ISO  2qO  22.0  240  260 

Actual 

Total 

100.0 

Under  $20 

M 

3,912,144 

209,399 

5.96 

(Averaga) 

$20  to  $40 

120 

151.7 

$40  to  $60 

63 

$60  t  over 

88 

14,574,628 

400,453 

8.7S 

-  

70.0 

Total 

45 

uadar  $20 

10 

- 

Cndor  {-10 

$20  to  $40 

23 

' 

$40  to  $60 

$60  ft  over 

3 

113,728 

3,608 

3.17 

*—aau—a 

eo.7 

Total 
(Average  ) 

113 

6,500,336 

347,998 

8.35 

136.1 

Under  $20 

16 

948,323 

94,172 

9.93 

$40  to  $80 

$20  to  $40 

$40  to  $60 

$60  ft  over 

26 

1,541,617 

50,592 

3.28 

—  — 

83*5 

total 
(Average  ) 

102 

11,966,362 

311,238 

4.27 



106.7 

Cbder  $20 

6 

Sao  to  $180 

$20  to  $40 

41 

$40  to  $60 
$60  ft  over 

23 
12 

8,707,  107 
3,935,193 

105,123 
120,552 

9.88 
3.06 

—  — 

96.7 

77.  9 

Total 

(Average  ) 

'    ' 

' 

$180  ft  orer 

Under  $20 

2 

1,587,302 

37,020 

8.33 

S9.3 

$40  to  $60 
$60  ft  over 

10 
25 

4,363,274 
6,904,008 

143,564 

225,716 

3.29 
2.S1 

— 

as.7 

63.9 

Poll  length  not  shown 


78  to  80,  inclusive,  where  the  same 
stores  are  classified  by  the  amounts 
of  rent  paid  per  100  square  feet  of 
floor  space  and  by  size.  In  order  to 
illustrate  the  significance  of  these 
tables,  a  group  of  stores  paying  be- 
tween $20  and  $40  in  rent  per  100 
square  feet  of  floor  space,  but  having 


different  annual  sales,  are  selected. 
In  Table  78,  with  120  stores  involved, 
the  average  amount  of  floor  space  used 
was  4,060  square  feeet.  As  the  stores 
increase  in  size  the  amounts  used  in- 
crease rapidly  from  1,876,  for  those 
with  sales  of  less  than  $40,000,  to 
9,851  for  those  with  sales  of  $180,000 
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and  over.  When,  for  the  same  group 
of  stores,  the  amounts  of  floor  space 
per  $100  of  total  net  sales  are  deter- 
mined, as  in  Table  79,  an  inverse  con- 
dition holds.  The  average  amount 
of  floor  space  per  $100  of  total  net 
sales  is  5.15  square  feet.  For  the 
stores  with  sales  under  $40,000  it  is 
5.87,  and  for  those  with  sales  of  $180,- 
000  and  over,  4.31.  That  is,  the  stores 


selling  most  goods  require  least  space 
in  terms  of  sales  made. 

The  foregoing  details,  however,  re- 
fer solely  to  the  amounts  of  floor 
space  used  and  the  amounts  required 
for  each  $100  of  sales.  When  the 
amounts  of  selling  expense  per  $100 
of  sales  for  this  class  of  stores,  dis- 
tributed by  size,  are  determined  as  in 
Table  80,  the  average  is  $8.17.  Those 


TABLE  77 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  SALES  PER  SQUARE 

FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  RENT  PER  100   SQUARE  FEET  OF   FLOOR  SPACE,    1919 
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TABLE  78 

AVERAGE  AMOUNT  OF  FLOOR  SPACE  PER  STORE,   FOR  STORES   CLASSIFIED  BY   AMOUNT 

OF    RENT   PER    100    SQUARE   FEET   OF    FLOOR    SPACE    AND 

BY    SIZE    OF    STORE,    1919 


Average  Floor  Space  per  Store 

Amount  of 
Rpnt  per  100 

Classified 
Total 

Number 
of 

Total 
Floor 

Per  Cent. 

Floor  Space 

(In  000"  a) 

Stores 

(«q?  ft.) 

Amount 
(sq.  ft.) 

Graphic 
3  20   40   60  80  100  120  140  160  180  200  E20  240 

Actual 

Tjtal 
(Average) 

50$ 

1,422,559 

4,694 

1 

100.0 

Total 
(Average) 

Under  $40 
$40  to  $80 
$80  to  $180 

45 

115 
102 

97,716 
547,  999 

511,259 

2,171 
3,080 

5.C12 

^_ 

46.5 
65.6 
106.8 

Total 

(Average  ) 

Under  $20 

Under  $40 

10 

55,498 

3,550 

wmwmmmmm 

71.4 

$40  to   80 

* 

$80  to 

' 

f 

flBO  t  over 

• 

Total 
(Average  ) 

120 

487,157 

4,060 

—  ' 

66.5 

$20  to  $-40 

Under  $40 
$40  to  $80 

25 
48 

46,871 
140,526 

1,876 
2,923 

— 

40.0 
62.5 
125.2 

209.9 

9,8 

Total 

_      „ 

110.0 

(Average  ) 

* 

$40  to  (CO 

Under  $40 
$40  to  $60 

7 

25 

15,759 
62,909 

1,965 
2,755 

— 

41.8 
58.3 
97.4 

' 

SO  "5.8* 

Total 

99.2 

(Average  ) 

* 

* 

$60  k  over 

Under  $40 
$40  to  $80 

S 
26 

3,608 
50.593 

1,203 
1,946 

25.6 
41.5 

80.3 

$180  &  over 

25 

225,716 

9,029 

192.4 

Average  4,694 


Full  length 'not 
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which  sell  least  have  an  average  sell- 
ing expense  of  $5.80,  and  those  which 
sell  most  have  a  selling  expense  of 
$8.94.  That  is,  the  tendency,  with  a 
single  exception,  is  for  the  amounts 
to  increase  as  the  stores  increase  in 
size.  The  conditions  observed  for  this 
single  group  of  stores,  classified  by 
the  amount  of  rent  paid  per  100 
square  feet  of  floor  space,  also  char- 
acterize all  the  stores  when  they  are 
classified  into  groups  by  size.  How 
nearly  the  conditions  are  duplicated 
for  the  different  groups  may  be 
observed  by  comparing  the  detail  in 
Table  80. 

The  full  meaning,  however,  of 
Tables  76  to  80,  inclusive,  has  not 
been  brought  out  in  the  foregoing 
summary  and  it  is  necessary  to  con- 
sider further  certain  of  the  details. 

From  Table  76  it  will  be  observed 
that  the  larger  the  store  in  terms  of 
sales,  the  smaller  the  floor  space  re- 
quired per  $100  of  sales.  For  those 
selling  least  —  under  $40,000  —  the 
amount  is  6.98  square  feet,  and  for 
those  selling  most — $180,000  and  over 
— the  amount  is  2.85.  Between  these 
limits,  the  amounts  decrease  as  the 
stores  increase  in  size.  However,  as 
is  shown  in  Table  77,  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  increase  as  the  stores  increase  in 
size.  This  is  in  keeping  with  the  con- 
clusions previously  reached  at  vari- 
ous places.  When  the  selling  expense 
per  $100  of  total  net  sales  is  deter- 
mined for  the  amount  sold  per  square 
foot  of  floor  space,*  as  in  the  columns 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  25. 


in  Table  77  bearing  this  captain,  it 
will  be  seen  that,  as  the  stores  in- 
crease in  size,  there  is  a  tendency  for 
the  amounts  to  decrease.  That  is,  a 
relationship  inverse  to  that  found  for 
selling  expense  in  terms  of  sales  alone, 
characterizes  the  stores.  Moreover,  a 
similar  inverse  relationship  holds 
within  each  size-group  in  relation  to 
the  rent  paid  per  100  square  feet  of 
floor  space.  To  illustrate  this  inverse 
tendency,  stores  with  annual  sales  of 
$40,000  to  $80,000  may  again  be 
chosen.  It  costs  in  selling  expense 
per  $100  of  total  net  sales,  on  the 
average,  for  this  group,  $7.13.  The 
amounts  increase  as  the  stores  in- 
crease their  rent  payment  per  square 
foot.  When  the  amounts  of  selling 
expense  per  $100  of  total  net  sales 
are  shown  for  the  amounts  sold  per 
square  foot  of  floor  space,  the  average 
becomes  $0.38.  The  amounts,  how- 
ever, measured  in  this  unit,  decrease 
as  the  stores  increase  their  rent 
payments  per  unit  of  space.  This 
seems  to  show  that  high  rental  is 
expensive  in  terms  of  selling  expense 
per  $100  of  sales,  but  cheap  in  terms 
of  selling  expense  per  $100  of  total 
net  sales  for  the  amount  sold  per 
square  foot  on  this  space.  In  other 
words,  the  sales  are  enough  larger  on 
the  high  rental,  as  compared  with 
those  on  the  low  rental  space,  to  con- 
vert high  selling  expense  in  terms  of 
sales  to  low  selling  expense  in  terms 
of  sales  per  amount  sold  for  each 
square  foot. 

For  purposes  of  illustration,  stores 
with  sales  of  $40,000  to  $80,000  were 
used,  but  any  of  the  groups  might 
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TABLE  79 

TOTAL  NET  SALES,  FLOOR  SPACE,  AND  AMOUNT  OF  FLOOR  SPACE  PER  $100  OF  TOTAL 

NET  SALES,  FOR  STORES  CLASSIFIED  BY  AMOUNT  OF  RENT  PER  100 

SQUARE  FEET  OF  FLOOR  SPACE  AND  BY  SIZE  OF  STORE,  1919 
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have  been  studied  with  similar  re- 
sults. It  is  worth  while  for  the  reader 
to  study  the  detail  of  Table  77,  more 
particularly  those  showing  the  selling 
expense  in  terms  of  the  extent  to 
which  the  space  is  used. 

It  is  also  of  interest  to  consider 


further  than  has  been  done  in  the 
preceding  statement,  the  details  of 
Tables  79  and  80.  In  Table  79  the 
amounts  of  floor  space  required  per 
$100  of  total  net  sales  decrease  as  the 
amounts  of  rent  paid  per  100  square 
feet  of  floor  space  increase.  For  the 
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stores  paying  less  than  $20  per  100 
square  feet  of  floor  space,  the  amount 
of  floor  space  required  for  each  $100 
of  total  net  sales  is  5.96  square  feet, 
and  from  this  as  a  maximum  the 
amounts  decrease  to  5.15,  \vhen  $20  to 
$40  are  paid  in  rent  per  100  square 
feet  of  floor  space,  and  to  3.76  and 
2.75,  respectively,  -when  the  amounts 
of  rent  per  100  square  feet  of  floor 


space  are  $40  to  $60,  and  $60  and 
over.  Moreover,  for  stores  with  a 
given  amount  of  rent  per  100  square 
feet  of  floor  space,  the  amounts  of 
floor  space  required  for  each  amount 
of  sales  decreases  as  the  stores  in- 
crease in  size. 

Table  80  shows  for  stores  classified 
by  the  amounts  paid  for  rent  per  100 
square  feet  of  floor  space  and  by  size, 


TABLE  80 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  SALES  PER  SQUARE 

FOOT    OF    FLOOR    SPACE.    FOR    STORES    CLASSIFIED    BY    AMOUNT    OF 

RENT    PER    100    SQUARE    FEET    OF    FLOOR    SPACE 

AND  BY  SIZE  OF  STORE,  1919 
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the  amounts  of  selling  expense  ex- 
pressed first,  in  terms  of  sales,  and 
second,  in  terms  of  sales  for  the 
amount  sold  per  square  foot  of  floor 
space.  When  the  stores  are  grouped 
without  regard  to  size,  the  amounts 
of  selling  expense  on  the  whole  tend 
neither  to  increase  nor  to  decrease 
consistently  as  the  amounts  of  rent 
paid  per  100  square  feet  of  floor  space 
increase.  When  the  stores  with  a 
given  amount  of  rental  are  classified 
by  size,  however,  the  amounts  clearly 
increase  for  each  group  and  for  the 
total.  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  for  the 
amount  sold  per  square  foot  of  floor 
space,  however,  decrease  as  the 
amounts  of  rent  paid  per  100  square 
feet  of  floor  space  increase,  and  they 
also  tend  to  decrease  with  a  given 
amount  of  rent  paid  as  the  stores  in- 
crease in  size.  That  is,  with  a  given 
rent  the  stores  which  have  high  sell- 
ing expense  per  $100  of  total  net 
sales  have  relatively  low  selling  ex- 
pense in  terms  of  sales  for  the  amount 
sold  on  each  square  foot  of  space  used. 

Tables  77  and  80  deserve  more  at- 
tention than  can  be  devoted  to  them  at 
this  place.  Moreover,  the  discussion 
in  Volumes  II  and  VI  of  the  Bureau 's 
study  of  Costs,  Merchandising  Prac- 
tices, Advertising  and  Sales  in  the 
Retail  Distribution  of  Clothing, 
which  relate,  respectively,  to  the 
amounts  of  rent  and  to  floor  space, 
should  be  considered  in  connection 
with  this  topic. 

Two  types  of  facts  to  which  atten- 
tion has  been  called  at  various  places 
in  the  discussion  result  from  an 


analysis  of  these  tables.  The  tables 
show  first,  the  actual  amounts  of  floor 
space  used  in  terms  of  sales,  and  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  and  per  $100  of  total 
net  sales  for  the  amount  sold  per  100 
square  feet  of  floor  space  for  stores 
classified  by  size  and  by  expenditures 
for  rent.  Second,  they  show  the  re- 
lationships of  these  amounts  under 
the  conditions  established.  That  is, 
both  standards  of  expense  distribu- 
tion and  tendencies  for  these 
standards  to  vary  are  determined. 

B. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  for  Stores  Classified  by 
Size  of  City  in  Which  Located* 
1919. 

The  amount  paid  for  rent  is  obvi- 
ously determined  largely  by  the  size 
of  the  city,  the  type  of  the  building 
used,  the  location,  and  other  consid- 
erations, attention  to  which  is  given 
in  Volume  II  of  the  Bureau's  study 
of  Costs,  Merchandising  Practices, 
Advertising  and  Sales  in  the  Retail 
Distribution  of  Clothing.  It  is  un- 
necessary to  repeat  what  is  said  there 
or  to  duplicate  the  tables.  Because 
of  the  relation  of  store  rent  to  size 
of  city,  it  is  thought  worth  while,  in 
the  analysis  of  selling  expense,  for 
stores  paying  different  amounts  of 
rent  per  100  square  feet  of  floor  space, 
to  classify  them  according  to  their 
city  location.  This  is  done  for  303 
stores  in  Tables  81  and  82  in  which 
two  city-groups  are  used — those  with 

*  Population  figures  are  for  1920. 
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population   under  40,000   and   those 
with  population  of  40,000  and  over. 

The  225  stores  shown  in  Table  81, 
located  in  the  small  cities,  utilized, 
on  the  average,  3,828  square  feet  of 
floor  space,  while  the  78  in  the  large 
cities  utilized  7,194.  In  terms  of  $100 
of  sales,  however,  the  stores  in  the 
small  cities  used  4.79  square  feet  and 
those  in  the  large  cities,  3.08.  Within 
each  city-group,  both  the  amounts  of 
floor  space  per  store  and  the  amounts 
of  floor  space  per  $100  of  total  net 
sales  decrease  as  the  amounts  of  rent 
paid  per  100  square  feet  of  floor  space 


increase.  That  is,  the  condition  with- 
in the  city-groups  is  not  different  from 
that  for  the  stores  when  no  distinction 
is  made  according  to  location. 

Table  82  shows  that  in  the  225 
stores  located  in  the  small  cities  it 
cost,  on  the  average,  $8.29  to  sell  $100 
worth  of  goods.  For  the  stores  in  the 
large  cities  the  corresponding  amount 
was  $11.56.  That  is,  it  costs  $3.27 
more  on  the  average  in  the  large  than 
in  the  small  cities.  However,  when 
the  amounts  of  selling  expense  for  the 
stores  in  the  two  city-groups  are  ex- 
pressed in  terms  of  sales  for  the 


TABLE  81 

TOTAL  NET  SALES,  TOTAL  FLOOR  SPACE,  AND  AMOUNT  OF  FLOOR  SPACE  PER  $100 

OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY 

AMOUNT  OF  RENT  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 
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amounts  sold  per  square  foot  of  floor 
space,  the  disadvantage  accompany- 
ing the  stores  in  the  large  cities  is 
converted  into  an  advantage,  the 
amounts  for  the  stores  in  the  small 
and  the  large  cities  being,  respec- 
tively, $0.40  and  $0.36.  While  there 
is  a  general  tendency  for  the  selling 
expenses  per  $100  of  total  net  sales, 
for  the  stores  in  the  two  groups  of 
cities,  to  increase  as  the  amounts  of 
rent  paid  per  100  square  feet  of  floor 
space  increase,  an  inverse  tendency 
holds  when  the  selling  expenses  are 
expressed  in  terms  of  sales  for  the 
amount  sold  per  square  foot  of  floor 
space.  For  the  stores  in  the  small 
cities  which  paid  less  than  $20  in 


rent  per  100  square  feet  of  floor  space, 
the  selling  expense,  in  the  more  re- 
fined unit,  is  $0.68,  and  from  this  as 
a  maximum  it  decreases  to  $0.26  for 
the  stores  paying  $60  and  over  in 
rent.  A  similar,  but  less  certain  ten- 
dency characterizes  the  selling  ex- 
pense, similarly  expressed,  of  the 
stores  in  the  large  cities.  It  is  un- 
necessary to  comment  further  on 
Tables  81  and  82.  The  reader's  at- 
tention is  called  to  similar  tendencies 
as  shown  in  Tables  76  and  77  and  to 
that  part  of  Casts,  Merchandising 
Practices,  Advertising  and  Sales  in 
the  Retail  Distribution  of  Clothing 
which  deals  with  the  effect  of  loca- 
tion on  rent. 


TABLE  82 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  SALES  PER  SQUARE 

FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY 

AMOUNT  OF  RENT  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 


Selling  Bxp«n*e  par  $100  of  Total  Ret  Salei  p«r 

Salos  per  bnare  Foot  of  Tloar  Sntoa 
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C. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Set 
Sates  for  Stores  Classified  by 
Size  and  by  Size  of  City  in  Which 
Located*  1919. 

In  the  discussion  of  Tables  81  and 
82  of  the  relation  of  the  amounts  of 
selling  expense  per  $100  of  sales  to 
expenditures   for   rent    per   unit   of 
floor  space,  no  distinction  was  made 
for    stores    of    different    size.    The 
Bureau 's  study  referred  to  above  and 
the  discussion  on  pages  127  to  138  of 
this  volume   show   conclusively   that 
both  the  size  of  store  and  the  size  of 
the    city    in    which    the    stores    are 
located  are  important  factors  in  de- 
termining the  rent  paid  per  square 
foot  of  floor  space.    In  keeping  with 
this  finding  it  has  been  thought  worth- 
while to  study  in  detail  the  opera- 
tions of  87  stores  with  annual  sales 
between  $40,000  and  $80,000  in  1919 
and  located  in  cities  with  population 
under  40,000,  classified  according  to 
the   amount    of   rent    paid   per   100 
square  feet  of  floor  space.     This  is 
done  for  two  reasons :  First,  to  estab- 
lish expense  and  operation  standards 
and  second,  to  determine  the  direction 
of  change  in  these  standards  in  stores 
according  to  their  rental  expenditures 
and  locations.    The  stores  are  so  clas- 
sified in  Table  83. 

It  is  necessary  to  remind  the  reader 
that  it  is  not  contended  that  the  dif- 
ferent conditions  of  operation  neces- 
sarily stand  in  the  relation  of  cause 
and  effect.  To  establish  conclusively 
a  causal  connection,  would  obviously 

*  Population  figures  are  for  1920. 


require  a  more  elaborate  analysis  than 
that  which  is  made.  It  is  of  interest, 
however,  to  observe  the  association 
between  the  different  amounts  of  ex- 
penditure and  the  operating  condi- 
tions for  the  stores  classified  in  this 
way,  inasmuch  as  the  merchant  who 
desires  may  compare  the  results  of  his 
own  operations  with  those  here  set 
out  when  the  conditions  are  dupli- 
cated. 

It  is  sufficient  in  explanation  of 
this  table  to  call  attention  briefly 
under  specific  headings  to  certain 
tendencies  shown.  As  the  amounts  of 
rent  paid  per  100  square  feet  of  floor 
space  increase, 

1.  The  amounts  of  floor  space  per 
store  decrease. 

2.  The  amounts  of  floor  space  per 
$100  of  total  net  sales  decrease. 

3.  The  rent  paid  per  $100  of  total 
net  sales  increases. 

4.  The  sales  per  store  remain  essen- 
tially constant. 

5.  The  sales  per  100  square  feet  of 
floor  space  increase. 

6.  The    sales    per   sales-person    de- 
crease. 

7.  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  in- 
crease. 

8.  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  per 
stock  turnover  increase. 

9.  The  amounts  of  selling  expense 
per  $100  of  total  net  sales  per 
$1,000  sold  per  person  increase 
with  a  single  exception. 

10.    The  amounts  of  selling  expense 
per  $100  of  sales  per  amount  sold 
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per  square  foot  of  floor  space  de- 
crease. 

11.  The  amounts  of  total  expense  per 
$100  of  total  net  sales  increase. 

12.  The  rates  of  stock  turnover  on 
the  whole  decrease,  although  the 
tendency,    in    some    respects,    is 
uncertain. 

13.  The  amounts  of  gross  margin  per 
$100  of  total  net  sales  generally 
decrease. 


feet  increases.  This  holds  for 
all  stores  and  for  stores  clas- 
sified by  size. 

(2).  The  higher  the  rent,  the 
smaller  is  the  amount  of  floor 
space  used  for  each  $100  of 
sales  by  stores  of  a  given  size 
as  well  as  by  all  stores. 

(3).  For  stores  of  a  given  size, 
the  amounts  of  selling  expense 


TABLE  83 

RATIOS  OF  OPERATION  IN  STORES  HAVING  SALES  FROM  $40,000   TO  $80,000,  LOCATED 

IN  CITIES  WITH  POPULATION  UNDER  40,000  AND  CLASSIFIED  BY  AMOUNTS 

OF  RENT  PAID  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,   1919 
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14.  The  amounts  of  net  profit  per 
$100  of  total  net  sales  decrease. 

15.  The  amounts  of  net  profit  per 
store  decrease. 

The  amounts  of  expense  items  and 
the  ratios  of  operation  for  these  stores, 
as  well  as  the  certainty  or  uncertainty 
for  the  amounts  to  increase  or  de- 
crease, may  be  observed  by  consulting 
the  table. 

D. — Summary. 

(1).  The  average  amounts  of  floor 
space  used  per  store  decrease 
as  the  rent  per  100  square 


per  $100  of  total  net  sales  in- 
crease, and  the  amounts  in 
terms  of  sales  for  each  square 
foot  decrease,  as  the  rent  per 
square  foot  of  floor  space  in- 
creases. 

(4) .  For  stores  with  a  given  rental 
per  square  foot,  the  amounts 
of  selling  expense  per  $100  of 
total  net  sales  increase,  while 
in  terms  of  $100  sales  for  the 
amount  sold  per  square  foot, 
they  decrease  as  the  stores  in- 
crease in  size. 
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(5\  For  stores  with  a  given 
amount  of  rent  per  square 
foot  of  floor  space,  when  con- 
sidered without  regard  to  the 
size  of  store,  selling  expenses, 
in  terms  of  sales  are  higher 
for  stores  in  large  than  for 
stores  in  small  cities. 

(2) — YEARLY  AMOUNTS  OF  SELLING 
EXPENSE  IN  RELATION  TO  INVEST- 
MENTS IN  FIXTURES  PER  $100  OF 
TOTAL  NET  SALES. 

Another  method  of  analyzing  the 
amounts  of  selling  expense  for  stores 
under  different  conditions  of  opera- 
tion consists  in  classifying  the  stores 
according  to  their  investments  in  fix- 
tures. These  investments,  moreover, 
may  be  expressed  in  terms  of  sales 
and  in  terms  of  square  feet  of  floor 
space.  The  present  discussion  has  to 
do  with  the  selling  expense  of  a  group 
of  identical  stores  from  year  to  year 
and  with  a  somewhat  larger  number 
of  stores  for  1919,  when  they  are 
studied  from  the  point  of  view  of  the 
amount  invested  in  fixtures  per  $100 
of  total  net  sales. 

A. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Ex- 
pense, 1919, 1918,  and  1914. 

For  a  year-to-year  comparison  of 
selling  expense  per  $100  of  total  net 
sales,  for  stores  with  different  amounts 
invested  in  fixtures  in  relation  to 
sales,  the  records  of  135  stores  are 
available  for  1914,  1918,  and  1919. 
For  these  stores,  considered  as  a 


whole,  the  amounts  decreased  between 
1914  and  1918,  and  1918  and  1919, 
as  shown  in  Table  84.  Moreover,  the 
amounts  decrease  from  year  to  year 
for  each  group  of  stores  when  clas- 
sified by  the  amount  invested  in  fix- 
tures in  relation  to  sales.  When  the 
stores  in  each  year  are  classified  in 
this  manner,  there  is  a  general  but 
not  uniform  tendency  for  the  amounts 
in  terms  of  sales  to  increase  as 
investments  in  fixtures  increase. 
Whether  this  may  be  attributed  to 
the  amount  of  the  fixture  investment 
or  to  the  size  of  the  store,  or  to  some 
other  factor,  will  be  considered  later. 
"When  the  same  group  of  stores  is 
classified  for  each  year  and  for  the 
combined  years  according  to  the 
amount  of  selling  expense  per  $100 
of  total  net  sales,  and  the  amounts 
invested  in  fixtures  per  $100  of  total 
net  sales  are  determined  for  each 
group,  as  in  Table  85,  it  is  found 
that  they  decreased  between  1914  and 

1918,  and  1918  and  1919.     In  1914, 
the  average  amount  invested  in  fix- 
tures per  $100  of  total  net  sales  was 
$6.61,  in  1918  it  was  $4.65,  and  in 

1919,  $3.90.    For  the  combined  years, 
the    average    is    $4.70.     Similar    de- 
creases occur  from  year  to  year  for 
each  group  of  stores  when  classified 
according  to  the  amounts  of  selling 
expense  per  $100  of  total  net  sales. 
Accordingly,    it    follows    that    from 
year  to  year  sales  increased  faster  in 
all  the  stores  and  in  each  group,  when 
classified  by  amounts  of  selling  ex- 
pense, than  did  investments  in  fix- 
tures. 

When  the  stores  are  classified  in 
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TABLE  84 


TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT   OF  SELLING  EXPENSE  PEK  $100 

OF  TOTAL  NET  SALES,  FOR  135  IDENTICAL  STORES  CLASSIFIED   BY  AMOUNT  OF 

FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


.  Amount  of 
Fixture  Account 

per  t'100  of 
Total  Net  Sales 


Number 

or 

Store - 
years 


Total 
net  Sales 


Total 
Selling 

Expense 


Selling  Expense  per  $100  of  Total  Net  Salea 


Graphic 
0  20  40  60  80  100  120 


Total 
(Average ) 


1919 


1913 


1914 


Total 
(Average ) 


405 


{40,576,908 


$4,428,098 


Under  $2 
*2  to  *4 
|4  to  *6 

$6  &  over 


72 
131 
86 

116 


8,020,930 
10,428,302 

7,841,233 
14,286,443 


832,922 

985,648 

798,319 

1,811,209 


Total 
(Average) 


18,919,233 


1,992,310 


Under  $2 
(2  to  |4 
|4  to  *6 

$6  fc  over 


38 
51 
23 
23 


5,228,703 
4,897,266 
3,173,841 
C, 619, 423 


535,232 
428,443 
326,474 
702,161 


Total 
(Average ) 


13,360,145 


1,473,360 


Under  $2 
$2  to  $4 
*4  to  *6 

(6  k  over 


20 
45 
34 
36 


2,163,476 
3,706,654 
2,807,944 
4,682,071 


244,748 
370,532 
267,521 
590,559 


Total 
(Average ) 


8,297,530 


962,428 


Under  $2 
t2  to  «4 
$4  to  (6 
$6  &  over 


14 
35 
29 
67 


628,751 
1,824,382 
1,859,448 
3,984,949 


52, 942 
186,673 
204,324 

518,489 


100.0 

95.2 

86.6 

93.3 

116.2 

96.5 

93.9 
80.2 
94.3 
114.6 


101.1 

103.7 
91.7 
87.4 

113.6 


106.3 

'         -i=a 

77.2 

93.3 

100.7 

119.2 


Average  $10.91 


each  year  according  to  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales,  the  corresponding  amounts 
of  fixture  investments,  similarly  meas- 
ured, increase  as  the  amounts  of  sell- 
ing expense  increase.  That  is,  the 
stores  having  large  selling  expense  in 
relation  to  sales  also  have  large  in- 


vestments in  fixtures,  similarly  meas- 
ured. 

It  is  of  interest,  when  the  135  stores 
are  classified  according  to  their  in- 
vestment in  fixtures,  to  express  the 
amounts  of  selling  expense  in  terms 
of  total  expense.  This  is  done  in 
Table  86.  From  year  to  year,  the 
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amounts  of  selling  expense  constitute 
increasing  proportions  of  total  ex- 
pense. In  1914,  $49.11  out  of  every 
$100  of  total  expense  was  due  to  sell- 
ing, in  1918  the  amount  was  $50.35, 
and  in  1919,  $51.63.  For  the  com- 
bined years  the  average  amount  was 
$50.63.  Similar  increases  from  year 
to  year,  with  some  rather  large  irreg- 
ularities, moreover,  characterize  each 
group  of  stores  when  classified  by  the 
amounts  of  fixture  investment  in  re- 
lation to  sales.  How  nearly  this  is 
true  may  be  observed  by  consulting 
Table  86. 


When  the  stores  in  each  of  the 
years  are  classified  by  the  amounts 
invested  in  fixtures  per  $100  of  total 
net  sales,  there  seems  to  be  no  un- 
mistakable direction  of  change  from 
group  to  group  in  the  relation  of  sell- 
ing expense  to  total  expense.  Pre- 
sumably, factors  other  than  the 
amounts  invested  in  fixtures  help  to 
determine  the  relation  between  the 
total  expense  and  its  constituent  ele- 
ment, selling  expense.  Further  con- 
sideration is  given  to  this  topic  when 
the  same  stores  are  classified  accord- 
ing to  size. 


TABLE  85 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  IDENTICAL  STORES   CLASSIFIED  BY  AMOUNT  OF 

SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


Years 

Amount  of 
Selling 
£xj«r.«a 
per  $100  Of 
Total 
Hat  Sales 

Ifuniser 
of 
Store- 
yeari 

Total 
Bet  Stlai 

Aaount  of 

Fixture 
Account 

Anocnt  of  Fixture  Aeeount  per  $100  of 
total  Net  Sale* 

Aaouct 

i 

Per  Cent. 

Qraphlo 
)     20     40      60     80   100   120  140   160  130  2O( 

Actual 

Total 
(Average  ) 

405 

$40,576,908 

$1,908,079 

fc.TO 

F=~ 

100.0 

74.3 
98.8 

120.6 

89.0 

Total 
(Average) 

Shier  $6 
$6  to   $12 
$12  4  over 

87 
219 
99 

4,077,823 

24,012,511 
12,486,574 

142,121 
1,058,434 
707.,  524 

3.49 

1919 

Total 
(Average  ) 

135 

13,919,233 

733,774 

3.90 

— 

Tfc^jtl"    $£ 

$6  to   $12 
$12  4  over 

M 
69 
30 

2,251,346 
11,  232,  916 
5,384,971 

66,112 

450,815 
221,847 

2.94 
4.00 
4.12 

62.6 
85.  1 
87.7 

1913 

Total 
(Average  ) 

135 

13,300,145 

620,889 

4.65 

• 

98.9 

Under  $6 

$6  to  $12 

$12  it  over 

28 
78 
SI 

1,138,407 
8,472,898 
3,748,840 

52,331 
383,973 
134,585 

4.60 
4.53 
4.92 

97.9 
06.4 

104.7 

— 

1914 

Total 

(Average) 

135 

8,297,530 

543,416 

6.61 

140.6 

73.2 
111.7 
191.1 

aider  $« 

te  to  $12 

$12  4  over 

23 
74 
96 

688,070 
4,256,697 
3,352,763 

23,678 
223,646 
301,092 

3.44 

5.25 
8.96 
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B. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Ex- 
pense, for  Stores  Classified  ~by 
Size,  1919,  1918,  and  1914. 

For  the  year  1919  alone  the  records 
of  303  stores  are  available  for  the 
study  of  the  relation  of  selling  ex- 


pense to  sales  according  to  the  rela- 
tive amount  invested  in  fixtures  in 
terms  of  sales.  Table  87  summarizes 
the  conditions  for  these  stores  for  this 
year.  From  group  to  group,  accord- 
ing to  size,  the  amounts  of  selling 
expense  per  $100  of  total  net  sales 
increase.  This  is  the  familiar  ten- 
dency so  often  observed.  The  actual 


TABLE  86 

TOTAL  EXPENSE,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF 
TOTAL  NET  SALES,  FOR  135  IDENTICAL  STORES  CLASSIFIED  BY  AMOUNT  OF  FIX- 
TURE ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,   1919,  1918,  AND  1914 


Total 
(Average ) 


1918 


Ancruiit  of 
Fixture  Account 

per  $100  of 
Total  Net  Sales 


Total 
(Average ) 


Under  $2 
(2  to  |4 

$4  to  45 
$6  fc  over 


Total 
(Average ) 


Under  $2 
t2  to  f4 
$4  to  J6 
$6  &  over 


Total 
(Average ) 


Under  $2 
*2  to  $4 
*4  to  |6 
$6  &  over 


Total 
(Average ) 


Under  42 
$2  to  $4 
$4  to  $6 

$6  &  over 


Number 

of 

Store- 
years 


86 
116 


58 
61 
23 
23 


20 
45 
34 
36 


14 
35 
29 
57 


Total 
Expense 


J8, 745, 211 


1,483,750 
2,110,91)0 
1,692,296 
3,458,215 


3,859,150 


955,292 

956, 647 

626, 316 

1,320,895 


2,926,234 


395,711 

782,689 

629,157 

1,118,677 


1,959,827 


132,747 

371,614 

436,823 

1,018,643 


Total 
Selling 
Expense 


(4,428,098 


832, 922 
985,648 
798,319 

1,811,209 


1,992,310 


535,232 
428,443 
326,474 
702,161 


1,473,360 


244,748 
370,532 
267,521 
590,559 


52,942 
186, 673 
204,324 
518,489 


Selling  Expense  per  flOO  of  Total  Expense 


$50.63 


Per  Cent. 


Graphic 
0   20   40   60   80  100  120  140 


100.0 

===== 

110.9 
92.2 
93.2 

103.4 

102.0 

•^q 

110.7 

88.5 

103.0 

105.0 


99.4 

.,=a 

122.2 
93.5 
84.0 

104.3 


97.0 

78.8 

99.2 

92.4 

100.5 


Average  $50.63 
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amounts  will  vary  from  group  to 
group  depending  upon  the  number 
and  the  size  of  the  stores  included, 
so  that  precise  agreement  between  the 
figures  for  this  number  of  stores  and 
those  for  another  is  not  to  be  ex- 
pected. 

"When  the  stores  are  classified  ac- 
cording to  size  and  investments  in 
fixtures,  as  in  Table  87,  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  increase  with  the  investment 
in  fixtures  so  stated.  To  this  general 
rule  there  are  but  three  exceptions. 
The  actual  amounts  for  a  single  group 
of  stores,  classified  by  size,  may  be 
used  to  illustrate  this  tendency. 

The  average  amount  of  selling  ex- 
pense per  $100  of  total  net  sales  for 
the  stores  with  annual  sales  of  $40,- 
000  to  $80,000  is  $7.13.  For  the  28 
stores  with  this  amount  of  sales,  which 
had  average  fixture  investments  per 
$100  of  total  net  sales  of  less  than  $2, 
the  corresponding  amount  was  $5.87. 
From  this  as  a  minimum,  the  amounts 
increase  as  the  fixture  investments  in 
relation  to  sales  increase,  until  the  in- 
vestment of  $4  to  $6  is  encountered. 
For  the  17  stores  in  this  group,  the 
average  amount  is  $9.41.  For  those 
having  the  largest  investments  in  fix- 
tures in  relation  to  sales,  the  amount 
i  is  $6.79.  That  is,  it  is  noticeably  less 
1  than  for  any  group  except  the  first. 
Generally  speaking,  however,  the 
larger  the  amount  invested  in  fixtures 
per  $100  of  total  net  sales,  the  higher 
the  amount  of  selling  expense,  sim- 
ilarly expressed.  How  nearly  this 
condition  obtains  for  each  group  of 


stores  may  be  seen  by  consulting 
Table  87. 

"When  the  303  stores  are  classified 
by  size  and  by  the  amounts  of  their 
selling  expense  per  $100  of  total  net 
sales,  there  is  an  unmistakable  ten- 
dency, as  revealed  in  Table  88,  for 
the  amounts  invested  in  fixtures  in 
relation  to  sales  to  increase  as  selling 
expenses,  similarly  measured,  in- 
crease. It  should  be  remembered 
that  the  stores  with  large  selling  ex- 
pense are  generally  large  stores,  and 
it  might  be  inferred  that  the  direct 
relationship  between  the  amounts  of 
selling  expense  and  the  amounts  in- 
vested in  fixtures,  both  expressed  in 
terms  of  sales,  is  due  largely,  if  not 
solely,  to  the  size  of  the  stores  in- 
cluded. This,  however,  does  not  seem 
to  be  the  case.  It  will  be  observed,  if 
stores  of  essentially  the  same  size  are 
compared  in  this  respect,  that,  in 
every  size-group  the  investments  iu 
fixtures  in  relation  to  sales  are  rela- 
tively highest  for  the  stores  having 
the  highest  selling  expense  expressed 
in  sales.  The  explanation  for  this  re- 
lationship must  be  sought  in  some 
factor  other  than  store  size.  Further 
light  on  this  problem  is  found  in  the 
discussion  having  to  do  with  invest- 
ments in  fixtures  per  100  square  feet 
of  floor  space. 

Confirmation  of  the  tendency  for 
the  amounts  of  selling  expense  to  in- 
crease with  the  size  of  the  fixture  in- 
vestment per  $100  of  total  net  sales 
is  contained  in  Tables  89  to  92,  inclu- 
sive, which  relate,  respectively,  to  the 
combined  and  to  the  individual  years, 
1919,  1918,  and  1914. 
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TABLE  87 


TOTAL  NET  SALES,   SELLING  EXPENSE,  AND  AMOUNT  OF   SELLING  EXPENSE  PER  $100 

OF  TOTAL  NET  SALES,  FOB  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,  1919 


Classified 
Total 
Bet  Salsa 
(In  OOO'a) 

Amount  of 
Fixture  Account 
per  $100  of 
Total  Net  Sale* 

Nunbor 
of 
Stores 

Total 
Bet  Sales 

Total 
Selling 
Expense 

Selling  Expense  per  $100  of  Total  Bet  Salos 

Aaount 
< 

Per  Cent. 

Graphic 
)     20     40     60     80  100  120  140  l^C 

Actual 

Total 
(Average) 

Total 
(Average  ) 

303 

$36,193,718 

$3,595,401 

$9.93 

100.0 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  k  over 

B8 
120 
46 
48 

10,793,092 
11,  972,  443 
4,736,999 
8,691,184 

984,379 
1,083,537 
469,533 
1,OS7,952 

9.12 
9.0S 
9.91 

81.8 
91.1 
99.8 

122.6 

= 

• 

Older  $40 

Total 
(Average) 

45 

1,399,886 

90,453 

6.46 

65.1 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  Jc  over 

10 
16 
9 
10 

323,  183 
488,941 
283,784 
303,  978 

14,975 
30,114 
21,226 
24,138 

4.63 

6.16 
7.48 
7.94 

46.6 
62.0 
75.3 
80.0 

71.8 

$40  to  $80. 

Total 
(Average) 

113 

6,500,356 

463,566 

7.13 

Under  $2 
$2  to  $4 
$4  to  J6 

$6  L  over 

28 
57 
17 
11 

1,609,446 
3,371,183 
961,374 
538,393 

94,543 
240,  121 
92,359 
36,543 

5.87 

7.12 
9.41 
6.79 

59.1 
71.7 
94.8 
68.4 



MBMBMBKOM 

$80  to  $180 

Total 
(Average) 

1O2 

11,986,362 

1,174,364 

9.80 

98.7 

Under  $2 
$2  to  $4 
$4  to  $6 
06  fc  over 

36 
36 
15 
15 

4,187,940 
4,268,220 
1,656,547 

1,871,655 

401,886 
388,373 
176,  478 
207,627 

9.60 
9.10 
10.64 

96.7 
91.6 
107.2 
111.7 

=. 

Total 
(Average  ) 

43 

16,307,134 

1,867,010 

115.3 

1  

$180  4  over 

Under  {2 
&  to  ?4 
$4  to  $6 
$6  ii  over 

15 
11 
5 
12 

4,672,523 
3,844,159 
1,813,294 
5,977,158 

472,975 
424,929 
179,470 
789,  644 

10.12 

101.9 
111.3 
99.7 
133.0 

9.90        ••••••••ViHM 

Aver. 120  09 .93 


In  Table  89,  the  records  of  135  iden- 
tical stores  for  the  years  1919,  1918, 
and  1914,  combined,  are  studied  in 
the  particular  mentioned.  In  each  of 
the  size-groups,  with  two  exceptions, 
the  amounts  of  selling  expense  vary 


directly  with  the  investment  in  fix- 
tures when  both  are  measured  in 
terms  of  sales.  For  the  different  store- 
groups,  the  average  is  largest  for  the 
stores  having  the  largest  investment 
in  fixtures.  This  is  particularly 
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noticeable  for  the  stores  with  annual 
sales  of  $40,000  to  $80,000.  The  20 
stores  which  had  less  than  $2  invested 
in  fixtures  per  $100  of  total  net  sales 
had  selling  expense  of  $7.11  so  meas- 
ured. From  this  amount  as  a  min- 
imum, the  amounts  increase  to  $11.85 
as  a  maximum  for  the  stores  with  in- 
vestment of  $6  and  over  for  every 
$100  of  goods  sold.  It  is  unnecessary, 
in  view  of  the  preceding  discussion 
for  the  303  stores  for  1919  to  com- 


ment further  upon  the  actual  amounts 
of  selling  expense,  or  upon  the  ten- 
dencies of  change  from  store-group 
to  store-group.  Table  89  may  be  con- 
sulted in  this  connection. 

Table  90,  which  is  based  upon  the 
records  for  135  stores  for  1919,  con- 
firms in  a  striking  way  the  details  for 
the  303  stores  analyzed  in  Table  87. 
How  different  the  actual  amounts  are 
in  this  year  from  those  for  the  years 
1914  and  1918  may  be  determined  by 


TABLE  88 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF   TOTAL   XET  SALES,   FOR   STORES   CLASSIFIED  BY   SIZE  AND   BY    AMOUNT 

OF   SELLING   EXPENSE   PER   $100   OF   TOTAL    NET   SALES,    1919 


Classified 

JMCXMlt    Of 

Sailing 

w 

cusrt  cf  Fixture  Aeeosst  per  $10O  of  Total  Bet  ftala 

• 

Ictal 
Set  Sties 

S*r£lc?%f 
tctal 

or 

Store* 

««t  SalM 

PiJCt^T« 

4cccr^i:t 

Per  C«nt. 

Cet  Salet 

Aac^st 

Qraphlc 
5     2O     40     SO     8O  1DO  12O  140   16O  180  2OO  22O  24O 

*:t-.il 

Total 
(Arerage  ) 

SOS 

$S€,133.7la 

$l,SS£,4Ce 

«3.«6 

H  —  I 

100.0 

fetal 
UreraceJ 

Cfcder  (6 
»6  to  $12 

$12  a  orer 

as 

163 
SS 

6,S05,4n 
21,054,228 
»,  853,919 

-::-,-; 

767,755 

419,235 

2.63 
3.66 
4.26 

^^-^ 

71.9 
99.1 
116.4 

Trtal 
UTeras*) 

45 

1,  SOT,  886 

se.iei 

4.01 



169.6 

tfcdar  140 

CSder  te 

20 

569,760 

17,694 

3.00 

i^__ 

82.0 

' 

8.   4 

Total 

(ATerage) 

*40  to  tao 

aider  te 

49 

2,753,742 

78,399 

2.85 



n^ 

' 

tc-al 

UY«I«  ) 

4ce, 

«BO  to  feao 

teier  * 

• 

1.489,752 

35,454 

2.38 

66.0 

$tt  a  o-rer 

2€ 

3,  Id,  194 

125,634 

3.97 



108.5 

Total 
UT«r*ge) 

• 

16,307,134 

552,  SO2 

4.00 

! 

109.3 

H&O  a  or»r 

•-it.-  J; 

1 

478,  217 

7,839 

1.66 

4S.« 

,£,' 

.L 

6,0     ,*^S 

261,765 

JS.66 
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TABLE  89 

TOTAL  NET  SALES,  SELLING  EXPENSE,  AND  AMOUNT  OP  SELLING  EXPENSE  PER  $100 

OF    TOTAL    NET    SALES,    FOR    135    IDENTICAL    STORES    CLASSIFIED    BY    SIZE 

AND  BY   AMOUNT  OF  FIXTURE  ACCOUNT  PER   $100   OF   TOTAL 

NET    SALES,    1919,    1918,    AND    1914,    COMBINED 


Classified 

Total 
Net  Sales 
(In  000' a) 


Amount  of 
Fixture  Account 

per  $100  of 
Total  Net  Sales 


Store- 
years 


Total 
Net  Sales 


Total 
Selling 
Expense 


Selling  Expense  per  $100  of  Total  Ket  Sales 


Graphic 
0  20  40  60  80  100  120  140 


Total 
(Average) 


Under  $40 


t4C  to  |80 


*80  to  $180 


f 180  k  over 


Total 
(Average ) 


$40,576,908 


(4,428,098 


Under  $2 

$2  to  $4 
$4  to  $6 
|6  &  over 


72 
131 

86 
116 


8,020,930 
10,428,502 

7,841,233 
14,286,443 


832,922 

985, 648 

798,319 

1,811,209 


Total 
(Average) 


3,119,809 


263,714 


Under  $2 
f2  to  $4 
|4  to  $6 
(6  &  over 


403,857 

800,159 

723,519 

1,192,274 


25,921 

64,602 

58,105 

115,086 


Total 
(Average ) 


8, 672, 180 


806,361 


Under  $2 

$2  to  $4 
$4  to  f6 
$6  i  over 


1,107,291 
3,755,597 
1,653,451 
2,155,841 


78,674 
314,078 
158,148 

255,461 


Total 
(Average ) 


11,411,444 


Under  $2 
42  to  |4 

t4  to  $6 
t6  &  over 


27 
33 
19 

19 


3,021,911 
3,838,758 
2,392,924 
2,157,851 


307,174 
405, 623 
274,227 
266,855 


Total 
(Average ) 


17,373,475 


2,104,144 


Under  $2 
*8  to  t4 
t4to  tO 

|6  !t  over 


3,487,871 
2,033,788 
3,071,339 
8,780,477 


421,153 

201,345 

307,839 

1,173,807 


$10.91 


100.0 


95.1 

86.6 

93.3 

116.2 

:.  '  = 

77.5 

58.8 
74.0 
73.6 
88.5 


85.S 

65.2 
76.6 
87.6 
108.6 


100.7 

= 

93.1 
96.9 
105.0 
113.4 


111.0 

= 

110.6 
90.7 
91.8 

122.5 


Average  $10.91 


148 


TABLE  90 

TOTAL  NET  SALES,  SELLING  EXPENSE,  AND  AMOUNT  OP  SELLING  EXPENSE  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    FIXTURE    ACCOUNT    PER    $100    OF    TOTAL    NET    SALES,    1919 


Classified 
•  Total 
Bet  Sales 
(in  OOO's) 


Amount  of 
Fixture  Account 

per  $100  of 
Total  Net  Sales 


Total 
Het  Sales 


Total 
Selling 
Expense 


Selling  Expense  per  $100  of  Total  Het  Sales 


Graphic 
0  20   4C  60  80  100  120  140 


Total 
(Average ) 


Uaier  $40 


$40  to 


teo  to  fiso 


$180  &  over 


Total 
(Average) 


418,919,233 


,  992, 310 


Under  $2 
$2  to  $4 
*4  to  $6 
$6  4  over 


5,228,703 

4,897,266 
3,173,841 

S,6i:-,4CJ 


535,232 
428,443 
326,474 
702,161 


Total 
(Average ) 


374, 325 


24,945 


Cr.der  $3 
$2  to  $4 
$4  to  $6 
f€  4  over 


62,964 
129,541 
P2.7C3 
89, 117 


3,398 
8,213 
7,582 

5,752 


Total 
(Average ) 


2,967,756 


2C9, 272 


Onder  $2 
&  to  |4 

*4  to  $6 
$6  4  over 


470, 684 

1,658,927 

431,726 

406,419 


29,603 

118,454 

43,053 

38,072 


Total 
(Average) 


5,603,210 


587,583 


Dnder  $2 
$2  to  |4 
*4  to  $6 
|6  4  over 


2,217,649 

1,759,679 

836,  lie 

789,764 


226,744 
168,668 
96, 369 
95,802 


Total 
(Average ) 


9,973,942 


1, 150, 510 


Under  $2 
42  to  (4 

$4  to  $6 
$€  k  over 


2,477,406 
1,549,119 
1,813,294 
4,334,123 


275,397 
133,106 
179,470 
562,535 


$10. 53 


10O.O 

97.8 
03.1 

97.7 
118.7 

^=^== 

63.2 

51.3 
60.2 
77.7 

61.3 


73.4 

59.9 
67.8 
94.7 
89.0 


99.6 

97.1 

91.1 

109.S 

115.8 


109.6 

105.0 
93.7 
94.0 

123.3 


Average  $10.53 
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consulting  the  tables  applying  to  the 
respective  years. 

It  should  be  remembered,  while  135 
identical  stores  are  considered,  that 
the  same  stores  are  not  necessarily 


found  from  year  to  year  in  either  the 
same  sales-  or  in  the  same  fixture 
investment-group.  Both  sales  and  in- 
vestments increased  from  year  to 
year.  Accordingly,  in  successive 


TABLE  91 

TOTAL  NET  SALES,  SELLING  EXPENSE,  AND  AMOUNT  OF  SELLING  EXPENSE  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    FIXTURE    ACCOUNT    PER   $100    OF    TOTAL    NET    SALES,    1918 


Classified 

Total 
Net  Sales 
(in  OOO'a) 


Amount  of 
Fixture  Account 

per  flOO  of 
Total  Net  Sales 


Kunber 

of 
Stores 


Total 
Net  Sales 


Total 
Selling 
Expense 


Selling,  Expense  per  §100  of  Total  Net  Sales 


Graphic 
0  20  40  60  80  100  120  140 


Total 
(Average ) 


Under  $40 


$40  to  $80 


ta  flSO 


$183  1  over 


Total 
(Average ) 


513,360,145 


$1,473,360 


Under  $2 
$2  to  04 
$4  to  $6 
$6  &  over 


2,163,476 
3,706,654 
2,807,944 
4,662,071 


Total 
(Average ) 


1,117,468 


124,966 
269,792 
297,192 
425,518 


Total 
(Average ) 


3,239,547 


Under  $2 
82  to  (4 
$4  to  $6 

$6  8:  over 


a 

'22 
15 
11 


434, 936 

1,335,132 

779,116 

690,363 


Total 
(Average ) 


3,296,407 


Under  $2 
«2  to  $4 
$4  to  $6 
J6  &  over 


593,109 

1,417,061 

654,591 

633, 646 


Total 
(Average) 


5,704,723 


Under  $2 
$2  to  $4 
$4  to  $6 

5-6  tc  over 


1,010,465 

684,669 

1,077,045 

8,932,544 


244,748 

370,532 
267,521 
590,559 


92,371 


9,959 
19,976 
23,674 
38,762 


299,694 


33,916 
121,256 
65,955 
78,567 


363,676 


55,117 
161,063 
67,483 
80,013 


717,619 


145,756 

68,237 

110,409 

393,217 


$11.03 


100.0 

102.5 
90.7 
86.4 

114.9 

75.0 

72.5 
67.1 
72.3 
82.6 


83.9 

70.7 

82.5 

76.8 

103.2 


100.0 

^•^— — • 

84.2 
103.1 

93.S 
114. 5 


114.1 

^— — •• 

130.7 
9P.4 
92.9 

121.6 


Average  $11.03 
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years,  the  same  stores  do  not  neces- 
sarily occupy  the  same  position.  In 
spite  of  this  fact,  however,  it  has  been 
thought  worth-while  to  include  stores 


the  identity  of  which  has  remained 
the  same. 

Further  illustrating  the  actual  in- 
vestments in  fixtures  for  stores  when 


TABLE  92 

TOTAL  NET  SALES,   SELLING  EXPENSE,   AND   AMOUNT   OF  SELLING  EXPENSE   PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    FIXTURE    ACCOUNT    PER    $100    OF    TOTAL    NET    SALES,    1914 


Classified 

Total  . 
Sot  Sales 
(IB  CCO'i) 


Fixture  Account 

per  tlOO  of 
Total  Hat  Sales 


of 

Stores 


Total 
Bet  Sales 


Total. 

Selling 


Sailing  Expense  per  $100  of  Total  Ret  Sales 


Per  Cant. 


Orephla 
O     20     40     60     80100120  140 


Total 
(Average ) 


tbder  $40 


|40  to  480 


fco  to  Use 


tlBC  4  over 


Total 
(Average) 


(8,297. 530 


$962,423 


Under  $2 
*2  to  *4 
«4  to  |6 

$6  4  over 


14 

55 
29 
57 


628,751 
1,824,362 

1,659,443 
5,964,949 


52,942 
186,673 
204,324 

518,489 


Total 
(Average) 


1,628,016 


146,396 


Cbder  t2 
*2  to  *4 
14  to  |6 

$6  i  over 


215,927 
400,826 
333,624 
677,639 


12,564 
36,413 
26,849 

70,572 


Total 
(Average ) 


2,464,877 


277.395 


Under  $2 
*2  to  $4 
*4  to  *6 
(6  1  over 


4 
IS 

a 

20 


601, 671 

761,538 

442,609 

1,059,059 


15,065 

74,368 

49,140 

138,822 


Total 
(Average ) 


2,509,827 


302,620 


Under  $2 
*2  to  *4 
«4to*6 
$6  t  over 


BU,153 
662,018 
902,215 
734,441 


25,313 

75,892 

110,575 

91,040 


Total 
(Average ) 


1,694,810 


236,015 


Older  $2 
18  to  |4 
14  to  |6 


181,000 
1,513,810 


17,960 
218,055 


$11.60 


100.0 

72.6 
88.8 
94.7 

112.2 

77.5 

sp.e 

78.3 

69.4 
89.7 


97.0 

64.4 

84.2 
86.7 

113.0 


104.0 

103.4 

98.8 

105.4 

106.9 


85.5 
124.1 


Average  $11.60 
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classified  by  size  and  by  selling  ex- 
pense per  $100  of  total  net  sales,  as 
shown  in  Table  88  for  303  stores,  it 
is  of  interest  to  include  Tables  93  to 
96,  inclusive,  which  refer,  respectively, 
to  the  combined  and  to  the  individual 
years  under  discussion.  From  the  de- 
tails of  these  tables  two  facts  stand 


out.  First,  as  the  stores  increase  in 
size,  the  investments  in  fixtures  per 
$100  of  total  net  sales  tend,  on  the 
whole,  to  decrease.  This  condition 
characterizes  the  stores  with  annual 
sales  less  than  $180,000.  The  group 
of  smallest  stores,  generally  speaking, 
have  the  largest  amounts  invested  in 


TABLE  93 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135   IDENTICAL  STORES  CLASSIFIED  BY   SIZE 

AND    BY    SELLING    EXPENSE    PER    $100    OF    TOTAL    NET 

SALES,    1919,    1918,    AND    1914 


Classified 
Total 
Nat  Sales 
(In  OOO'a) 

Amount  of 
Selling 
Expense 
per  5100  of 
Total 
Net  Sales 

Number 
of 
Store- 
years 

Total 
Net  Salea 

Amount  of 
Fixture 
Account 

Amount  of  Fixture  Account 
Net  Sale 

per  $100  of  Total 

s 

Amount 

Per  Cent. 

Graphic 
3      20      40      60     80   100    120   140   160 

Actual 

Total 
.(Average  ) 

Total 
(Average  ) 

405 

$40,576,908 

$1,909,079 

$4.70       LuBMB^HBMHH 

100. 

Under  $6 
$6  to  $13 
$12  Sc  over 

87 
213 
99 

4,077,823 
24,012,511 
12,486,574 

142,121 
1,058,434 
707,524 

3.49 
4.41 

5.67 

__-_ 

74.3 
93.8 
120.8 

Under  §40 

Total 
(Average) 

112 

3,119,809 

164,125 

5.26 

111.9 

Under  $6 
$6  to  $12 
$12  I-,  over 

38 
56 
13 

1,054,506 
1,552,624 
512,679 

45,919 
88,366 
29,840 

4.35 
5.69 
5.82 

92.6 
121.1 
123.8 

§40  to  $80 

Total 
(Average  ) 

153 

8,  672,  ISO 

377,800 

4.36 

92.8 

Under  06 
$6  to  $12 
$12  Jc  over 

41 
79 
33 

2,227,407 
4,519,537 
1,925,236 

80,510 
193,  546 
103,744 

3.61 
4.28 
5.39 



76.8 
91.1 

114.7 

• 

$80  to  $130 

Total 
(Average  ) 

98 

11,411,444 

431,  319 

3.78 

80.4 

Under  56 
§6  to  C-12 
$12  £t  over 

8 
56 
34 

795,910 
6,722,894 
3,892,640 

15,  692 
252,060 
163,  567 

1.97 
3.75 
4.20 

41.9 
79.8 
89.4 

— 



$180  ft  over 

Total 
(Average  ) 

42 

17,373,475 

934,835 

5.38 

114.5 

Under  $6 
$6  to  $12 
$12  (<  over 

23 
14 

11,217,456 
6,156,019 

524,462 
410,  373 

4.68 

S9.6 
141.9 

Average  $4.70 
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fixtures  in  relation  to  their  sales.  To 
this  rule,  however,  there  are  a  few 
exceptions,  due  probably  to  the  num- 
ber and  size  of  the  stores  included. 
Second,  the  amounts  invested  in  fix- 
tures hi  terms  of  sales  are  largest  for 
the  stores  having  large  selling  ex- 
pense, similarly  measured. 


The  amounts  of  selling  expense  may 
also  be  expressed  in  terms  of  total  ex- 
pense. This  is  done  in  Tables  97  to 
100,  inclusive,  for  stores  classified  by 
size  and  amount  of  investments  in 
fixtures  in  terms  of  sales,  for  the  com- 
bined and  for  the  individual  years. 
When  the  amounts  are  expressed  in 


TABLE  94 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    SELLING    EXPENSE    PER    $100    OF    TOTAL    NET    SALES,    1919 


Classified 
Total 
let  Salsa 
(In  OOO't) 

Anount  of 
Selling 
Expense 
per  $100  of 
Total 
Set  Sales 

S\zier 
of 
Stores 

Total 
Bet  Sales 

Acount  of  Fixture  Aecoir.t  per  $100  of 
Total  Het  Sales 

Anount  of 
Flxturo 
Account 

Per  Cent. 

Anount 
C 

Graphic 

2O     40     60     80  100   120  140 

Actual 

•*•! 

(Average  ) 

Total 
(Average  ) 

135 

$18,919,233 

$738,774 

n 

$3.90     ^^mmffmm^mm 

100.0 

Coder  $6 
$6  to  $12 

$12  i  over 

36 

69 

90 

2,251,346 
11,282,916 
5,384,971 

66,112 
450,815 
221,847 

2.94      pHiiiMiiiiBiiliV 
4.00       •••••••••••••••I  1 

75.4 
102.6 
105.5 

Under  $40 

Total 
(Average  ) 

12 

374,325 

16,697 

4.46 

114,4 

Under  $6 
$6  to  $12 

$12  i  oror 

5 

7 

140,493 
233,827 

5,462 
11,235 

3.89 

99.7 

123.1 

$40  to  |80 

Total 
(Average) 

52 

2,967,756 

107,839 

3.63 

93.1 

Under  $6 
$6  to  $12 
$12  ic  over 

23 
21 
8 

1,314,938 
1,203,620 
449,198 

44,958 

41,606 
21,275 

3.42 
3.46 

4.74 



87.7 
88.7 

121.5 

|80  to  $180 

Total 
(Average  ) 

43 

5,603,210 

175,362 

3.13 

80.3 

i 

Under  $6 
$6  to  $12 
fop  &  over 

8 
24 
16 

795,910 
2,680,333 
1,926,967 

15,692 
95,844 
63,326 

1.97 
3.33 
3.31 

^= 

50.3 
85.4 
84.9 

$1SO  &  over 

Total 
(Average) 

23 

9,973,942 

438,376 

4.4O 

112.8 

111.3 
116.4 

Under  56 
$6  to  $12 
$12  &  over 

17 

6 

6,965,136 
3,008,806 

302,130 

136,746 

4.34 
4.54 
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this  form,  for  stores  classified  by  size, 
there  seems  to  be  no  unmistakable 
tendency  for  them  in  any  one  of  the 
years  to  increase  or  to  decrease  with 
the  amounts  invested  in  fixtures  per 
$100  of  total  net  sales.  One  would  not 
be  justified,  from  the  data  available 
in  concluding  that,  proportionately, 


selling  expense  becomes  either  a 
larger  or  smaller  part  of  the  total 
operating  expense  as  the  fixture  in- 
vestments in  terms  of  sales  increase. 
In  some  instances  there  is  a  decided 
tendency  for  the  amounts  to  increase ; 
in  others,  there  is  equally  as  clear  a 
tendency  for  them  to  decrease.  The 


TABLE  95 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OP  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    SELLING    EXPENSE    PER    $100    OF    TOTAL    NET    SALES,    1918 


Classified 
Total 
!Iet  Sales 

<in  OOO's) 

Anount  of 
Selling 
Expense 
per  3100  of 
Total 
Ret  Sales 

Huriber 
of 
Stores 

Total 
Net  Seles 

Amount  of 
Fixture 

Account 

Amount  of  Fixture  Account  per  $100  of 
Total  !Iet  Sales 

Amount 

Per  Cent. 

Graphic 
3  20  40  60  80  100  120  14O 

Actual 

Total 
(Average  ) 

Total 
(Avcruge  ) 

135 

513,  360,  145 

5620,889 

54.65 

=  " 

100.0 

Under  $6 
&  to  $12 
512  ft  over 

28 
76 

31 

1,138,407 
6,472,898 
3,748,840 

52,  331 
383,973 
184,585 

4.60 
4.53 
4.92 

98.9 
97.4 
105.3 

Voder  £40 

Total 
(Average  ) 

37 

1,117,468 

62,352 

5.58 

120.0 

116.8 
122.8 
118.5 

Under  56 
$6  to  §12 

$12  u  over 

13 
18 
6 

371,155 

554,810 
191,  503 

20,150 
31,  654 
10,548 

5.43 

5.71 
5.51 

1 

—  ~"~ 

$40  to  $80 

Total 
(Average  ) 

56 

3,239,547 

132,  364 

4.09 

88.0 

Under  $6 
$6  to  $12 
512  ft  over 

15 
SO 
11 

767,252 
1,741,593 
"730,702 

32,181 
68,060 
32,123 

4.19   .. 
3.91 
4.40 

90.1 
84.1 
94.6 

Total 
(Avcrape  ) 

28 

3,298,407 

'  127,604 

3.87 

83.2 

$80  to  (160 

ttoder  56 
£6  to  $12 
512  4  over 

19 
9 

2,300,126 
998,281 

84,115 
43,689 

3.66 
4.38 

78.7 
94.2 

$180  *  over 

Total 
(Average) 

14 

5,704,723 

298,369 

5.23 

112.5 

Older  $6 
$6  to  $12 

$12  &  over 

9 
5 

3,876,369 

1,828,354 

200,  144 
98,225 

5.16 
5.37 

111.0 

115.5 

Average  $4.66 
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results  of  the  comparison  are  negative 
so  far  as  direction  of  change  is  con- 
cerned. They  are,  however,  not  with- 
out value  when  thought  of  as 
standards  or  norms  and,  as  such,  con- 
stitute measures  of  the  experience  of 
the  stores  under  consideration.  They 
may  be  used  by  the  individual  mer- 
chant to  check  his  own  figures  when 
the  conditions  set  out  in  the  tables  are 
duplicated  in  his  own  experience. 


C. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Xet  Sales 
and  per  $100  of  Total  Expense, 
for  Stores  Classified  by  Amounts 
of  Inventory  in  Relation  to 
Sales,  1919. 

In  the  foregoing  discussion  of  the 
relation  of  selling  expense  to  sales 
and  to  total  expense  in  stores  with 
different  amounts  invested  in  fixtures 


TABLE  96 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES.  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    SELLING    EXPENSE    PER    $100    OF    TOTAL    NET    SALES,    1914: 


CUsslflxJ 
Total 
Bet  Seles 
(in  OOO's) 

jtaout  of 

Selling 
Sxper.se 
per  $100  of 
total 
Vet  Seles 

*.=-ber 
of 
Stores 

Mai 

Set  Sales 

Ic-x-x:'-   of 
Fixture 

Accent 

ABo>mt  of  Fixture  Account  per  $100  of  total  let  Sales 

Per  Cer.t. 

Oreffele 

2C      4C  •      6O      e«    130   12O   14O  160   18O  2OO  22< 

Aetna! 

Total 
(Avenge) 

Tc-.al 
(Average) 

135 

SB,  297,  530 

$643,416 

$«.61 

1CC.O 

Under  *c 
$6  to  *12 
$12  k  over 

23 
It 
36 

6cc,C7C 
4,2J5,697 
3,352,763 

23,678 
223,646 

3C1.C32 

3.44 

— 

52.0 
79.4 
135.9 

tbder  £40 

Total 
(Average) 

ej 

1,628,016 

ej,c"€ 

5.23 

79.1 

Slier  S6 
t6  to  $12 

$12  &  CT-r 

20 
31 
12 

542,653 
763,967 
321,  176 

20,307 
45,477 
IS,  232 

3.74 

56.6 
90.0 
90.9 

6.01 



$40  to  $ec 

Total 
(Average) 

45 

2,464,  577 

137,  £37 

5.58 

64.4 

Tnier  te 
$6  to  $12 
$12  t  over 

3 
23 
14 

145,217 
1.574,  324 
745,  35C 

3.371 
M»«M 

50.346 

2.32 
5.33 

6.75 

— 

35.1 
80.  6 
1C5.1 



iec  to  £iao 

Total 
(Average) 

22 

:,!::,;:• 

IMblH 

5.11 

77.3 

Staler  ?6 
$6  to  612 
$12  a  ovnr 

13 

9 

1.542.425 

967,332 

72,1:1 

56,002 

Ml 
5.79 

•K.I 
87.6 

P=- 

Sisc  t  ow 

Total 
(Am  ra^e  ) 

S 

1.E94.810 

137,590 

11.66 

17C.4 

Ifader  Jc 
$6  to  £12 
t!2  fc  over 

2 
3 

375,951 
1.318.  659 

22.188 

175.402 

S.9O 

13.30 



89.  3 

201.2 

\ 
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TABLE  97 

TOTAL   EXPENSE,    SELLING  EXPENSE,    AND    AMOUNT   OF    SELLING   EXPENSE   PER    $100 

OF    TOTAL   EXPENSE,    FOR    135    IDENTICAL    STORES    CLASSIFIED    BY    SIZE 

AND  BY  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL 

NET  SALES,  1919,  1918,  AND  1914,  COMBINED 


Classified 
Total 
Bet  Sales 
(In  000'  a) 

Amount  of 
Fixture  Ao  count 
per  $100  of 
Total  Net  Sales 

number 
of 
Store- 
years 

Total 
Expense 

Total 
Selling 
Expense 

Soiling  Expense  per  $100  of  Total  Expense 

Asiount 

Per  Cent. 

Graphic 
>  20  40  60  80  100  120  14C 

Actual 
> 

Total 
{Average  ) 

Total 
(Average  ) 

405 

08,745,211 

$4,428,098 

$50.63 



100.0 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  i  over 

72 
131 
66 
116 

1,483,750 
2,110,950 
1,692,296 
3,458,215 

832,  922 

985,648 
798,  319 
1,811,209 

56.14 
46.69 
47.17 
52.37 

110.9 
92.2 
93.2 
103.4 

82.9 

61.2 
89.0 
79.0 
88.7 

Under  $40 

Total 
(Average) 

112 

628,514 

263,714 

41.96 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  fc  over 

14 
28 
27 
43 

83,689 
143,353 
145,281 
256,191 

25,921 
64,602 
58,105 
115,086 

30.97 
45.06 
39.99 
44.92 

$40  to  Jeo 

Total 
(Average  ) 

153 

1,733,531 

806,  361 

46.52 

91.9 

88.9 
65.1 
93.4 
101.7 

Under  $2 
§2  to  $4 
$4  to  $6 
$6  it  over 

20 
63 
31 
39 

174,700 
728,539 
334,351 
495,941 

78,674 
314,078 
158,148 
255,461 

45.03 
43.11 
47.30 
51.51 

§80  to  §180 

Total 
(Average  ) 

98 

2,420,053 

1,255,879 

51.81 

102.3 

111.4 
104.3 
95.9 
97.1 

Under  $2 
§8  to  04 
04  to  06 
06  &  over 

27 
33 
19 
19 

54-4,  426 
768,058 
564,  612 
512,957 

307,  1T4 
405,623 
274,227 
266,855 

56.42 
52.81 
48.57 
49.15 

= 

$180  &  over 

Total 
(Average  ) 

42 

3,963,113 

2,104,144 

53.09 

104.9 

122.2 
84.4 
93.8 
107.2 

Under  $2 
02  to  04 

$4  to  06 
06  &  over 

11 
7 
9 
15 

680,935 
471,000 
643,052 
2,163,126 

421,  153 
201,345 
307,839 
1,173,807 

61.85 
42.75 
47.50 
54.26 

Average  $50.65 
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TABLE  98 

TOTAL   EXPENSE,   SELLING  EXPENSE,   AND   AMOUNT   OF   SELLING  EXPENSE  PER   $100 

OP  TOTAL  EXPENSE,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE   ACCOUNT  PER  $100   OF  TOTAL   NET   SALES,    1919 


Clatslfled 

Total 
•at  S*lea 
(In  OOO'e) 


Amount  of 
.Fixture  Account 

per  $100  of 
Total  Hot  Sales 


Sur.ber 

of 
Stores 


Total 
Expanse 


Total 
Selling 


Selling  Expense  per  $100  of  Total  Expense 


Ar.cunt 


Per  Cent. 


Graphic 
0  20  4O  60  80  100  120 


Actual 


Total 
(Average ) 


Coder  $40 


*40  to  $80 


$60  to  $180 


f  180  6:  orer 


Total 
< Average) 


15,859,150     $1,992,310 


Under  $2 
«2  to  |4 
*4  to  |6 

$6  &  oTer 


58 
SI 
23 
23 


955, 292 

956,647 

626,318 

1,320,895 


Total 
(Average ) 


68,003 


Under  02 
$2  to  $4 
*4  to  *6 

|6  8c  over 


17,342 
17,578 
15,763 
17,322 


Total 
(Average ) 


510,917 


Under  $2 
|2  to  $4 
$4  to  $6 

$6  t  over 


8 

28 
8 
8 


70,646 

868,400 
73,706 
78,265 


Total 
(Average ) 


1,112,868 


Under  $2 
$2  to  |4 
*4  to  $6 
|6  k  over 


20 
15 

7 
6 


386,038 
341,962 
172,421 
212,447 


Total 

(Average ) 


23 


2,167,360 


Under  $2 
*2  to  $4 
*4  to  |6 
$6  4  over 


481,366 

508,707 

364,426 

1,012,861 


535,232 
428,443 

326,474 
702,161 


24,945 


3,398 
8,213 
7,582 
5,752 


229,272 


29,693 

118,454 

43,053 

38,072 


587,563 


226,744 

168,668 

96,369 

95,802 


1,15.0,510 


275,597 
133,108 
179,470 
562,555 


$51.63 


100.0 

•^•^^MMH 

108.5 

86.8 

101.0 

103.0 

===== 

71.0 

37.9 
90.5 
93  JJ 
64.3 


86.9 

81.5 

79.5 

113.1 

94.2 


102.3 

=1 

113.3 
95.5 

108.3 
87.3 


102.8 

110.8 
83.5 
95.4 

107.6 


Average  $51.63 
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TABLE  99 


TOTAL   EXPENSE,    SELLING  EXPENSE,    AND    AMOUNT    OF    SELLING   EXPENSE   PER   $100. 

OF  TOTAL  EXPENSE,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE  ACCOUNT  PER  $100   OF   TOTAL   NET   SALES,   1918 


Classlflod 
Total 
Bet  Sales 
(In  OOO'a) 

Amount  of 
Fixture  Account 
per  tlOO  of 
Total  Net  Sale* 

Humber 
of 
Store* 

Total 
Expense 

Total 
Selling 

BZpanae 

Selling  Expense  per  $100  of  Total  Expense 

Amount 

Per  Cent. 

Graphic 
J     20     40     60     80  100  120  140  160 

Actual 

Total 
(Aver  ago) 

Total 
(Average  ) 

155 

$2,920,234 

§1,473,360 

$50.35 

; 

100.0 

122.3 
94.0 
84.4 
104.3 

85.0 

81.4 
84.0 
74.9 
94.3 

Under  $2 
*J  to  «4 
*4  to  |6 

$6  &  over 

20 
48 

94 

36 

395,711 
782,689 
628,157 
1,118,677 

244,748 
370,532 
267,521 
690,559 

61.85 
47.34 
42.52 
58.79 

t 

! 

1 

• 

• 

• 
• 

• 

I 

™"^^^" 

•••^^ 

••••^^•B 
^HnHMHMBB 

m—m—*mm 

trader  $40 

Total 

(Average) 

'    yf 

215,913 

92,371 

42.78 

Under  $2 
J2  to  $4 

$4  to  $6 
{6  &  over 

4 
6 
11 
14 

24,289 
47,242 
62,777 
81,605 

9,959 
19,976 
83,674 
38,762 

41.00 
42.23 
37.71 
47.  BO 

$40  to  $80 

Total 
(Average  ) 

56 

657,743 

£99,  694 

45.56 

90.5 

Under  $2 
*2  to  |4 
$4  to  |6 
$6  4  over 

a 

22 
15 
11 

72,254 
277,257 
161,091 
147,141 

53,916 
121,356 
65,955 
78,567 

46.94 
43.73 
40.94 
53.40 

93.8 
86.9 
81.3 
106.1 

580  to  flSO 

Total 
(Avorage) 

23 

719,150 

563,676 

50.57    | 

100.4 

109.9 
108.1 
83.0 
98.0 

Under  $2 
*2  to  |4 
$4  to  $6 
$6  t  over 

5 
12 
5 

6 

99,599 
295,897 
161,475 
162,159 

55,117 

161,063 
67,433 
80,013 

55.34 

54.43 
41.79 
49.34 

$130  &  over 

Total 
(Average) 

14 

1,333,443 

717,  619 

53.82 

106.9 

145.1 
83.5 
89.9 
107.3 

Under  $2 
«2  toft 
$4  to  |6 

46  *  over 

5 
3 

3 

5 

199,569 
162,293 
243,814 
727,772 

145,756 
68,237 
110,400 
393,217 

42.0$ 
45.28 

54.03 

-—•—•I     | 

•BBBBOMB 
! 

Average  (60.35 
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TABLE  100 

TOTAL   EXPENSE,    SELLING   EXPENSE,    AND   AMOUNT   OP   SELLING   EXPENSE   PER   $100 

OF  TOTAL  EXPENSE,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE   ACCOUNT  PER  $100   OF  TOTAL  NET   SALES,    1914 


Clajilfled 

Total 
Het  S*l«s 

(In  OOO's) 


AjBount  of 
Fixture  Account 

per  |100  of 
Total  Het  Sales 


Sczber 
of 

Stores 


Total 

Exp6r.se 


Total 
Selling 
Expense 


Selling  Expense  per  $100  of  Total  Sxpense 


Graphic 
0     20     40     60     8O  100  12O 


Total 
(Average ) 


Ohdsr 


|iO  to  fSO 


tBO  to  $180 


jiSO 


Total 
(Average) 


fl,  959, 827 


$962,428 


Under  $2 
*2  to  |4 
$4  to  $6 

$6  i  over 


14 

55 
23 
57 


152,747 

371,614 

436,825 

1,018,643 


52,942 
186,673 
204.324 
518,489 


Total 
(Average) 


544,596 


US,  398 


Under  $2 
|2  to  *4 
*4  to  $6 
|6  &  over 


IS 
13 
26 


42,058 

78,553 

65,741 

157,264 


12,564 
56,413 
26,349 
70,572 


Total 
(Average ) 


45 


564,871 


277,395 


Cnder  $2 
$2  to  |4 
*4  to  «6 

$6  1  over 


Total 
(Average) 


Under  $2 
*3  to  |4 
*4  to  |6 
$6  &  over 


Total 
(Average ) 


Under  $2 
*2  to  $4 

$4  to  $e 
.16  &  over 


4 
13 

8 
20 


51,900 
162,882 

99,554 
270,535 


15,065 

74,368 

49,140 

138,822 


563,055 


302,620 


58,789 
130,199 
830,716 
168,551 


25,313 
75,892 
110,375 

91,040 


4«2,505 


236,015 


39,812 
422,493 


17,960 
218,055 


$49.11 


100. O 

,   . 

81.2 

102.3 

95.3 

105.6 

86.5 

60.8 
94.4 
81.9 
91.4 

100.0 

96.2 

9S.O 

100.5 

104.5 


104.8 

i     ,        '      ^= 

87.7 
118.7 

97.4 
110.1 

104.9 


91.9 
106.1 
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per  $100  of  total  net  sales,  different 
groups  of  stores  have  been  classified 
according  to  years  and  size.  In  Table 
101,  282  stores  are  classified  by  the 
amounts  of  inventory  per  $100  of 
total  net  sales  and  further  by  the 
amounts  of  fixture  investment  sim- 
ilarly measured.  Certain  aspects  of 
this  table  are  of  interest.  It  should 
be  noted  that  the  stores  are  not  clas- 
sified by  size,  notwithstanding  the  fact 
that  size  is  an  important  element  in 
determining  the  amounts  of  selling 
expense  in  relation  to  total  net  sales. 
To  have  classified  the  stores  by  size 
and  by  the  methods  used  in  this  table 


would  have  so  distributed  the  data 
as  to  have  made  conclusions  from 
them  difficult,  if  not  impossible. 

In  the  total  section  of  Table  101 
the  amounts  of  selling  expense  in 
terms  of  sales  are  found  to  increase  as 
the  amounts  invested  in  fixtures  in 
relation  to  sales  increase.  To  this 
general  rule  there  is  but  one  exception 
and  that  of  minor  significance.  A 
similar  increase  is  also  observed  in  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  per  stock  turnover.* 
When  the  stores  are  classified,  as  in 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  19. 


TABLE  101 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR  STORES  CLASSIFIED  BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL 

NET    SALES    AND    BY    AMOUNT    OF    FIXTURE    ACCOUNT 

PER    $100    OF    TOTAL    NET    SALES,    1919 


per  4100  of 

Total 
Net  Sales 


Amount  of 
Fixture  Account 

p«r  )1<X>  of 
Total  Net  Sales 


Selling  Expense  per  $100  of  Total  net  Sale 


0     20     40     60     80  100  120  140 


Selling  Expense  per  $100  of  Total  Xet  Sales 
per  Stock  Turnover 


Amount  Or.phlo 

0     20     40      60     80  100  120   140   160   180' 


Total 


(Ay 


Under  42 
42  to  44 
44  to  $6 
$6  &  over 


raider  $20 


Under  $2 
42  to  $4 
44  to  $6 


$20  to   (40 


Under  $2 
42  to  44 

»4  to    46 

46  &  over 


Under  J2 
*2  to  $4 
*4  to  t£ 

46  k  over 


65.9 
S5.2 
9S.7 
83.2 


1.80 
2.7S 


100.0 

84  .8 
«6.1 
106.2 
121.2 

44.4 

43. » 
41.8 
41.1 

68.1 


87.4 

81.6 
8Z.6 

101.7 
104.1 


156.6 

97.4 
110.4 
145.8 
175.8 


Average  44.62 
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the  remaining  parts  of  the  table,  ac- 
cording to  the  size  of  the  inventory 
in  relation  to  sales,  the  general, 
though  not  unmistakable,  tendency  is 
for  the  amounts  of  selling  expense  per 
$100  of  total  net  sales  to  increase. 
This  condition  is  clear  for  the  stores 
having  inventories  in  relation  to 
sales  of  $40  and  over,  while  it  is 
doubtful  for  those  having  small  in- 
ventories. 

The  amounts  of  selling  expense  per 
$100  of  total  net  sales  for  stores  clas- 
sified by  the  amounts  of  inventory  in- 
crease and  then  decrease  from  group 
to  group.  The  average  amount  for 
those  having  inventories  of  less  than 
$20  per  $100  of  total  net  sales  is 
$9.03;  for  those  with  inventories  of 
$20  to  $40  it  is  $10.79 ;  and  for  those 
with  inventories  of  $40  and  over  it 
is  $8.84.  However,  when  the  amounts 
of  selling  expense  are  computed  per 
$100  of  total  net  sales  per  stock  turn- 
over no  such  uncertainty  exists.  The 
amounts  increase  from  $2.05,  for  the 
stores  having  inventories  of  less  than 
$20,  to  $4.50  for  those  with  inven- 
tories of  $20  to  $40,  and  to  $6.31  for 
those  having  inventories  of  $40  and 
over. 

From  this  table  it  may  be  con- 
cluded: First,  that  the  amounts  of 
selling  expense  on  the  whole  increase 
as  the  amounts  invested  in  fixtures 
per  $100  of  total  net  sales  increase. 
Second,  that  the  amounts  of  selling 
expense  per  $100  of  total  net  sales 
increase  and  then  decrease  with  the 
size  of  the  inventory  per  $100  of  total 
net  sales.  Third,  that  the  amounts 
of  selling  expense  per  $100  of  total 


net  sales  per  stock  turnover  increase 
as  the  amounts  invested  in  fixtures 
per  $100  of  total  net  sales  increase. 
Fourth,  that  the  amounts  of  selling 
expense  per  $100  of  total  net  sales 
per  stock  turnover  increase  as  the 
amounts  of  inventory  per  $100  of 
total  net  sales  increase. 

The  table  not  only  shows  that  sell- 
ing expense,  differently  measured,  in- 
creases or  decreases  for  the  different 
groups  of  stores;  it  also  contains  the 
amounts  of  expenditure.  These  con- 
stitute standards  against  which  mer- 
chants may  check  their  own  business 
experience. 

D. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales,  for  Stores  Classified  by 
Bates  of  Stock  Turnover,  1919. 

Additional  light  is  thrown  upon  the 
relation  of  the  amounts  of  selling  ex- 
pense to  sales  in  stores  classified  ac- 
cording to  the  amounts  invested  in 
fixtures  when  stores  are  classified  ac- 
cording to  the  rates  at  which  they 
turned  their  stock  during  the  year. 
Such  a  classification  is  contained  in 
Table  102. 

The  total  section  of  this  table  dupli- 
cates the  corresponding  section  of 
Table  101  and  needs  no  further  con- 
sideration. In  the  remaining  part  of 
the  table,  however,  the  stores  are  clas- 
sified differently.  From  this  table  it 
will  be  observed  that  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  increase  with  the  rapidity  with 
which  the  stock  is  turned.  For  the 
stores  which  turned  their  stock  less 
than  once,  the  amount  is  $7.66;  for 
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TABLE  102 

TOTAL  NET  SALES,   SELLING  EXPENSE,   AND  AMOUNT  OF   SELLING  EXPENSE   PER  $100 

OF    TOTAL    NET    SALES,    FOR    STORES    CLASSIFIED    BY    RATES    OF    STOCK 

TURNOVER  AND   BY   AMOUNT   OF  FIXTURE   ACCOUNT   PER 

$100     OF     TOTAL     NET     SALES,     1919 


Rates  of 
Stock 
Turnover 

Amount  of 
Fixture  Account 
per  $100  of 
Total  Net  Sales 

WBnber 
of 
Stores 

Total 
Xet  Sales 

Selling  Expense  per  $100  of  Total  Net  Salsa 

Total 
Selling 
Expense 

Amount 
< 

Per  Cent. 

Graph!  o 
)     20     40     60     80  100  120  140 

Actual 

Total 
(Average) 

282 

455,563,014 

$3,  en,  688 

$10.16 

! 

F= 

100.0 

;.•.••:  -u 

92.5 
91.8 
100.4 
121.3 

,„         __  

75.4 

'..__•_ 

80.3 
56  .2 
91.0 
51.7 

Total' 
(Average) 

Under  $2 
|2  to  |4 
$4  to»6 
$6  &  over 

73 
121 
49 

39 

9,563,956 
12,441,186 
5,636,955 
7,920,917 

699,465 
1,161,144 
574,841 
976,238 

9.40 
9.33 
10.20 
12.32 

Tinder  1 

Total 
(Average) 

9 

601,109 

46,063 

7.60 

= 

Older  *2 
*2  to  |4 

$4  tote 

46  It  ovei 

4 
2 
2 

1 

372,130 
121,583 
78,153 
29,243 

30,358 
6,940 
7,231 
1,534 

8.16 
6.71 
9.25 
5.25 

1  to  2 

Total 
(Average  ) 

136 

11,010,775 

1,057,084 

9.60 

94.5 

— 

92.7 
87.4 
105.6 
100.3 

Under  $2 
$2  to  $4 
*4  to  ,6 
|6  &  over 

26 
62 
26 
23 

2,115,399 
4,560,251 
2,054,966 
2,280,159 

199,292 
404,920 
220,589 
232,283 

9.42      •••••^••••i 
8.88      •••^•••••i 
10.73      LlHSJBBBIBBBBBBBBBmi 
10.19       •••••••^•••J 

2  to  3 

Total 
(Average  ) 

100 

15,937,018 

1,694,631 

10.60      •••••^•••••B 

104.3 

86.4 
90.4 
101.7 
134.3 

Under  $2 
$2  to  $4 

$4  to  $6 
f6  &  over 

29 
44 

16 
11 

3,428,161 
5,458,218 
2,289,463 

4,611,176 

300,903 
501,163 
236,457 
656,108 

8.78 
9.18 
10.33 
13.64 

^= 

3  4  OT6X* 

Total 
(Average  ) 

37 

7,964,112 

813,910 

10.22 

100.6 

= 

Under  $2 
*2  to  *4 
$4  to  ,6 
|6  &  over 

14 
13 
6 

4 

3,648,266 
2,301,134 
1,214,373 
800,339 

368,912 
248,121 
110,564 
86,313 

10.11 
10.78 
,      9.10 

10.78 

99^5 
106.1 
89.6 
106.1 

Average  $10.16 
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those  which,  turned  their  stock  be- 
tween one  and  two  times,  it  is  $9.60 ; 
for  those  that  turned  their  stock  be- 
tween two  and  three  times,  it  is 
$10.60;  and  for  those  which  turned 
their  stock  three  times  or  more  during 
the  year,  it  is  $10.22.  That  is,  the 
amounts  of  selling  expense  over  the 
whole  range  of  groups  increase  with 
the  rapidity  of  stock  turnover.  This, 
in  part,  is  another  way  of  saying  that 
selling  expense  per  $100  of  total  net 
sales  increases  with  the  size  of  the 
store,  inasmuch  as  the  rates  of  stock 
turnover  vary  directly  with  the  size  of 
the  store.  Chief  interest,  however,  in 
this  table  lies  in  the  relative  size  of 
the  amounts  of  selling  expense  for 
stores  with  different  investments  in 
fixtures  in  relation  to  sales  but  with 
similar  stock  turns.  Comparisons 
which  develop  these  relations  are  con- 
tained in  the  body  of  the  table. 

For  purposes  of  analysis,  the  single 
group  of  stores  which  turned  their 
stock  from  two  to  three  times  may  be 
used.  As  the  amounts  of  investment 
in  fixtures  in  terms  of  sales  increase, 
the  amounts  of  selling  expense  in  re- 
lation to  sales  also  increase.  For 
those  stores  having  fixture  invest- 
ments of  less  than  $2,  the  amount  is 
$8.78;  for  those  with  fixture  invest- 
ments of  $2  to  $4,  it  is  $9.18;  for 
those  with  fixture  investments  of  $4 
to  $6,  $10.33 ;  and  for  those  with  fix- 
ture investments  of  $6  and  over, 
$13.64.  The  tendency  for  this  group 
of  stores  is  rather  more  definite  than 
for  the  other  groups  in  the  table.  The 
direction  of  change,  however,  is  gen- 
erally the  same. 


In  this  table  no  attention  is  given 
to  the  size  of  the  store.  To  have 
classified  these  stores  in  the  detail  con- 
tained in  Table  101  and  in  addition 
by  size  of  store  would  have  unduly 
complicated  the  arrangement.  Table 
102  should  be  considered,  however, 
with  this  limitation  in  mind.  Its  value 
consists  in  the  norms  of  expense  dis- 
tribution which  are  set  up  for  stores 
operating  under  different  conditions. 
These  serve  as  guides  to  merchants  in 
judging  the  amounts  of  their  own  ex- 
penditures. They  are  submitted  for 
what  they  are  worth  and  not  as  proof 
unmistakable  that  a  causal  connection 
between  amounts  of  selling  expense, 
rates  of  stock  turnover,  and  invest- 
ments in  fixtures  has  been  estab- 
lished. 

E. — Summary. 

(1).  For  stores  with  a  given 
amount  of  investment  in  fix- 
tures per  $100  of  total  net 
sales,  the  amounts  of  selling 
expense  in  terms  of  sales  de- 
creased from  1914  to  1918, 
and  1918  to  1919.  This  is 
true  for  all  stores  and  for  the 
stores  classified  by  size. 

(2).  For  stores  of  a  given  size, 
amounts  of  selling  expense 
per  $100  of  total  net  sales  in- 
crease as  the  amounts  of  the 
fixture  investment  per  $100 
of  total  net  sales  increase. 

(3).  When  stores  are  classified  by 
the  size  of  their  fixture  invest- 
ment per  $100  of  total  net 
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sales,  the  amounts  of  selling 
expense  per  $100  of  total  net 
sales  increase  as  the  stores  in- 
crease in  size. 

(4).  For  stores  with  a  given 
amount  invested  in  fixtures  in 
terms  of  sales,  the  proportions 
of  total  expense  attributable 
to  selling  increased  between 
1914  and  1918,  and  1918  and 
1919. 

(5).  "When  stores  are  classified  by 
size,  the  amounts  of  selling 
expense  per  $100  of  total  ex- 
pense tend  neither  to  increase 
nor  to  decrease  regularly  as 
investments  in  fixtures  in- 
crease. 

(6).  For  stores  with  a  given  in- 
vestment in  fixtures,  the 
amounts  of  selling  expense  per 
$100  of  total  expense  increase 
as  the  stores  increase  in  size. 

(7).  When  stores  are  classified 
either  by  amounts  of  inven- 
tory in  terms  of  sales  or  by 
rates  of  stock  turnover,  sell- 
ing expenses  measured  in 
terms  of  sales  alone  or  of  sales 
per  stock  turnover  increase  as 
the  investments  in  fixtures  per 
$100  of  total  net  sales  in- 
crease. 

(8).  For  stores  with  a  given  in- 
vestment in  fixtures  per  $100 
of  total  net  sales,  the  amounts 
of  selling  expense  in  terms  of 
sales  increase  as  the  rates  of 
stock  turnover  increase. 


(3) — YEARLY  AMOUNTS  OF  SELLING 
EXPENSE  IN  RELATION  TO  INVEST- 
MENTS IN  FIXTURES  PER  100 
SQUARE  FEET  OF  FLOOR  SPACE. 

A. — Yearly  Amounts  of  Selling  Ex- 
pense per  100  Square  Feet  of 
Floor  Space  and  per  $100  of  Total 
Net  Sales,  for  Stores  Classified 
~by  Size,  1919. 

It  is  shown  in  Table  75  that  stores 
of  a  given  size  which  pay  high  rent 
per  unit  of  floor  space  utilize  rela- 
tively small  amounts  of  space.  A 
similar  condition  obtains  for  stores 
which  have  large  amounts  invested  in 
fixtures  per  100  square  feet  of  floor 
space.  The  present  discussion  has  to 
do  with  amounts  of  selling  expense  in 
terms  of  sales  and  in  terms  of  the 
amounts  sold  per  square  foot  of  floor 
space  for  stores  classified  according 
to  their  investments  in  fixtures. 

Table  103  shows  for  303  stores,  clas- 
sified by  size  and  by  amounts  invested 
in  fixtures  per  100  square  feet  of  floor 
space,  the  average  amounts  of  floor 
space  used  per  store  and  the  average 
amounts  of  selling  expense  per  square 
foot  of  floor  space.  The  body  of  the 
table  rather  than  the  total  is  of  chief 
interest.  The  meaning  of  the  details 
which  it  contains  may  be  illustrated 
by  selecting  stores  with  sales  of  $80,- 
000  to  $180,000.  The  average  amount 
of  selling  expense  per  store  for  the 
102  stores  is  $11,513  and  the  average 
amount  of  floor  space  in  square  feet 
is  5,012.  As  the  amounts  invested  in 
fixtures  per  100  square  feet  of  floor 
space  increase  for  this  group  of  stores, 
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the  amounts  of  floor  space  utilized  de- 
crease. For  the  stores  having  the 
smallest  amount  invested  in  fixtures 
in  relation  to  floor  space,  the  amount 
of  floor  space  utilized  is  6,374  square 
feet  and  from  this  as  a  maximum  it 


decreases  to  3,717  for  stores  which 
have  investments  in  fixtures  of  $120 
and  over  for  each  100  square  feet  of 
floor  space.  There  is  no  definite  ten- 
dency, on  the  other  hand,  for  the 
amounts  of  selling  expense  per  store 


TABLE  103 

AMOUNT  OF  SELLING  EXPENSE  AND  FLOOR  SPACE  PER  STORE  AND  AMOUNT  OF  SELLING 

EXPENSE  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED 

BY    SIZE    AND    BY    AMOUNT    OF    FIXTURE    ACCOUNT    PER 

100   SQUARE   FEET   OF   FLOOR   SPACE,    1919 


Classified 
Total 
Met  Sale* 
(la  OOO'l) 

Aaount  of 
Fixture  Account 
per  100  an.  ft. 

of  Floor  Space 

»uaN>r 
of 
Stores 

Floor  Spseo 
per  Etcre 
(»q.  ft.) 

Selling 

Erp*r.6« 
per  store 

Selling  Expense  per  100  Square  Feet  of  Floor  Space 

Aaomt 
j 

fir  Cent. 

Qraphle 
3      20     4f)      60     80   100   120   140   160  18/3  2OO 

Actual 

Total 

(Average  ) 

SOS 

4,694 

$11,866 

$252.79 

g 

100.0 

total 
(Average) 

Under  $40 
$40  to     $80 

too  to  $120 

$120    4    over 

74 
105 
63 

£1 

5,215 
3,964 
4,141 
5,891 

7,844 
8,314 

10,906 
23,852 

150.41 
209.74 
263.57 
404.89 

59.6 

83.0 
104.2 

160.8 

36.6 

Oxter  $-K 

total 
(Average  ) 

45 

2,171 

2,010 

92.56 

•— 

HT" 

I 

Coder  $4O 
$40  to     tBC 
$80  to  $12O 
$120  &  orer 

11 
24 
9 

7 

2,764 
2,119 
2,100 
1,156 

1,499 

2,095 
2,236 
2,424 

64.23 
96.91 
106.48 
166.48 

21.5 
39.1 
42.1 
65.9 

$40  to  $80 

Total 
(Average  ) 

113 

3,080 

4,102 

133.16 

52.7 

40.0 
51.2 
75.1 
66.1 

Under  $40 
$40  to     $80 
$80  to  $120 
$120  &  over 

S3 

42 
23 
IS 

3,786 
2,834 

2,559 
3.014 

3,828 
3,669 
4,729 
4,959 

101.11 
129.46 
184.80 
164.53 

Oao  to  Joao 

Total 
(Average) 

102 

5,012 

11,513 

229.71 

90.9 

65.4 

91.8 
95.5 
152.8 

MM-  $40 

$40  to     $80 
$80  to  $12O 
$120  it  over 

22 
53 

29 

18 

6,574 
5,554 
4,394 

3,717 

10,540 
12,427 
10,613 
12,480 

165.36 
232,11 
241.53 
335.75 

•Oao  &  over 

total 
(Average) 

43 

10,833 

43,419 

401.17 

158.7 

90.1 
146.8 

IS  2.  3 
190.1 

Older  $40 
$40  to     $80 
$80   to  $120 
$120  &  over 

8 
6 
8 
21 

11,296 
11,609 
8,539 
11,289 

25,717 
43,080 
32,878 
54,857 

227.66 
371  .09 
386.20 

MfcM 
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to  increase  or  to  decrease  as  the  fix- 
ture investments  per  unit  of  floor 
space  increase. 

The  table  also  shows  for  each  group 
of  stores,  classified  by  size,  the 
amounts  of  selling  expense  per  100 
square  feet  of  floor  space.  For  the 
group  of  stores  under  consideration, 
the  average  was  $229.71.  For  the 
stores  with  the  smallest  amount  in- 
vested in  fixtures  per  100  square  feet 
of  floor  space,  the  corresponding 
amount  was  $165.36,  and  from  this 
as  a  minimum  the  amounts  increase 
as  the  fixture  investments  increase. 
For  those  stores  which  had  $120  and 
over  invested  in  fixtures,  measured  in 
this  manner,  the  selling  expense  per 
100  square  feet  of  floor  space  was 
$335.75. 

The  tendencies  for  the  amounts  of 
selling  expense  per  store,  floor  space 
per  store,  and  selling  expense  per  100 
square  feet  of  floor  space,  to  increase 
or  decrease  with  investments  in  fix- 
tures is  not  so  certain  in  the  other 
groups  of  stores.  Generally  speaking, 
however,  the  conditions  noted  above 
for  this  group  also  characterize  the 
others. 

Table  104  shows  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  and  per  $100  of  total  net  sales 
for  the  amount  sold  for  each  square 
foot  of  floor  space.*  The  details  of 
this  table  are  of  interest.  Within 
each  group  of  stores,  when  classified 
by  size,  certain  unmistakable  tenden- 
cies in  these  amounts  seem  to  be 
present.  First,  the  amounts  of  sell- 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  25. 


ing  expense  per  $100  of  total  net  sales 
increase  as  the  amounts  invested  in 
fixtures  per  unit  of  floor  space  in- 
crease. To  this  general  rule  there 
are  occasional  exceptions,  but  these 
are  insufficient  to  alter  the  conclusion. 
When  the  amounts  of  selling  expense 
per  $100  of  total  net  sales  for  the 
amount  sold  on  each  square  foot  of 
floor  space  are  determined,  they  seem 
on  the  whole  to  decrease  for  each 
group  of  stores  as  the  fixture  invest- 
ments per  $100  of  total  net  sales  in- 
crease. That  is,  an  inverse  relation- 
ship between  the  amounts  expressed 
in  this  form  and  in  selling  expense  in 
terms  of  sales  alone  is  set  up.  One 
may  conclude,  in  spite  of  the  fact  that 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  increase  with 
the  amounts  invested  in  fixtures  per 
100  square  feet  of  floor  space,  that 
this  disadvantage  is  overcome  because 
of  the  diminished  amount  of  floor 
space  involved.  That  is,  the  sales  per 
unit  of  floor  space,  in  the  stores  hav- 
ing large  amounts  invested  in  fixtures, 
overcome  the  disadvantage  under 
which  stores  operate  so  far  as  selling 
expense  alone  is  concerned. 

Tables  104  and  105  not  only  estab- 
lish more  or  less  definitely  certain 
tendencies  of  change  in  expense  ratios, 
but  also  set  up  standards  against 
which  merchants  may  judge  their 
own  costs  measured  in  the  units  em- 
ployed. 

Table  105  contains  the  data  found 
in  Table  104,  but  rearranged  so  as  to 
facilitate  comparisons  of  selling  ex- 
pense per  $100  of  total  net  sales  and 
per  $100  of  sales  for  the  amount  sold 
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TABLE  104 


AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  SALES  PER  SQUARE 

FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF 

FIXTURE  ACCOUNT  PER  100   SQUARE   FEET  OF   FLOOR  SPACE,    1919 


S«lllc«  Sxp»n»e  par  $100  of  Total  ««t  S*Ie«  per 
S*lei  per  SquA2~9  Foot  of  Floor  Spaco 


on  each  square  foot  of  floor  space  for 
stores  of  different  size,  but  with  the 
same  amounts  invested  in  fixtures.  A 
moment's  consideration  of  its  con- 
tents may  be  of  interest. 

For  each  group  of  stores,  when 
classified  by  the  amounts  of  fixture  in- 
vestments per  unit  of  floor  space,  the 
amounts  of  selling  expense  per  $100 


of  total  net  sales  increase  as  the  size 
of  the  stores  increases.  They  also 
increase  as  the  amounts  of  fixture 
investment  in  relation  to  floor  space 
increase.  The  amounts  of  selling  ex- 
pense per  $100  of  sales  for  the  amount 
sold  on  each  square  foot  of  floor  space, 
for  each  of  the  groups  of  stores  as 
classified,  however,  generally  tend  to 
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decrease  as  the  size  of  the  stores  in- 
creases, and  as  the  size  of  the  invest- 
ments in  fixtures  increases.  This  table 
confirms  the  conclusion  drawn  from 
Table  104  that,  while  amounts  of  sell- 
ing expense  are  generally  high  in 
terms  of  sales  for  stores  having  large 
investments  in  fixtures  per  100  square 


feet  of  floor  space,  they  are  relatively 
low  when  they  are  expressed  in  terms 
of  the  utilization  of  the  floor  space. 

The  association  between  large 
amounts  of  selling  expense  per  $100 
of  total  net  sales  and  large  invest- 
ments in  fixtures  per  100  square  feet 
of  floor  space  is  brought  out  in  Table 


TABLE  105 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  SALES  PER  SQUARE 

FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  AMOUNT  OF  FIXTURE 

ACCOUNT    PER     100     SQUARE    FEET     OF     FLOOR     SPACE 

AND     BY     SIZE     OF     STORE,     1919 


S«Ulng  Expena*  par  f  100  at  Total  Set  S.lea  per 
S«l«a  par  S<JU«LTO  Foot  of  Floor  Sp«o» 


Average  (9.93 


Average  t0.9»- 
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106.  For  each  group  of  stores,  when 
classified  by  size,  the  amounts  in- 
vested in  fixtures  per  unit  of  floor 
space  are  larger  for  the  stores  having 
large,  than  for  those  having  small 


amounts  of  selling  expense  in  terms 
of  sales.  An  inspection  of  this  table 
will  reveal  only  one  exception  to  the 
general  rule  and  this  is  based  upon 
only  one  store. 


TABLE  106 

FLOOR  SPACE,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  100  SQUARE 

FEET  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  SELLING   EXPENSE   PER   $100   OF   TOTAL    NET   SALES,    1919 


Classified 
Total 
Net  Sales 
<ln  OOO'a) 

Amount  of 
Selling 
Expense 
per  $100  of 
Total 
Met  Sales 

Hairier 
of 
Stores 

Flooi  Space 
(»q.   ft.) 

ABount  of 

rl-'.-re 
Account 

Anount  of  Fixture  Account  per  100  sq.   ft. 
of  Floor  Space 

Aaount 

Per  Cent. 

Graphic 
)      20      40      60      80   100   120   140  16< 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

303 

1,422,359 

Si,  326,  406 

$93.25 

p- 

100.0 

66.5 
99.3 
121.9 

61.7 

Under  $6 
$6  to  $12 

$12  &  over 

85 
163 
55 

224,  662 
828,792 
368,905 

139,366 
767,735 
419,285 

62.04 
92.63 

I 

Under  $40 

Total 
(Average) 

45 

97,716 

56,  181 

57.49 

Under  $6 
$6  to  $12 

$12  4  over 

20 
22 

3 

41,754 
44,502 
11,460 

17,694 
32,360 
6,127 

42.38 
72.72 
53.46 

45.4 

eo.: 

57.3 

$40   to  $30 

Total 
(Average  ) 

113 

347,999 

209,385 

60.17 

64.5 

Under  $6 
$6  to  $12 

$12  4  over 

49 
54 

10 

135,558 
180,121 
32,320 

78,399 
105,227 
25,759- 

57.83 
53.42 
79.70 

62.0 
62.6 
65.5 

$80   to  $080 

Total 
(Average  ) 

102 

511,239 

403,538 

79.91 

85.7 

Under  $6 

$6  to  $12 

$12  fc  over 

IS 
61 
26 

45,475 
317,017 
148,747 

35,454 

247,450 
125,634 

77.96 
78.06 
84.46 

83.6 
83.7 
90.6 

$180  &  over 

Total 
(Average) 

43 

465,405 

652,302 

140.16 

150.3 

448.3* 

142.9 
159.2 

Under  $6 

$6   to    $12 
$13  fc  over 

1 
26 
16 

1,875 
287,  152 
176,  378 

7,839 
382,693 
261,765 

418.03 
133.27 
14S.41 

Average  $93.25 

"full  length  not  ahown. 
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B. — Summary. 

(1).  The  amounts  of  selling  ex- 
pense per  100  square  feet  of 
floor  space  and  per  $100  of 
total  net  sales  increase  as  the 
investments  in  fixtures  per  100 
square  feet  of  floor  space  in- 
crease. This  is  true  for  all 
stores  and  for  stores  of  a 
given  size. 

(2).  The  amounts  of  selling  ex- 
pense per  $100  of  total  net 
sales  for  the  amount  sold  per 
square  foot  of  floor  space  de- 
crease as  the  investments  in 
fixtures  per  100  square  feet 
of  floor  space  increase.  This 
holds  for  all  stores  and  for 
stores  classified  by  size. 

(3).  For  stores  with  a  given 
amount  invested  in  fixtures 
per  100  square  feet  of  floor 
space,  the  amounts  of  selling 
expense  in  terms  of  sales  alone 
increase,  while  in  terms  of 
both  sales  and  amount  sold 
per  unit  of  floor  space  they 
decrease,  as  the  stores  in- 
crease in  size. 

5. — YEARLY  AMOUNTS  OP  SELLING  EX- 
PENSE IN  RELATION  TO  EXPENDI- 
TURES FOR  ADVERTISING,  FOR  STORES 
CLASSIFIED  BY  YEARS,  BY  SIZE,  AND 
BY  LOCATION. 

The  term  "advertising"  as  used  in 
this  section  includes  expenditures  for 
the  different  methods  of  advertising 
such  as  newspapers,  billboards,  etc.,* 

*  See  the  questionnaire  in  Volume  "VT, 
page  597,  of  the  Bureau's  study  of  Costs, 
Merchandising  Practices,  Advertising  and 
Sales  in  the  Retail  Distribution  of  Clothing. 


as  well  as  the  salaries  of  the  advertis- 
ing employees,  such  as  window  trim- 
mers and  advertising  men.  The  stores 
which  are  studied  in  this  section  are 
classified  for  the  years  in  question  by 
the  amounts  of  advertising  expen- 
ditures in  relation  to  sales.  Both 
simple  and  complex  units  of  measure- 
ment,f  of  the  same  general  type  as 
those  which  have  already  been  used, 
are  employed. 

In  the  following  discussion,  chief 
emphasis  is  given  to  the  conditions  in 
1919,  although  for  a  limited  group  of 
stores,  comparisons  are  made  between 
the  increases  in  total  net  sales  and 
selling  expense  for  the  years  1914, 
1918,  and  1919.  The  order  in  which 
these  topics  are  discussed  is  essen- 
tially that  used  in  the  foregoing  sec- 
tions. 

A. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Ex- 
pense, for  Stores  Classified  by 
Size,  1919, 1918,  and  1914. 

Table  107  shows  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales  in  1919  for  282  stores  classified 
by  size  and  by  the  amounts  expended 
for  advertising  in  relation  to  sales. 
It  also  shows  the  amounts  of  selling 
expense  per  $1  of  advertising  for  the 
stores  similarly  classified. 

It  is  hardly  necessary  to  call  atten- 
tion to  the  fact,  so  often  noticed  be- 
fore, that  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  in- 
crease as  the  stores  increase  in  size. 

f  The  methods  by  which  these  are  com- 
puted are  explained  on  page  4. 
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The  amounts  in  which  chief  interest 
now  lies  are  those  for  stores  with  dif- 
ferent amounts  spent  for  advertising 
per  $100  of  total  net  sales.  It  will 
be  seen  from  Table  107  that  for  all 
the  stores  and  for  each  group,  when 
classified  by  size,  the  amounts  of  sell- 
ing expense  per  $100  of  total  net  sales 
increase  as  the  amounts  expended  for 
advertising,  similarly  expressed,  in- 
crease. For  the  79  stores  which  spent 


less  than  $1  for  advertising  per  $100 
of  total  net  sales,  it  cost,  in  1919, 
$7.07  to  sell  $100  worth  of  goods. 
For  those  which  spent  from  $1  to  $2 
for  each  $100  of  sales,  the  correspond- 
ing figure  was  $8.46.  For  the  stores 
spending  amounts  larger  than  $2  for 
advertising  per  $100  of  total  net  sales, 
the  costs  of  selling,  similarly  meas- 
ured, were  even  higher.  How  large 
they  are  for  the  stores  as  classified, 


TABLE  107 

AMOUNT    OF    SELLING    EXPENSE    PER    $100    OF    TOTAL    NET    SALES    AND    PER    $1    OF 

ADVERTISING,    FOR   STORES   CLASSIFIED   BY   SIZE   AND   BY   AMOUNT   OF 

ADVERTISING  PER  $100   OF   TOTAL  NET   SALES,    1919 
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as  well  as  the  direction  of  change 
from  group  to  group  may  be  observed 
by  consulting  Table  107. 

The  section  of  Table  107  which 
shows  the  amounts  of  selling  expense 
per  $1  of  advertising  presents  a  some- 
what different  picture.  For  all  the 
stores,  irrespective  of  size,  the  average 
amount  of  selling  expense  per  $1  of 
advertising  was  $4.51.  Over  the 
whole  range  of  store  sizes,  the  amounts 
decrease  as  the  stores  increase  in  size. 
Within  each  group  of  stores,  when 
classified  by  size,  moreover,  the 
amounts  rapidly  decrease  as  the  ex- 
penditures for  advertising  per  $100 
of  total  net  sales  increase.  That  is, 
using  for  illustrative  purposes  the  106 
stores  with  annual  sales  of  $40,000 
to  $80,000,  it  costs  $5.44  in  selling 
expense  for  each  $1  of  advertising  to 
sell  $100  worth  of  goods.  When  the 
expenditure  for  advertising  is  less 
than  $1  per  $100  of  total  net  sales, 
the  corresponding  selling  expense  is 
$10.06,  and  from  this  as  a  maximum, 
the  amounts  decrease  to  $3.69  for  the 
6  steres  which  spent  for  advertising 
in  relation  to  their  sales  $2  and  over. 
The  same  tendency  for  the  amounts 
to  decrease  characterizes  each  group 
of  stores.  Both  the  direction  of 
change  and  the  amounts  of  expendi- 
ture expressed  in  this  unit  may  be 
found  by  consulting  the  table. 

As  has  been  observed,  the  amounts 
of  selling  expense  per  $100  of  total 
net  sales  are  relatively  high  for  the 
large  stores.  Moreover,  advertising 
expenditures  per  $100  of  total  net 
sales  are  also  relatively  high  for  the 
large  stores.  This  association  is 


brought  out  in  Table  108  which  shows 
the  amounts  of  advertising  expendi- 
tures per  $100  of  total  net  sales  for 
stores  classified  according  to  amounts 
of  selling  expense  in  relation  to  sales. 
It  will  be  seen  from  this  table  that, 
as  the  stores  increase  in  size,  the  ad- 
vertising expenditures  in  terms  of 
sales  increase  and  that  for  stores  of 
given  size,  the  amounts  of  advertising 
expense  per  $100  of  total  net  sales 
increase  as  the  selling  expenses,  simi- 
larly measured,  increase.  This  is  to 
be  expected  in  view  of  the  fact  that 
advertising  expenditure  is  a  part  of 
total  selling  expense.  The  purpose  of 
the  table  is  to  show  the  amounts  spent 
for  this  purpose  and  the  tendencies 
for  them  to  change  in  each  of  the 
different  store-groups. 

Another  approach  to  the  study  of 
selling  expense  per  $100  of  total  net 
sales  in  relation  to  amounts  of  adver- 
tising, similarly  expressed,  is  found 
in  Table  109.  Only  one  part  of  the 
table  seems  to  call  for  attention  at 
this  place. 

In  the  right-hand  columns,  under 
the  caption  "Selling  Expense  per 
$100  of  Total  Net  Sales  per  Stock 
Turnover, ' '  *  are  shown  the  different 
amounts  of  selling  expense  computed 
in  this  form  for  stores  of  different 
size  and  with  different  amounts  of 
advertising  expenditure  per  $100  of 
total  net  sales.  Other  things  being 
equal,  the  amounts  of  expenditure  for 
advertising  should  increase  both  sales 
and  the  rapidity  with  which  stock  is 
turned.  The  table  was  constructed 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  19. 
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TABLE  108 

AMOUNT    OF    ADVERTISING    EXPENSE    PER    $100    OF    TOTAL    NET    SALES,    FOR    STORES 

CLASSIFIED  BY  SIZE  ANT)  BY  AMOUNT  OF  SELLING  EXPENSE  PER 

$100     OF     TOTAL     NET     SALES,     1919 
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in  order  to  place  stores  on  a  unit  basis 
as  respects  both  sales  and  rates  of 
stock  turnover. 

While  it  cost  $10.16,  on  the  aver- 
age, in  1919,  to  sell  $100  worth  of 
goods,  the  corresponding  amount  per 
turnover  was  $4.62.  For  the  stores 
which  sold  in  1919  less  than  $40,000 
worth  of  goods,  and  for  which  the 


selling  expense  per  $100  of  total  net 
sales  was  $6.00,  the  corresponding 
amount  per  stock  turnover  was  $4.00. 
For  the  stores  which  sold  between 
$40,000  and  $80,000,  the  selling  ex- 
pense per  $100  of  total  net  sales  was 
$7.45.  The  corresponding  amount  per 
turnover  was  $4.14.  Similarly,  those 
that  sold  from  $80,000  to  $180,000 
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in  this  year  had  a  selling  expense  per 
$100  of  total  net  sales  of  $10.16,  and 
per  stock  turnover  of  $5.35.  The 
selling  expense  was  high  in  terms  of 
sales  for  the  stores  which  sold  in  this 
year  $180,000  and  over.  In  terms  of 
stock  turnover,  however,  it  was  only 
slightly  larger  than  for  those  which 
sold  between  $40,000  and  $80,000 


worth  of  goods.  Within  each  store- 
group,  when  classified  by  size,  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  and  per  $100  of 
total  net  sales  per  stock  turnover 
increase  as  the  expenditures  for 
advertising  increase. 

In  Table  110  the  order  in  which 
the  data  contained  in  Table  109  are 


TABLE  109 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER, 

FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  ADVERTISING 

PER    $100    OF    TOTAL    NET    SALES,    1919 


Selling  Expense  per  Jloo  of  Total  Het  Sales 
per  Stock  Turnover 


Average  {10.16 


•age  $4.62 
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presented  is  reversed.  That  is,  Table 
110  shows  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  and 
per  $100  of  total  net  sales  per  stock 
turnover  for  stores  of  different  size 
with  given  amounts  of  advertising 
expenditure  per  $100  of  total  net 
sales.  "Within  each  group  of  stores, 
classified  according  to  expenditures 
for  advertising  in  relation  to  sales, 
the  amounts  of  selling  expense,  ex- 


pressed in  terms  of  sales  alone,  in- 
crease. In  terms  of  sales  per  turn- 
over the  direction  of  change  in  the 
amounts,  except  for  one  group  of 
stores,  is  conflicting.  The  general 
effect,  however,  from  the  use  of  the 
combined  unit  is  to  tone  down,  if  not 
wholly  to  nullify,  the  increase  in  the 
amounts  when  the  unit  of  comparison 
is  sales  alone. 

Another  measure  of  the  amounts  of 


TABLE  110 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL,  XET  SALES  PER  STOCK  TURNOVER. 

FOR   STORES    CLASSIFIED   BY   AMOUNT   OF   ADVERTISING   PER   $100    OF 

TOTAL    NET    SALES    AND    BY    SIZE    OF    STORE,    1919 
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TABLE  111 

AMOUNT    OF    SELLING   EXPENSE    PER   $100   OF   TOTAL    NET    SALES  PER   AMOUNT   SOLD 
PER  $1  OF  AVERAGE  INVENTORY,  1918  AND  1919,  FOR  STORES  CLASSI- 
FIED BY  SIZE  AND  BY  AMOUNT  OF  ADVERTISING  PER 
$100    OF    TOTAL    NET    SALES,    1919 


selling  expense  per  $100  of  total  net 
sales  for  stores  classified  by  the 
amounts  expended  for  advertising  is 
found  in  Table  111.  The  amounts  are 
expressed  for  each  unit  sold  per  $1 
of  average  inventory,  1918  and  1919.* 
It  will  be  recalled  from  an  earlier 
discussion,  that  inventories  in  terms 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  18. 


of  sales  are  relatively  low  in  the  large 
stores.  Moreover,  the  amounts  of 
both  advertising  expense  and  selling 
expense  per  $100  of  total  net  sales 
have  been  found  to  be  relatively  high 
in  these  stores.  Accordingly,  when 
the  stores  are  classified  by  size  and 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  for  each 
amount  sold  per  $1  of  average  in- 
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ventory,  19.18  and  1919,  are  calcu- 
lated, they  are  found  to  increase  as 
the  size  of  the  stores  increases,  but 
by  smaller  amounts  than  selling  ex- 
penses when  they  are  expressed  in 
terms  of  sales  alone.  The  amounts 
of  selling  expense,  when  measured  in 
terms  of  sales  and  in  terms  of  sales 
for  the  amount  sold  per  $1  of  average 
inventory,  1918  and  1919,  increase 
as  the  amounts  spent  for  advertising 
per  $100  of  total  net  sales  increase. 
The  increases  are  greater  when  the 
amounts  of  selling  expense  are  ex- 
pressed in  terms  of  the  simple,  rather 
than  the  complex,  unit. 

Table  111,  like  the  tables  which 
precede  it,  serves  two  purposes :  First, 
to  give  the  actual  amounts  of  selling 
expense  expressed  in  two  ways;  and, 
second,  to  illustrate  increases  or  de- 
creases in  the  amounts  for  stores  when 
classified  in  the  manner  shown. 

The  relative  increases  in  total  net 
sales  and  selling  expense  between 
1914  and  1918,  and  1918  and  1919  for 
a  group  of  stores  having  annual  sales 
between  $20,000  and  $40,000  are 


shown  in  Table  112  when  the  stores 
are  classified  with  respect  to  the 
amounts  of  advertising  expenditure 
per  $100  of  total  net  sales  in  191-4. 

Between  1914  and  1919,  for  the  60 
stores  included,  sales  increased  113.7 
per  cent.,  while  total  selling  expense 
increased  79.9  per  cent.  "When  the 
amounts  of  selling  expense  are  ex- 
pressed in  terms  of  sales,  the  average 
amount  decreased  15.9  per  cent,  be- 
tween 1914  and  1919.  A  decrease  of 
9.2  per  cent,  in  the  average  amount 
of  selling  expense  in  relation  to  sales 
occurred  between  1914  and  1918. 
This  is  the  condition  for  the  stores 
irrespective  of  the  amounts  expended 
for  advertising  in  relation  to  sales. 
TVhen  the  stores  are  classified  accord- 
ing to  the  amounts  of  advertising 
expenditure  per  $100  of  total  net 
sales  in  1914,  the  percentages  of  de- 
crease in  selling  expense  per  $100  of 
total  net  sales  between  1914  and  1918 
vary  inversely  with  the  amounts  ex- 
pended for  advertising  in  relation  to 
sales.  For  the  stores  spending  less 
than  $1  per  $100  of  total  net  sales, 


TABLE  112 

RELATION  OF  SELLING  EXPENSE  TO  TOTAL  NET  SALES,  1919,  1918,  AND  1914,  FOB 

STORES  HAVING  SALES  FROM  $20,000  TO  $40,000  IN  1914,  CLASSIFIED  BY 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES,  1914 
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the  decrease  was  5.1  per  cent. ;  for 
those  spending  between  $1  and  $2  it 
was  5.6  per  cent. ;  and  for  those  spend- 
ing $2  and  over,  16.2  per  cent.  Simi- 
lar, but  less  uniform,  decreases  in  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  are  shown  for  the 
year  1919  over  1914  in  relation  to  the 
amounts  spent  for  advertising  per 
$100  of  total  net  sales.  Those  which 
spent  less  than  $1  for  advertising  in 
relation  to  sales,  decreased  their  sell- 
ing expense,  similarly  measured,  19.8 
per  cent. ;  those  which  spent  $1  to  $2 
decreased  their  selling  expense  6.4 
per  cent.,  and  those  which  spent  $2 
and  over  decreased  their  selling  ex- 
pense per  $100  of  total  net  sales  23.0 
per  cent. 

It  is  not  maintained  that  this  table 
proves  that  the  increased  advertising 
expenditure  caused  the  decrease  of 
selling  expense  in  relation  to  sales. 
It  points  to  this  conclusion,  however, 
in  view  of  the  fact  that  between  each 
of  the  years — 1914  and  1918,  and 
1918  and  1919 — the  general  tendency 
was  for  the  decreases  to  become  larger 


as  the  expenditures  for  advertising  in 
terms  of  total  net  sales  increased. 

It  should  be  observed  that  the  stores 
in  Table  112  are  classified  according 
to  the  amounts  expended  for  adver- 
tising in  1914  and  that  four  years 
elapsed  between  1914  and  1918,  and 
a  single  year  between  1918  and  1919. 
Obviously,  factors  other  than  adver- 
tising may  have  influenced  the  per- 
centages of  increase  in  sales  and  sell- 
ing expense  and  the  percentages  of 
decrease  in  selling  expense  in  terms  of 
sales. 

The  method  of  analysis,  used  in 
Table  112,  is  followed  in  Table  113 
for  a  group  of  stores  which  had  in 
1918  sales  between  $40,000  and  $60,- 
000.  The  purpose  of  this  table  is  to 
show  the  relation,  if  any,  between  the 
amounts  expended  for  advertising  in 
terms  of  sales  in  1918  and  the  extent 
to  which  selling  expense  in  terms  of 
sales  decreased  in  1919  as  compared 
with  1918.  Brief  references  to  the 
details  of  this  table  will  show  the 
nature  of  this  relationship  for  the  60 
stores  involved.  Total  net  sales  in- 


TABLE  113 

RELATION  OF  SELLING  EXPENSE  TO  TOTAL  NET  SALES,  1919  AND  1918,  FOR  STORES 

HAVING  SALES  FROM  $40,000  TO  $60,000  IN  1918,  CLASSIFIED  BY  AMOUNT 

OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES,  1918 


Total  Net  Sales 

Total  Selling  Expense 

Selling  Expense  per  $100  of 

Amount  of 

Total  Net  Sales 

per  $100  of 
Total 

Number 
of 

1910 

1019 

1919 

Net  Sales 

1918 

Per  Cent. 

1918 

Per  Cent. 

1918 

Per  Cent. 

1918 

Amount 

Increase 

Amount 

Increase 

Amount 

Decrease 

over  1918 

over  1918 

from  1918 

Total 
(Average  ) 

60 

$2,969,556 

(4,299,028 

44.8 

(243,612 

1327,559 

34.5 

$8.20 

$7.62 

7.1 

Under  $1 

23 

1,151,959 

1,672,332 

45.2 

69,911 

98,569 

41.0 

6.07 

5.89 

3.0 

$1  to  $2 

22 

1,079,477 

1,581,042 

46.5 

93,513 

125,  678 

34.4 

8.66 

7.95 

8.2 

$2  &  over 

15 

738,122 

1,045,  65* 

41.7 

80,188 

103,312 

28.8 

10.86 

9.89 

8.9 
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creased  between  1918  and  1919  by 
44.8  per  cent.  Simultaneously,  sell- 
ing expense  increased  34.5  per  cent. 
The  result  is  that  selling  expense  per 
$100  of  total  net  sales  decreased  7.1 
per  cent.  When  the  stores  are  clas- 
sified according  to  the  amounts  ex- 
pended for  advertising  per  $100  of 
total  net  sales  in  1918,  the  percentages 
of  decrease  become  successively  larger 
as  the  expenditures  for  advertising  in 
relation  to  sales  increase.  For  the 
stores  which  spent  least,  that  is,  under 
$1,  the  percentage  of  decrease  be- 
tween 1918  and  1919  was  3.0.  For 
those  that  spent  between  $1  and  $2, 
the  corresponding  percentage  of  de- 
crease was  8.2,  and  for  those  which 
spent  $2  and  over,  the  decrease  was 
8.9  per  cent.  That  is,  as  the  amounts 
expended  for  advertising  in  terms  of 
sales  in  1918  increase,  the  percentages 
of  decrease  in  selling  expense  per  $100 
of  total  net  sales  between  1918  and 
1919  become  larger.  It  will  be  noted 
from  this  table  that  the  size  of  the 
stores  involved  in  each  of  the  years  is 
substantially  the  same,  hence  store- 
size  does  not  explain  the  decrease  to 
which  attention  is  called.  The  same 
observation  applies  to  the  detail  in 
Table  112. 

If  Tables  112  and  113  are  consid- 
ered as  a  unit,  it  seems  reasonable  to 
conclude  that  for  the  stores  in  ques- 
tion, relatively  large  amounts  of  ad- 
vertising expenditure  in  terms  of  sales 
accompany,  if  they  do  not  determine, 
large  decreases  in  selling  expense  in 
terms  of  sales.  Obviously,  there  is  a 
limit  beyond  which  amounts  of  sell- 
ing expense  per  $100  of  total  net  sales 


cannot  be  reduced  by  increasing  ex- 
penditures for  advertising.  What  that 
limit  is,  the  tables  do  not  reflect. 
Neither  can  they  be  used  to  prove  that 
large  amounts  of  advertising  expendi- 
ture will  reduce  selling  expense.  They 
do  show,  however,  a  definite  relation- 
ship between  advertising  expenditures 
and  selling  expense  which  could 
hardly  have  occurred  with  the  regu- 
larity shown  in  the  tables  without 
some  close,  if  not  causal,  relationship 
existing  between  them. 

In  confirmation  of  the  conclusions 
drawn  from  Tables  112  and  113, 
Table  114  is  presented.  The  basis  for 
the  classification  of  the  154  stores  is 
the  amounts  expended  for  advertis- 
ing per  $100  of  total  net  sales  in  1914, 
but  no  account  is  taken  of  store  size. 
In  interpreting  this  table,  it  should 
be  remembered  that  the  larger  the 
store,  other  things  being  equal,  the 
greater  the  increase  in  total  net  sales 
from  year  to  year.  Similarly,  the 
larger  the  store,  the  greater  the  in- 
crease in  selling  expense  from  year  to 
year.  Moreover,  it  should  be  borne 
in  mind,  generally  speaking,  that  the 
larger  the  store,  the  greater  the  ex- 
penditure for  advertising  per  $100  of 
total  net  sales.  Accordingly,  when 
the  stores  are  grouped  irrespective  of 
size  and  are  classified  by  amounts  ex- 
pended for  advertising  per  $100  of 
total  net  sales,  the  seeming  effect  of 
advertising  expenditures  on  the 
amount  of  selling  expense  in  relation 
to  sales  may  be  due,  in  part  at  least, 
to  the  size  of  the  store.  It  has  been 
thought  worth-while,  however,  in 
spite  of  the  limitations  of  such  a  clas- 
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sification,  to  present  Table  114  be- 
cause, in  a  general  way,  it  confirms 
the  conclusions  drawn  from  Tables 
112  and  113. 

For  the  154  stores,  the  amounts  of 
sales  for  the  entire  group  increased 
between  1914  and  1918  by  59.4  per 
cent,  and  between  1914  and  1919  by 
126.4  per  cent.  The  corresponding 
percentage  increases  in  selling  ex- 
pense between  the  respective  years 


the  amounts  expended  for  advertising 
increase.  Similar  conditions  obtain 
for  the  percentage  increases  in  selling 
expense  for  the  respective  years. 
When  the  amounts  of  selling  expense 
are  shown  in  terms  of  total  net  sales, 
however,  the  percentage  decreases 
become  larger  as  the  amounts  spent 
for  advertising  in  terms  of  sales  in- 
crease. To  this  general  rule,  between 
1914  and  1918,  there  is  but  one  im- 


TABLE  114 

RELATION  OF  SELLING  EXPENSE  TO  TOTAL  NET  SALES,  1919,  1918,  AND  1914,  FOB 

STORES  CLASSIFIED  BY  AMOUNT  OF  ADVERTISING  PER  $100 

OF  TOTAL  NET  SALES  IN  1914 


Amount  cf 
Advertising 
par  $100  of 
Tottl 
Ket  Sales 
1914 

Number 
of 
Etorea 

Total  Hat  Sales 

Total  Selling 
Expense 

Selling  Expense  per  $100  of  Total  Bet  Sale* 

Per  Cent.  Increase 
over  1914 

Per  Cent.  Incre&ao 
over  1914 

Araount 

Per  Cent.  Chang* 
fron  1914 

1913 

1919 

1918 

1913 

1914 

1918 

1919 

1916 

1919 

Total 
(Average  ) 

154 

59.4 

126.4 

51.9 

106.0 

$11.43 

$10.94 

$10.44 

-4.7 

-9.1 

Dtder  tl 

27 

SO  .7 

98.1 

54.  2 

84.4 

6.62 

6.80 

6.17 

+2.7 

-6.8 

$1  to  $2 

£2 

ee.s 

114'.  6 

45.9 

100.9 

9.83 

9.17 

9.20 

-6.7 

-fl.4 

$£  to  $3 

56 

44.6 

112.7 

43.5 

93.1 

10.79 

10.70 

9.79 

-0.8 

-9.3 

$5  k  over 

M 

79.4 

IS1.9 

61.4 

117.6 

14.49 

13.03 

12.  SI 

.10.1 

-13.7 

were  51.9  and  106.0.  When  the 
amounts  of  selling  expense  are  deter- 
mined for  each  $100  of  total  net  sales, 
they  are  found  to  have  decreased  be- 
tween 1914  and  1918  by  4.7  per  cent, 
and  between  1914  and  1919  by  9.1  per 
cent. 

When  the  stores  are  classified  by 
expenditures  for  advertising  per  $100 
of  total  net  sales,  the  percentage  in- 
creases in  sales  become  larger  between 
1914  and  1918,  and  1914  and  1919,  as 


portant  exception.  Between  1914  and 
1919  the  percentage  decreases,  with 
an  unimportant  exception,  become 
larger  as  the  amounts  spent  for  ad- 
vertising increase.  For  the  stores 
which  spent  least  for  this  purpose, 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales  decreased  be- 
tween 1914  and  1919  by  6.8  per  cent., 
while  for  those  which  spent  most,  that 
is,  $3  and  over,  the  corresponding  de- 
crease was  13.7  per  cent. 
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Tables  112  to  114,  inclusive,  should 
be  considered  in  the  light  of  the  dis- 
cussion concerning  them.  In  Table 
114  the  elements  which  determine  the 
decreases  in  selling  expense  are  less 
likely  to  be  the  amounts  spent  for 
advertising  than  in  the  other  tables. 

The  amounts  of  selling  expense  for 
stores  classified  by  size  and  by  expen- 


ditures for  advertising  per  $100  of 
total  net  sales  may  also  be  shown  in 
terms  of  total  expense  and  in  terms 
of  total  expense  per  stock  turnover. 
This  is  done  in  Table  115.  So  far  as 
any  unmistakable  tendency  for  the 
amounts  to  increase  or  decrease  under 
different  conditions  of  advertising  ex- 
penditure is  concerned,  the  results  of 


TABLE  115 

AMOUNT  OF  SELLING  EXPENSE  PER   $100   OF  TOTAL  EXPENSE  PER  STOCK  TURNOVER, 

FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  ADVERTISING 

PER     $100     OF     TOTAL     NET     SALES,     1919 


C  Unified 

Total 
Hot  S*:es 

(In  OOO'f ) 
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the  table  are  inconclusive.  The  actual 
amounts,  however,  are  of  interest  and 
for  this  reason  the  table  is  included  in 
this  study. 

B. — Yearly  Amounts  of  Selling  Ex- 
pense per  $100  of  Total  Net  Sales 
and  per  $100  of  Total  Expense, 
for  Stores  Classified  by  Size  of 
City  in  Which  Located*  1919. 

When  the  282  stores  are  classified 
according  to  their  location  in  two  city- 
groups  and  by  the  amount  of  adver- 
tising expenditure  per  $100  of  total 
net  sales,  as  in  Table  116,  it  is  found 

*  Population  figures  are  for  1920. 


that  the  amounts  of  selling  expense 
per  $100  of  total  net  sales  are  less  for 
the  stores  in  the  small  cities  than  for 
those  in  the  large  cities,  when  treated 
as  a  total  and  when  classified  by  the 
amounts  expended  for  advertising  in 
relation  to  sales.  To  this  general  rule 
there  are  no  exceptions.  It  should  be 
noted  that  no  attention  is  paid  in  this 
connection  to  the  size  of  the  stores, 
except  as  it  is  indirectly  reflected  in 
the  amounts  expended  for  advertising 
per  $100  of  total  net  sales.  With  this 
in  mind,  it  is  difficult  to  assign,  as  be- 
tween expenditures  for  advertising 
and  the  size  of  the  stores,  the  causes 
for  these  increases.  It  is  sufficient  at 


TABLE  116 

AMOUNT    OF    SELLING    EXPENSE    PER    $100    OF    TOTAL    NET    SALES    PER    STOCK    TURN- 
OVER,   FOR   STORES    CLASSIFIED    BY   SIZE    OF    CITY    AND    BY    AMOUNT    OF 
ADVERTISING    PER    $100    OF    TOTAL    NET    SALES,    1919 


Average  $10.16 


Average  $4.62 
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this  time  to  call  attention  to  the  fact 
as  stated. 

When  the  amounts  of  selling  ex- 
pense per  $100  of  total  net  sales  are 
computed  for  each  stock  turnover,  the 
average  amount  is  higher  for  the 
stores  in  the  small  than  for  those  in 
the  large  cities,  and  this  condition 
obtains  with  one  exception  for  the 
stores  with  the  same  amount  of  ad- 
vertising, but  located  in  different- 
sized  cities.  That  is,  while  the 
amounts  of  selling  expense  per  $100 
of  total  net  sales  are  generally  higher 
for  the  stores  in  the  large  cities,  the 
high  turnover  in  these  stores  serves 
to  compensate  for  this  disadvantage, 


thus  making  the  amounts  smaller  per 
stock  turnover. 

The  association  between  the  amounts 
of  advertising  expenditure  per  $100 
of  total  net  sales  and  the  amounts  of 
selling  expense,  similarly  expressed, 
for  stores  classified  by  location  is 
brought  out  in  Table  117.  This  table 
shows  first,  that  the  amounts  of  adver- 
tising per  $100  of  total  net  sales  are 
higher  for  the  stores  in  the  large  than 
for  those  in  the  small  cities,  both, 
when  treated  as  a  total  and  when  con- 
sidered by  amounts  of  selling  expense 
per  $100  of  total  net  sales.  Second, 
in  both  of  the  city-groups  the  amounts 
of  advertising  expenditure  per  $100 


TABLE  117 

TOTAL   NET   SALES,   ADVERTISING   EXPENSE,    AND   AMOUNT   OF   ADVERTISING   PER    $100 

OF    TOTAL    NET    SALES,    FOR    STORES    CLASSIFIED    BY    SIZE    OF    CITY    AND    BY 

AMOUNT  OF  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES,  1919 


Size 
of 

City 
(In  000'  a) 

taoont  of 

Selling 
Exrcr.se 
per  5100  of 
Total 
Het  Sales 

N'-jrier 
of 
Stores 

Total 
Bet  Sales 

Total 
Advertising 
Expense 

Advertising  per  $100 

of  Total  Bet  Sales 

Azi^uj^t 

Per  Cent. 

Graphic 
0     20     40     6&    80  100  120  140  160  180 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

282 

$35,563,014 

£799,944 

$2.25 

100.0, 

44.0 

91.6 
141.3 

70.7 

43.6 

72.9 
96.0 

Under  $6 
$6  to  $12 
$12  Jc  over 

71 
155 
56 

4,533,266 
21,000,010 
10,179,738 

48,371 
433,232 
323,541 

0.99 
2.06 
3.18 

— 

Ibder 

40 

Total 
(Average  ) 

204 

16,862,679 

267,754 

1.59 

Under  $6 
$6  to  $12 

$12  &  over 

66 
110 
28 

3,639,835 
10,203,111 
3,019,683 

35,495 
167,092 
65,167 

0.96 
1.64 
2.16 

— 

40  and 
over 

Total 
(Average) 

78 

18,700,335 

532,190 

2.85 

126.7 

Under  J6 

fe  to  $12 

$12  i  over 

S 
45 

'  28 

743,381 

10,796,899 
7,160,055 

•     7,876 
266,  140 
256,174 

1.06 
2.46 

5.61 

47.1 
109.3 
160.4 
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of  total  net  sales  increase  directly 
with  the  amounts  of  selling  expense 
per  $100  of  total  net  sales. 

In  Table  118  the  amounts  of  sell- 
ing expense  for  stores  classified  by 
size  of  city  and  by  the  amount  ex- 
pended for  advertising  in  relation  to 
sales  are  shown  first  as  proportions 
of  total  expense  and  second,  in  rela- 
tion to  total  expense  per  stock  turn- 
over. Within  each  city-group  and 
for  the  total,  the  amounts  of  selling 
expense  per  $100  of  total  expense  in- 
crease with  a  few  exceptions  as  the 
amounts  expended  for  advertising  per 
$100  of  total  net  sales  increase.  When 
the  size  of  the  city  alone  is  considered, 


the  amount  of  selling  expense  per 
$100  of  total  expense  is  lower  in  the 
small  than  in  the  large  cities,  although 
group  by  group,  the  average  amounts 
are  larger  in  the  stores  in  the  small 
than  for  those  in  the  large  cities. 
When  the  amounts  are  expressed  in 
terms  of  stock  turnover,  they  are 
higher  in  the  small  than  in  the  large 
cities  for  the  stores  as  a  total  and  for 
the  individual  groups.  The  latter 
condition  is  due  primarily  to  the  slow 
turnover  which  characterizes  the 
stores  in  the  small  cities. 

The  tendencies  for  the  amounts,  as 
shown  in  Table  118,  to  increase  or 
decrease  are  inconclusive  in  some  re- 


TABLE  118 

AMOUNT  OF  SELLING  EXPENSE  PER  $100   OF  TOTAL  EXPENSE  PER  STOCK  TURNOVER, 
FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY  AMOUNT  OF  ADVER- 
TISING   PER    $100    OF    TOTAL    NET     SALES,     1919 


Advertising 
p«r  tJlOO  of 

Totll 
Not  Sales 


S«lUne  Expense  per  JlOO  of  Total  fcxpe 


0  SO  4O  6O  80  100  120 


Graphic 
0  20  40  60  80  100  120  140  ISO 


Total 


(Av 


Ifcier  $1 
$1  to  S2 
&  to  $3 


Under  Jl 
$1  to  52 
42  to  S3 
$3  4  over 


Bnflor  $1 
Cl  to  J2 
52  to  03 
J3  fc  over 


99.2 


91.6 
97.7 
104.3 
111.3 


25.44 


22.12 
26.44 
28.23 
31.92 


18.35 


100.0 


93.4 
106.2 
101.3 

92.  5 


114.9 

100.8 
119.4 
127.4 
144.1 


65.1 

69.8 
63.3 
90.3 
04.1 
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spects.  This,  however,  does  not  de- 
tract from  the  value  of  the  table  for 
the  second  purpose  for  which  it  is 
prepared,  namely,  to  show  norms  or 
standards  of  selling  expense  distribu- 
tion, as  measured  by  simple  and  com- 
plex units.  In  many  respects  the 
more  refined  the  measure  used  to  ex- 
press the  amounts  of  selling  expense, 
the  more  significant  become  the  re- 
sults. 

C. — Summary. 

(1).  For  all  stores  and  for  stores 
classified  by  size,  the  amounts 
of  selling  expense  per  $100  of 
total  net  sales  increase  as  the 
amounts  of  advertising  per 
$100  of  total  net  sales  in- 
crease. 

(2).  The  amounts  of  selling  ex- 
pense per  $100  of  advertising 
decrease  as  the  amounts  of 
advertising  per  $100  of  total 
net  sales  increase.  This  holds 
for  all  stores  and  also  for 
stores  of  a  given  size. 

(3).  "When  stores  are  classified  by 
size  and  by  expenditures  for 
advertising,  the  amounts  of 
selling  expense  per  $100  of 
total  net  sales  and  per  $100 
of  sales  per  stock  turnover 
increase  as  the  expenditures 
for  advertising  increase. 

(4).  For  stores  with  a  given  ex- 
penditure for  advertising  per 
$100  of  total  net  sales,  the 
amounts  of  selling  expense 
per  $100  of  total  net  sales  and 


also  per  $100  of  total  net  sales 
per  stock  turnover  increase  as 
the  stores  increase  in  size. 

(5).  For  stores  of  a  given  size, 
selling  expenses  per  $100  of 
total  net  sales  for  the  amount 
sold  per  $1  of  average  in- 
ventory, increase  as  the 
amounts  of  advertising  per 
$100  of  total  net  sales  in- 
crease. 

(6).  From  year  to  year,  for  stores 
of  a  given  size,  relatively 
high  amounts  of  advertising 
expenditure  in  terms  of  sales 
accompany  large  decreases  in 
selling  expense  in  terms  of 
sales. 

(7).  In  terms  of  total  expense  and 
of  total  expense  per  stock 
turnover,  the  amounts  of 
selling  expense  show  no  de- 
cided tendency  either  to  in- 
crease or  to  decrease  as  the 
amounts  of  advertising  per 
$100  of  total  net  sales  in- 
crease. 

(8).  Selling  expense  in  terms  of 
sales  alone  is  higher  for  stores 
in  large  cities  than  it  is  for 
those  in  small  cities.  In  terms 
of  sales  per  stock  turn- 
over, the  amount  is  higher 
in  small  than  in  large  cities. 
This  holds  for  all  stores  and 
for  stores  with  a  given  amount 
of  advertising  per  $100  of 
total  net  sales. 

(9).  For  stores  with  a  given 
amount  of  advertising  ex- 
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penditure   per  $100  of  total  small    cities   than    it    is    for 

net  sales,  selling  expense  in  stores  in  large  cities, 

terms    of    total    expense    is  (n)>    Tn  both  small  and  large  cities, 

higher  in  small  than  in  large  selling  expenses  in  terms  of 

total  expense  alone  and  of 

(10).  Selling  expense  in  terms  of  total  expense  per  stock  turn- 

total  expense  per  stock  turn-  over  increase  as  the  amounts 

over  is  higher  for  stores  in  of  advertising  per  $100  of 

total  sales  increase. 
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IV.    WAGES  AND   SALARIES   CHARGEABLE   TO   SELLING 


1. — AMOUNTS  OF  WAGES  AND  SALARIES 
FOR  STORES  CLASSIFIED  BY  YEARS, 
BY  SIZE,  AND  BY  LOCATION. 

""Wages  and  salaries"  includes  all 
forms  of  compensation  paid  to  regular 
and  extra  salesmen  and  that  part  of 
the  compensation  of  proprietors, 
bookkeepers,  and  others  which  is 
properly  chargeable  to  selling.  In 
some  of  the  small  stores  it  was  impos- 
sible to  apportion  the  salaries  paid  to 
proprietors  according  to  the  functions 
performed,  and  in  such  cases  the  en- 
tire salary  is  included.  This  fact  will 
help  to  explain,  in  some  instances,  the 
size  of  the  amount  of  wages  and  sal- 
aries expressed  in  terms  of  sales  and 
selling  expense  for  the  group  of 
stores  with  small  annual  sales.  It  is 
felt,  however,  that  the  error  does  not 
seriously  affect  the  totals  inasmuch  as 
most,  if  not  all,  of  the  time  of  the 


proprietors  in  the  very  small  stores  is 
given  to  selling  or  to  supervising  sell- 
ing. 

A. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  1919,  1918,  and  1914. 

The  records  of  154  identical  stores 
for  the  years  1914,  1918,  and  1919  are 
available  for  the  study  of  the  amounts 
of  wages  and  salaries  chargeable  to 
selling.  In  Table  119  these  amounts 
are  expressed  in  terms  of  sales.  In 
1914  it  cost  $7.52  in  wages  and  sal- 
aries to  sell  $100  worth  of  goods.  In 
1918  it  cost  $7.37,  and  in  1919,  $6.98. 
That  is,  between  1914  and  1918,  and 
1918  and  1919,  the  amounts  relative 
to  sales  decreased. 

For  the  154  stores,  as  is  shown  in 
Table  120,  the  average  amount  of 
total  net  sales  per  store  increased  be- 


TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100  OF  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES, 

1919,  1918,  AND  1914 


Years 


Nunber 

of 

Store- 
years 


Total 
Ket  Sales 


Total 
wages  & 
Salaries 


Ancnnt 


Per  Cent. 


|  Actual 
0  20  40   60  SO  100  120 


Total 
(Average ) 


462 


$44,855,499 


$3,235,181 


$7.22 


1919 
1918 
IS  14 


154 
154 
154 


20,892,764 

14,714,515 

9,228,220 


1,457,504 

1,084,125 

693,552 


1CO.O 

96.7 
102.1 
104.2 


Average  $7.22 
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TABLE  120 


AVERAGE  AMOUNT  AND  PER  CENT.  INCREASE  OR  DECREASE  OF  TOTAL  NET  SALES  AND 

WAGES  AND  SALARIES  PER  STORE,  AND  AMOUNT  OP  WAGES  AND  SALARIES 

PER  $100  OF  TOTAL  NET  SALES,   FOR  154  IDENTICAL   STORES, 

1919,    1918,    AND    1914 


Y.ar» 

AVerago  Amount  of  Total  Net  Sales 
pejr  Store 

Average  Amount  of  Wagoa  and  Salaries 
por  btore 

Average  Amount  of  wages  and  Salaries 
per  tlOO  of  Total  Met  Salea 

Amount 

Per  C.nt.   Increase  ov.r  1914 

Actual 

Graphic 
»     20      40      60     80   100   120   11 

Amount 
) 

Aetual 

Graphic 
|>     20     40     60     80  100  120 

Amount 

A.tual 

Graphic 
20     40     60     80  100  120 

m» 

1918 
1914 

HJttMl 

95,540 
S9,»24 

126.4 

mji 

J9.464 
7,040 
4,504 

ee.ge 

7.57 
7.52 

l.t 

M 

1 

—"-• 

56.  3 

tween  1914  and  1918  by  59.5  per  cent, 
and  between  1914  and  1919  by  126.4 
per  cent.  The  corresponding  per- 
centages of  increase  in  wages  and 
salaries  for  the  respective  years  were 
56.3  and  110.1.  That  is,  in  1918  and 
1919,  when  compared  with  1914,  for 
the  same  stores,  wages  and  salaries 
increased  less  than  total  net  sales. 
Accordingly,  when  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  are  determined  for  the  stores 
in  the  different  years,  the  percentage 
of  decrease  between  1914  and  1918  is 
2.0  and  between  1914  and  1919,  7.2. 

Simultaneous  with  the  increases  in 
wages  and  salaries,  total  selling  ex- 


pense for  the  same  stores  increased 
51.9  per  cent,  between  1914  and  1918, 
and  106.0  per  cent,  between  1914  and 
1919.  When  the  amounts  of  wages 
and  salaries  are  expressed  per  $100 
of  selling  expense  the  average  amount 
in  1914  was  $65.47,  in  1918  $67.35, 
and  in  1919  $66.80.  That  is,  between 
1914  and  1918  the  amounts  increased 
2.9  per  cent,  and  between  1914  and 
1919,  2.0  per  cent.  These  amounts 
are  shown  in  Table  121. 

Summarizing  Tables  119  to  121,  in- 
clusive, one  may  conclude  first,  that 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  decreased  be- 
tween 1914  and  1918,  and  1918  and 


TABLE  121 

AVERA6E  AMOUNT  AND  PER  CENT.  INCREASE  OF   SELLING  EXPENSE  AND  WAGES  AND 

SALARIES  PER  STORE,  AND  OF  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100    OF     SELLING    EXPENSE,     FOR     154     IDENTICAL 

STORES,    1919,    1918,    AND    1914 


Years 

Average  Amount  of  Soiling  Expense  per  Store 

Average  Amount  of  Wages  and  Salaries 
per  Store 

Average  Amount  of  7Jagee  and  Salaries 
per  5100  of  Selling  Expense 

Amount 

Per  Cant.  Increase  over  1914 

fer  Cent.  Increaa,  over  1914 

Amount 

Por  Cent.    Ir.crease  over  1914 

Actual 

Graphic 
20     40     60     60  100  12C 

Amount 

Actual 

Graphic 
)     20     40     60    80  100  120 

Actual 

Graphic 
1     20     40     60    80  100  120 

1319 
1913 
1914 

*14,169 
10,452 
6,879 

$9,464 
7,040 
4,504 

$66.80 
67.15 
65.47 

•M 

2.9 

1 
1 

El.  9 

56.3 

—  — 

188 


1919,  while  per  $100  of  selling  ex- 
pense they  increased  between  1914 
and  1918  and  decreased  between  1918 
and  1919.  Second,  based  upon  a 
three-year  experience  of  154  stores,  it 
cost  in  wages  and  salaries,  on  an 
average,  $7.22  to  sell  $100  worth  of 
goods.  Third,  the  part  of  total  sell- 
ing expense,  properly  chargeable  to 
wages  and  salaries,  constitutes,  on  the 
average,  for  the  years  in  question, 
$66.69,  or  approximately  two-thirds 
of  the  total.  (Table  123.) 

B. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Xet 
Sales  and  per  $100  of  Selling  Ex- 
pense for  Stores  in  1919,  1918, 
and  1914,  Classified  by  Size. 

When  the  154  stores  are  classified 
by  size  and  the  amounts  of  wages  and 
salaries  per  $100  of  total  net  sales  are 
computed  for  each  year,  as  in  Table 
122,  it  is  found  that  decreases  in  1918 
and  1919,  compared  with  1914,  char- 
acterize each  group,  with  but  a  single 
exception.  The  average  amount  for 
all  of  the  stores  is  $7.22.  For  those 
with  sales  under  $40,000  it  is  $5.91 ; 
for  those  with  sales  of  $40,000  to 
$80,000,  $6.51;  for  those  with  sales 
of  $80,000  to  $180,000,  $7.26 ;  and  for 
those  with  sales  of  $180,000  and  over, 
$7.84.  Similar  differences  for  stores 
of  different  size  hold  in  each  of  the 
years. 

Table  123  shows  for  each  group  of 
stores,  classified  by  size,  the  amounts 
of  wages  and  salaries  per  $100  of 
selling  expense  in  each  of  the  years. 
In  every  group,  the  amount  in  1918 
was  higher  than  in  1914.  In  the 


smallest  and  in  the  largest  stores  the 
amounts  were  less  in  1919  than  in 
1918.  In  the  other  two  groups,  how- 
ever, the  reverse  condition  obtains. 
In  all  the  groups  but  one,  the 
amounts  were  higher  in  1919  than  in 
1914. 

As  the  stores  increase  in  size,  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  over  the  whole 
range  decrease.  The  average  for  the 
three-year  period  for  all  the  stores  is 
$66.69.  For  the  three  years  for  the 
small  stores  it  is  $69.56  and  for  the 
others  in  order  of  size,  as  familiarly 
grouped,  $69.67,  $66.61,  and  $65.06. 
From  year  to  year  in  the  groups  clas- 
sified by  size,  the  amounts  closely  cor- 
respond to  the  total;  the  largest 
amount  being  8.0  per  cent,  in  excess 
of  the  average  and  the  smallest  8.9 
per  cent,  less  than  the  average. 

C. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  in  1919, 
1918,  and  1914,  Classified  by  Size 
of  City  in  Which  Located* 

It  is  of  interest  to  compare  the  re- 
lation of  wages  and  salaries  to  sales 
and  to  selling  expenses  from  year  to 
year  for  the  154  stores  under  consid- 
eration when  they  are  classified  by  the 
size  of  the  city  in  which  they  are 
located.  This  is  done  in  Tables  124 
to  127,  inclusive. 

The  115  stores  located  in  the  small 
cities  increased  their  sales  between 
1914  and  1918  by  49.4  per  cent.,  and 
between  1914  and  1919  by  109.4  per 

*  Population  figures  are  for  1920. 
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TABLE  122 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OP  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY    SIZE,    1919,    1918,    AND    1914 


Classified 
Total 
Het  Sales 
(In  000'  a) 

Years 

Dumber 
of 
Store- 
years 

Total 
Net  Sales 

Total  Wages 
&  Salaries 

T/agee  and  Salaries  per  $100 
of  Total  Net  Sales 

Amount 

Per  Cent. 

Graphic 
3  20  40  60  80  100  12C 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

462 

$44,835,499 

$3,  235,  181 

$7.22 

100.0 

96.7 
102.1 
104.2 

81.9 

62.3 
78.7 
88.2 

1919 
1918 
1914 

154 
154 
154 

20,892,764 
14,714,515 
9,  228,  220 

1,457,504 
1,084,125 
693,552 

6.98 
7.37 
7.52 



zzznz 

•••i^^nHi 

Under  |40 

Total 
(Average  } 

129 

5,590,553 

212,119 

5.91 

1919 
1918 
1914 

14 
42 

73 

428,714 
1,256,795 
1,905,044 

19,303 
71,393 
121,423 

4.50 
5.63 
6.37 

I 

$40  to  $80 

Total 
(Average  ) 

172 

9,775,007 

636,359 

6.51 

90.2 

76.2 
90.7 
105.0 

1919 
1918 
1914 

57 
65 
52 

3,222,468 
3,662,794 
2,889,745 

177,277 
240,074 
219,008 

5.50 
6.55 
7.58 

|80  to  $180 

Total 
(Average  ) 

117 

13,695,639 

993,  697 

7.26 

100.6 

99.4 

98.6 
106.1 

1919 
1918 
1914 

58 
35 

24 

6,866,815 
4,090,203 
2,738,621 

492,942 
291,057 
209,  698 

7.18 
7.12 
7.66 

m 

Total 
(Average  ) 

44 

17,774,300 

1,393,006 

7.84 

108.6 

102.5 
116.9 
117.2 

$180  &  over 

1919 
1918 
1914 

25 
14 
5 

10,374,767 
5,704,723 
1,694,810 

767,982 
481,601 
143,423 

7.40 
8.44 

Average  |7.22 


cent.  The  corresponding  increases  in 
wages  and  salaries  in  both  years  when 
compared  with  1914  were  43.2  and 
88.6  per  cent.,  respectively.  That  is, 
the  increases  in  wages  and  salaries 
were  less  than  were  those  in  sales. 


Accordingly,  when  the  amounts  of 
wages  and  salaries  are  expressed  in 
terms  of  sales  they  decreased  4.2  per 
cent,  between  1914  and  1918,  and 
10.0  per  cent,  between  1914  and  1919. 
The  39  stores  located  in  the  larger 
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cities  increased  their  sales  between 
1914  and  1918  by  70.3  per  cent,  and 
between  1918  and  1919  by  144.6  per 
cent.  The  wages  and  salaries  in  these 
same  stores  increased  between  1914 
and  1918  by  68.9  per  cent.,  and  be- 


tween 1914  and  1919  by  130.8  per 
cent.  That  is,  the  percentage  increases 
are  less  in  wages  and  salaries  than  in 
sales  for  both  1918  and  1919  as  com- 
pared with  1914.  If  the  amounts  of 
wages  and  salaries  are  expressed  in 


TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER    $100    OF    SELLING    EXPENSE.    FOR    154    IDENTICAL    STORES 

CLASSIFIED  BY  SIZE,  1919,  1918,  AND  1914 


Classified 

Total 
Hat  Sales 
(in  OOO's) 


:;a-ier 

of 

Stoo re- 
years 


Total 
Selling 
Expense 


Total 
Sages  t 
Salaries 


V.ages  and  Salaries  per  $100 
of  Selling  Expense 


Graphic 
0     20     40     60     80  100  120 


Actual 


Total 
(Average) 


Under  $40 


$40  to  $80 


feo  to  $ieo 


Total 
(Average) 


452 


$4,351,112 


$3,235,181 


1919 
1913 
1914 


154 
154 
154 


2,182,027 
1,609,671 
1,059,414 


1,457,504 

1,084,125 

693,552 


Total 
(Average) 


129 


304,954 


212,119 


1919 
1918 
1914 


14 
42 
75 


29,013 
101,  621 
174,315 


19,303 

71,393 

121,423 


Total 
(Average ) 


913,357 


635,359 


1919 
1913 
1914 


57 

63 
52 


246,207 
345,293 
321,857 


177,277 
240,074 
219,008 


Total 
(Average) 


1,491,801 


993, 697 


1S19 
1918 

1914 


58 
35 

24 


719,436 
445,138 
327,227 


492,942 
291,057 
209,698 


Total 
(Average ) 


2,141,000 


1,393,006 


1919 
1918 
1914 


25 

14 

5 


1,187,366 
717,619 
236,015 


767,982 
481,601 
143,423 


66.80 
67.35 
65.47 


69.56 


66.52 
70.25 
69.66 


69.67 


72.00 
69.53 
68.05 


66.61 


68.52 
65.39 
64.08 


65.06 


64.58 
67.11 
60.77 


Average  $66.69 


100.0 


110.2 

101.0 

98.2 

104.3 

=== 

99.7 
105.3 
104.5 


104.5 


108.0 
104.3 
102.0 


99.9 

_________ 

102.7 
96.1 
96.1 


97.6 

'; 
97.O 

100.6 
91.1 
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terms  of  sales,  they  decreased  between 
1914  and  1918  by  0.8  per  cent.,  and 
between  1914  and  1919  by  5.7  per 
cent. 

The  wages  and  salaries  in  terms  of 
sales  for  the  stores  in  the  small,  and 
for  those  in  the  large  cities  decreased 
in  each  of  the  years  1918  and  1919  as 
compared  with  1914.  The  decrease 
was  smaller,  however,  for  the  stores 
in  the  large,  than  for  those  in  the 
small  cities,  notwithstanding  the  fact 
that  the  percentage  increases  in  sales 
for  the  stores  in  the  large  cities  for 
each  of  the  years  1918  and  1919,  as 
compared  with  1914,  exceeded  those 
for  the  stores  in  the  small  cities  by 
20.9  and  35.2  per  cent.,  respectively. 
The  compensating  feature  is  the  rela- 
tively smaller  increase  in  wages  and 
salaries  in  the  stores  in  the  small 
cities.  The  net  result  is  as  stated ;  the 
stores  in  the  small  cities  decreased 
their  wages  and  salaries  in  terms  of 


sales  more  than  those  in  the  large 
cities. 

A  comparison  similar  to  that  in 
Table  124  is  presented  in  Table  125. 
The  115  stores  in  the  small  cities  in- 
creased their  selling  expense  in  1918 
over  1914  by  40.8  per  cent.,  and  in 
1919  over  1914  by  85.4  per  cent.  The 
corresponding  percentage  increases 
for  wages  and  salaries  were,  respec- 
tively, 43.2  and  88.6.  When  the 
amounts  of  wages  and  salaries  attrib- 
utable to  selling  are  expressed  in 
terms  of  selling  expense,  they  are 
found  to  have  increased  between  1914 
and  1918,  and  between  1914  and  1919 
by  1.7  per  cent. 

The  39  stores  in  the  large  cities  in- 
creased their  selling  expense  between 
1914  and  1918  by  61.3  per  cent,,  and 
between  1914  and  1919  by  123.2  per 
cent.  Simultaneously,  they  increased 
their  wages  and  salaries  in  1918  over 
1914  by  68.9  per  cent.,  and  in  1919 


TABLE  124 

RELATION  OF  WA6ES  AND  SALARIES  TO  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES 
CLASSIFIED   BY    SIZE    OF    CITY,    1919,    1918,    AND   1914 


Hat  EaleB 

Wages  and  Salaries 

of 
City 
(In  OOO's) 

Years 

Number 
of 
Stores 

Total 

Average  Amount 
per  Store 

Total 

Average  Amount 
per  Sto  e 

Per  $100  of 
Total  Net  Sales 

Per  Cent. 

Pe  Cent. 

Per  Cent. 

Amount 

Increase 

Amount 

In  rease 

Decrease 

over  1914 

ov  r  1914 

from  1914 

1919 

154 

$20,892,764 

$135,667 

126.4 

Jl,  457,  504 

£9,464 

110.1 

$6.98 

7.2 

Total. 
(Average  ) 

1918 

154 

14,714,515 

95,549 

59.5 

1,084,125 

7,040 

56.3 

7.37 

2.0 

1914 

154 

9,228,220 

59,924 

693,552 

4,504 

7.52 

1919 

115 

10,005,585 

87,005 

109.4 

640,451 

5,559 

88.6 

€.40 

10.0 

Under 
40 

1918 

115 

7,136,283 

62,055 

49.4 

486,176 

4,228 

43.2 

6:81 

4.2 

1914 

115 

4,777,138 

41,540 

339,596 

2,953 

7.11 

1919 

59 

10,887,179 

279,158 

144.6 

817,053 

20,950 

130.8 

7.50 

5.7 

40  and 
ovor 

1918 

39 

7,578,232 

194,314 

70.3 

597,949 

15,332 

68.9 

7.89 

0.8 

1914 

M 

4,451,082 

114,130 

353,956 

9,076 

7.95 
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over  1914  by  130.8  per  cent.  That  is, 
wages  and  salaries  in  both  years  in- 
creased more  rapidly  than  did  selling 
expense.  The  consequence  is  that 
when  amounts  of  wages  and  salaries 
are  expressed  per  $100  of  selling 
expense,  they  increased  between  191-4 
and  1918  by  4.7  per  cent.,  and  be- 
tween 1918  and  1919  by  3.4  per  cent. 

As  is  shown  in  Table  124,  the  stores 
in  the  small  cities  were  at  an  advan- 
tage over  those  in  the  large  cities  in 
the  amounts  of  wages  and  salaries 
paid  when  they  are  expressed  in  terms 
of  total  net  sales.  An  inverse  condi- 
tion is  found,  as  shown  in  Table  125, 
when  the  amounts  of  wages  and  sal- 
aries are  expressed  in  terms  of  selling 
expense. 

The  same  154  stores  are  classified 
by  size  of  city  in  which  they  are 
located  and  by  years  in  Tables  126 
and  127.  Table  126  shows  the  amounts 


of  wages  and  salaries  per  $100  of  total 
net  sales  for  stores  in  each  city-group 
in  each  of  the  years.  For  the  115 
stores  in  the  small  cities,  the  amounts 
decreased  between  1914  and  1918,  and 
1918  and  1919.  Similarly,  the  amounts 
for  the  39  stores  in  the  large  cities 
decreased  from  year  to  year.  The 
average  amount  of  wages  and  salaries 
per  $100  of  total  net  sales  for  the  345 
store-years  for  stores  located  in  small 
cities  is  $6.69,  or  92.7  per  cent,  of  the 
average  for  all  stores;  for  the  117 
store-years  for  stores  in  the  large 
cities  it  is  $7.72,  or  106.9  per  cent,  of 
the  average.  Corresponding  differ- 
ences between  the  stores  in  the  small 
and  in  the  large  cities  are  found  for 
each  year. 

In  Table  127  the  stores  are  classified 
as  in  Table  126,  but  the  amounts  of 
wages  and  salaries  are  expressed  per 
$100  of  selling  expense.  The  average 


TABLE  125 

RELATION  OF  \VAGES  AND  SALARIES  TO  SELLING  EXPENSE  FOR  154  IDENTICAL  STORES 
CLASSIFIED    BY    SIZE    OF    CITY,    1919,    1918,    AND    1914 


Site 
of 
City 
(in  :::'•) 

Year* 

sen^z^. 

Saj-s  and  Salaries 

cf 

frtil 

Stcre 

Matt 

Average  Aaount  per 
Store 

Per  ClOO  of 
Selling  -jcper.se 

— 

Per  Cent. 
~:-r"i:-l4 

_ 

lr.:rei:e 

oT«r  1914 

^t 

Per  Cert. 
Increase 
over  1914 

1919 

154 

CB.iea.oe7 

$14,169 

10«.0 

3i,45-,;:4 

iS,4£4 

110.1 

$€6.80 

2.0 

(Averaje  ) 

1918 

154 

1,  '.•:  :,*." 

10,452 

51.9 

i,OM.Ui 

7.04O 

56.S 

67.35 

2.9 

1914 

154 

:,:;;,  414 

£,e-3 

6S3,  552 

4,504 

65.47 

1919 

115 

=  ;-:,:£; 

7,799 

85.4 

N0.4B 

s.seg 

88.6 

71.41 

1.7 

_-  . 

1918 

115 

•0,1*1 

5.920 

40.8 

4e£,l~£ 

4.228 

43.2 

71.41 

1.7 

1914 

115 

483.712 

4,206 

339,596 

2.953 

70.21 

40  and 

CTer 

1919 
1918 

39 
39 

"^,'"1 

H.m 

123.2 
61.3 

617,  ;£c 
55",  J49 

::,:-£  o 

15.332 

130.8 
68.9 

63.58 
64.37 

3.4 

4.7 

1914 

39 

575,702 

14,762     - 

353,956 

9,076 

61.48 
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amount  for  the  345  store-years,  for 
the  stores  in  the  small  cities,  is  $71.13, 
for  the  117  store-years,  for  the  stores 
located  in  the  large  cities,  it  is  $63.41. 
That  is,  the  amount  for  the  stores  in 
the  small  cities  is  106.7  per  cent.,  and 
for  those  in  the  large  cities,  95.1  per 
cent,  of  the  average  for  all  stores. 
Similar  differences  for  the  stores  in 
the  different  cities  occur  in  each  of 
the  different  years.  In  1919,  for  in- 
stance, the  average  amount  for  the 
115  stores  in  the  small  cities  was 
$71.41,  and  for  the  39  stores  in  the 
large  cities,  $63.58. 


From  Tables  124  to  127,  inclusive, 
it  may  be  concluded  first,  that  total 
net  sales  and  wages  and  salaries  for 
the  stores  when  classified  by  location 
increased  between  1914  and  1918  and 
between  1914  and  1919.  Second,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  decreased  be- 
tween 1914  and  1918,  and  1914  and 
1919,  the  decrease  being  noticeably 
larger  for  the  stores  in  the  small  than 
for  those  in  the  large  cities.  Third, 
amounts  of  selling  expense  and  of 
wages  and  salaries  increased  between 
1914  and  1918,  and  1914  and  1919  for 


TABLE  126 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY    SIZE   OF    CITY,    1919,    1918,    AND    1914 


Size 

of 

City 
(in  000' B) 


Number 

of 

Store - 
years 


Total 
Uet  Sales 


Total  Wages 
&  Salaries 


Per  Cent. 


Graphic 
0  20   40   60  80  100  120 


Total 
(Average) 


Under 
40 


40  and 
over 


Total 
(Average ) 


462 


$44,835,499 


$3,235,181 


1919 
1918 
1914 


154 
154 

154 


20,892,764 

14,714,515 

9,228,220 


1,457,504 

1,084,125 

693,552 


Total 
(Average ) 


345 


21,919,006 


1,466,223 


1919 
1018 
1914 


115 
115 
115 


10,005,585 
7,136,283 
4,777,138 


340,451 
486,176 
339,596 


Total 
(Average) 


22,916,493 


1,768,958 


1919 
1918 
1914 


39 
39 
39 


10,887,179 
7,578,232 
4,451,082 


817,053 
597,949 
353,956 


$7.22 


Average  $7.22 


100.0 

96.7 
102.1 
104.2 

=^=s= 

92.7 

BBVWEM 

88.6 
94.3 
98.5 


106.9 

•COMBMM 

103.9 
109.3 
110.1 
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TABLE  127 


TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WA6ES  AND  SALARIES 

PER  $100  OF  SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY    SIZE    OF    CITY,    1919,    1918,    AND    1914 


Size 
of 

City 
(In  OOO's) 


Years 


Munisr 

of 

Store- 
years 


Total 
Selling 
Expense 


Total 
Wages  & 
Salaries 


TTagea  and  Salaries  per  §10O 
of  Selling  Expanse 


Anouat 


Per  Cent. 


GrapMc 
0     20     40     60     80  100  120 


Total 
(Average ) 


462 


$4,351,112 


53,235,181 


566.69 


Total 
(Average ) 


1919 
1913 
1914 


154 
154 
154 


2,132,027 
1,609,671 
1,059,414 


1,457,504 

1,034,125 

693,552 


Total 
(Average) 


345 


2,061,362 


1,466,223 


Under 
40 


1919 
1918 
1914 


115 
115 
115 


896,863 
680,787 
483,712 


640,451 
486,176 
339,596 


Total 
(Average) 


117 


2,789,750 


1,768,958 


40  and 
ever 


1913 
1913 
1914 


33 
39 
39 


1,285,164 
923,384 
575,702 


817,053 
597,949 
333,956 


100.0 

— — 

100.2 

101.0 

98.2 

i        : 

106.7 

•-P 

107.1 
107.1 
105.3 

95.1 

===== 

95.S 
96.5 
92.2 


the  groups  of  stores  when  classified  by 
location.  Fourth,  the  amounts  of 
wages  and  salaries  per  $100  of  selling 
expense  increased  for  the  two  groups 
of  stores  between  1914  and  1918,  and 
1914  and  1919,  the  percentage  of  in- 
crease being  larger  for  the  stores  in 
the  large  than  for  those  in  the  small 
cities.  Fifth,  the  amounts  of  wages 
and  salaries  per  $100  of  total  net  sales 
are  less  in  the  combined  and  in  the 
individual  years  for  the  stores  in  the 
small,  than  for  those  in  the  large 
cities.  Sixth,  the  amounts  of  wages 
and  salaries  per  $100  of  selling  ex- 


Average  $66.69 

pense  are  less  for  the  combined  and 
individual  years  for  the  stores  in  the 
large  cities  than  for  those  in  the  small 
cities. 

Z>. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  by 
Size  and  by  Size  of  City  in-  Which 
Located*  1919, 1918,  and  1914. 

In  Tables  128  to  131,  inclusive,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  are  shown  for 

*  Population  figures  are  for  1920. 
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the  combined  and  individual  years 
for  154  stores  classified  by  location 
and  by  size.  Table  128  refers  to  the 
combined  years  and  Tables  129  to 
131,  respectively,  to  the  years  1919, 
1918,  and  1914. 

The  average  amounts  of  wages  and 
salaries  per  $100  of  total  net  sales  for 
the  462  store-years  is  $7.22.  When 
the  stores  are  classified  by  size,  no  ac- 
count being  taken  of  location,  the 
amounts  increase  as  the  stores  in- 
crease in  size,  the  minimum — $5.91 — 


characterizing  the  stores  with  smallest, 
and  the  maximum — $7.84 — character- 
izing those  with  largest  sales.  In  1919 
the  average  was  $6.98.  For  the  stores 
with  the  smallest  sales  it  was  $4.50 
and  for  those  with  the  largest  sales, 
$7.40.  It  is  unnecessary  to  mention 
the  actual  amounts  for  1918  and  1914. 
The  details  for  each  of  the  years  are 
contained  in  the  total  sections  of  the 
tables  mentioned. 

When  the  stores  are  classified  by 
location  for  the  combined  and  indi- 


TABLE  128 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100    OF   TOTAL   NET    SALES,    FOR   154   IDENTICAL   STORES    CLASSIFIED   BY 

SIZE  OF   CITY  AND  STORE,   1919,   1918,   AND   1914   COMBINED 


Site 
of 

citr 

(in  000* •) 


Total 

(Average) 


Under 
40 


40  and 
over 


Classified 
total 

Net  Sales 

(la  coo's) 


Total 
(Average ) 


Under  $40 
$40  to   $80 
$80  to  (180 

$180  k  over 


Total 
(Average ) 


Under  §40  • 
$40  to  $80 
§80  to  $180 

$180  &  over 


Total 
(Average ) 


Under  $40 
$40  to  $80 

$8*  to  $iea 

$180  &  over 


Suriber 

of 

Store- 
years 


462 


129 

172 

117 

44 


121 

138 

77 

9 


117 


34 

40 
35 


Total 
Net  Sales 


$44,835,499 


3,590,553 

9,775,007 

13,695,639 

17,774,300 


21,919,006 


3,317,338 
7,650,532 
8,832,022 
2,119,114 


22,916,493 


273,215 

2,024,475 

4,963,617 

15,655,186 


Yi'ages  and  Salaries  per  $100 
Total  Net  Sales 


1,768,958 


22,199 

154, 442 

365,386 

1,226,931 


Average  $7.22 
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vidual  years,  a  somewhat  different 
condition  is  observed.  For  the  com- 
bined years,  the  average  amount  of 
wages  and  salaries  per  $100  of  total 
net  sales  for  the  345  store-years  for 
the  stores  in  the  small  cities  is  $6.69, 
and  for  the  117  store-years  for  the 
stores  in  the  large  cities,  $7.72.  That 
is,  the  average  amount  for  the  stores 
in  the  small  cities  is  92.7  per  cent., 
and  for  the  stores  in  the  large  cities 
it  is  106.9  per  cent,  of  the  average 
for  all  stores.  The  differences  in  the 


amounts  for  stores  in  the  two  groups 
of  cities,  treated  as  a  total,  are  also 
characteristic  of  the  stores  differently 
located  but  of  the  same  size.  For  the 
combined  years,  the  average  amount 
for  the  smallest  stores  located  in  the 
small  cities  is  $5.73.  The  correspond- 
ing amount  for  the  stores  in  the  large 
cities  is  $8.13.  For  the  stores  with 
annual  sales  of  $40,000  to  $80,000 
and  located  in  the  small  cities,  it  is 
$6.30;  for  those  of  the  same  size  but 
located  in  the  large  cities,  it  is  $7.63. 


TABLE  129 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  154  STORES  CLASSIFIED 

BY  SIZE  OF  CITY  AND  STORE,  1919 


Site 

of 

City 
(la  OOO't) 


Classified 

Total 
Vet  Sales 
(In  OOO'c) 


of 

Stores 


Total 
Set  Sales 


Total  Mages 
k  Salaries 


T/ages  ar.u  Salaries  per  f-100  of 
Total  Het  Sales 


Gr ethic 
0     20     40     60     80  100   12O 


Total 
(Average ) 


40  ar-d. 
over 


Total 
(Average ) 


$20,692,764 


$1,457,504 


Under  $40 
$40  to      $80 
$80  to  $180 

$180  k  over 


14 
57 
58 

25 


428,714 

5,222,468 

6,866,815 

10,574,767 


19,505 
177,277 
492,942 
767,962 


Total 
(Average ) 


115 


10,005,585 


640,451 


Under  $40 
$40  to     $80 
$80  to  $180 

$180  k  over 


14 

51 

44 

6 


428,714 
2,856,747 
5,255,410 
1,484,714 


19,505 
152,696 
562,170 
106,282 


Total 
(Average ) 


10,887,179 


Under  $40 
$40  to     $80 
$80  to  $180 

$180  i  over 


6 
14 

19 


585,721 
1,611,405 
8,690,055 


24,581 

150,772 
661,700 


$6.98 


817,053    7.50 


10C.O 

64.S 

78.8 
102.9 
106.0 

.  ..^= 

91.7 

•== 

64.S 

77.1 

98.7 

102.6 


107.4 



91.S 

116.5 
IOC.  6 


Average  §6.96 
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TABLE  130 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  154  STORES  CLASSIFIED 

BY  SIZE  OF  CITY  AND  STORE,  1918 


Size 
of 
City 
(In  000' 


Classified 

Total 
Net  Sales 
(In  OOO's) 


Number 
of 

Stores 


Total 
Net  Sales 


Total  Wages 
8c  Salaries 


Wages  and  Salaries  per  ClOO  of 
Total  Kst  Sales 


Per  'Cent. 


Graphic 
0   20   40   60  SO  100  120  140 


total 
(ATerage) 


Under 
40 


40  and 
over 


Total 
(Average ) 


154 


$14,714,615 


$1,084,125 


$7.37 


Under  $40 
$40  to  $80 
§80  to  §180 

$180  k  over 


42 
63 
35 
14 


1,256,795 
3,662,794 
4,090,203 
5,704,723 


71,393 
240,074 
291, C 57 
481,601 


Total 
(Average ) 


7,136,283 


486,176 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  &  over 


41 

49 

22 

3 


1,221,199 

8,778,272 

2,804,412 

634,400 


69,353 
174,278 
182,752 

59,793 


Total 
(Average) 


7,578,232 


697,949 


Under  $40 
$40  to  $80 
§80  to  $180 

$180  !:  over 


1 
14 
13 
11 


35,596 

886,522 

1,585,791 

8,070,323 


2,040 

65,796 

108,305 

421,808. 


100.0 

===• 

77,1 

68.9 

96.6 

114.5 

92.4 

77.1 
85.2 
99.1 

128.0 


107.1 

= 

77.7 
100.7 

92.7 
112.9 


ivorage  $7.37 


As  the  stores  increase  in  size  the  dif- 
ferences between  the  amounts  for  the 
stores  in  the  two  groups  of  cities 
decrease  until  for  the  last  group  they 
are  identical. 

In  1919,  as  shown  in  Table  129,  the 
stores  in  the  small  cities  paid  $6.40  in 
wages  and  salaries  for  every  $100  of 
total  net  sales.  Those  in  the  large 
cities  paid  for  the  same  purpose  $7.50. 
Those  in  the  small  cities  having  sales 
of  $40,000  to  $80,000  paid  $5.38,  and 
those  in  the  large  cities,  $6.37.  Gen- 
erally speaking,  in  each  group  of  cities 


the  amounts  increase  as  the  stores 
increase  in  size,  the  differences  for  the 
stores  in  the  two  city-groups  in  this 
year,  as  in  the  combined  years,  be- 
coming smaller  as  the  stores  increase 
in  size.  It  is  unnecessary  to  call  at- 
tention to  similar  tendencies  for  this 
group  of  stores  in  1918  and  1914. 
The  general  tendencies  are  the  same 
although  the  amounts  are  somewhat 
different.  Both  may  be  observed  by 
consulting  the  tables  in  question. 

Other  statements  of  the  amounts 
of  wages  and  salaries  attributable  to 


198 


selling  in  stores  classified  by  size  and 
by  location  are  found  in  Tables  132 
to  135,  inclusive.  In  these,  the  basis 
of  comparison  is  the  relation  between 
wages  and  salaries  and  selling  ex- 
pense. 

For  all  the  stores  in  the  combined 
years,  $66.69  out  of  every  $100  of 
selling  expense  was  paid  in  the  form 
of  compensation  to  those  engaged  in 
selling  goods.  That  is,  almost  exactly 
two  thirds  of  the  total  selling  expense 
went  to  wages  and  salaries.  Prac- 


tically identical  amounts  characterize 
the  stores  in  the  individual  years,  the 
difference  from  the  amount  for  the 
combined  years  being,  for  1919,  $0.11, 
for  1918,  $0.66,  and  for  1914,  $1.22. 
As  the  stores  increase  in  size,  no  ac- 
count being  taken  of  location,  there  is 
a  rough  tendency  for  the  amounts  to 
decrease.  This  tendency  is  more 
marked  for  the  year  1914  than  for 
either  of  the  other  years,  but,  in 
general,  may  be  said  to  characterize 
them  all. 


TABLE  131 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100    OF    TOTAL    NET    SALES,    FOR    154    STORES    CLASSIFIED 

BY  SIZE  OF  CITY  AND  STORE,  1914 


S1S0 

of 

City 
(In  COO'i) 


Classified 


Net  isles 
(in  oco's) 


"ur.ter 

cf 
Stores 


Total 
Net  Sales 


Total  v.aces 
&  Salaries 


T.'ages  and  Salr.rtes  per  $100  of 
Total  Set  Sales      


Per  Cent. 


Graphic 
0  20   40  6O  80  IOC  120 


Actual 


Total 
(Avers co 


Under 
40 


40  and 
over 


fetal 
(Avcr-;e ) 


$9,228,220 


Under  $40 
$40  to  $80 
$60  to  5160 

$160  i  over 


75 

52 

24 

5 


1,905,044 
2,669,745 
2,758,621 
1,694,810 


121,425 
219,006 
209,696 
143,423 


Totol 
(Average ) 


4,777,128 


339,596 


Under  $40 
$40   to      $80 
$80  to   $160 

$180  4  over 


1,667,425 
2,057,513 
1,072,200 


101,264 
154,943 
83,389 


Total 
(Average ) 


4,451,062 


353,956 


Under  $40 
440   to     $80 
$80  to  $180 

$180  i  over 


237,619 

852,232 

l.F.66,421 

1,694,810 


20,159 

64.C6S 

126,509 

143,423 


10O.O 

84.7 
100.8 

101.9 
112.5 

94.5 
80.7 

101  a 

103.5 


105.7 

112.8 
10O.O 
100.8 
112.5 


Average  $7.52 
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The  location  of  the  stores,  however, 
seems  to  influence  the  amounts  of 
wages  and  salaries  when  measured  in 
terms  both  of  total  net  sales  and  of 
total  selling  expense.  It  will  be  re- 
membered from  a  discussion  above, 
pages  49  to  52,  that  the  average 
amount  of  selling  expense  per  $100 
of  total  expense,  for  the  stores  taken 
as  a  whole  in  the  small  cities,  is 
slightly  less  than  for  the  stores 
treated  as  a  whole  in  the  large  cities, 


although  the  amounts  for  stores  of 
the  same  size  are  higher  for  the  stores 
in  the  small  cities.  As  is  shown  by 
Tables  132  to  135,  inclusive,  the  aver- 
age amounts  of  wages  and  salaries  per 
$100  of  selling  expense,  for  stores  in 
the  combined  and  in  the  individual 
years,  are  larger  for  the  stores  in  the 
small  than  for  those  in  the  large  cities. 
This  is  true  not  only  for  the  group 
treated  as  a  total,  but  also,  with  minor 
exceptions,  when  stores  of  the  same 


TABLE  132 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100   OF   SELLING   EXPENSE,   FOR   154  IDENTICAL   STORES   CLASSIFIED 

BY  SIZE  OF  CITY  AND  STORE,  1919,  1918,  AND  1914,  COMBINED 


Size 

of 

City 

(In  OOO's) 


Classified 

Total 
Ret  Sales 
(in  000 'e) 


Number 

of 

Store- 
yoars 


Total 
Soiling 
Expense 


Total 
Wages  & 
Salaries 


Wagas  and  Salaries  per  $100 
of  Selling  Expense  


Graphic 
0  20  40  60  80  100  120 


Total 
(Average ) 


Under 
40 


40  and 
over 


Total 
(Average ) 


462 


14,851,112 


$3,235,181 


Under  $40 
$40  to  $80 
$80  to  $130 

$180  &  over 


129 
172 
117 

44 


304,954 

913,357 

1,491,801 

2,141,000 


212,119 

636,359 

993, 697 

1,393,006 


Total 
(Average) 


345 


2,061,362 


1,466,223 


Under  $40 
§40  to  $80 
$80  to  $180 

$180  t  over 


121 

133 

77 

9 


276,723 
670,140 
892,563 
221,936 


199,920 
481,917 
620,311 
166,075 


Total 
(Average) 


2,789,750 


1,768,953 


Under  $40 
$40  to  $00 
$80  to  $180 

$180  &  over 


8 
34 
40 
35 


28,231 

213,217 

599,238 

1,919,064 


22, 199 

154,442 

365,386 

1,226,931 


$66.69 


100.0 


104.3 

104.5 

99.9 

97.6 


106.7 


102.9 
107.8 
105.5 
112.2 


95.1 

i...  — 

117.9 
95.2 
91.4 
95.9 


Average  $66.69 


200 


size,  but  with  different  location,  are 
compared.  It  may  be  worth-while  to 
point  out  for  the  combined  years  the 
comparative  size  of  these  amounts  for 
the  stores  of  the  same  size,  but  with 
different  location. 

For  the  121  store-years  for  the 
stores  with  sales  under  $40,000  and 
located  in  the  small  cities,  the  aver- 
age amount  is  $68.63,  while  for  the  8 
stores  of  the  same  size  located  in  the 
large  cities  it  is  $78.63.  Relatively, 


the  two  amounts  in  relation  to  the 
average  stand  2.9  and  17.9  per  cent, 
higher,  and  relative  to  each  other  they 
stand  in  the  relation  of  100  to  114.6. 
For  the  remaining  groups  of  stores 
in  the  two  city-groups  the  average 
amounts  for  the  stores  in  the  small 
cities  exceed  those  for  the  stores  in 
the  large  cities.  The  percentages  by 
which  the  averages  for  the  stores  in 
the  small  cities  exceed  the  average  for 
all  of  the  stores,  treated  as  a  total, 


TABLE  133 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100  OF  SELLING  EXPENSE,   FOR   154  STORES   CLASSIFIED 

BY    SIZE    OF    CITY    AND    STORE,    1919 


• 

iges  and  Salaries  per  $10 
Salliig  ixjense 

0  Of 

Sis* 
of 

Classified 

Total 

!tesi«r 
of 

Total 

Belling 

Total 
»•?«»» 

Per  Cent. 

(in  OOO'i) 

(In  OOO'i) 

Stores 

Xxpense 

Salaries 

teoont 

Grajtie 
)     20     40     60     80  100  12C 

A«tual 

Total 
Urer»g«) 

154 

$2,  182,  027 

$1.457,504 

$66.80 

. 

100.0 

Total 
(Average) 

Ofider  $40 
$40  to     $60 
ISO  to   $180 

tie  3  k  orer 

14 

57 
56 

• 

29,018 
245,207 
719,436 
1,187,560 

19,505 
177,277 
492,942 

767,982 

66.5? 
72.00* 
66.58 
64.68 

= 

99.6 

107.6 
102.6 
96.8 

Total 

(Areragc) 

115 

896,865 

640,451 

71.41 



106.9 

Ondw 
40 

Ofader  $40 

$40  to    teo 

feO  to  $180 
$180  4  orar 

14 

51 
44 

6 

29,018 
211,678 
509,410 
146,757 

19,505 
152,696 
562,170 
106,282 

66.52 
72.14 
71.10 
72.42 

= 

1 

99.6 
108.0 
106.4 
108.4 

Total 

(Average  ) 

59 

1,285,164 

817,055 

63.08 

95.2 

40  aoS 

oT»r 

Under  $40 
$40  to     $60 

6 

54,529 

24,561 

71  19 

$90  to  $180 
$160  &  over 

14 
19 

210,026 
1,040,609 

150,772 
661,700 

62.26 

63.59 

93.2 

95.2 

$£€,30 
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TABLE  134 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100  OP  SELLING  EXPENSE,  FOR   154  STORES   CLASSIFIED 

BY    SIZE    OF    CITY    AND    STORE,    1918 


Size 
of 
City 
(In  OOQ'e) 

Classified 
Total 
Net  Sales 
(in  000'  s) 

Nvonber 

or 

Stores 

Total 
Selling 

Expense 

Total 
Wages  tf 
Salaries 

Wages  ana  Salaries  per  ilOO  of  Selling  Expense 

Amount 

Per  Cent. 

Graphic 
J     20      40     60     80   100  120   1"0   16C 

Actual 

Total 
(Average  ) 

Total 
(Average) 

154 

$1,609,671 

$1,084,125 

$67.35 

_ 

100.0 

104.3 
103.2 
97.1 
99.6 

Under  $40 
$40  to     $60 
$60  to  $180 
$160  &  over 

42 

63 
35 
14 

101,621 
345,293 
445,138 
717,619 

71,393 
240,074 
291,057 
461,601 

70.25 
69.53 
65.39 
67.11 



Under 
40 

Total 
(Average)' 

115 

680,787 

466,176 

71.41 

106.0 

^— 

Under  $40 
$40  to  $60 
$60  to  $160 
$160  It  over 

41 
49 
22 
3 

99,513 
244,788 
261,307 
75,179 

69,353 
174,278 
182,752 
59,793 

69.69 
71.20 
69.94 
79.53 

103.5 
105.7 
103.8 
118.1 

40  and 
ov«r 

Total 
(Average  ) 

39 

928,864 

•     597,949 

64.37 

95.6 

Under  $40 
$40  to     $60 
$60  to  $160 
$160  &  over 

1 
14 

13 
11 

2,108 
100,505 
183,631 
642,440 

2,040 
65,796 
108,305 
421,808 

143.7 
97.2 
67.S 
$7.5 

58.92     ••••••••••• 
65.66     ••••••••••• 

Average  J67.35 


being,  respectively,  for  the  different 
size-groups,  7.8,  5.5,  and  12.2.  The 
corresponding  percentages  by  which 
the  averages  for  the  stores  in  the  large 
cities  are  less  than  the  average  for  all 
of  the  stores  are  4.8,  8.6,  and  4.1. 

Results  similar  to  those  just  men- 
tioned may  be  secured  by  comparing, 
for  each  of  the  various  years,  stores 
of  similar  size  but  with  different  lo- 
cation. This  the  reader  may  do  by 
consulting  Tables  133  to  135,  inclu- 
sive. 


From  Tables  128  to  135,  inclusive, 
it  may  be  concluded  as  follows :  First, 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  increase  as  the 
stores  increase  in  size,  this  being  true 
for  the  stores  treated  as  a  whole  and 
with  minor  exceptions  when  treated 
according  to  location.  Second,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  are  generally 
lower  for  stores  in  the  small  than  for 
stores  in  the  large  cities,  both  when 
treated  as  a  total  and  when  compared 
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TABLE  135 


TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100  OF  SELLING  EXPENSE,  FOB   154  STORES   CLASSIFIED 

BY    SIZE    OF    CITY    AND    STORE,    1914 


Size 
of 
City 
(In  OOC'a) 

Classified 
Total 
Set  Sales 
(in  ooo's) 

!'url>er 
of 
Stores 

Total 
Selling 
Experi»« 

?otal 
Yages  fc 
Salaries 

T?ages  and  Salaries  per  $100 
of  Selling  2xpef.se 

Ar.cur.t 

Per  Cer.t. 

Graphic 
)  20  40  60  80  100  120 

Actual 

Total 
(Average  } 

Total 
(Average) 

154 

$1,059,414 

$693,552 

$65.47 

100.0 

Under  $40 
$40  to  $80 
$80  to  $180 
$180  &  over 

75 
52 
24 
5 

174,315 
321,857 
327,227 
236,015 

121,^23 
219,008 
209,698 
143,  "23 

69.66 

1C6.4 
103.9 
97.9 
92.8 

64.08  [•^^•^•^^•M 
60.77  •••^^•^••H 

Under 
40 

Total 
(Avercge) 

115 

483,712 

339,596 

107.2 

Under  $40 
$40  to  $80 
$80  to  $180 
fl80  4  over 

66 
38 
11 

148,192 
213,674 
121,846 

101,264 
154,943 
83,389 

68.33 
72.51 
68.44 

104.4 
110.8 
104.5 

40  and 
over 

Total 
(Average  ) 

19 

575,702 

353,956 

61.48 

93.9 

Under  $40 
$40  to  $30 
$30  to  $180 
$180  It  over 

7 
14 
13 
5 

26,123 
106,183 
205,381 
236,015 

20,159 
64,065 
126,309 
143,423 

77.17 
59.22 

61.50 
60.77 

117.9 
90.5 
93.9 
92.8 

1 

$65.47 


by  size.  This  condition  is  generally 
true  for  the  combined  and  for  the 
individual  years.  Third,  the  amounts 
of  wages  and  salaries  per  $100  of 
selling  expense  for  stores  in  large 
cities  decrease  as  the  stores  increase 
in  size.  For  those  in  small  cities,  the 
reverse  condition  obtains.  Fourth, 


the  amounts  of  wages  and  salaries  per 
$100  of  selling  expense  for  the  stores 
in  the  small  are  higher  than  for  the 
stores  in  the  large  cities,  both  when 
treated  as  a  whole  and  when  com- 
pared by  size.  This  condition  is  gen- 
erally true  for  the  combined  and  for 
the  individual  years. 
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E. — Summary. 

(1).  Wages  and  salaries  in  terms 
of  sales  decreased  between 
1914  and  1918,  and  1918  and 
1919. 

(2).  Approximately  two  thirds  of 
selling  expense  is  chargeable 
to  the  wages  and  salaries  of 
the  selling  force. 

(3).  Wages  and  salaries  in  terms 
of  total  selling  expense  in- 
creased between  1914  and 
1918,  and  decreased  between 
1918  and  1919. 

(4).  The  amounts  of  wages  and 
salaries  per  $100  of  total  net 
sales  increase  with  the  size  of 
store  for  all  stores,  as  well  as 
for  those  located  in  small  and 
large  cities. 

(5).  The  amounts  of  wages  and 
salaries  per  $100  of  selling 
expense  for  all  stores  and  for 
those  in  large  cities  decrease 
as  the  sales  increase.  The 
amounts  increase  with  size  of 
store  in  small  cities. 

(6).  For  stores  of  the  same  size, 
wages  and  salaries  in  terms  of 
sales  are  higher  in  large  than 
in  small  cities. 

(7).  The  proportion  of  selling  ex- 
pense chargeable  to  wages  and 
salaries  is  higher  in  small 
than  in  large  cities  for  stores 
of  a  given  size. 


2. — YEARLY  AMOUNTS  OF  WAGES  AND 
SALARIES  IN  RELATION  TO  THE 
AMOUNTS  OF  STOCK  CARRIED,  FOR 
STORES  CLASSIFIED  BY  YEARS  AND 
BY  SIZE. 

The  discussion  of  wages  and  salaries 
for  stores  classified  by  the  amounts  of 
inventory  carried  per  $100  of  total 
net  sales  follows  closely  the  corre- 
sponding section,  pages  53  to  85, 
which  relates  to  yearly  amounts  of 
total  selling  expense  for  stores  classi- 
fied in  the  same  manner.  The 
amounts  are  measured  in  terms  of 
sales,  of  selling  expense,  and  of 
other  appropriate  units.  The  methods 
which  are  used  to  secure  the  different 
ratios  are  explained  on  page  4,  and 
do  not  need  to  be  repeated  here. 

A. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  1919,  1918,  and  1914. 

The  decreases  from  year  to  year  in 
the  amounts  of  wages  and  salaries 
per  $100  of  total  net  sales  for  154 
stores  are  shown  in  actual  amounts 
and  in  graphic  form  in  Table  119. 
Similar  decreases  also  hold  from  year 
to  year  for  the  149  stores  which  are 
discussed  in  this  section.  In  Table 
136  the  amounts  are  shown  to  be 
$7.60  in  1914,  $7.42  in  1918,  and 
$7.04  in  1919.  Moreover,  when  the 
stores  are  classified  in  each  year  by 
the  amounts  of  inventory  per  $100 
of  total  net  sales,  wages  and  salaries 
decrease  generally  from  year  to  year 
for  stores  having  inventories  of  the 
same  size.  There  are  some  exceptions 
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to  this  rule,  primarily  due  to  the 
small  number  of  stores  included,  but 
they  cannot  always  be  explained  by 
this  fact.  It  should  be  kept  in  mind 
that  inventories  in  terms  of  sales  were 
relatively  lower  in  1919  than  in 
1914  or  in  1918.  Consequently,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  for  stores  in 
the  different  years  may  be  more  ac- 
curately compared  by  considering 
stores  with  inventories  of  the  same 
size  in  the  different  years  than  by 
grouping  the  stores  as  totals.  "When 
the  totals  are  compared,  differences 
may  be  ascribed  to  changes  in  wages 
and  salaries  paid,  to  the  increases  or 
decreases  in  the  sales,  or  to  the 
changes  in  the  inventories  in  relation 
to  sales. 

For  each  year  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  decrease  as  the  inventories 
per  $100  of  total  net  sales  increase. 
The  amount  for  stores  having  inven- 
tories of  less  than  $20  per  $100  of 
total  net  sales  is  exceptionally  low. 
In  the  discussion  of  selling  expense 
per  $100  of  total  net  sales  for  the 
stores  similarly  classified,  it  will  be 
recalled  that  the  same  condition  held. 
It  has  been  pointed  out  that  the  de- 
creases in  the  amounts,  stated  in  terms 
of  sales,  can  be  explained,  in  part  at 
least,  by  the  fact  that  the  large  stores 
have  relatively  high  selling  expenses 
per  $100  of  total  net  sales  and 
relatively  low  inventories,  similarly 
measured.  The  same  observation  ap- 
plies to  the  detail  of  Table  136. 
Inasmuch  as  wages  and  salaries  con- 
stitute on  the  average  66  per  cent. 


of  total  selling  expense,  it  is  to  be 
expected  that  the  nature  of  the  change 
in  the  amounts  of  selling  expense 
will  be  reflected  in  the  amounts  of 
wages  and  salaries. 

The  part  of  Table  136  which  shows 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  for  each  amount 
sold  per  $1  of  inventory  is  more  sig- 
nificant.* By  the  use  of  this  unit  the 
varying  sizes  of  the  stores  are  elim- 
inated and  the  amounts  of  wages  and 
salaries  per  $100  of  total  net  sales  for 
stores  of  different-sized  inventories 
made  comparable.  It  will  be  seen  by 
consulting  the  table  that  the  amounts 
expressed  in  this  more  detailed  form 
increase  in  each  of  the  years  as  the 
inventories  in  relation  to  sales  in- 
crease. How  generally  this  condition 
obtains,  and  the  regularity  with  which 
the  increases  occur,  are  shown  graph- 
ically and  in  amounts  in  Table  136. 
It  is  unnecessary  in  view  of  the  dis- 
cussion on  page  55  to  comment  fur- 
ther upon  this  tendency.  Attention, 
however,  should  again  be  called  to  the 
fact  that  wages  and  salaries  constitute 
approximately  66  per  cent,  of  the 
total  selling  expense  and  that  the  in- 
fluences which  determine  the  amounts 
of  wages  and  salaries  are  likely  also 
to  determine  the  amounts  of  selling 
expense. 

In  order  to  supplement  Table  136, 
Table  137  has  been  prepared.  This 
table  shows  for  each  of  the  years  the 
average  amounts  of  inventory  per 
$100  of  total  net  sales  for  stores 
classified  by  amounts  of  wages  and 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  17. 
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salaries  paid  per  $100  of  total  net 
sales.  The  average  inventory  per 
$100  of  total  net  sales  decreased  be- 
tween 1914  and  1918,  and  between 
1918  and  1919,  the  reduction  being 
particularly  noticeable  between  1918 
and  1919.  Within  each  year,  more- 
over, the  inventories  decrease  as  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  increase.  That 
is,  there  is  an  inverse  relationship 
between  inventories  and  wages  and 
salaries  when  both  are  expressed  in 
sales.  A  similar  condition  was  shown 
in  Table  20  for  the  stores  when  classi- 


fied in  each  of  the  years  according  to 
the  amounts  of  selling  expense  per 
$100  of  total  net  sales. 

In  Table  138  the  same  149  stores 
are  classified  in  each  of  the  years 
according  to  the  amounts  of  inven- 
tory per  $100  of  total  net  sales,  and 
for  each  group  of  stores  the  average 
amount  of  wages  and  salaries  per 
$100  of  selling  expense  has  been 
computed.  For  the  combined  years, 
$66.88  out  of  every  $100  of  selling 
expense  was  paid  to  salesmen  in  wages 
and  salaries.  In  1914  the  amount  was 
$65.73,  in  1918,  $67.51,  and  in  1919, 


TABLE  136 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  AMOUNT  SOLD 

PER  $1   OF  INVENTORY,   FOR   149   IDENTICAL  STORES   CLASSIFIED  BY   AMOUNT 

OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


a  and  Salaries  per  $100  of  Total  Net  Salei 
per  Amount  Sold  per  $1  of  Inventory 


Average  *2.7« 
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$66.98.  That  is,  the  aimounts  in- 
creased between  1914  and  1918  and 
decreased  between  1918  and  1919.  A 
similar  condition  was  observed  in 
Table  121  for  154  stores  for  the  same 
years. 

When  the  149  stores  are  classified 
for  each  of  the  years  by  the  amounts 
of  inventory  per  $100  of  total  net 
sales,  as  in  Table  138,  there  is  a  gen- 
eral tendency,  in  the  combined  years, 
for  the  amounts  of  wages  and  salaries 
per  $100  of  selling  expense  to  in- 


crease as  the  inventories  per  $100  of 
total  net  sales  increase.  Those  stores 
which  had  inventories  less  than  $20 
per  $100  of  total  net  sales  had  wages 
and  salaries  per  $100  of  selling  ex- 
pense of  $62.42,  while  those  which 
had  inventories  of  $60  and  over  per 
$100  of  total  net  sales  had  wages  and 
salaries  of  $68.84  out  of  every  $100 
of  selling  expense.  When  each  of  the 
years  is  considered  separately,  how- 
ever, the  tendency  for  the  amounts  to 
increase  or  to  decrease  with  the  in- 


TABLE  137 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,  FOR   149  IDENTICAL   STORES   CLASSIFIED   BY   AMOUNT  OF  WAGES  AND 

SALARIES  PER  $100   OF   TOTAL  NET   SALES,   1919,   1918,   AND  1914 


Years 

Anount  of 
Wares  & 
Salaries 
p«r  $100  of 
Total 
Net  Sales 

Kur.bsr 
of 
Store- 
years 

Total 
Net  Sales 

Total 
Inventory 

Inventory  p«r  §100  of  Total  Set  Sales 

Amount 

I 

Per  Cent. 

Graphic 
)     20     40     60     80    IOC'    120    14 

Actual 
) 

Total 
(Average) 

Total 
(Average) 

447 

$43,599,972 

$16,369,406 

$37.54     1 

P 

100.0 

Older  $4 
$4  to  JS 
$8  &.  over 

95 
227 
125 

5,669,635 
24,296,967 
13,611,350 

2,268,589 
9,067,776 
5,033,041 

39.87 
37.31 
36.98 

106.2 
90.4 

98.5 

1919 

Total 
(Average  ) 

149 

20,303,641 

6,667,056 

32.34     ] 

87.5 

Older  $4 
$4  to  $8 
J8  &  over 

42 
71 
36 

3,504,985 
11,248,575 
5,550,081 

1,237,010 
3,679,392 
1,750,654 

35.29 
32.71 
31.54 

94.0 
87.1 
64.0 

191S 

Total 
(Average  ) 

143 

14,322,667 

5,8C4,340 

40.53 

108.0 

Cncor  $4 
$4  to  $8 
$8  4  over 

34 

70 
45 

1,594,006 
8,  149,  100 
4,579,553 

736,259 
3,311,650 
1,756,431 

46.19 
40.64 
38.35 

123.0 
108.3 
102.2 

1914 

Total 
(Average) 

149 

8,973,604 

3,896,010 

43.44 

US.  7 

133.2 
112.9 
116.3 

Under  $4 
$4  to  38 
$8  &  over 

19 
86 

44 

590,644 
4,901,304 
3,401,716 

295,320 
2,076,734 
1,525,956 

5O.OO 
42.37 
43.83 

^— 

Average  337.54 
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TABLE  138 

TOTAL    SELLING    EXPENSE,    WAGES    AND    SALARIES,    AND    AMOUNTS    OF    WAGES    AND 

SALARIES  PER  $100  OF  SELLING  EXPENSE,  FOR  149   IDENTICAL   STORES 

CLASSIFIED    BY    AMOUNT    OF    INVENTORY    PER    $100    OF 

TOTAL   NET   SALES,    1919,    1918,   AND   1914 


Wages  and  Salaries  por  $100  of 

Amount 

Selling  Expense 

Tear* 

Inventory 
per  $100  of 
Octal 
Bet  Sales 

Hunter 
of 
Store- 
years 

Total 
Selling 
Expense 

Total 
Wagos  & 
Salaries 

Per  Cent. 

Graphic 

Aotnal 

0      20     40      60      80  100   120 

Total 
(Average  ) 

447 

$4,745,829 

$3-,  174,  021 

$66.88     L^__. 

100.0 

Under  $20 

14 

172,900 

107,920 

62.42     LsMHMM. 

93.3 

Total 
(Average  ) 

$20  to  $40 
$40  to  $60 

168 
177 

5,088,085 

2,066,831 

100.1 

$60  i  over 

88 

555,877 

244,996 

i 

102.9 

1 

Total 

(Average) 

149 

2,135,072 

1,430,061 

100.1 

Tfndor  $20 

7 

105,711 

64,927 

61.42     L»__    | 

91.8 

1919 

$  20  to  $40 

83 

1,649,618 

1,111,412 

67.33     •••••••^•MM 

100.7 

$40  to  $60 

51 

545,965 

250,646 

6*.67     •••••^•••••K 

99.7 

$60  k  over 

8 

55,878 

25,076 

68.12   LBHMMBM^ 

101.9 

1                           | 

(Average) 

149 

1,675,249 

1,062,031 

67.  SI      ^••^••••^•0 

100.9 

Under  $20 

3 

52,117 

20,714 

«4,50     L__» 

96.4 

1918 

t30  to  $40 

46 

957,441 

644,457 

68.74     •••••^•••^••••l 

102.8 

$40  to  $60 

60 

427,462 

275,422 

64.43     •••••••••••••, 

96.5 

$60  fc  over 

49 

176,229 

121,458 

68.92     LMB.^.H.M 

103.1 

Total 
(Average  ) 

149 

1,037,508 

681,929 

66.73                                              | 

98.3 

Under  $20 

4 

55,072 

22,279 

63.52   ^•.^MHM; 

95.0 

1914 

$20  to  $40 

59 

501,126 

510,982 

62.06     LIH.H.M; 

92.8 

$40  to  $60 

66 

555,540 

248,206 

69.81     ••••••^•••^M 

104.4 

$60  &  over 

40 

145,770 

100,462 

68.92    t""BB"""^M 

103.1 

Average  $66.88 


crease  in  inventories  in  relation  to 
sales  is  uncertain.  It  is  of  interest 
to  observe,  however,  that  in  the  years 
under  consideration,  the  smallest 
amount  of  wages  and  salaries  per 
$100  of  selling  expense  was  less  than 
the  average  by  8.2  per  cent.,  and  the 


largest  amount  greater  than  the 
average  by  4.4  per  cent.  That  is,  a 
remarkable  degree  of  uniformity 
characterizes  the  amounts  for  all 
groups  of  stores  in  the  different  years. 
Similar  uniformity  in  the  amounts 
of  wages  and  salaries  per  $100  of 
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TABLE  139 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  149  IDENTICAL  STORES  CLASSIFIED  BY  SIZE 

AND   BY   AMOUNT   OF   INVENTORY   PER    $100    OF    TOTAL    NET 

SALES,    1919,    1918,   AND   1914,    COMBINED 


total 
Not  Sales 

(in  O00'«) 


Jaoont  of 

Inventor; 

per  tlOO  of 


Kunber 

of 

Store- 
year* 


Total 
•at  Sales 


Total  Wages 
4  Salaries 


Cages  and  Salaries  per  *100  of 
Total  ;:et  Sales 


20     4O     60     80  100  120 


Total 
(Average) 


Dbd»r  $40 


$40  to  |80 


$80  to  $180 


$180  4  over 


Total 
fAverage  ) 


$43,599,972 


$3,174,021 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


14 
1GB 

177 
83 


2,059,425 
26,478,456 
11,  263,  282 

3,798,829 


107,920 

2,066,831 

754,274 

244,996 


To  ttl 
(Average  ) 


3,532,911 


Older  $20 

$20  to  $40 
$40  to  $60 
f  60  fc  over 


28,935 

560,460 

1,412,525 

it  530,  993 


720 


75,000 
98,361 


Total 
(Average  ) 


9,360,348 


616,677 


TSider  feO 
§20  to  $40 
$40  to  $60 
$60  i  over 


6 
52 
88 
K 


402,009 
9,083,049 
4,458,869 
1,416,421 


20,502 
187,969 
909,439 

98,767 


Total 
(Average) 


13,121,494 


Under  $20 
$20  to  $40 
$40  to  §60 
$60  4  over 


5 
60 
40 

7 


555,  107 
7,076,841 
4,638,131 

851,415 


38,199 
$63,284 

314,184 
47,868 


Total 
(Average  ) 


17,565,219 


1,385,756 


tinder  $20 
$20  to  $40 
$40  to  f60 
$60  4  over 


2 
38 

3 


1,073,376 

15,758,086 

753,757 


48,499 

1,281,606 

65,651 


$7.28 


100. O 

72.0 

107.3 

92.0 

88.6 

80.9 

34.2 
83.2 
72.9 
88.3 

90.5 

7O.1 
83.8 
9S.3 
95.7 

100.8 

94.5 

109.3 

93.0 

77.2 


108.2 

62.1 

111.7 
101.4 


Average  J7.28 
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total  expense  was  found  to  charac- 
terize the  stores  treated  in  Volume  II* 
of  the  Bureau's  study  of  Costs,  Mer- 
chandising Practices,  Advertising  and 
Sales  in  the  Retail  Distribution  of 
Clothing.  "Wages  and  salaries,"  as 
there  used,  included  all  forms  of  com- 
pensation paid,  and  "total  expense" 
included  all  operating  expenses.  In 
Table  138,  "wages  and  salaries"  in- 
cludes only  the  compensation  paid  to 
those  who  are  involved  in  selling,  and 
' '  selling  expense ' '  is  used  in  the  sense 
defined  on  page  34.  What  is  being 
stressed  now  is  the  uniformity  in  the 
amounts  of  wages  and  salaries  when 
measured  in  terms  of  two  separate 
standards. 

From  Tables  136  to  138,  inclusive, 
it  may  be  concluded:  First,  that  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  in  the  years 
1919,  1918,  and  1914,  combined  and 
individually,  for  stores  having  inven- 
tories, similarly  measured,  of  $20  and 
over,  decrease  as  the  amounts  of 
inventory  per  $100  of  total  net  sales 
increase.  Second,  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  decreased  from  1914  to  1918, 
and  1918  to  1919.  Third,  the  amounts 
of  inventory  per  $100  of  total  net 
sales,  in  the  individual  and  in  the 
combined  years,  decrease  as  the 
amounts  of  wages  and  salaries  (in 
terms  of  sales)  increase.  Fourth,  the 
amounts  of  inventory  per  $100  of 
total  net  sales  decreased  between  1914 
and  1918,  and  1918  and  1919.  Fifth, 
the  amounts  of  wages  and  salaries  per 
$100  of  selling  expense  increased  be- 

*  Pages  157  to  164. 


tween  1914  and  1918,  and  decreased 
between  1918  and  1919.  Sixth,  for 
the  combined  years  the  amounts  of 
wages  and  salaries  per  $100  of  selling 
expense  roughly  tend  to  increase  as 
the  amounts  of  inventories  increase. 
For  the  individual  years  the  ten- 
dencies to  decrease  or  to  increase  are 
uncertain. 

B. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Setting 
Expense,  for  Stores  Classified  by 
Size,  1919,  1918,  and  1914. 

In  Tables  139  to  142,  inclusive,  the 
149  stores  which  are  being  considered 
are  classified  for  the  combined  and 
for  the  individual  years  by  size  and 
by  the  amounts  of  inventory  in  rela- 
tion to  their  sales.  For  each  group 
the  average  amount  of  wages  and 
salaries  paid  by  stores  to  their  selling 
force  has  been  computed  in  terms  of 
sales. 

In  1919  it  cost  in  wages  and  salaries 
$7.04  to  sell  $100  worth  of  goods. 
For  the  stores  with  sales  under  $40,- 
000,  the  cost  was  $4.50 ;  for  those  with 
sales  of  $40,000  to  $80,000  it  was 
$5.54;  for  those  with  sales  of  $80,000 
to  $180,000  it  was  $7.25;  and  for 
those  with  sales  of  $180,000  and  over 
it  was  $7.47.  That  is,  the  amounts 
increase  as  the  stores  increase  in  size. 
When  the  stores  are  classified,  as  in 
Table  140,  by  the  amounts  of  in- 
ventory per  $100  of  total  net  sales, 
increases,  with  few  exceptions,  are 
found  to  characterize  stores  of  in- 
creasing size,  but  with  similar  inven- 
tories in  relation  to  sales.  In  some  of 
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TABLE  140 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  149   STORES  CLASSIFIED  BY  SIZE  AND  BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919 


Diider  f20 
$20  to  |40 

*«o  to 

$60  4  over 


Average  $7.04 
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the  groups  the  number  of  stores  is  so 
small,  when  they  are  classified  in  this 
form,  as  to  make  direction  of  change 
uncertain.  The  irregularities  in  the 
amounts,  however,  are  for  the  most 
part  removed  when  the  three  years 


are  combined  as  in  Table  139.  More- 
over, the  tendency  for  the  amounts 
to  increase  is  more  regular  in  1919 
when  a  larger  group  of  stores  is  used 
as  in  Table  144. 

The  amounts  of  wages  and  salaries 


TABLE  141 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1918 


Classified 

Total 
Net  Salsa 
(In  OOO't  ) 

Amount  of 
Inventory 
per  (100  of 
Total 
Hat  Bale* 

Number 
of 
Stores 

total 
Ilet  Sale! 

Total  Wages 
Ic  Salaries 

"ages  and  Salaries  per  $100  of  Total  Met  Sales 

Amount 

Per  Cent*. 

Graphic 
3     20     40     60     60  100  120  14< 

Actual 
) 

Total 
(Average  ) 

Total 
(Average  ) 

149 

$14,322,667 

$1,062,031 

$7.42 

1  

- 

100.0 

Dhder  $20 
420  to  |40 
|40  to  $60 
$60  fc  over 

9 

46 
60 
40 

530,649 
7,617,748 
4,369,893 
1,884,377 

20,714 
644,437 
275,422 

121,458 

9.90       ••••• 
8.57       •••••••••••i 
6.28       ••••••^•i 
6.45       •^•••••m 

52.6 
115.5 
84.6 
86.9 

'    76.5 

Ibder  $40 

Total 
(Average) 

42 

1,256,795 

71,393 

5.68       ••••••••• 

Dbder  $20 
$20  to  $40 
$40  to  $60 

$60  k  over 

6 
13 
23 

209,528 
381,673 
665,594 

9,878 
17,855 
43,660 

4.71 
4.  06 

6.56 

| 

63.5 
63.1 
88.4 

$40  te  feo 

Total 
(Average  ) 

60 

3,501,019 

231,207 

6.60 

89.1 

•    48.5 
101.6 
81.0 
97.3 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  fc  over 

2 
IS 
29 
14 

130,649 
901,852 
1,632,061 
836,457 

4,698 
67,991 

98,140 
60,378 

3.60 
7.54 
6.01 
7.22 

Total 
(Average  ) 

33 

8,860,130 

877,830 

7.20 

'    97.0 

ISO  to  $180 

ffnder  $20 
$20  to  $40 
$40  to  $60 
$60  k  over 

14 

16 
9 

1,623,524 
1,854,280 
382,326 

144,701 
US,  709 

17,420 

- 

120.1 
84.1 
61.5 

6.24 
4.56 

= 

Total 
(Average) 

14 

5.704,723 

461,601 

8.44 

113.7 

1180  It  over 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  fc  over 

1 
11 

S 

400,000 
4,762.644 
521,879 

16,016 
421,667 
49,718 

4.00 

—  — 

53.9 
118.9 
112.9 

Average  $7.42 
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TABLE  142 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PEB 

$100  OF  TOTAL  NET  SALES,  FOR  149   STORES  CLASSIFIED  BY   SIZE  AND  BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1914 


Classified 
Total 
Vet  Soles 
(in  000'  ») 

Amount  of 
Inventory 
per  $100  of 
Total 
Het  Sales 

Somber 
of 
Stores 

Total 
Net  Sales 

Total  Uagea 
3c  Salaries 

•ages  and  Salaries  per  $100  of 
Total  Net  Sales 

Amount 
( 

Per  Cent. 

Graphic 
)     20     40     60     80  100  120 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

149 

$3,975,664 

$661,929 

$7.60 

,"'•''• 

p 

100.0 

91.4 

103.8 
100.7 
90.3 

83.6 

32.8 
99.7 
77.6 
85.8 

Under  $20 
$20  to  $40 
$40   to   $60 
$60  4  over 

4 
59 
66 
40 

520,656 
3,942,521 
3,245,201 
1,465,484 

22,279 
510,962 
248,206 
100,462 

6.95 
7.89 
7.65 

6.86 

TJnder  $40 

Total 
(Average  ) 

71 

1,847,402 

117,357 

6.35 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  k  over 

1 
10 

?1 
29 

28,933 
282,878 
786,840 
748,751 

780 

21,  454 
46,  595 
48,788 

2.49 
7.58 
5.90 
6.52 

= 

$40  to  |80 

Total 
(Average  ) 

SO 

2,777*177 

214,788 

7.73 

101.7 

107.9 
79.9 
116.1 
100.4 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 

2 
15 

25 

e 

121,064 
693,474 
1,553,809 

408,810 

9,  $29 
54,218 
119,452 
51,189 

8.20 
6.07 
8.82 
7.63 

. 

$80  to  |1SO 

Total 
(Average) 

23 

2,654,275 

206,361 

7.77 

102.2 

89.7 
112.9 
98.2 
87.5 

Under  $SO 
$20   to  $40 
$40  to  $00 
$60  k  orar 

1 
I 
10 

s 

170,641 
1,071,159 
1,104,552 
307,923 

11,630 
91,887 
82,359 
20,485 

6.82 
8.56 
7.46 

6.65 

$1£0  1  over 

Total 
(Average  ) 

s 

1,694,610 

143,423 

8.46 

lll.S 

Under  $20 
$20  to  $40 
$40  to  $60 
$6O  It  over 

5 

1,694,810 

143,423 

8.46 

111.5 

Average  $7. CO 
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per  $100  of  total  net  sales,  however, 
in  which  we  are  most  interested,  are 
those  for  stores  of  essentially  the  same 
size,  but  with  different  amounts  of 
inventory  in  relation  to  sales.  These 
amounts  are  found  in  Tables  139  to 


142,  inclusive.  Within  each  group, 
when  the  stores  are  classified  by  size 
and  by  amounts  of  inventory  in  rela- 
tion to  sales,  there  seems  to  be  no 
general  tendency  for  the  amounts  of 
wages  and  salaries  per  $100  of  total 


TABLE  143 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  AMOUNT  SOLD 

PER  $1    OF   INVENTORY,    FOR   STORES    CLASSIFIED  BY    SIZE    AND    AMOUNT    OF 

INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


Classified 
Total 
Hot  Sales 
(In  OOO'B) 

Anotrat  of 
Inventory 
per  $100  of 
Total 
Vet  Balea 

Amount  of  Wages  and  Salaries  per  $100  of  Total  Net  Sales 
pw  Amount  Sold  per  $1  of  Inventor? 

Average 

1919 

1918 

1914 

Actual 

Graphic 
0     |2     14     | 

Actual 

Qraphle 

>   I?   *4   |e 

Aetual  , 
1 

Graphic 
0     *2     «4     | 

Actual 

Graphic 
•«     |2     »4  10 

Total 
(Average) 

Total 
(Average) 

|2.74 

• 

|2.31 

• 

13.00 

| 
1 

|3.30 

"™ 

Under  $20 
$20  to  |40 

0.92 
2.54 

0.94 
3.22 

0.68 
2.57 

1.22 
2.37 

|40  to  $60 

5.56 

mmtm 

3.18 

•Ml 

3.14 

MM 

3.83 

MM 

|60  k  over 

4.52 

1 

3.60 

* 

4.52 

4.80 

— 

Under  $40 

Total 
(Average) 

3.S1 

2.26 

3.32 

3.57 

0.44 

2.27 

Cbder  $20 
$20  to  $40 

0.44 
1.82 

1.1» 

1.41 

$40  to  |SO 

2.68 

mm* 

2.21 

mmm 

2.34 

•• 

2.95 

••• 

$60  &  over 

4.50 

• 

3.SS 

• 

4.59 

1 

4.56 

- 

$40  to  $00 

Total 
(Average  ) 

3.00 

2.30 

0.68 
1.53 

3.27 

3.47 

Under  $20 
|eo  to  $40 

0.89 
1.83 

0.63 
2.26 

1.44 

1.88 

$40  to  $60 

3.47 

••to 

3.12 

•MS 

3.01 

•iM 

4.41 

mmaam 

$50  k  over 

4.38 

- 

B.95 

- 

s.os 

- 

5.34 

- 

lea  to  liso 

Total 
(Average) 

B.90 

2.60 

3.24 

3.17 

Under  $20 
$20  to  $40 

1.20 
2.39 

1.21 
2.24 

2.67 

1.19 
2.57 

|40  to  $60 

3.39 

mmm 

3.46 

••• 

3.12 

SMB 

3.73 

•^•M 

$60  &  over 

3.93 

• 

4.33 

• 

3.19 

• 

4.66 

- 

|180  k  over 

Total 
(Average) 

C.21 

2.06 

2.36 

2.64 

Under  $20 
$20   to  $40 

0.79 
2.44 

0.64 
2.32 

0.70 
2.65 

2.64 

$40  to  $60 

3.69 

immm 

2.58 

•Ml 

4.19 

•"•™ 

- 

$60  Je  over 

- 

- 

- 

- 

Average  |2.74 


Average  $2.31 


Avarage  $3.00 


$3.30 
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net  sales  to  increase  or  to  decrease 
as  the  amounts  of  inventory  per  $100 
of  total  net  sales  increase.  In  some 
groups,  if  the  details  for  the  combined 
years  are  taken  as  an  illustration,  the 
amounts  decrease,  while  in  others 
they  increase.  In  view  of  this  fact, 
it  would  be  unsafe  to  generalize  for 
all  of  the  store-groups.  The  amounts, 
however,  are  of  sufficient  interest  to 
warrant  publication. 

Table   143   shows  what   it   cost   in 
wages  and  salaries  per  $100  of  total 


net  sales  to  sell  the  actual  amounts 
sold  per  $1  of  inventory  *  in  149 
stores  classified  by  size  and  amount 
of  inventory  in  terms  of  sales.  By 
using  this  more  detailed  unit,  the  un- 
certain direction  of  change  for  wages 
and  salaries  is  eliminated.  For  the 
stores  as  grouped,  the  amounts  become 
larger  as  the  size  of  the  inventory  in 
relation  to  sales  increases.  Such  a  con- 
dition for  selling  expense  was  observed 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  17. 


TABLE  144 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  INVENTORY 
PER   $100    OF   TOTAL,   NET   SALES,   1919 


Clasetriad 
Total 

let  Sale: 
(In  OOO'a) 


Averag*  J6.CT 


average  &.O3 
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in  the  discussion  of  Table  27  and  it 
would  naturally  follow  for  wages  and 
salaries,  similarly  measured,  in  view 
of  the  proportion  which  they  consti- 
tute of  total  selling  expense.  Table 
143  should  be  considered  in  connec- 
tion with  Tables  139  to  142,  inclusive. 
In  Table  144,  the  records  of  282 
stores  are  studied  for  1919,  when  the 


stores  are  classified  by  size  and  by  the 
amounts  of  inventory  per  $100  of 
total  net  sales.  In  view  of  the  fore- 
going discussion,  it  is  unnecessary  to 
consider  further  the  amounts  of  wages 
and  salaries  per  $100  of  total  net  sales 
for  the  stores  as  classified.  One  sec- 
tion of  this  table,  however,  is  of 
interest.  The  right-hand  columns 


TABLE  145 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,  FOR  149  IDENTICAL  STORES   CLASSIFIED  BY   SIZE  AND  BY  AMOUNT 

OF    WAGES    AND    SALARIES    PER    $100    OF    TOTAL    NET    SALES, 

1919,    1918,    AND    1914,    COMBINED 


Classified 
Total 
Net  Sales 
(In  000*8) 

Amount  of 
7/agea  & 
Salaries 
per  $100  of 
Total 
Net  Sales 

Number 
of 
Store- 
years 

Total 
Net  Sales 

Total 
Inventory 

Inventory  per  $100  or  Total  Net  Sales 

Anotmt 

Per  Cent. 

Graphlo 
)     20     40     60     80  100   120  140  160 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

447 

$43,  598,  972 

(16,569,406 

$57.54 

^___ 

100  .O 

106.2 
99.4 
98.5 

Under  $4 
*4  to  $3 

$3  &  aver 

95 
22*7 
125 

5,689,635 
24,298,987 

13,611,350 

2,268,589 
9,067,776 
5,033,041 

39.87 
57.33 
36.98 

(fader  |40 

Total 
(Average) 

127 

3,532,911 

1,989,518 

56.31 

150.0 

140.5 

151.1 
159.3 

Under  $4 
|4  to  *8 

$8  4  over 

35 
66 
26 

954,233 
1,804,605 
774,075 

502,665 
1,024,030 
462,823 

52.68 
56.74 
59.79 

$40  to  $80 

Total 
(Average) 

165 

9,560,548 

4,254,795 

45.46 

121.1 

108.9 
125.1 
125.1 

Under  $4 
$4  to  |8 
$8  &  over 

42 
75 
48 

2,318,545 
4,303,648 
2,758,155 

947,850 
2,021,129 
1,285,816 

40.88 
46.96 
46.96 

*80  to   $180 

Total 
(Average) 

102 

15,121,494 

5,193,131 

39.58 

105.4 

102.7 
113.6 
96.9 

74.7 

Under  $4 
$4  to  $8 
$8  &  over 

16 
56 
40 

1,637,290 
6,151,092 
5,333,112 

631,  181 
2,622,806 
1,939,144 

38.55 
42.64 
36.36 

$180  &  over 

Total 
(Average) 

43 

17,585,219 

4,931,962 

28.05 

Under  |4 
$4  to  *8 

$8  &  over 

2 

50 
11 

779,567 
12,059,642 
4,766.010 

186,893 
3,599,811 
1,545,258 

23.97      ••••••• 
28.24     •••••••• 

20.23  IMHBB^MH 

€3.9 
75.2 
75.8 

Averago  $37.54 
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TABLE  146 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OP  INVENTORY  PER  $100  OP  TOTAL  NET 

SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  WAGES 

AND    SALARIES    PER    $100    OF    TOTAL    NET    SALES,    1919 


show,  for  different  groups  of  stores, 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  per  stock  turn- 
over.* That  is,  wages  and  salaries 
are  measured  in  terms  of  a  unit  of 
sales  for  a  single  turn. 

For  this  group  of  stores,  as  goods 
are  sold,  it  cost  in  wages  and  salaries 
$6.67  to  sell  $100  worth  of  goods, 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  19. 


$32.84 


while  it  cost  in  wages  and  salaries  per 
stock  turnover,  $3.03  to  sell  $100  worth 
of  goods.  The  amounts  of  wages  and 
salaries  required  to  sell  $100  worth  of 
goods  increase  as  stores  increase  in 
size,  but  when  they  are  expressed  in 
terms  of  sales  per  turnover,  they  are 
essentially  constant  for  the  stores 
with  sales  under  $80,000,  increase  for 
those  with  sales  from  $80,000  to  $180,- 
000  and  noticeably  decrease  for  those 
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with  sales  of  $180,000  and  over. 
While  the  expense,  due  to  wages  and 
salaries  per  $100  of  total  net  sales  in 
the  stores  with  sales  of  $180,000  and 
over,  is  170.2  per  cent,  of  the  average 
for  all  stores,  the  amount  of  wages 
and  salaries  per  $100  of  total  net  sales 
per  stock  turn  is  84.2  per  cent,  of  the 
average. 
For  the  stores  as  a  whole  and  when 


classified  by  size,  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  per  stock  turnover  increase 
rapidly  as  the  amounts  of  inventory 
per  $100  of  total  net  sales  increase. 
The  nature  of  the  increase  may  be 
illustrated  by  selecting  the  106  stores 
which  had  sales  in  1919  of  between 
$40,000  and  $80,000.  For  the  three 
stores  which  had  inventories  less  than 


TABLE  147 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  WAGES 

AND    SALARIES    PER    $100    OF    TOTAL    NET    SALES,     1918 


Classified 

Total 
Net  Sales 
(In  OOO'i) 


Amount  of 
Uagoa  & 

Ealarlei 

per  $1CO  of 

Total 

Set  Sales 


of 

Stores 


Total 
Inventory 


Inventory  per  $100  of  Total  Set  Sales 


Graphic 
0  20  40  €0  80  100  120  140  160 


Total 
(Average) 


Under  $40 


$40  to  $80 


480  to  $180 


$180 


Total 
(Average) 


$14,522,667 


$5,804,340 


Under  $4 
$4  to  $8 
$8  &  over 


1,594,006 
8,149,108 
4,579,555 


756,259 
3,511,650 
1,756,431 


TotU. 
(Average ) 


1,256,795 


734,523 


Under  $4 
$4  to  $8 
$8  k  over 


420,124 
502,214 
334,457 


215,918 
318,849 
199,756 


Total 
(Average ) 


3,501,019 


1,729,460 


Under  $4 
$4  to  $8 

$8  &  over 


891,100 
1,418,558 
1,191,361 


393,649 
743,552 
592,259 


Total 
(Average ) 


3,860,130 


1,741,562 


Under  $4 
$4  to  $8 
$8  &  over 


282,782 
2,351,967 
1,225,381 


126,692 

1,183,993 

430,877 


Total 
(Average ) 


5,704,723 


1,598,795 


Under  $4 
$4  to  $8 


3,676,369 
1,828,354 


1,065,256 
533,539 


$40.53 


100.0 

=8 

114.0 

100.3 

94.6 

144.2 


126.8 
156.6 
147.4 


121.9 

109.0 
129.3 
122.6 

111.3 

•• 
110.5 

124.2 
86.6 

69.2 


6?.a 

72.0 


Average.  $40.55 
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TABLE  148 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  WAGES 

AND    SALARIES    PER    $100    OF    TOTAL    NET    SALES,     1914 


Classified 
Total 
Net   Sales 
(in  000'  a) 

Anotmt  of 
Waces  & 
Salaries 
per  $100  of 

Total 
liet  Sales 

Ivujnber 
of 
Stores 

Total 
Net  Sales 

Inventory  per  £100  of  Total  Het  Sales 

Total 
Inventory 

Amount 

Per  Cent. 

Graphic 
)      20      40      60     80  100   120   14 

Actual 

3 

Total 
(Average  ) 

Total 
(Average  ) 

149 

$8,973,664 

53,898,010 

100.0 

Under  $4 
§4  to  $8 
$8  k  over 

19 
86 
44 

590,644 
4,  901,  504 
5,431,716 

295,320 
2,076,734 
1,525,956 

115.1 
97.5 

100.9 

43.83 



Under  |40 

Total 
(Average) 

71 

1,347,402 

1,039,588 

129.5 

Under  $4 
$4  to  38 
$8  k  over 

15 
41 
15 

509,884 
1,055,446 
404,072 

222,236 

576,909 
240,243 

131.2 
126.1 

136.9 

|40  to  |80 

Total 
(Average  ) 

50 

2,777,177 

1,244,382 

44.81 

—•—^-^ 

105.8 

Under  54 
$4  to  «8 
$8  4  over 

4 
27 
19 

200,760 
1,560,405 
1,016,012 

73,084 
701.522 
469,776 

56.40 
44.96 
46.24 

= 

85.8 
103.5 
106.4 

$80  to  HBO 

Total 
(Average  ) 

23 

2,654,275 

1,084,636 

40.86 

94.1 

-•=-,   •   ^=^am 

92.9 
94.7 

Under  $4 
*4  to  $8 

$8  &  over 

14 
9 

943,595 
1,705,682 

382,949 
701,687 

40.37 
41.14 

L—  . 

$180  It  over 

Total 
(Average) 

5 

1,694,810 

529,604 

51.25 

71.9 

Under  J4 
54  to  $8 
$8  4  over 

4 
1 

1,538,860 
555,950 

415,354 
114,  25O 

51.02 
32.10 

71.4 
73.9 

1 

343.44 


$20,  it  cost  in  wages  and  salaries 
$3.56  to  sell  $100  worth  of  goods,  but 
per  turnover  the  expense  was  but 
$0.85.  For  those  that  had  inventories 
between  $20  and  $40  per  $100  of  total 
net  sales,  it  cost  in  wages  and  salaries 
for  each  $100  of  total  net  sales,  $4.93, 


but  for  each  unit  of  sales  per  stock 
turnover,  $2.24.  Similarly,  for  the 
stores  which  had  inventories  of  $40 
and  over,  it  cost  $5.84  for  each  $100 
of  total  net  sales,  but  for  $100  of  sales 
per  stock  turnover  the  amount  was 
$3.89. 
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TABLE  149 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OP  WAGES  AND  SALARIES 

PER   $100   OF   SELLING   EXPENSE,   FOR   149   IDENTICAL   STORES    CLASSIFIED 

BY  SIZE  AND  BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL 

NET    SALES,    1919,    1918,    AND    1914,    COMBINED 


Classified 

Total 
Net  Sales 
(in  000' s) 


Amount  of 

Inventory 

per  OlOO  of 

Total 
Net  Safes 


Hunber 

of 

Store- 
years 


Total 
Selling 
Expense 


Total 
Wages  i 
Salaries 


Wages  and  Salaries  per  $100  of 
Selling  Expense 


Graphic 
0      20      40      60      80   100   120 


Total 
(Average) 


447 


$4,745,829 


$3,174,021 


Total 
(Average ) 


Under  520 
S20  to  $40 
$40  to  060 
v60  c;  over 


14 
168 
177 

88 


172,900 
3,038,085 
1,128,967 

355,877 


107, 920 

2,066,831 

754,274 

244,996 


Total 
(Averare ) 


298,231 


208,053 


Under  $40 


Under  020 
$20  to  $40 
$40   to  $60 
$60  It  over 


1 
18 
52 
56 


948 

54,036 
112,294 
130,953 


720 

33, 972 
75,000 
98,361 


Total 
(Average ) 


877,524 


616,677 


$40  to  $80 


Under  $20 
$20  to  $40 
$40  to  560 
$60  k  over 


6 
52 
82 
25 


29,622 
283,795 
426,579 
135,528 


20,502 
187, 969 
309,439 

98,767 


Total 
(Average ) 


1,445,029 


963,535 


$80  to  $180 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  !c  over 


5 

60 

40 

7 


53,399 
802,575 
499,659 

89,396 


38,199 
563,284 
314,184 

47,863 


Total 
(Average ) 


2,125,045 


1,385,756 


$180  it  over 


Under  $20 
$20  to  $40 
$40   to  $60 
$60  5:  ovor 


2 

38 
3 


88,931 

1,947,679 

88,435 


48, 499 

1,281,506 

55,651 


100.0 


93.3 
100.1 

99.9 
102.9 

!'.'r.,r.'.'.  '  .ssi 

104.3 

===±± 

113.6 
94.0 
99.9 

112.3 


105.1 


105.5 

99.0 

103.0 

109.0 


99.7 

~~* 

107.0 
104.9 
94.0 
80.1 


97.5 

•• 

81.5 
98.4 
94.1 


Avora;o  066.88 
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The  detail  in  Table  144  may  be 
studied  with  profit  by  merchants  who 
are  interested  in  measuring  the  effect 
which  turnover  has  on  wages  and 
salaries  as  a  part  of  selling  costs. 

Tables  145  to  148,  inclusive,  show 
the  amounts  of  inventories  per  $100 
of  total  net  sales  in  the  combined  and 
individual  years  for  stores  classified 
by  size  and  by  the  amounts  of  wages 
and  salaries  paid  per  $100  of  total 
net  sales.  The  purpose  of  these  tables 
is  to  determine  the  average  size  of  the 
inventories  in  terms  of  sales  for  stores 
paying  different  amounts  of  wages 
and  salaries  per  $100  of  total  net 
sales.  "When  no  account  is  taken  of 
store  size,  the  inventories  are  lowest 
when  the  amounts  of  wages  and 
salaries  in  terms  of  sales  are  highest. 
That  is,  an  inverse  relationship  ob- 
tains. "When  size  of  store  is  con- 
sidered this  relationship  does  not 
hold.  Indeed,  an  inverse  condition 
holds.  That  is,  small  inventories 
generally  accompany  small  amounts 
of  wages  and  salaries  when  both  are 
expressed  in  sales.  In  each  year  the 
size  of  the  inventories  expressed  in 
terms  of  sales  varies  inversely  with 
the  size  of  the  store  similarly  ex- 
pressed. 

Tables  149  to  152,  inclusive,  show 
the  amounts  of  wages  and  salaries  per 
$100  of  selling  expense  for  each  of 
the  years  for  stores  classified  by  size, 
and  further  by  the  amounts  of  inven- 
tories per  $100  of  total  net  sales.  The 
total  sections  of  these  tables  agree 
with  the  details  of  Table  138  and  do 
not  call  for  further  comment.  The 
remaining  parts  of  the  tables  require 


brief  consideration  inasmuch  as  they 
show  the  amounts  of  wages  and  sal- 
aries per  $100  of  selling  expense  for 
stores  classified  by  size  and  by 
amounts  of  inventory  in  terms  of 
sales. 

As  the  stores  increase  in  size,  gen- 
erally speaking,  the  amounts  of  wages 
and  salaries  per  $100  of  selling  ex- 
pense decrease.  There  is  one  excep- 
tion to  this  rule  for  the  combined 
years  and  one  each  for  1919  and  1918. 
Otherwise,  the  condition  is  general. 
"What  is  of  most  interest  in  this  con- 
nection, however,  is  not  store  size 
alone,  but  stores  of  the  same  size  with 
varying  inventories.  "When  the  de- 
tails are  considered  from  this  point 
of  view  it  is  impossible  to  generalize 
for  all  the  groups  as  to  whether  the 
amounts  increase  or  decrease  as  the 
inventories  increase.  For  some 
groups  of  stores,  as  for  instance  those 
with  sales  of  $80,000  to  $180,000  for 
the  combined  years,  the  amounts  de- 
crease, while  for  other  groups,  as  for 
instance  the  group  with  sales  of 
$40,000  to  $80,000,  there  is  a  tendency 
for  the  amounts  first  to  decrease  and 
then  to  increase  with  increasing  in- 
ventories. 

Nothing  further  need  be  said  con- 
cerning the  amounts  for  stores  with 
different  sales  and  different  inven- 
tories in  relation  to  sales.  The  actual 
figures  are  supplied  for  what  they  are 
worth.  They  constitute  standards  or 
norms  for  these  stores,  and  from  year 
to  year  show  a  remarkable  con- 
sistency. 

Brief  discussion  is  required  of 
Table  153.  In  this  table  282  stores 
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TABLE  150 


Classified 

Total 
Net  Sales 
(in  000' a) 


Amount  ot 

Inventory 

per  $100  of 

Total 
Hot  Sales 


Number 

of 
Stores 


Total 

Selling 
Expense 


Total 
Wages  & 
Salaries 


Wages  and  Salaries  per  $100  of 
Selling  Expense 


Per  Cent. 


Graphic 

0  20  40  60  80  100  120  140 

J 1 k 1 1 


Actual 


Total 
(Average ) 


2,155,072 


tl,  430,  061 


Total 
(Average ) 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


7 

83 
51 

8 


105,711 

1,649,518 

345,965 

33,878 


64,927 

1,111,412 

230, 646 

23,076 


Total 
(Average ) 


29,018 


19,303 


Under  $40 


Under  f20 
$20  to  $40 
$40  to  $60 
$60  &  over 


6,275 

15,797 

6,946 


2,640 

10,750 

5,913 


Total 
(Averae8 ) 


233,843 


170,682 


$40  to  {30 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


2 

22 

28 

S 


7,320 

94,720 

122,592 

9,211 


5,875 
65,760 
91,847 

7,200 


Total 
(Average ) 


700,800 


479,344 


$80  to  $180 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


4 

37 
14 

1 


34,307 
465,124 
183,648 

17,721 


26,569 

326,696 

116, 116 

9,963 


Total 
(Average ) 


1,171,411 


760, 732 


$180  i  over 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


1 
22 

1 


64,084 

1,083,399 

23, 928 


32,483 

716,316 

11,933 


$66.98 


100.0 

KS^MIM 

91.7 

100.6 

99.5 

101.7 

a 

99.S 

1  '— — 

62.8 
101.6 
127.1 


109.0 

===== 

119.8 
103.7 
111.9 
116.7 


102.1 

===== 

115.6 

104.9 

94.4 

83.9 


97.0 

75.7 
96.7 
74.5 


Average  $66.98 


222 


TABLE  151 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100   OP   SELLING  EXPENSE,   FOR   149   STORES   CLASSIFIED   BY   SIZE   AND 

BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,   1918 


Classified 

Total 
Net  Sales 
(In  OOO's) 


Amount  of 

Inventory 

per  OlOO  of 

Total 
Net  Sales 


of 
Stores 


Total 
Ragos  & 
Salaries 


Wages  and  Salaries  por  ClOO  of 
Sailing  Expenco 


Graphic 
4O  6O  80  10O  12O 


Total 
(Average  J 


l, 573, 249 


$1,062,031 


Total 
(Average) 


Under  $20 
,$20  to  $40 
$40  to  J60 
$60  &  ovor 


3 

46 
60 

40 


52,117 
937,441 
427,462 
176,229 


Total 
(Average ) 


101,621 


Under  $40 


Under  $20 
$20  to  $40 
$40  to  $60 
§60  fc  over 


6 

13 
23 


17,520 
27,392 
56,209 


Total 
(Average ) 


331,953 


$40  to  $80 


Under  $20 
§20  to  $40 
$40  to  $60 
$60  &  over 


2 
15 
29 
14 


7,270 

97,097 

144, 693 

82,893 


Total 
(Average ) 


422,051 


080  to  $180 


Under  $20 
$20  to  $40 
040  to  $60 
$60  &  over 


14 

15 
3 


194,559 
190,370 
37,122 


Total 
(Average ) 


90,714 
644,437 
275,422 
121,458 


71,393 


9,878 
17,855 
43,660 


717, 619 


0180  tt  over 


aider  ?20 
§20  to  *40 
v40  to  $60 
i60  C;  over 


1 

u 

2 


24,847 

628,265 

64,507 


231,207 


4,603 
67,991 
98,140 
60,378 


277,3GO 


144,701 

115,709 

17,420 


431,601 


16,016 

421,867 

43,718 


$67.51 


100.0 

===^ 

9S.S 

101.3 
95.4 
102.1 


83.5 
94.8 

115.0 


103.2 


95.7 
103.7 
100.5 

107.9 


110.2 
90.0 
69.5 


99.4 


95.5 
99.S 

100.4 


Average  $67.51 
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TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100   OP   SELLING  EXPENSE,   FOR  149   STORES   CLASSIFIED  BY   SIZE  AND 

BY  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET   SALES,  1914 


Classified 

Total 
Rot  Sales 
(in  OOO'B) 


Ktmber 
of 

Stores 


Total 

Selling 
Expense 


Total 
Wages  Jc 
Salaries 


Wages  and  Salaries  per  (100  of 
Selling  Expense 


Graphic 
0  20  40  60  80  100  120 


Total 
(Average ) 


tl, 057, 508 


$681,989 


Total 
(Average) 


Under  $20 
$20  to  $40 
|40  to  $60 
$60  *  over 


4 

39 
66 
40 


35,072 
501,126 
355,540 
145,770 


22,279 
310,982 
248,206 
100.482 


Total 
(Average ) 


167,592 


117,357 


Under  $40 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 


1 

10 
51 
29 


948 
30,241 
68,605 
67,798 


720 
21,454 
46,595 
48,768 


Total 
(Average ) 


311,723 


214,788 


$40  to  $80 


Under  $60 
$20  to  $40 
$40  to  $60 
$60  &  over 


2 

15 

£5 

8 


15,052 

91,978 

161,294 

43,419 


9,929 

54,218 

119,452 

31,189 


Total 
(Average) 


322,178 


206,361 


$80  to  $180 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  fc  over 


1 

9 

10 

3 


19,092 
142,892 
125,641 

34,553 


11,630 
91,887 
82,359 
20,485 


"  Total 
(Average) 


236,015 


143,425 


$180  &  over 


Under  $20 
$20  to  $40 
$40  to  60 
$60  k  over 


256,015 


142,425 


$65.75 


100.0 

li:...l      .1=3 

96.6 
94.4 

106.3 
104.9 

is 

106.5 

115.5 
107.9 
108.9 
109.5 


104.8 

•    •        -  •        "• 

100. 5 
89.7 
112.7 
109.5 


97.4 

92.7 
97.8 
99.7 
90.2 


Average  $65.73 
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TABLE  153 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  INVENTORY 
PER  $100  OF  TOTAL  NET  SALES,  1919 


i  «ad  Salaries  p«r  $100  of 


0  80  40  60  80  100  120 


i  tod  S*l»ri«»  [Mr  $100  of 
p«r  Stock  *"-«*« 


0  20   40   60   SO  100  133  140  160  ISO  200 


$SS.«7 


tao  to  $40 


$80  to  $40 


$40  te  $so 


CtiM-  $20 
$20  to  $40 


(IT 


180  to  tlSO 


Dttter  tSO 
$20  to  $40 
$40  4  OTW 


Uad«r  $20 
$20  to  $40 
$40  It  CT»r 


100.0 


96.2    |     14.21 

M.S  27.21 

1O4.6      I       48.07 


92.2 
115.  S 


ICS.4 

11S.S 


116.4 
103.6 


9S.8 


92. S 
96.8 
TS.8 


23.82 

sa.zs 


S9.96 


14  .SO 

21.4S 

49.70 


S5.5C 


18. 2O 
50.92 
43.  49 


22.48 


13.49 

24.45 
41.W 


100.0 
47.8 

n.* 

164.4 


103.4 
164.5 


ua. 9 

61.0 
103.6 
148  .7 


7S.S 

44.2 
81.9 
1S9.I 


$«$.«•> 


ir.r.j.  $£J.85 


are  classified  for  1919,  by  size  and  by 
the  amounts  of  inventory  in  relation 
to  sales.  For  each  group  of  stores  two 
measures  of  the  amounts  of  wages  and 
salaries  are  supplied.  The  amounts 
are  expressed,  first,  in  relation  to  sell- 
ing expense,  and  second,  in  relation  to 
selling  expense  per  stock  turnover.* 

For  the  282  stores  the  proportion 
which  wages  and  salaries  constitutes 
of  each  $100  selling  expense  is  $65.67. 
As  the  stores  increase  in  size,  this  pro- 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  21. 


portion  decreases,  the  amount  for  the 
stores  with  sales  of  $180,000  and  over 
being  $62.93.  "When  the  average 
amount  of  wages  and  salaries  per 
$100  of  selling  expense — $65.67 — is 
expressed  per  stock  turnover,  it  be- 
comes $29.85.  In  other  words,  stock 
is  turned  on  the  average  2.2  times. 
"Wages  and  salaries  per  $100  of  total 
selling  expense  per  turnover  decrease 
as  the  stores  increase  in  size,  the 
amount  being  $22.48  for  the  stores 
which  sold,  during  1919,  $180,000 
and  over  worth  of  goods. 
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As  the  amounts  of  inventory  in 
relation  to  sales  increase  for  each, 
group  of  stores,  as  measured  by  size, 
the  amounts  which  wages  and  salaries 
constitute  of  each  $100  of  selling  ex- 
pense per  turnover  rapidly  increase. 
The  amounts  for  the  group  of  stores 
with  sales  of  $40,000  to  $80,000  may 
be  used  to  illustrate  this.  When  the 
inventories  were  less  than  $20  per 
$100  of  total  net  sales,  it  cost  $14.50 
in  wages  and  salaries  per  $100  of 
selling  expense  per  turnover.  When 
the  inventories  were  $20  to  $40  per 
$100  of  total  net  sales,  the  amount 
was  $31.45,  and  when  the  inventories 
were  $40  and  over,  it  was  $49.70. 
That  is,  the  costs  rapidly  increase  as 
the  inventories  in  terms  of  sales  in- 
crease in  size.  This  is  only  another 
way  of  saying  that,  to  sell  a  given 
amount  of  goods  in  a  year,  the  costs 
attributable  to  wages  and  salaries  in 
relation  to  the  rates  of  turnover 
rapidly  decrease  as  the  inventories  in 
relation  to  the  sales  decrease.  That 
is,  the  cost  per  unit  of  turnover  be- 
comes less  as  the  rates  at  which  the 
stock  is  turned,  increase. 

The  details  of  Table  153  should  be 
considered  in  connection  with  those 
of  Table  144. 

C. — Summary. 

(1).  The  amounts  of  wages  and 
salaries  per  $100  of  total  net 
sales  for  all  stores,  for  each 
of  the  years,  tend  generally 
to  decrease  as  the  amounts  of 
inventory  per  $100  of  total 
net  sales  increase. 


(2).  The  amounts  of  wages  and 
salaries  per  $100  of  total  net 
sales  for  the  amount  sold  for 
each  dollar  of  inventory  and 
also  per  stock  turnover  in- 
crease as  the  size  of  the 
inventory  in  terms  of  sales 
increases.  This  holds  for 
stores  treated  as  a  whole  and 
also  when  classified  by  size. 

(3).  The  amounts  of  wages  and 
salaries  per  $100  of  total  net 
sales  and  per  $100  of  total 
net  sales  for  the  amount  sold 
per  dollar  of  inventory  de- 
creased between  1914  and 
1918,  and  1918  and  1919. 

(4).  The  amounts  of  wages  and 
salaries  per  $100  of  selling 
expense  tend  to  increase  as 
the  inventories  in  terms  of 
sales  increase,  for  all  stores. 
For  stores  of  a  given  size,  the 
direction  of  change  is  un- 
certain. 

(5).  The  amounts  of  wages  and 
salaries  per  $100  of  total  sell- 
ing expense  per  stock  turn- 
over decrease  as  stores  in- 
crease in  size  and  increase  as 
the  amounts  of  inventory  in 
terms  of  sales  increase. 

3. — YEARLY  AMOUNTS  OF  WAGES  AND 
SALARIES  IN  RELATION  TO  THE 
AMOUNTS  OF  GOODS  SOLD  PER  FULL- 
TIME SALES-PERSON,  AND  TO  THE 
METHODS  BY  WHICH  SALESMEN  ARE 
PAID,  FOR  STORES  CLASSIFIED  BY 
YEARS,  BY  SIZE,  AND  BY  LOCA- 
TION. 
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The  discussion  of  the  amounts  of 
wages  and  salaries  paid  to  those  who 
are  selling  goods  under  the  condition 
established  in  this  section  closely  fol- 
lows the  corresponding  section,  pages 
85  to  127,  relating  to  the  total 
amount  of  selling  expense  for  stores 
similarly  classified.* 

(1) — YEARLY  AMOUNTS  OF  WA«E3 
AND  SALARIES  IN  RELATION  TO 
THE  AMOUNTS  OF  GOODS  SOLD 
PER  FULL-TIME  SALES-PERSON. 

This  section  has  to  do  with  the 
amounts  of  wages  and  salaries  paid 
in  stores  when  they  are  classified  by 
amounts  of  goods  sold  per  full-time 
sales-person;  the  discussion  relating, 
first,  to  stores  in  different  years, 
second,  to  stores  of  different  size,  and 
third,  to  stores  of  different  size  and 
location. 

A. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  1919,  1918,  and  1914. 

The  year-to-year  comparison  of  the 
amounts  of  wages  and  salaries  paid  to 
salesmen  is  based  upon  the  records  of 
the  146  identical  stores  which  are 
discussed  on  page  86.  The  average 
expense  in  wages  and  salaries  to  sell 
$100  worth  of  goods  was  $7.20  for 
1919,  1918,  and  1914,  combined.  In 
1914  the  amount  was  $7.45,  in  1918, 
$7.38,  and  in  1919,  $6.97.  That  is, 
between  1914  and  1918,  and  1918  and 
1919,  the  amounts  decreased  by  0.9 
and  5.6  per  cent.,  respectively.  Dur- 

*  The  methods  by  which  the  amounts  are 
computed  is  described  on  page  4. 


ing  these  years,  both  sales  and  wages 
and  salaries  were  increasing.  When 
the  amounts  of  wages  and  salaries 
paid  are  expressed  in  terms  of  sales, 
the  decreases  mean  that  from  year  to 
year  the  increase  was  greater  in  sales 
than  in  wages  and  salaries. 

The  amounts  of  wages  and  salaries 
paid  by  stores  to  salesmen  in  each  of 
the  different  years  may  also  be  ex- 
pressed in  terms  of  $1,000  sold  per 
person.  This  is  done  in  Table  154. 
The  reason  for  expressing  the  amounts 
in  this  form  may  be  stated  as  follows : 
The  total  net  sales,  the  amounts  of 
wages  and  salaries,  the  number  of 
salesmen,  and  the  average  amounts  of 
goods  sold  per  salesman,  all  vary  from 
store  to  store.  In  order  to  take  ac- 
count in  a  single  measure,  of  these 
different  conditions,  and  to  reduce 
them  to  a  unit  basis,  use  is  made  of 
this  complex  unit.f 

The  amounts  for  the  combined  and 
the  respective  years  are  $0.45,  $0.66, 
$0.47,  and  $0.34.  That  is,  between 
1914  and  1913,  and  1918  and  1919, 
they  decreased,  the  percentages  of  de- 
crease being  larger  than  when  wages 
and  salaries  are  expressed  in  terms  of 
total  net  sales  alone.  Moreover,  for 
the  stores  in  each  of  the  years  when 
they  are  classified  by  the  amounts  sold 
per  full-time  sales-person,  the  ex- 
penses attributable  to  wages  and 
salaries,  measured  in  this  manner, 
decrease  as  sales  per  full-time  sales- 
person increase.  In  the  combined 
years,  in  the  stores  where  salesmen 

t  The  method  by  which  the  whole  process 
is  carried  out  is  described  by  formula  on 
page  4,  item  22. 
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sold  less  than  $12,000  per  year,  the 
average  amount  of  wages  and  salaries 
per  $100  of  sales  for  each  $1,000  sold 
was  $0.84.  For  the  stores  in  which 
salesmen  sold  $32,000  and  over,  the 
corresponding  expense  was  $0.13. 
How  nearly  these  results  are  dupli- 
cated in  the  individual  years  may  be 
seen  by  consulting  the  amounts  and 
their  graphic  representation  in  Table 
154. 


In  Table  155,  for  the  combined  and 
for  each  of  the  years  under  considera- 
tion, the  same  stores  are  classified  by 
the  amounts  of  wages  and  salaries 
paid  per  $100  of  total  net  sales.  For 
each  group  of  stores  the  average 
amount  of  sales  per  full-time  sales- 
person is  calculated.  For  the  com- 
bined years,  salesmen  sold  on  the 
average  $16,149  worth  of  goods.  In 
1914,  1918,  and  1919  the  correspond- 


TABLE  154 

AMOUNT   OF  WAGES  AND  SALARIES   PER  $100   OF   TOTAL   NET   SALES   PER   $1,000   OP 
SALES     PER    FULL-TIME    SALES-PERSON,     FOR    146     IDENTICAL     STORES 
CLASSIFIED  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES- 
PERSON, 1919,   1918,  AND  1914 


rage  $7.20 


ge  $0.45 
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ing  amounts  were,  respectively,  $11,- 
345,  $15,613,  and  $20,437. 

When  the  stores  paid  less  than  $4 
in  wages  and  salaries  per  $100  of 
total  net  sales,  salesmen,  on  the  aver- 
age, for  the  combined  years,  sold 
$17,908 ;  when  they  paid  $4  to  $8  in 
wages  and  salaries  for  each  $100  sold, 
the  salesmen  sold  on  the  average 
$16,905;  and  when  they  paid  $8  and 
over  the  sales  per  full-time  sales- 


person averaged  $14,177.  As  the 
amounts  paid  in  wages  and  salaries 
per  $100  of  total  net  sales  increase, 
the  sales  per  full-time  sales-person 
decrease.  In  each  of  the  years,  the 
same  general  tendency  with  minor 
exceptions  holds.  The  details  of 
Table  155  supplement  those  of  Table 
154  and  should  be  read  in  connection 
with  them. 

Another  way  of  stating  the  rela- 


TABLE  155 

TOTAL  NET  SALES,  NUMBER  OF  SALES-PEOPLE,  AND  AMOUNT  OF  SALES  PER  FULL-TIME 

SALES-PERSON,    FOR    146    IDENTICAL    STORES   CLASSIFIED   BY    AMOUNT 

OF   WAGES   AND   SALARIES   PER    $100   OF   TOTAL   NET 

SALES,     1919,     1918,     AND     1914 


Anount  of 

V.ajcs  fc 

Salaries 

per    vlOO  of 

Total 
•Set  Sale* 


of 

Store- 
years 


Total 
Net  Sales 


Sunber 
of 

Sales-people 


Sales  per  Poll-time  Sales-person 


Graphic 
0     20     40     6O     80  1CW   120  1<0 


Total 
(Average ) 


1914 


Total 
(Average ) 


342,655,162 


2,641.4 


Under  $4 
$4  to  $8 
58  4  over 


99 
220 
119 


6, 131, 664 
24,360,036 
12,163,462 


342.4 

1,441.0 
658.0 


Total 
(Average ) 


19,931,753 


975.3 


Under  $4 
*4  to  $8 
48  t  over 


44 
68 
34 


3,318,599 

10,792,646 

5,320, 508 


178.8 
500.3 

296.2 


Total 
(Average ) 


13,981,287 


895.5 


Under  $4 
$4  to  S8 
58  4  over 


1,673,416 
7,945,465 
4,362,406 


116.0 
4.68.3 

311.2 


Total 
(Average) 


8,742,122 


770.6 


Under  $4 
fr*  to  |8 
f8  4  over 


20 

65 
41 


639, 649 
5,621,925 
2,480,548 


47.6 

472.4 
250.6 


$16,149 


Average  $16,149 


10O.O 


110.9 
104.7 
87.8 


132.2 

133.6 
111.2 


97.7 


89.3 
105.1 
86.8 


70.3 

83.2 
73.7 
61.3 
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tions  between  wages  and  salaries  paid 
to  salesmen  and  sales  is  shown  in 
Table  156.  For  stores  in  the  com- 
bined years,  the  average  amount  of 
sales  secured  for  each  $100  of  wages 
and  salaries  paid  was  $1,389.  In  1914 
it  was  $1,343,  in  1918,  $1,355,  and  in 
1919,  $1,436.  That  is,  the  average 
amount  increased  slightly  between 
1914  and  1918  and  by  a  larger  margin 
between  1918  and  1919. 

For  the  combined  and  for  the  sep- 
arate years,  the  sales  per  $100  of 
wages  and  salaries  paid,  increase  as 
the  amounts  sold  per  full-time  sales- 
person increase.  That  is,  the  larger 
the  amount  of  goods  sold  by  each 
salesman  in  a  year,  the  greater  is  the 
return  in  sales  to  the  merchant  for 
each  $100  paid  in  the  form  of  wages 
and  salaries.  This  is  only  another 
way  of  saying  that  with  larger  sales 
per  sales-person,  savings  can  be  made 
in  wages  and  salaries  measured  in 
terms  of  total  sales.  The  actual 
amounts  of  sales  secured  for  each 
$100  paid  in  wages  may  be  seen  by 
consulting  Table  156. 

Other  methods  of  stating  the 
amounts  of  wages  and  salaries  paid 
to  salesmen  in  each  of  the  different 
years,  for  stores  classified  by  the 
amounts  of  sales  per  full-time  sales- 
person, are  found  in  Table  157. 

For  the  combined  years,  out  of 
every  $100  of  selling  expense,  $66.88 
was  paid  to  salesmen  in  the  form  of 
wages  and  salaries.  In  1914  the 
amount  was  $65.59,  in  1918,  $67.47, 
and  in  1919,  $67.05.  That  is,  the 
amounts  increased  between  1914  and 
1918  and  slightly  decreased  between 


1918  and  1919.  Generally  speaking,  in 
each  of  the  years  when  all  the  stores 
are  considered,  two  thirds  of  the  total 
selling  expense  is  paid  to  salesmen 
in  the  form  of  wages  and  salaries. 
However,  when  such  amounts  are  ex- 
pressed in  terms  of  total  selling 
expense  for  each  $1,000  sold  per  full- 
time  sales-person  the  direction  of 
change  from  year  to  year  is  differ- 
ent.* For  the  combined  years  the 
average  stated  in  this  form  is  $4.14. 
For  1914  it  was  $5.78,  for  1918,  $4.32, 
and  for  1919,  $3.28.  That  is,  between 
1914  and  1918,  and  1918  and  1919, 
there  was  a  decrease.  This  is  due,  of 
course,  to  the  increased  sales  per  full- 
time  sales-person  in  1918  over  1914, 
and  in  1919  over  1918,  as  shown  in 
Table  155. 

For  the  combined  years,  wages  and 
salaries  per  $100  of  selling  expense 
decrease  as  the  amounts  sold  per  full- 
time  sales-person  increase.  That  is, 
wages  and  salaries  are  relatively 
smaller  proportions  of  total  selling 
expense  in  stores  where  salesmen  sell 
large  than  where  they  sell  small 
amounts  per  year.  This  general  ten- 
dency also  characterizes  1919  and 
1918,  and  1914,  if  the  five  stores  hav- 
ing average  sales  per  full-time  sales- 
person of  $24,000  and  over  in  1914 
are  ignored.  In  comparisons  of  this 
type,  however,  salesmen's  activities 
are  not  reduced  to  a  unit  basis.  This 
is  done  in  the  right-hand  columns  of 
Table  157,  where  wages  and  salaries 

*  The  occasions  for  expressing  the  amounts  \ 
in  thia  form  are  analogous  to  those  for  ex- 
pressing them  in  a  similar  form  in  terms  of  ! 
sales.     See  page  227  for  a  brief  statement  ; 
of  this  fact. 
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TABLE  156 


TOTAL  WAGES  AND  SALARIES,  TOTAL  NET  SALES,  AND  AMOUNT  OF  TOTAL  NET  SALES 

PER    $100    OF    WAGES    AND    SALARIES,    FOR    146    IDENTICAL    STORES 

CLASSIFIED    BY   AMOUNT    OF    SALES    PER    FULL-TIME 

SALES-PERSON,  1919,  1918,  AND  1914 
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are  expressed  in  terms  of  selling  ex- 
pense for  each  $1,000  sold  per  full- 
time  sales-person.*  In  the  combined 
and  in  the  individual  years  the 
amounts  rapidly  decrease  as  the  sales- 

*  The  method  by  -which  this  unit  is  com- 
puted is  explained  on  page  4,  item  24. 


men's  sales  increase.  In  the  com- 
bined years  when  salesmen  sold  less 
than  $12,000,  the  cost  in  wages  and 
salaries  measured  in  this  manner  was 
$7.49;  when  they  sold  $32,000  and 
over,  it  was  $1.55. 

In  each  of  the  different  years,  for 
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TABLE  157 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146   IDENTICAL   STORES  CLASSIFIED 

BY    AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON, 

1919,    1918,    AND    1914 


W«gel  and  S»lsrl»»  j»r  flOO  of  Selling  Kxp«n>!>  per 
$1,000  of  3*1*1  per  Pull-tlme  Salei-po 


Ararag*  I65.B8 


stores  classified  by  the  amount  sold 
per  full-time  sales-person,  wages  and 
salaries  expressed  either  in  terms  of 
selling  expense  alone  or  in  terms  of 
selling  expense  for  each  $1,000  sold 
per  full-time  sales-person,  may  be 
seen  by  consulting  Table  157.  The 
direction  of  change  in  the  amounts  is 
evident  from  the  graphic  summary. 
A  brief  summary  of  Tables  154  to 
157,  inclusive,  may  be  expressed  as 


follows :  First,  the  amounts  of  wages 
and  salaries,  measured  in  terms  of 
sales,  and  in  terms  of  sales  for  each 
$1,000  sold  per  full-time  sales-person, 
decreased  between  1914  and  1918, 
and  1918  and  1919.  Second,  the 
amounts  sold  per  full-time  sales- 
person increased  between  1914 
and  1918,  and  1918  and  1919. 
Third,  as  the  amounts  of  wages  and 
salaries  per  $100  of  total  net  sales 


232 


increase,  sales  per  full-time  sales- 
person decrease.  Fourth,  the  amounts 
of  total  net  sales  secured  for  each 
$100  of  wages  and  salaries  paid,  in- 
creased between  1914  and  1918,  and 
1918  and  1919.  Fifth,  as  the  sales 
per  full-time  sales-person  increase, 
wages  and  salaries  in  terms  of  sales 
alone,  or  combined  with  the  amount 
sold  per  sales-person,  decrease.  Sixth, 
the  amounts  of  wages  and  salaries, 
when  expressed  for  each  $100  of  sell- 
ing expense,  increased  between  1914 
and  1918,  and  decreased  between 
1918  and  1919.  When  they  are 
expressed  in  the  complex  unit  they 
decreased  between  1914  and  1918,  and 
1918  and  1919. 

B. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified 
by  Size,  1919,  1918,  and  1914. 

In  the  discussion  of  the  amounts  of 
wages  and  salaries  paid  to  salesmen 
in  stores  of  different  size  and  with 
different  amounts  sold  per  full-time 
sales-person,  the  records  of  two 
groups  of  stores  are  available.  For 
the  year  1919  alone,  as  is  shown  in 
Table  158,  269  stores  may  be  studied. 
Wages  and  salaries  are  measured, 
first,  in  terms  of  sales,  and  second,  in 
terms  of  sales  and  the  rapidity  with 
which  stock  is  turned  in  each  of  the 
groups. 

For  the  269  stores  in  1919  it  cost 
in  wages  and  salaries  paid  to  salesmen 
for  each  $100  of  total  net  sales,  $6.68. 
For  stores  with  sales  under  $40,000, 
the  average  cost  was  $4.19 ;  for  stores 


with  sales  of  $40,000  to  $80,000  it  was 
$5.40 ;  for  stores  with  sales  of  $80,000 
to  $180,000  it  was  $6.72;  and  for 
stores  with  sales  of  $180,000  and  over, 
it  was  $7.28.  That  is,  as  the  stores 
increase  in  size,  the  amounts  paid  in 
wages  and  salaries  per  $100  of  total 
net  sales  increase.  These  increases, 
however,  from  store-group  to  store- 
group  are  probably  better  shown  for 
stores  in  which  the  same  amount  is 
sold  per  full-time  sales-person,  but  in 
which  the  total  sales  are  different. 
Any  one  of  the  groups  of  stores  in 
Table  158  may  be  chosen  to  illustrate 
this.  If  the  stores  are  used  in  which 
the  sales  per  full-time  sales-person 
were  $16,000  to  $24,000  per  year,  the 
expense  attributable  to  selling  in  the 
stores  with  sales  under  $40,000  was 
$4.42.  The  corresponding  amount 
for  those  which  sold  $40,000  to  $80,- 
000  was  $4.69;  for  those  which  sold 
from  $80,000  to  $180,000,  $6.38 ;  and 
for  those  which  sold  $180,000  and 
over,  $9.86.  Similar  differences  are 
observed  for  the  stores  which  had 
larger  and  smaller  amounts  sold  per 
full-time  sales-person.  It  is  unneces- 
sary to  set  these  out  in  detail  inas- 
much as  they  are  contained  in  Table 
158. 

When  the  amounts  of  wages  and 
salaries  paid  to  salesmen  are  ex- 
pressed in  terms  of  $100  of  total  net 
sales  per  stock  turnover,  the  disad- 
vantages associated  with  the  large 
stores,  however,  are  reduced.  The 
amounts  are  smallest  in  stores  which 
are  largest,  although  for  those  with 
sales  less  than  $180,000  they  slightly 
increase  with  store  size.  It  is  worth- 
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TABLE  158 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF   SALES 
PER    FULL-TIME    SALES-PERSON,    1919 


Average  (6.68 


while  in  this  connection  to  indicate 
the  precise  amounts.  When  all  the 
stores  are  considered  as  a  unit,  it  cost 
$3.04  in  wages  and  salaries  per  $100 
of  total  net  sales  per  stock  turnover. 
For  the  stores  with  sales  under  $40,- 
000,  the  amount  was  $2.79 ;  for  those 


with  sales  of  $40,000  to  $80,000, 
$3.00 ;  for  those  with  sales  of  $80,000 
to  $180,000,  $3.54;  and  for  those  with 
sales  of  $180,000  and  over,  $2.70. 
Using  for  illustration  the  group  of 
stores  in  which  the  sales  per  full-time 
sales-person  per  year  were  between 
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$12,000  and  $16,000,  it  cost  on  the 
average  for  all  stores,  $3.45.  For 
those  with  sales  under  $40,000,  it  cost 
$2.38 ;  for  those  with  sales  of  $40,000 
to  $80,000,  $3.70 ;  for  those  with  sales 
of  $80,000  to  $180,000,  $4.28 ;  and  for 
those  with  sales  of  $180,000  and  over, 
$2.53. 

The  relative  advantage  which  the 
large  stores  have  in  the  amounts  of 
wages  and  salaries  paid,  when  they 
are  measured  in  this  form  as  con- 
trasted to  sales  alone,  is,  of  course, 
attributable  to  the  relatively  greater 
rapidity  with  which  they  turn  their 
stock.  The  actual  rates  for  282  stores, 
classified  by  size,  are  shown  in  Table 
41.  It  is  unnecessary  to  give  the 
figures  in  this  case. 

The  details  of  Table  158  have  a 
practical  significance  to  merchants, 
which  it  is  worth-while  to  mention. 
When  the  amounts  of  sales  per  full- 
time  sales-person  increase,  the  cost  of 
operation  in  wages  and  salaries  per 
$100  of  total  net  sales  decreases.  This 
is  true  for  the  stores  treated  as  a 
whole  and  when  classified  by  size. 
For  the  group  of  103  stores  with  sales 
of  $40,000  to  $80,000,  it  is  found  that 
the  amount  of  wages  and  salaries  per 
$100  of  total  net  sales  is  $6.65  for 
those  in  which  the  salesmen  sold  less 
than  $12,000,  while  it  is  $3.00  for  the 
stores  in  which  the  salesmen  sold 
$32,000  and  over.  Between  these 
limits  the  amounts  decrease  with  a 
single  exception  as  the  amounts  sold 
per  full-time  sales-person  increase. 
That  is,  in  practical  operation,  the 
cost  of  selling,  expressed  in  sales,  may 
be  decreased  more  than  50  per  cent. 


through  increasing  the  amounts  sold 
per  full-time  sales-person. 

Still  greater  savings  in  expenses, 
so  far  as  wages  and  salaries  are  con- 
cerned, may  be  secured  by  increasing 
the  rate  at  which  stock  is  turned.  The 
same  group  of  stores — those  with 
sales  of  $40,000  to  $80,000— may  be 
used  to  illustrate  this  point.  For  the 
16  stores  in  which  salesmen  sold  less 
than  $12,000  for  the  year,  it  cost  in 
wages  and  salaries  per  $100  of  total 
net  sales  per  turnover,  $4.43.  For 
those  in  which  the  salesmen  sold  be- 
tween $12,000  and  $16,000,  the  corre- 
sponding cost  was  $3.70.  For  those 
in  which  the  salesmen  sold  $32,000 
and  over,  it  cost  but  $1.58.  The 
regularity  with  which  the  amounts, 
measured  in  this  form,  decrease  for 
the  different  groups  of  stores  is  not 
uniform.  Over  the  entire  range,  how- 
ever, the  direction  of  change  is  un- 
mistakable and  points  at  once  to  the 
conclusion  that  the  greater  the  sales 
per  full-time  sales-person  the  smaller 
is  the  expense  of  wages  and  salaries 
for  each  $100  of  total  net  sales  per 
turnover. 

The  amounts  of  wages  and  salaries 
for  these  269  stores  in  1919  may  also 
be  expressed  in  terms  of  sales  for 
each  $1,000  sold  per  full-time  sales- 
person. This  is  done  in  the  part  of 
Table  159  carrying  this  caption.  For 
all  stores  the  average  amount  is  $0.33. 
For  those  with  sales  under  $40,000, 
it  is  $0.25;  for  those  with  sales  of 
$40,000  to  $80,000,  it  is  $0.32;  for 
those  with  sales  of  $80,000  to  $180,- 
000,  $0.35 ;  and  for  those  with  sales  of 
$180,000  and  over,  $0.31.  Within 
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each  of  the  groups  of  stores  when  they 
are  classified  by  size,  the  amounts 
rapidly  decrease  as  the  sales  per  full- 
time  sales-person  increase.  By  using 
again  the  103  stores  with  sales  of 
$40,000  to  $80,000  and  the  unit  de- 


scribed above,  it  is  found  that  it  cost 
the  stores  in  which  salesmen  sold  less 
than  $12,000,  $0.66,  while  for  those 
in  which  the  salesmen  sold  $32,000 
and  over,  it  cost  $0.07.  Between  these 
limits,  the  amounts  decrease  as  the 


TABLE  159 

AMOUNT   OF   WAGES  AND   SALARIES   PER   $100   OP   TOTAL  NET  SALES   PER  $1,000   OP 

SALES    PER    FULL-TIME     SALES-PERSON,     FOR    STORES     CLASSIFIED    BY     SIZE 

AND   BY  .AMOUNT   OF    SALES    PER   FULL-TIME    SALES-PERSON,    1919 
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amounts  sold  per  salesman  increase. 
The  nature  of  these  decreases  as  well 
as  the  actual  amounts  may  be  ob- 
served by  consulting  Table  159. 

Table  160  shows  the  association 
between  the  amounts  of  wages  and 
salaries  paid  per  $100  of  total  net 
sales  and  the  average  sales  per  full- 
time  sales-person.  The  total  section 
supplements  the  detail  for  146  stores 
in  1919,  as  shown  in  Table  155.  The 


remaining  parts  show  the  average 
amounts  sold  in  stores  of  different 
size,  having  different  wage  and  salary 
expense  in  relation  to  sales.  Suffi- 
cient attention  has  already  been  given 
to  the  amounts  for  the  stores  treated 
as  a  whole.  The  condition  for  a  single 
group  may  be  illustrated  by  choosing 
again  the  group  of  103  stores  with 
sales  of  $40,000  to  $80,000.  When 
the  amount  of  wages  and  salaries  per 
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$80,215 


$100  of  total  net  sales  is  less  than  $4, 
the  average  amount  sold  per  full-time 
sales-person  is  $20,158.  When  the 
amount  of  wages  and  salaries  per 
$100  of  total  net  sales  is  between  $4 
and  $8,  the  amount  of  sales  per  full- 
time  sales-person  is  $16,172;  and 
when  the  corresponding  amount  of 
wages  and  salaries  is  $8  and  over,  the 
amount  of  sales  is  $12,510.  Table  160 
supplements  Table  159,  and  should  be 
considered  in  connection  with  it. 

In  the  discussion  of  the  relation  of 
wages  and  salaries  to  sales,  Table  161 
is  of  interest.  For  the  269  stores 
which  are  studied,  $1,496  in  sales 
were  secured  in  1919  for  each  $100 
of  wages  and  salaries  paid.  As  the 
stores  increase  in  size  the  amounts  of 
sales  secured  for  each  $100  of  wages 
and  salaries  decrease.  For  those  with 
sales  under  $40,000,  the  average 
amount  is  $2,385 ;  for  those  with  sales 
of  $180,000  and  over,  it  is  $1,374. 
Within  each  group  of  stores,  however, 
when  classified  by  size,  the  amounts 
increase  as  the  sales  per  full-time 
sales-person  increase.  For  the  16 
stores  which  sold  between  $40,000  and 
$80,000,  and  in  which  the  amount  sold 
per  full-time  sales-person  was  less 
than  $12,000,  $1,505  were  secured  in 
sales  for  each  $100  of  wages  and 
salaries  paid.  For  the  13  stores 
having  the  same  amount  of  sales,  but 
in  which  each  salesman  sold  $32,000 
and  over,  $3,329  in  sales  were  secured 
for  each  $100  of  wages  and  salaries 
paid.  Similar  increases  follow  for 
the  stores  in  the  other  size-groups, 
although  in  some  the  amounts  are 
erratic  and  the  direction  of  change 


uncertain,  due  primarily  to  the 
stores  which  are  included. 

The  foregoing  discussion  of  the 
amounts  of  wages  and  salaries  paid 
to  salesmen  per  $100  of  total  net  sales 
refers  to  1919.  Sales  were  high  in 
this  year,  due  not  only  to  the  amounts 
of  goods  sold,  but  also  to  prices 
realized.  In  view  of  this  fact,  it  has 
been  thought  worth-while  to  study, 
in  this  connection,  a  group  of  iden- 
tical stores  for  the  years  1914,  1918, 
and  1919.  Fewer  records  are  avail- 
able for  this  purpose,  but  those  which 
can  be  used  are  probably  sufficient 
to  serve  as  a  basis  for  generalization. 
They  are  certainly  helpful  in  measur- 
ing the  condition  in  1919  relative  to 
the  earlier  years. 

In  Tables  162  to  165,  inclusive,  146 
stores  classified  by  size  and  by  the 
amounts  of  goods  sold  per  full-time 
sales-person  in  1919,  1918,  and  1914 
are  studied  for  the  purpose  of  deter- 
mining the  amounts  of  wages  and 
salaries,  measured  in  different  ways, 
which  are  paid  to  salesmen.  The  dis- 
cussion of  the  269  stores  for  1919  had 
to  do  primarily  with  the  amounts 
paid  in  stores  of  different  size  and 
with  different  sales  per  full-time  sales- 
person. In  the  discussion  of  Tables 
162  to  165,  inclusive,  chief  interest 
lies  in  the  amounts  paid  in  the  differ- 
ent years.  These  are  fully  set  out  in 
the  tables,  the  units  of  analysis  being 
the  same  as  those  used  in  Table  159. 

For  the  146  stores  under  considera- 
tion, it  is  shown  in  Table  154  that  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  and  per  $100 
of  sales  for  the  amount  sold  per  full- 
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TABLE  161 

WAGES   AND    SALARIES,    TOTAL    NET    SALES,    ANT)   AMOUNT   OF    TOTAL    NET    SALES    PEE 

$100  OF  WAGES  AND  SALARIES,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY 

AMOUNT  OF   SALES   PER   FULL-TIME   SALES-PERSON,    1919 
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TABLE  162 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 
PER  FULL-TIME  SALES-PERSON,   FOR  146   IDENTICAL   STORES   CLASSIFIED 
BY  SIZE  AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES- 
PERSON, 1919,  1918,  AND  1914,  COMBINED 


V*fte  and  Salaries  per  {100  of  Total  Ket  Snloi 
per  tlfOOO  of  Sales  per  Full-time  Saloa-pcrtor 


Average,  J7.«Q_ 


time  sales-person  decreased  between 
1914  and  1918,  and  1918  and  1919. 
Tables  162  to  165,  inclusive,  show  that 
this  condition  held  for  each  group  of 
stores  when  classified  by  size.  More- 
over, decreases  from  year  to  year  also 
hold  for  each  group  of  stores  when 
the  amounts  are  measured  in  terms  of 


Average  $O.4S 


sales  for  each  $1,000  sold  per  full- 
time  sales-person.  The  direction  of 
the  change  from  year  to  year,  there- 
fore, seems  to  be  uniform. 

For  this  group  of  stores  in  each 
year,  as  for  the  269  in  1919,  the 
amounts  of  wages  and  salaries  in- 
crease as  the  stores  increase  in  size. 
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However,  for  each  group,  when  the 
stores  are  classified  by  size,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  and  per  $100 
of  total  net  sales  for  each  $1,000  sold 
per  full-time  sales-person  decrease  as 
the  amounts  sold  per  full-time  sales- 


person increase.  To  this  general  rule 
there  are  some  exceptions.  Had  the 
records  of  even  a  larger  number  of 
stores  been  analyzed,  some  exceptions 
would  have  been  expected.  For  this 
group,  they  are  so  few  that  they  do 
not  invalidate  the  conclusion  that  an 


TABLE  163 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,   FOR  146  STORES  CLASSIFIED  BY   SIZE  AND 

BY    AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,    1919 


:•»•  ani  S«l«ri««  per  »100  *t  Total  ««t 

per  |l,ccc  of  Sale*  par  PnU-tlw  Illln  p»r»i» 


Full  length  cot 
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TABLE  164 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME   SALES-PERSON,   FOR   146   STORES  CLASSIFIED  BY  SIZE  AND 

BY   AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,    1918 


effective  method  of  reducing  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  is  to  increase 
the  amount  sold  per  full-time  sales- 
person. 

The  amounts  of  wages  and  salaries 
paid  to  salesmen  may  also  be  ex- 
pressed in  terms  of  total  selling  ex- 
pense. This  is  done  in  detail  in 


Table  166  for  the  269  stores  classified 
by  size  and  by  the  amounts  sold  per 
full-time  sales-person.  For  146  stores, 
in  1919,  as  shown  in  Table  157,  it 
cost  in  wages  and  salaries  $67.05  out 
of  every  $100  of  selling  expense.  For 
269  stores,  as  shown  in  Table  166,  the 
corresponding  cost  for  the  same  year 
was  $65.67.  Inasmuch  as  wages  and 


242 


salaries  become  a  proportionately 
smaller  percentage  of  selling  expense 
as  the  stores  increase  in  size,  the 
actual  amounts  for  two  groups  of 
stores  depend  on  the  proportions  in 


which  stores  of  different  size  are  in- 
cluded. The  amounts  in  1919  for  269 
stores  of  different  size  are  shown  in 
Table  166.  Briefly,  they  are  as  fol- 
lows :  For  the  stores  with  sales  under 


TABLE  165 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1914 


aga  $7.45 

•Pull  lezigt;-.  not  sr.oon 
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$40,000,  the  average  amount  is 
$71.29;  for  those  with  sales  of  $40,- 
000  to  $80,000,  it  is  $71.93 ;  for  those 
with  sales  of  $80,000  to  $180,000,  it  is 
$66.95;  and  for  those  with  sales  of 
$180,000  and  over,  $63.07.  That  is, 
the  amounts  over  the  entire  range  of 
sizes  decrease,  although  the  average 
for  the  stores  with  sales  of  $40,000  to 
$80,000  is  slightly  larger  than  that  for 
the  stores  with  sales  under  $40,000. 
Moreover,  the  amounts  for  stores 
having  a  given  amount  sold  per  full- 
time  sales-person  tend  to  decrease  as 
the  stores  increase  in  size,  although 
from  group  to  group  the  tendency  is 
somewhat  irregular. 

When  the  stores  are  classified  by 
size  and  further  by  the  sales  per  full- 
time  sales-person,  the  proportions 
which  wages  and  salaries  constitute 
of  each  $100  of  selling  expense  de- 
crease as  the  amounts  sold  per  full- 
time  sales-person  increase.  This  con- 
dition characterizes  the  269  stores  in 
1919,  shown  in  Table  166,  as  it  did 
the  smaller  number  for  the  same  year 
shown  in  Table  157. 

The  amounts  of  wages  and  salaries 
may  also  be  expressed  per  $100  of 
selling  expense  per  stock  turnover. 
This  is  done  in  the  columns  of  Table 
166  having  this  caption.  For  the  en- 
tire group  of  stores,  irrespective  of 
size,  the  average  amount  in  1919  was 
$29.80.  For  the  stores  with  sales 
under  $40,000,  it  was  $47.53;  for 
those  with  sales  of  $40,000  to  $80,000 
it  was  $39.96 ;  for  those  with  sales  of 
$80,000  to  $180,000  it  was  $35.24; 
and  for  those  with  sales  of  $180,000 
and  over,  $23.36.  That  is,  the  amounts 


decrease  as  the  stores  increase  in  size, 
the  percentages  of  difference  being 
somewhat  larger  when  the  amounts 
are  expressed  in  this  form  than  when 
they  are  expressed  in  selling  expense 
alone.  Moreover,  the  amounts  of 
wages  and  salaries  per  $100  of  selling 
expense  per  turnover  decrease  as  the 
amounts  sold  per  full-time  sales- 
person increase.  This  condition  holds 
for  the  stores  treated  as  a  whole  and 
when  classified  by  size.  There  are  a 
few  exceptions  to  this  general  rule  but 
these  are  inadequate  to  alter  the  con- 
clusion. An  effective  way  of  reducing 
wages  and  salaries  measured  in  terms 
of  selling  expense  per  turnover  is  to 
increase  the  amounts  sold  per  full- 
time  sales-person.  The  latter,  of 
course,  may  result  from  increasing 
the  sales  of  a  given  force  or  from 
reducing  the  size  of  the  selling  force. 
Table  167  shows  the  amounts  of 
wages  and  salaries  per  $100  of  selling 
expense  for  each  $1,000  sold  per  full- 
time  sales-person.  The  stores  in- 
cluded are  the  same  as  those  in  Table 
166.  For  all  the  stores,  irrespective 
of  size  or  of  the  amounts  sold  per  full- 
time  sales-person,  the  average  amount 
of  wages  and  salaries  per  $100  of 
selling  expense  for  each  $1,000  sold 
per  full-time  sales-person  was  $3.24. 
When  the  stores  are  classified  in  the 
four  size-groups  customarily  used,  the 
amounts  on  the  whole  decrease  as  the 
stores  increase  in  size.  For  those 
with  sales  under  $40,000  the  amount 
was  $4.20,  for  those  with  sales  of 
$180,000  and  over,  $2.73.  Moreover, 
when  the  stores  are  classified  by  the 
amounts  sold  per  full-time  sales- 
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TABLE  166 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  SALES 
PER    FULL-TIME    SALES-PERSON,    1919 


Awrmg*  $65*07 


person,  the  wages  and  salaries  per 
$100  of  selling  expense  for  each  $1,000 
sold  per  full-time  sales-person  de- 
crease as  the  salesmen's  activities  in- 
crease. This  is  to  be  expected  in  view 
of  the  method  by  which  the  stores  are 


classified.  The  only  virtue  of  ex- 
pressing the  amounts  in  this  form  is 
to  place  them  on  a  uniform  or  $1,000 
basis.  By  doing  this,  the  different 
store-groups  become  directly  com- 
parable. 
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The  meaning  of  Table  167  may  be 
made  clearer  if  the  amounts  of  wages 
and  salaries  for  a  single  group  of 
stores  are  studied.  For  stores  having 
sales  of  $40,000  to  $80,000,  it  cost 
$7.31  in  wages  and  salaries  per  $100 


of  selling  expense  for  each  $1,000  sold 
per  person  when  a  salesman  sold  less 
than  $12,000  per  year.  It  cost  but 
$1.40  in  wages  and  salaries  similarly 
measured  when  salesmen  sold  $32,000 
and  over.  Prudence  and  business 


TABLE  167 

AMOUNT   OF  WAGES   AND   SALARIES  PER   $100   OF  SELLINQ  EXPENSE   PER   $1,000    OF 

SALES  PER  FULL-TIME  SALES-PERSON,  FOR  STORES  CLASSIFIED  BY  SIZE  AND 

BY   AMOUNT   OF   SALES   PER   FULL-TIME   SALES-PERSON,    1919 


and  Salaries  par  $100  of  Silling  Bxponln 
per  U.OOO  of  Sales  per  Pull-tlM 
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sense  immediately  suggest  the  desir- 
ability of  stimulating  sales  as  a 
method  of  reducing  the  percentage 
of  selling  expense  reflected  in  wages 
and  salaries. 


The  data  in  Table  167,  however, 
refer  alone  to  the  year  1919.  In  many 
particulars  this  is  an  exceptional  year, 
and  it  has  been  thought  of  interest  to 
include  data  similarly  classified  for 


TABLE  168 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLJNS  EXPENSE  PER  $1,000  OF  SALES 

PER    FULL-TIME    SALES-PERSON,    FOR    146    IDENTICAL    STORES    CLASSIFIED   BY 

SIZE    AND   BY    AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON, 

1919,    1918,   AND  1914,   COMBINED 
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TABLE  169 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY  SIZE  AND 

BY   AMOUNT    OF    SALES    PER   FULL-TIME    SALES-PERSON,    1919 


Nages  «nd  Salaries  per  $100  of  Soiling  Experuo 
$1,000  of  Said!  par  FuU-tlno  Sale. -person 


146  stores  for  the  years  1919,  1918, 
and  1914,  individually  and  combined. 
This  is  done  in  Tables  168  to  171, 
inclusive. 

The  data  in  Table  168,  for  the  three 
years  combined,  show  the  same  ten- 


dencies found  in  Table  167 ;  i.  e.,  for 
the  proportions  of  selling  expense  at- 
tributable to  wages  and  salaries, 
measured  in  either  the  simple  or  the 
complex  unit,  to  decrease  as  sales  per 
full-time  sales-person  increase  and 
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also  as  the  size  of  the  stores  increases. 
These  relations  hold  in  a  general  way 
for  each  of  the  years.  When  the  de- 
tail for  the  separate  years  are  com- 
pared, for  stores  of  a  given  size  and 
with  a  given  amount  of  sales  per  full- 
time  sales-person,  the  amounts  of 


wages  and  salaries  per  $100  of  selling 
expense  for  a  $1,000  of  sales  per  full- 
time  sales-person  tend,  in  a  general 
way,  to  decrease  from  year  to  year. 

Tables  158  to  171,  inclusive,  and 
the  discussion  concerning  them,  may 
be  summarized  as  follows:  First,  for 


TABLE  170 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES 

PER  FULL-TIME   SALES-PERSON,  FOR  146  STORES  CLASSIFIED  BY   SIZE  AND 

BY    AMOUNT    OF    SALES    PER   FULL-TIME    SALES-PERSON,    1918 


<•£•»  lad  S*l*rie«  jur  (100  of 
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stores  of  a  given  size,  the  amounts  of 
wages  and  salaries,  measured  in  any 
of  the  units,  decrease  as  the  sales  per 
full-time  sales-person  increase.  Sec- 
ond, for  stores  with  a  given  amount 
of  sales  per  full-time  sales-person,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  and  per  $100 
of  total  net  sales  per  stock  turnover 
increase,  while  per  $100  of  total  net 
sales  per  $1,000  of  sales  per  full-time 
sales-person,  they  decrease  as  stores 
increase  in  size.  Third,  for  stores 
with  a  given  amount  of  sales  per  full- 
time  sales-person,  the  proportions  of 
selling  expense  chargeable  to  wages 
and  salaries,  measured  either  in  the 
simple  or  in  the  complex  units,  de- 
crease as  the  size  of  the  stores  in- 
creases. 

C, — Nearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling  Ex- 
pense, for  Stores  Classified  by 
Size  and  by  Size  of  City  in- 
Which  Located*  1919. 

The  discussion  of  wages  and  sal- 
aries in  relation  to  sales  in  Volume 
Ilf  of  the  Bureau's  study  of  Costs, 
Merchandising  Practices,  Advertising 
and  Sales  in  the  Retail  Distribution 
of  Clothing  showed  that  the  entire 
wage  bill  in  terms  of  sales  was  rela- 
tively lower  for  stores  in  small  than 
for  those  in  large  cities.  In  the  fol- 
lowing section  the  effect  of  location 
on  wages  and  salaries  paid  to  sales- 
men is  studied  for  a  group  of  stores, 
having  in  1919  sales  between  $40,000 

*  Population  figures  are  for  1920. 
f  Pages  146  to  156,  inclusive. 


and  $80,000  and  located  in  different 
sized  cities.  This  part  of  the  discus- 
sion closely  follows  that  on  pages 
112  to  118. 

In  Table  172,  103  stores  with  an- 
nual sales  of  $40,000  to  $80,000  are 
classified  according  to  location  and 
the  amounts  sold  per  full-time  sales- 
person. The  average  amount  of 
wages  and  salaries  per  $100  of  total 
net  sales  for  the  89  stores  in  the  small 
cities  in  1919  was  $5.34;  for  the  14 
stores  located  in  the  large  cities  it  was 
$5.76.  That  is,  it  cost  on  the  average 
$0.42  more  to  sell  $100  worth  of  goods 
for  the  stores  in  the  large  than  for 
stores  of  similar  size  in  the  small 
cities.  This  advantage,  however,  does 
not  always  hold  for  the  stores  with 
different  location,  but  having  the  same 
amount  sold  per  full-time  sales-per- 
son. To  test  satisfactorily  this  latter 
condition  would  require  more  store 
records  for  stores  in  the  large  cities 
than  are  available.  Within  each  city- 
group,  however,  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  decrease,  with  minor  excep- 
,  tions,  as  the  amounts  sold  per  full- 
time  sales-person  increase,  the  con- 
tinuity of  the  decrease  being  un- 
broken for  the  stores  in  the  small 
cities  and  interrupted,  in  'spite  of  the 
few  stores  considered,  at  only  two 
places  for  the  stores  in  the  large 
cities. 

Table  172  also  supplies  the  data 
for  a  more  refined  analysis  of  the 
amounts  of  wages  and  salaries.  In 
the  right-hand  columns  of  the  table, 
the  amounts  per  $100  of  total  net 
sales  per  stock  turnover  are  shown 
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TABLE  171 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR   146   STORES  CLASSIFIED  BY  SIZE  AND 

BY   AMOUNT   OF    SALES    PER    FULL-TIME    SALES-PERSON,    1914 


»».-»•  »-•<!  Salaries  per  1100  at  Selling 

per  ll.OCO  cf  E*le«  SW  Full-tla*  SalM-per 


for  stores  with  annual  sales  from 
$40,000  to  $80,000  and  with  different 
amounts  sold  per  full-time  sales- 
person. When  the  amounts  are  ex- 
pressed on  a  per  turn  basis,  and  when 
the  stores  are  considered  as  a  group, 


those  in  the  large  cities  spend  less 
than  do  those  in  the  small  cities. 
When  they  are  classified  by  the 
amounts  sold  per  full-time  sales- 
person, however,  this  advantage  does 
not  hold  in  each  individual  instance, 
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TABLE  172 


AMOUNT  OP  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURN- 
OVER,  FOR   STORES   WITH   SALES  OF   $40,000   TO   $80,000,    CLASSIFIED   BY   SIZE 
OF  CITY  AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1919 


Eaga;  and  Salaries  p«r  $100  of  Total  Vat  Sale 
per  -lock  Turnover 


Averag*  $5.40 


the  number  of  stores  being  too  few 
to  reveal  characteristic  amounts. 
"Within  each  city-group,  however,  the 
amounts  of  wages  and  salaries,  when 
measured  in  a  unit  of  sales  per  stock 
turnover,  decrease  as  the  amounts 
sold  per  full-time  sales-person  in- 
crease. Generally  speaking,  the 
greater  rapidity  of  turnover  for  the 
stores  in  the  large  cities  more  than 
compensates  for  the  disadvantage 
under  which  they  operate  so  far  as 
payments  for  wages  and  salaries  in 
relation  to  sales  are  concerned. 

It  will  be  remembered  that  stores 
of  not  widely  different  size  are  in- 


volved  in  this  comparison.  The  prac- 
tical significance  of  the  conclusions 
seems  to  be  that  merchants,  doing  a 
given  amount  of  business,  have  lower 
amounts  of  wages  and  salaries  in 
terms  of  sales  in  the  small  than  in  the 
large  cities,  but  that  they  have  higher 
expenses  of  the  same  type  when 
measured  in  terms  of  sales  per  turn- 
over. 

Table  173  is  similar  to  Table  172. 
The  same  stores  are  included  and  the 
method  of  grouping  them  is  identical. 
The  only  additional  feature  of  Table 
173  is  that  expenses  attributable  to 
wages  and  salaries  are  expressed  in 
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terms  of  sales  for  each  $1,000  sold  per 
full-time  sales-person.  "When  the 
amounts  are  shown  in  this  form,  the 
stores  in  the  small  cities,  when  treated 
as  a  whole,  retain  their  advantage. 
"When  those  having  the  same  amounts 
of  sales  per  full-time  sales-person,  but 
differently  located,  are  compared,  two 
of  the  groups  in  the  small  cities  have 
smaller  amounts  than  those  in  the 
large  cities,  and  three  have  larger 
amounts. 

The  effect  of  location  and  amounts 
of  goods  sold  per  full-time  sales-per- 
son on  wages  and  salaries  may  also 
be  measured  by  expressing  wages  and 
salaries  in  terms,  first,  of  selling  ex- 


pense ;  and,  second,  of  selling  expense 
per  stock  turnover.  This  is  done  in 
Table  174  by  using  the  same  stores  as 
those  studied  in  Tables  172  and  173. 
Out  of  every  $100  of  selling  expense, 
wages  and  salaries  constitute  $72.69 
for  the  stores  in  the  small  cities  and 
$68.09  for  the  stores  in  the  large 
cities.  Moreover,  with  the  exception 
of  one  case,  the  amounts  stand  in  this 
order  for  stores  with  different  loca- 
tions, but  with  equal  amounts  sold 
per  full-time  sales-person.  Within 
each  city-group  there  is  little  or  no 
tendency  for  the  amounts  to  increase 
or  decrease  as  the  amounts  sold  per 
full-time  sales-person  increase.  TVhen, 


TABLE  173 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  WITH  SALES  OF  $40,000  TO 

$80,000,  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY  AMOUNT  OF 

SALES  PER  FULL-TIME  SALES-PERSON,  1919 
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TABLE  174 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURN- 
OVER, FOR  STORES  WITH  SALES  FROM  $40,000  TO  $80,000,  CLASSIFIED  BY  SIZE 
OF  CITY  AND  BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,  1919 


Wages  and  Salaries  per  $100  of  Selling  Expene 
per  Stock  Turnover 


Average  $71.93 


Average  $39.96 


however,  the  amounts  of  wages  and 
salaries  per  $100  of  selling  expense 
are  shown  per  stock  turnover,  rather 
different  conditions  follow.  The  aver- 
age amount  expressed  in  this  form  for 
the  stores  in  the  small  cities  is  $42.76. 
For  those  in  the  large  cities  it  is 
$32.42.  Moreover,  in  each  group  of 
stores,  classified  by  the  amounts  of 
sales  per  full-time  sales-person,  the 
amounts  are  larger  with  one  excep- 
tion for  the  stores  in  the  small  than 
for  those  in  the  large  cities.  In  addi- 
tion, the  differences  between  the 


amounts  in  the  large  cities  and  those 
in  the  small  cities  are  more  marked 
when  amounts  of  wages  and  salaries 
are  expressed  in  terms  of  selling  ex- 
pense per  stock  turnover,  than  when 
shown  in  terms  of  selling  expense 
alone. 

Within  each  city-group,  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  per  stock  turn- 
over decrease  as  the  amounts  per  full- 
time  sales-person  increase.  For  the 
stores  in  the  small  cities  there  is  no 
exception  to  this  rule  and  for  those 
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in  the  large  cities,  even  with  the  few 
stores  considered,  only  two  exceptions. 
The  possibilities  of  reducing  wages 
and  salaries  as  a  part  of  selling  ex- 
pense for  each  stock  turnover  by 
stimulating  sales  may  be  shown  con- 
cretely if  the  group  of  89  stores 
located  in  small  cities  is  used  for 
illustrative  purposes.  For  the  stores 
in  which  salesmen  sold  less  than  $12,- 
000,  the  amount  of  wages  and  salaries 
per  $100  of  selling  expense  for  each 
stock  turnover  was  $49.04,  while  for 
the  stores  in  which  salesmen  sold  $32.- 
000  and  over  the  corresponding 


amount  was  $29.92.  Between  these 
limits,  as  amounts  sold  per  full-time 
sales-person  increase,  a  saving  is 
shown  for  each  group  of  stores.  Sim- 
ilar, but  less  certain  advantages 
through  stimulating  sales  may  also 
be  observed  by  considering  the  stores 
in  the  large  cities. 

Still  another  method  of  stating  the 
amounts  of  wages  and  salaries  for 
stores  classified  by  location  and  by 
amounts  sold  per  full-time  sales-per- 
son may  be  used  to  advantage.  In 
Table  175  the  amounts  of  wages  and 
salaries  per  $100  of  selling  expense 


TABLE  175 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  WITH  SALES  FROM  $40,000 

TO  $30,000,  CLASSIFIED  BY  SIZE  OF  CITY  AND  AMOUNT  OF 

SALES  PER  FULL-TIME  SALES-PERSON,  1919 
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for  each  $1,000  sold  per  full-time 
sales-person  are  shown  for  the  stores 
classified  as  in  Table  173.  The  bases 
of  classification  are  location  and 
amount  sold  per  full-time  sales-per- 
son. The  amounts  of  wages  and 
salaries  in  terms  of  selling  expense 
for  the  stores  thus  classified  are  made 
fully  comparable  from  group  to 
group  when  they  are  put  on  a  $1,000 
basis.  The  actual  amounts  with  the 
graphic  representation  are  shown  in 
the  right  hand  columns  of  Table  175. 
Stated  in  this  form,  the  amounts  of 
wages  and  salaries  for  stores  in  the 
small  cities  are  relatively  high  and  for 
those  in  the  large  cities  relatively  low. 
That  is,  the  amounts  stand  in  the 
same  relative  position  as  do  those  in 
which  the  unit  is  selling  expense 
alone.  Within  each  city-group  they 
decrease  rapidly  as  the  sales  per  full- 
time  sales-person  increase,  the  abso- 
lute and  percentage  reductions  in  the 
small  and  large  stores  being,  respec- 
tively, $5.84  or  80.4  per  cent.,  and 
$6.43  or  83.6  per  cent. 

D. — Summary. 

(1).  From  year  to  year,  the 
amounts  of  wages  and  sal- 
aries, in  terms  of  sales  alone 
and  of  sales  per  $1,000  sold 
per  full-time  sales-person  de- 
creased. This  condition  holds 
generally  for  all  stores  and 
also  for  stores  classified  by 
size  and  by  amount  sold  per 
full-time  sales-person. 

(2).  From  year  to  year,  the 
amounts  of  wages  and  sal- 


aries per  $100  of  selling  ex- 
pense per  $1,000  of  sales  per 
full-time  sales-person  de- 
creased. 

(3).  The  amount  of  sales  per  full- 
time  sales-person  increased 
between  1914  and  1918,  and 
1918  and  1919. 

(4).  Wages  and  salaries  in  terms 
of  sales,  of  selling  expense, 
and  in  terms  of  either  per 
stock  turnover  or  per  $1,000 
sold  per  full-time  sales-per- 
son, decrease  as  the  amounts 
of  sales  per  full-time  sales- 
person increase.  This  holds 
for  all  stores  and  for  stores 
of  a  given  size. 

(5).  For  stores  with  a  given 
amount  of  sales  per  sales-per- 
son, the  amounts  of  wages 
and  salaries  per  $100  of  total 
net  sales  and  per  $100  of 
total  net  sales  per  stock  turn- 
over increase  as  the  stores  in- 
crease in  size,  while  the 
amounts  of  wages  and  sal- 
aries per  $1,000  sold  per  full- 
time  sales-person  decrease  as 
stores  increase  in  size. 

(6).  For  stores  with  a  given 
amount  of  sales  per  full-time 
sales-person,  the  amounts  of 
wages  and  salaries  per  $100 
of  selling  expense,  per  stock 
turnover,  and  per  $100  of 
selling  expense  per  $1,000 
sold  per  full-time  sales-per- 
son decrease  as  the  stores  in- 
crease in  size. 
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(7).  The  amounts  of  sales  per  full- 
time  sales-person  increase  as 
the  size  of  the  store  increases, 
and  decrease  as  the  wages  and 
salaries  per  $100  of  total  net 
sales  increase. 

(8).  The  amounts  of  sales  for  each 
$100  of  wages  and  salaries 
decrease  as  the  stores  increase 
in  size  and  increase  as  the 
amounts  sold  per  full-time 
sales-person  increase. 

(9).  When  stores  of  a  given  size 
are  classified  by  size  of  city 
in  which  they  are  located, 
wages  and  salaries  per  $100  of 


total  net  sales,  expressed 
either  in  simple  or  in  complex 
units,  decrease  as  the  sales 
per  full-time  sales-person  in- 
crease. 

(10).  When  stores  of  a  given  size 
are  classified  by  size  of  city 
in  which  they  are  located,  the 
amounts  of  wages  and  sal- 
aries per  $100  of  selling  ex- 
pense alone  tend  neither  to 
increase  nor  to  decrease, 
while  the  amounts  in  terms 
of  both  selling  expense  per 
stock  turnover  and  selling 
expense  for  the  amount  sold 


TABLE  176 

AMOUNT  OP  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURK- 
OVER,    FOR    STORES    CLASSIFIED   BY   SIZE   AND   BY    METHOD   OF 
PAYING    REGULAR    SALESMEN,     1919 
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TABLE  177 


AMOUNT    OF    WAGES   AND   SALARIES   PER   $100    OF    TOTAL   NET    SALES   PER   $1,000    01 

SALES  PER  FULL-TIME  SALES-PERSON,  FOR   STORES   CLASSIFIED   BY   SIZE 

AND  BY   METHOD   OF  PAYING   REGULAR   SALESMEN,    1919 


Wages  and  Salaries   per  $100  of  total  Met  Sal 
per  .1,000   of 'Salon  per  Full-tine  G«lea-po 


Avarog*  £6.17 


Avcraga  Jo. SO 


per  full-time  sales-person  de- 
crease as  the  sales  per  full- 
time  sales-person  increase. 

(2) — YEARLY  AMOUNTS  OF  WAGES 
AND  SALARIES  IN  RELATION  TO 
THE  METHODS  BY  WHICH  SALES- 
MEN ARE  PAID. 

Tables  176  to  183,  inclusive,  are 
submitted  as  throwing  light  on  the 
question — Are  wages  and  salaries, 
when  measured  in  terms  of  sales,  or 
selling  expense  alone,  or  when  com- 
bined with  stock  turnover,  and  sales 
per  full-time  sales-person,  higher  or 
lower  in  stores  where  straight  salaries 


are  used  than  in  stores  where  salaries 
and  a  commission  or  a  bonus  are  paid 
to  salesmen? 

A. — YEARLY  AMOUNTS  OF  WAGES  AND 
SALARIES  PER  $100  OF  TOTAL  NET 
SALES  AND  PER  $100  OF  SELLING 
EXPENSE,  FOR  STORES  CLASSIFIED 
BY  SIZE,  1919. 

Without  repeating  the  substance  of 
the  discussion  on  pages  118  to  127, 
which  had  to  do  with  an  analysis  of 
total  selling  expense  in  terms  of  sales 
and  total  operating  expense  for  stores 
paying  their  salesmen  by  different 
methods,  it  will  suffice  to  summarize 
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the  data  in  Tables  176  to  183,  inclu- 
sive, bearing  upon  the  amounts  of 
wages  and  salaries  paid  to  salesmen 
in  stores  which  pay  their  salesmen 
according  to  the  methods  indicated. 

In  these  tables,  the  stores  are  clas- 
sified, first,  by  size,  and  second,  by 
the  methods  of  compensating  regular 
salesmen,  distinction  being  made  for 
the  stores  using  straight  salaries  as 
contrasted  with  those  which  use  sal- 
aries and  commission. 

"When  wages  and  salaries  are  ex- 
pressed in  terms  of  sales,  as  in  Tables 
176  and  177,  the  average  amounts  are 
lower  for  stores  using  straight  salaries 
in  five,  and  lower  for  stores  using 
salaries  and  commission  in  seven  of 


the  groups.*  When  they  are  ex- 
pressed in  terms  of  selling  expense, 
as  in  Tables  178  and  179,  they  are 
lower  for  straight  salaries  in  three 
and  lower  for  salaries  and  commission 
in  nine  of  the  groups.  In  these  group- 
ings both  the  simple  and  complex 
units  are  counted.  When  the  amounts 
are  expressed  in  terms  of  $100  of 
sales  and  $100  of  selling  expense, 
they  are  lower  where  straight  sal- 
aries predominate  in  three  of  the 
groups  and  where  salaries  and  com- 
missions are  used,  in  five  of  the 
groups.  When  they  are  expressed  in 
terms  of  sales  and  selling  expense  per 

*  The  low  averages  in  the  various  tables 
are  underlined. 


TABLE  178 

AMOUNT  OF  WA6ES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURN- 
OVER,   FOR   STORES    CLASSIFIED    BY    SIZE    AND   BY    METHOD    OF 
PAYING    REGULAR    SALESMEN,     1919 


Irenge  $20.10 
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TABLE  179 


AMOUNT   OF   WAGES   AND   SALARIES   PER   $100    OF    SELLING   EXPENSE   PER   $1,000    OP 

SALES  PER  FULL-TIME   SALES-PERSON,   FOR  STORES   CLASSIFIED   BY    SIZE 

AND  BY   METHOD  OF  PAYING   REGULAR   SALESMEN,    1919 


TlaEt;  and  Salaries  per  $100  of  Selling  Eipe 
per  ?1,000  of  Salsa  par  Pull-tlaa  Salee-pe 


Iteraga  i".2l 


turnover,  they  are  lower  in  two  of  the 
groups  where  salaries  alone  are  used 
and  lower  in  six  of  the  groups  where 
salaries  and  commissions  are  em- 
ployed. "When  they  are  expressed  in 
terms  of  sales  and  of  selling  expense 
per  $1,000  sold  per  full-time  sales- 
person, the  amounts  are  lower  in 
three  groups  where  straight  salaries 
are  used,  and  lower  in  five  cases 
where  salaries  and  commissions  are 
used.  No  account  is  taken  of  groups 
wherein  the  amounts  are  identical. 
Cumulating  this  evidence,  it  is  found, 
when  all  measures  are  used,  that  the 
amounts  are  lower  where  salaries  and 
commissions  are  employed  in  sixteen, 


and  lower  where  salaries  alone  are 
used,  in  eight  of  the  cases. 

Obviously,  the  tables  in  question 
have  other  uses  than  those  of  indicat- 
ing the  relative  advantages,  so  far  as 
expenses  are  concerned,  of  using  dif- 
ferent methods  of  compensating  sales- 
men. The  norms  or  standards  them- 
selves are  of  interest,  reflecting,  as 
they  do  for  a  rather  large  experience, 
the  conditions  which  obtain  in  retail 
clothing  stores. 

Tables  180  to  183,  inclusive,  show 
the  amounts  paid  to  salesmen  in 
stores  classified  by  size  and  by  the 
use  or  non-use  of  bonuses. 

In  terms  of  sales,  the  amounts  of 
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wages  and  salaries,  as  shown  in  Tables 
180  and  181,  are  lower  in  every  case 
except  one  where  stores  paid  no 
bonuses.  When  they  are  expressed 
as  proportionate  parts  of  selling  ex- 
pense, as  in  Tables  182  and  183,  they 
are  lower  where  no  bonuses  are  paid 
for  seven  groups  of  stores  and  lower 
where  bonuses  are  paid  in  five  of  the 
groups. 

When  they  are  measured  in  terms  of 
sales  and  of  selling  expense  alone,  as 
in  Tables  180  and  182,  they  are  lower 
in  seven  cases  where  bonuses  are  not 
used  and  lower  in  one  where  they  are 
used.  When  they  are  expressed  in 


terms  of  sales  and  of  selling  expense 
for  each  turnover,  as  in  Tables  180 
and  182,  they  are  lower  where  bonuses 
are  not  paid  in  six  of  the  cases  and 
lower  where  bonuses  are  paid  in  two 
of  the  cases.  When  they  are  expressed 
in  terms  of  sales  and  of  selling  ex- 
pense per  $1,000  sold  per  full-time 
sales-person,  as  in  Tables  181  and 
183,  they  are  lower  where  bonuses  are 
not  paid  in  five,  and  where  bonuses 
are  paid  in  two  of  the  cases.  Cumu- 
lating the  evidence,  therefore,  the 
amounts,  when  measured  in  all  the 
different  units,  are  lower  in  eighteen 
cases  where  no  bonuses  are  paid,  and 


TABLE  180 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURN- 
OVER,   FOR    STORES    PAYING    OR    NOT    PAYING    A    BONUS    TO    REGULAR 
SALESMEN,     CLASSIFIED     BY     SIZE     OF     STORE,     1919 


Sages  lad  Saliriee  per  $10O  of  Total  let  Sail* 
per  Stock 
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TABLE  181 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON  FOR  STORES  PAYING  OR  NOT  PAYING  A  BONUS 

TO     REGULAR    SALESMEN,     CLASSIFIED    BY     SIZE    OF     STORE,     1919 


Average  $6.17 


lower  where  bonuses  are  used  in  five 
cases. 

From  the  evidence  available,  it 
seems  safe  to  conclude  that  bonus  pay- 
ments, having  little  or  no  relation  to 
salesmen 's  activities,  result  in  making 
wages  and  salaries  relatively  high. 
On  the  other  hand,  when  commissions 
are  paid,  salesmen's  activities  are 
stimulated  with  the  result  that  wages 
and  salaries  in  terms  of  sales  are  rela- 
tively lower  under  such  conditions 
than  when  straight  salaries  alone 
obtain.* 

*  A  somewhat  different  conclusion  was 
reached  in  the  discussion  of  total  selling 


It  is  not  contended,  of  course,  that 
these  data  prove  a  causal  connection 
between  the  method  of  paying  sales- 
men and  the  expenses  involved.  With 
another  selection,  or  with  a  more  gen- 
erous sampling  of  stores,  the  conclu- 
sions might  have  been  different.  The 
tables  are  incorporated  in  the  study 
largely  because  they  represent  the 
information  available,  and  they  may 
be  useful  in  the  establishment  of 

expense  in  relation  to  the  methods  by  which 
salesmen  are  paid.  Obviously,  it  is  more 
satisfactory  to  rest  the  case  in  this  respect 
on  conclusions  drawn  from  an  analysis  of 
wages  and  salaries  alone  than  from  an  an- 
alysis of  the  total  selling  expense  into  which 
enter  expenses  other  than  wages  and  salaries. 
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TABLE  182 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURN- 
OVER,   FOR    STORES    PAYING   OR    NOT    PAYING    A    BONUS    TO    REGULAR 
SALESMEN,    CLASSIFIED    BY    SIZE    OF    STORE,    1919 


norms  for  the  guidance  of  merchants 
in  this  field  of  distribution. 

4. — YEARLY  AMOUNTS  OF  WAGES  AND 
SALARIES  IN  RELATION  TO  THE  EX- 
PENDITURES FOR  RENT  AND  INVEST- 
MENTS IN  FIXTURES,  FOR  STORES 
CLASSIFIED  BY  YEARS,  BY  SIZE,  AND 
BY  LOCATION. 

The  discussion  of  the  amounts  of 
•wages  and  salaries  follows  that  for 
the  corresponding  section  relating  to 
total  amounts  of  selling  expense,  and 
utilizes,  in  most  respects,  the  same 
units  of  comparison.* 

*  The  methods  by  which  these  units  are 
computed  are  explained  on  page  4. 


i-reraje  $JC.1O 

(1) YEARLY  AMOUNTS  OF  WAGES  AND 

SALARIES  IN  RELATION  TO  EXPEN- 
DITURES FOR  RENT  PER  100 
SQUARE  FEET  OF  FLOOR  SPACE. 

The  same  303  stores  which  are  used 
to  determine  the  relation  of  selling 
expense  to  expenditures  for  rent  per 
100  square  feet  of  floor  space,  are 
analyzed  below  in  the  study  of  wages 
and  salaries  for  stores  similarly 
grouped.  The  records  are  available, 
in  the  detail  given,  for  1919  only.  In 
view  of  the  discussion  of  selling  ex- 
pense in  relation  to  expenditures  for 
rent,  it  is  necessary  in  the  treatment 
of  wages  and  salaries  to  print  only 


TABLE  183 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES 

PER  FULL-TIME  SALES-PERSON,  FOR  STORES  PAYING  OR  NOT  PAYING  A  BONUS 

TO    REGULAR    SALESMEN,     CLASSIFIED    BY    SIZE    OF    STORE,     1919 


OOP  of  SalM  par  Pull-tlge  S»le«-per 


those   tables   which   have   particular 
application  to  the  subject. 

A. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling  Ex- 
pense, for  Stores  Classified  by 
Size,  1919. 

Table  184  shows  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  and  per  $100  of  total  net  sales 
for  the  amount  sold  per  square  foot 
of  floor  space  for  303  stores,  classi- 
fied by  size  and  by  expenditures  for 
rent  for  each  100  square  feet  of  floor 
space  used.  Attention  has  already 


been  called  to  the  fact  that  expendi- 
tures for  wages  and  salaries,  meas- 
ured in  terms  of  sales  increase,  and, 
when  expressed  in  terms  of  sales  and 
the  amounts  sold  per  unit  of  floor 
space,  decrease  as  stores  increase  in 
size.  Of  chief  interest  now  are  the 
amounts  expressed  in  both  units  for 
stores  with  varying  expenditures  for 
rent. 

It  will  be  recalled  from  an  earlier 
discussion  that,  for  a  given  amount 
of  sales,  less  floor  space  is  used  when 
rentals  are  high  than  when  they  are 
low,  and  this  fact  should  be  kept  in 
mind  in  interpreting  the  details  of 
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Table  184  wherein  the  amounts  are 
expressed  in  the  unit  of  sales  made 
on  a  given  floor  space. 

"When  the  stores  are  classified  by 
size,  the  general  tendency  for  two  of 
the  groups  of  stores  is  for  the  amounts 
of  wages  and  salaries  per  $100  of 
total  net  sales  to  increase  as  the 
amounts  expended  for  rent  per  100 
square  feet  of  floor  space  increase. 
For  the  remaining  groups,  the  direc- 
tion of  change  is  uncertain.  An  in- 
crease, however,  would  normally  be 
expected  in  view  of  the  fact  that 
wages  and  salaries,  relative  to  sales, 
are  high  in  the  large  stores,  and  it  is 
these  stores  in  which  the  rentals  rela- 
tive to  floor  space  are  high. 

The  store-groups  which  have  large 
amounts  of  wages  and  salaries  in 
terms  of  sales  have  small  amounts 
when  they  are  expressed  in  terms  of 
the  amounts  sold  per  square  foot  of 
floor  space.  "Within  each  group  of 
stores,  when  classified  by  size,  they 
decrease  as  the  rent  paid  per  100 
square  feet  of  floor  space  increases. 
This  is  to  be  expected  in  view  of  the 
rduced  floor  space  which  accompanies 
high  rentals.  That  is,  as  the  rents 
paid  per  100  square  feet  of  floor  space 
increase,  there  is  a  tendency  to  save 
on  the  space  occupied,  thus  producing 
larger  amounts  of  sales  for  each  unit 
of  space.  "When  the  amounts  of 
wages  and  salaries  are  divided  by 
sales  and  further  by  the  amounts  sold 
per  unit  of  floor  space,  they  are  re- 
duced. The  extent  of  this  reduction 
in  the  different  store-groups  may  be 
seen  by  consulting  Table  184. 

In  an  earlier  discussion  it  is  shown, 


as  a  result  of  studying  various  groups 
of  stores,  that  the  amounts  of  wages 
and  salaries,  as  proportions  of  sell- 
ing expense,  decrease  as  stores  in- 
crease in  size.  It  is  also  shown,  when 
they  are  measured  in  terms  of  sales 
made  per  square  foot  of  floor  space, 
that  they  decrease  as  stores  increase 
in  size.  Table  185  confirms  both  of 
these  tendencies.  Interest,  at  this 
point,  however,  is  not  so  much  in  the 
relative  size  of  wages  and  salaries  for 
stores  of  different  size  as  it  is  in  the 
relative  amounts  for  stores  of  the 
same  size,  but  with  different  expendi- 
tures for  rent  per  square  foot  of  floor 
space.  The  details  of  Table  185  show 
that  for  each  group  of  stores,  when 
classified  by  size,  there  is  a  tendency 
for  the  proportions  which  these 
amounts  constitute  of  total  selling  ex- 
pense, to  decrease  as  the  amounts 
spent  for  rent  per  square  foot  of  floor 
space  increase. 

When  wages  and  salaries  are  ex- 
pressed as  proportionate  parts  of  sell- 
ing expense  and  these  in  turn  are 
divided  by  the  amounts  sold  per 
square  foot  of  floor  space  they  rapidly 
decrease  as  expenditures  for  rent  in 
terms  of  floor  space  increase.  This  is 
to  be  expected  in  view  of  the  fact,  as 
noted  above,  that  with  high  rents 
there  is  a  tendency  for  stores  to  save 
in  floor  space.  The  nature  of  these 
decreases  as  well  as  the  actual 
amounts  may  be  seen  by  consulting 
the  details  of  Table  185.  The  graphic 
part  of  the  table  throws  into  bold 
relief  the  unmistakable  tendency 
which  characterizes  the  amounts  in 
each  group  of  stores. 
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TABLE  184 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  FOR  THE  AMOUNT 

SOLD  PER  SQUARE  FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  AND 

BY  AMOUNT  OF  RENT  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 


B. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  ~by 
Size  of  City  in  Which  Located* 
1919. 

The  actual  amounts  of  rent  paid, 
as  well  as  the  relations  which  they 

*  Population  figures  are  for  1920. 


Amage  $0.26 

*Pall  length  not  shcnra 

bear  to  the  floor  space  utilized,  are 
determined  in  large  part  by  the  size 
of  the  city  in  which  the  stores  are 
located.  Accordingly,  it  was  neces- 
sary to  classify  by  location  the  303 
stores  studied  in  Tables  184  and  185. 
Two  city-groups  have  been  used  for 
this  purpose — those  with  population 
under  40,000  and  those  with  popula- 
tion of  40,000  and  over.  For  each 
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group  of  stores,  as  located,  a  further 
classification  has  been  made  accord- 
ing to  the  rent  expenditures  per  100 
square  feet  of  floor  space.  For  each 
group  of  stores  in  this  detail,  the 
amounts  of  -wages  and  salaries  per 
$100  of  total  net  sales  and  per  $100 
of  total  net  sales  for  the  amounts  sold 
per  square  foot  of  floor  space  have 


been  determined.    They  are  shown  in 
Table  186. 

For  the  225  stores  located  in  the 
small  cities  and  for  the  78  stores 
located  in  the  large  cities,  there  is 
no  unmistakable  tendency  for  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  to  increase  or 
to  decrease  with  the  amounts  ex- 


TABLE  185 

AMOUNT   OF   WAGES   AND    SALARIES   PER   $100    OF    SELLING   EXPENSE   PER   SALES   PER 

SQUARE    FOOT    OF   FLOOR    SPACE,    FOR   STORES    CLASSIFIED    BY    SIZE   AND    BY 

AMOUNT  OF   RENT  PER   100   SQUARE   FEET   OF   FLOOR   SPACE,    1919 
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pended  for  rent  per  100  square  feet 
of  floor  space.  The  average  amount 
for  the  stores  in  the  small  cities  is 
noticeably  less  than  that  for  the  stores 
in  the  large  cities.  Respectively,  they 
are  $5.92  and  $7.15.  Moreover,  the 
amounts  for  stores  with  the  same  ex- 
penditure for  rent,  but  with  different 
location,  are  higher  for  the  stores  in 
the  large  than  for  those  in  the  small 
cities. 

When  the  amounts  of  wages  and 
salaries  per  $100  of  total  net  sales 
for  the  amounts  sold  on  each  square 
foot  of  floor  space  are  determined  for 
the  stores  with  different  location  and 
different  expenditures  for  rent,  the 


average  for  the  stores  in  the  large 
cities  is  less  than  that  for  the  stores 
in  the  small  cities,  and  within  each 
city-group  the  amounts  decrease  as 
the  expenditures  for  rent  increase. 
This  tendency  is  likewise  to  be  ex- 
pected in  view  of  the  general  con- 
clusion that  the  higher  the  rent  paid 
per  unit  of  floor  space,  the  smaller  is 
the  floor  space  used  for  a  given 
amount  of  sales. 

Attention  should  be  called  to  the 
fact,  however,  that  in  Table  186  no 
distinction  is  made  for  stores  of  dif- 
ferent size.  When  a  city  classifica- 
tion is  used,  however,  the  stores  are, 
on  the  average,  smaller  in  the  small 


TABLE  186 


'»E«»  «nd  Salarlee  per  tlOO  at  Total  Hot  S«lea 
per  Sales  per  Squaro  Foot  of  Floor  Space 


Size 
of 

City 
(In  OOO's) 


Amount  of 
Rent  per  loo 
•q.  ft.  of 
Floor  Spae* 


Number 

of 
Stores 


•ages  and  Salaries  per  4100  of  Total  Met  Sale 


*»<>">*  Graphic  [Actual 

0   20   40   60   80  100  120  14O  160 


Graphic        [Aetual 
0  20  40  60  80  100  120  140 


Average  ,6.54 


Arerage   fc>.26 
*rull  length  not  aben 
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TABLE  187 

AMOUNT   OF    WAGES    AND    SALARIES    PER    $100    OF   SELLING    EXPENSE    PER    SALES    PER 

SQUARE  FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND 

AMOUNT  OF   RENT  PER  100   SQUARE   FEET  OF   FLOOR   SPACE,    1919 


tad  SaUrlei   pw.tlKi   of  Stlllar  **¥* 
=-ar  S*I*a  =*r  SqoBr«  Foot  of  Floo 


than  in  the  large  cities.  This  would 
explain,  in  part,  the  difference  in  the 
totals  for  the  stores  in  the  two  city- 
groups. 

Table  187  classifies  the  303  stores 
in  the  same  form  as  Table  186.  The 
amounts  of  wages  and  salaries,  how- 
ever, are  expressed  in  Table  187  as 
proportionate  parts  of  selling  expense. 
When  stores  in  the  two  city-groups, 
taken  as  a  whole,  are  compared,  it  is 
found  that  the  average  amount  of 
wages  and  salaries  per  $100  of  sell- 
ing expense  is  $9.58  less  for  the  stores 
in  the  large  than  for  those  in  the 
small  cities.  The  actual  amounts 
are,  respectively,  $61,88  and  $71.46. 
Within  each  city-group,  when  the 


stores  are  classified  by  the  amounts 
of  rent  paid  per  square  foot  of  floor 
space,  wages  and  salaries  become  pro- 
portionately smaller  parts  of  the  sell- 
ing expense  as  the  rent  expenditures 
in  terms  of  floor  space  increase. 
There  are  some  exceptions  to  this 
general  rule,  but  they  are  inconse- 
quential. 

When  the  amounts  of  wages  and 
salaries,  as  proportionate  parts  of 
selling  expense,  are  further  expressed 
in  terms  of  the  sales  per  square  foot 
of  floor  space,  as  is  done  in  the  right- 
hand  columns  of  Table  187,  the  aver- 
ages are  smaller  for  the  stores  in  the 
large  than  for  those  in  the  small 
cities,  and  in  both  city-groups  the 
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amounts  decrease  as  the  expenditures 
for  rent  increase.  There  are  some  ex- 
ceptions to  this  rule,  but  they  are  not 
sufficient  to  invalidate  the  general 
conclusion. 

(7. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  ~by 
Size  and  by  Size  of  City  in  Which 
Located*  1919. 

Because  of  the  effect  which  the  loca- 
tion, as  well  as  the  size  of  stores,  has 
upon  the  amount  of  rent  paid  per 
square  foot  of  floor  space,  it  has  been 
thought  of  interest  to  select  for  special 
study  a  group  of  87  stores  having 
sales  in  1919  between  $40,000  and 
$80,000,  and  to  classify  them  accord- 
ing to  their  expenditures  for  rent  in 
terms  of  floor  space.  This  is  done  in 

*  Population  figures  are  for  1920. 


Table  188.  This  table  also  includes 
comparative  figures  for  stores  paying 
$60  and  over  in  rent  per  100  square 
feet  of  floor  space,  but  differently 
located.  The  methods  by  which 
amounts  of  wages  and  salaries  are 
measured  are  those  which  have  been 
used  throughout  this  study.  It  is 
worth-while  briefly  to  consider  the 
actual  amounts  measured  in  the  dif- 
ferent ways  and  the  tendencies  which 
characterize  them  under  different 
conditions  of  rent  expenditure. 

For  the  87  stores  located  in  cities 
with  population  of  less  than  40,000,  it 
cost  in  wages  and  salaries  $5.35  to 
sell  $100  worth  of  goods.  The  aver- 
age amount  per  $100  of  total  net  sales 
per  stock  turnover  was  $3.15;  per 
$100  of  total  net  sales  for  each  $1,000 
sold  per  full-time  sales-person  it  was 
$0.33;  and  in  terms  of  sales  for  the 
amount  sold  per  full-time  sales-per- 


TABLE  188 

RELATION  OF  WAGES  AND  SALARIES  TO  TOTAL  NET  SALES  AND  SELLING  EXPENSE,  FOR 

STORES   HAVING   SALES  BETWEEN    $40,000   AND   $80,000,    CLASSIFIED 

BY  SIZE  OF  CITY  AND  BY  AMOUNT  OF  RENT  PER  100 

SQUARE  FEET  OF  FLOOR  SPACE,  1919 


Site 
of 
City 
(In  OOO'c) 

Amount  of 
Rent  per 
100  eg.  ft. 
of 
Floor  Spice 

Rmnber 
of 

Store* 

Uagea  and  Salaried  per  $100  of  Total  Xet  Salee 

Wages  and  Salaries  per  $100  of  Selling  Expense 

MM 

Alone 

Per 
Stock 

Turnover 

fer  $1,000  of 
Salee  per 

Pull-time 
Sales-person 

For  Salee 
per  an.  rt. 

Floor  Space 

Selling 

Exper.»e 
Alone 

Per 
Stock 

Turnover 

Per  $1,000  of 
Sales  per 
Pull-tine 
Sales-person 

Per  Sales 
per  <q.  ft. 
of 
Floor  Space 

Avenge 

87 

$5.55 

$s.is 

to.ss 

$0.51 

$72.60 

$42.71 

$4.42 

$4.17 

tbder  {20 

IS 

6.27 

2.64 

0.28 

O.SS 

80.52 

40.16 

4.27 

6.10 

Under 
40 

$20  to  $40 

43 

4.9S 

s.oe 

0.29 

a.28 

71.  IB 

44.49 

4.24 

4.00 

440  to  $6o 

17 

e.ii 

S.59 

0.40 

0.28 

72.97 

40.  54 

4.78 

S.51 

$60  fc  over 

14 

S.69 

5.56 

0.57 

0.21 

69.97 

45.75 

4.60 

2.61 

40  and 

$60  i  over 

10 

6.40 

2.78 

0.57 

0.1S 

69.66 

50.29 

9.98 

2.U 
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son,  $0.31.  As  the  amounts  expended 
for  rent  per  unit  of  floor  space  in- 
crease, there  is  no  tendency  for  wages 
and  salaries  in  terms  of  sales  alone 
either  to  increase  or  to  decrease.  This 
is  not  true,  however,  when  the  amounts 
are  expressed  in  terms  of  sales  per 
turnover.  The  larger  the  amount  of 
rent  paid  per  square  foot  of  floor 
space,  the  larger  is  the  amount  of 
wages  and  salaries  expressed  in  this 
unit.  A  similar  increase  with  the 
amount  of  rent  per  100  square  feet  of 
floor  space  holds  also  for  wages  and 
salaries  expressed  in  terms  of  sales 
per  $1,000  sold  per  full-time  sales- 
person. On  the  other  hand,  the  ten- 
dency is  equally  certain  for  the 
amounts,  measured  in  terms  of  sales 
for  the  amount  sold  per  square  foot 
of  floor  space,  to  decrease  as  expendi- 
tures for  rent  per  100  square  feet  of 
floor  space  increase. 

When  the  amounts  of  wages  and 
salaries  are  expressed  as  proportion- 
ate parts  of  selling  expense,  some- 
what different  tendencies  are  ob- 
served. It  is  unnecessary  to  comment 
on  these  in  particular.  Those  who 
are  interested  may  consult  the  table 
as  to  amounts  and  directions  of 
change. 

It  is  worth-while,  however,  to  call 
attention  to  the  fact  that  location 
affects  the  size  of  the  amounts  of 
wages  and  salaries  when  measured  in 
terms  of  sales  and  of  selling  expense 
in  stores  having  the  same  amount  of 
expenditure  for  rent.  Only  a  single 
group  of  stores — those  which  spent 
$60  and  over  per  100  square  feet  of 
floor  space — is  available  for  such  a 


comparison.    The  details  are  found  in 
Table  183. 

D. — Summary. 

(1).  When  stores  are  classified  by 
size,  the  amounts  of  wages 
and  salaries  in  terms  of  sales 
increase  in  some  and  decrease 
in  other  groups,  while,  in 
terms  of  sales  for  the  amount 
sold  per  square  foot  of  floor 
space,  they  consistently  de- 
crease as  the  rental  payments 
per  100  square  feet  of  floor 
space  increase. 

(2) .  For  stores  of  a  given  size,  the 
amounts  of  wages  and  sal- 
aries in  terms  of  selling  ex- 
pense alone,  and  in  terms  of 
selling  expense  for  the 
amounts  sold  per  square  foot 
of  floor  space  decrease  as  the 
rent  per  square  foot  increases. 

(3).  For  stores  with  a  given 
amount  of  rent  per  100  square 
feet  of  floor  space,  the 
amounts  of  wages  and  sal- 
aries per  $100  of  total  net 
sales  are  higher,  while  per 
$100  of  total  net  sales,  per 
sales  per  square  foot  of  floor 
space,  they  are  lower  in  large 
than  in  small  cities. 

(4).  For  stores  with  a  given 
rental  per  100  square  feet  of 
floor  space,  the  amounts  of 
wages  and  salaries  per  $100 
of  selling  expense  alone  and 
per  $100  of  selling  expense 
for  the  amount  sold  per 
square  foot  of  floor  space  are 
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higher  in  small  than  in  large 
cities. 

(5).  When  stores  of  a  given  size, 
located  in  small  cities,  are 
classified  by  the  amounts  of 
rent  paid  per  100  square  feet 
of  floor  space,  wages  and  sal- 
aries measured  in  terms  of 
sales  per  stock  turnover,  and 
of  sales  for  the  amount  sold 
per  full-time  sales-person  in- 
crease, while  in  terms  of  sales 
for  the  amount  sold  per 
square  foot  of  floor  space  they 
decrease,  as  the  rental  pay- 
ments per  square  foot  of  floor 
space  increase. 

(6).  When  stores  of  a  given  size 
located  in  small  cities  are 
classified  by  amounts  of  rent 
paid  per  100  square  feet  of 
floor  space,  wages  and  salaries 
measured  in  terms  of  selling 
expense  for  the  amount  sold 
per  full-time  sales-person  in- 
crease and,  in  terms  of  selling 
expense  for  the  amount  sold 
per  square  foot  of  floor  space, 
they  decrease  as  the  rental 
payments  per  square  foot  of 
floor  space  increase.  The 
direction  of  change  is  uncer- 
tain for  wages  and  salaries 
per  $100  of  selling  expense 
per  stock  turnover. 

(2) — YEARLY  AMOUNTS  OP  WAGES  AND 
SALARIES  IN  RELATION  TO  INVEST- 
MENTS IN  FIXTURES  PER  $100  OF 
TOTAL  NET  SALES. 

The  order  of  the  discussion  of  the 
amounts  of  wages  and  salaries  per 


$100  of  total  net  sales  in  this  section 
closely  follows  that  for  the  amounts 
of  selling  expense  in  relation  to  sales, 
pages  141  to  164. 

A- — Dearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Setting 
Expense,  1919,  1918,  and  1914. 

The  records  of  135  identical  stores 
in  each  of  the  years,  1919,  1918,  and 
1914,  are  available  for  the  study  of 
the  amounts  of  wages  and  salaries 
paid  to  salesmen  for  each  $100  of 
total  net  sales,  for  stores  classified 
according  to  the  amounts  invested  in 
fixtures  in  relation  to  sales.  The  de- 
tails are  contained  in  Table  189.  In 
1914  the  amount  was  $7.64,  in  1918, 
$7.48,  and  in  1919,  $7.11.  The  aver- 
age for  the  three  years  is  $7.34.  Both 
wages  and  salaries  increased  from 
year  to  year,  but  sales  increased  the 
faster.  Accordingly,  wages  and  sal- 
aries in  terms  of  sales  decreased. 

When  the  stores  are  classified  ac- 
cording to  the  amounts  of  fixture  in- 
vestment, there  is  a  general  tendency 
in  the  combined  and  in  the  individual 
years  for  the  amounts  of  wages  and 
salaries  to  increase  as  the  amounts  in- 
vested in  fixtures  increase,  both  being 
expressed  in  terms  of  sales.* 

In  Table  190  the  amounts  of  wages 
and  salaries  are  expressed  as  propor- 
tionate parts  of  total  selling  expense. 
For  the  stores  in  the  combined  years, 
the  average  amount  is  $67.28.  In 

*  In  1919  and  1918  the  average  amounts 
are  relatively  large  for  the  stores  having  less 
than  $2  per  $100  of  sales  invested  in  fixtures. 
The  explanation  for  these  variations  is 
found  in  Tables  194  and  195. 
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1914  the  average  amount  was  $65.83, 
in  1918,  $67.87,  and  in  1919,  $67.54. 
That  is,  there  was  an  increase  be- 
tween 1914  and  1918,  and  a  slight  de- 
crease between  1918  and  1919.  When 
the  stores  are  classified  by  the  amount 
invested  in  fixtures  per  $100  of  total 


net  sales,  there  is  a  general  tendency 
for  the  amounts  of  wages  and  salaries 
in  terms  of  selling  expense  to  de- 
crease as  fixture  investments  in  rela- 
tion to  sales  increase.  Inasmuch, 
however,  as  the  stores  from  year  to 
year  differ  in  size,  and  that  the 


TABLE  189 

TOTAL  NET  SALES,  WAGES  AND  SALARIES.  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100   OF   TOTAL   NET   SALES,   FOR   135   IDENTICAL   STORES    CLASSIFIED 

BY  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL 

NET     SALE?.     1919,     1918,     AND     1914 


TMZV 

Aaotmt  of 
Fixture  Account 
per  f  100  of 
Total  Bet  Sales 

Viofcer 
of 
Store- 
years 

Total 
let  Sales 

Total 
•ages  & 

Salaries 

Wages  and  Salaries  per  $10O  of 
Total  Set  Sales 

JLnctffit 

c 

Per  Cent. 

Graphic 
20     40     60     80  ICO  12O 

Actual 

total 
(Average) 

Total 
(Average) 

405 

140,576,908 

12,979,262 

*7.54 

___ 

r=- 

100.0 

Cbder  |2 
*2   to  $4 

14  to*6 

>6  *  over 

72 
131 
86 
116 

8,020,930 
10,428,502 
7,841,255 
14,286,445 

596,212 
652,810 
496,580 

1,255,651 

7.45 
6.26 
6.55 
8.64 

101.2 
85.3 
86.2 
117.7 

96.9 

97.5 
77.5 
93.1 
115.4 

1919 

Total 
(Average) 

155 

18,919,253 

1,545,705 

7.U 

Oxler  |2 
*2  to  |4 
*4  to  *6 

*6   fc   OW 

58 
51 
93 
23 

5,228,  70S 
4,897,266 
9,175,841 
5.619,425 

574,135 
278,756 
216,764 
476,011 

7*16 
5.69 
6.83 

8.47 

s. 

1918 

Total 
(Average  ) 

155 

15,560,145 

999,985 

7.48 

101.9 

118.9 
89.2 
77.1 
119.2 

Older  $2 
|2  to  *4 
*4  to  *6 
$6  i  over 

20 
45 

M 

56 

2,165,476 
5,706,654 
2,807,944 
4,682,071 

188,851 
242,626 

158,878 
409,628 

8.73 
6.55 
5.66 
8.75 

1914 

Total 
(Average  ) 

155 

8,297,550 

655,576 

7.64 

104.1 

71.9 
96.2 
88.6 
118.9 

= 

Under  |2 

*2  to  $4 

$4   to  $6 
$6  &  over 

14 
55 
29 
57 

628,751 
1,824,582 
1,859,448 
3,984,949 

53,168 
151,458 
120,958 
348,012 

5.28 
7.21 
6.50 
8.73 

Average  $7.34 
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TABLE  190 


TOTAL    SELLING    EXPENSE,     WAGES    AND     SALARIES,     AND    AMOUNT    OF    WAGES     AND 

SALARIES  PER  $100   OF  SELLING  EXPENSE,   FOR   135   IDENTICAL   STORES 

CLASSIFIED  BY  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


Amount  of 
Fixture-  Account 

per  $100  of 
Total  Bet  Sales 


Number 
of 

Store- 
year* 


Total 
Belling 
Expense 


Total 
Wages  & 
Salaries 


Wages  and  Salaries  per  |lOO  of 
Selling  Expense 


Amount 


Per  Cent. 


Graphic        J  Aetual 
0  20  40  60  80  100  120 


Total 
(Average ) 


1919 


1918 


1914 


Total 
(Average) 


405 


$4,488,098 


$2,979,862 


$67.28 


Under  |2 
$2  to  |4 
*4  to  |6 
$6  8s  OTer 


72 
191 
86 

116 


892,922 

935,648 

798,519 

1,811,809 


596,212 

652,819 

496,580 

1,233,651 


Total 
(Average ) 


135 


1,992,310 


1,345,703 


Under  $2 
*2  to  |4 

*4  tofte 

$6  8e  over 


38 
61 
23 
23 


535,232 
428,443 
526,474 
702,161 


374,193 
278,735 
216,764 
476,011 


Total 
(Average) 


135 


1,473,360 


999,983 


Under  |2 
$2  to  |4 
«4  to  $6 
f  6  &  over 


20 
45 
34 
36 


244,748 
370,532 
£67,521 
590,559 


188,851 
242,626 
158,878 
409,628 


Total 
(Average) 


135 


962,428 


633,576 


Under  $2 
$2  to  *4 

*4  to  $6 
$6  &  over 


14 
35 

29 
57 


62,942 
186,673 
204,324 
518,489 


33,168 
131,458 
120,938 
348,012 


100.0 


106.4 
98.4 
92.4 

101.2 


100.4 


103.9 
96.7 
98.7 

100.8 


100.9 

-^— 

114.7 
97.3 
88.3 

103.1 


97.8 

93.1 

104.7 
88.0 
99.8 


amounts  both  of  wages  and  salaries 
and  of  selling  expense  are  influenced 
by  the  size  of  the  store,  the  absence 
of  a  marked  tendency  of  change  is  to 
be  expected.  The  relation  of  wages 
and  salaries  to  selling  expense  for 
stores  of  different  size  is  discussed 
later. 


Average  $57.29. 

B. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Setting  Ex- 
pense, for  Store»  Classified  by 
Size,  1919,  1918,  and  1914. 

The  records  of  two  groups  of  stores 
are  available  for  the  study  of  wages 
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and  salaries  for  stores  classified  by 
size  and  by  investment  in  fixtures  per 
$100  of  total  net  sales.  The  first 
group — 303  stores — applies  alone  to 
1919.  For  1919,  1918,  and  1914,  the 
records  of  135  identical  stores  are 
used. 

In  1919,  based  upon  303  stores,  it 
cost  $6.54  in  wages  and  salaries  to 
sell  $100  worth  of  goods.  As  the 
stores  increase  in  size,  the  amounts 
increase,  the  minimum — $4.48 — char- 
acterizing the  stores  with  sales  under 
$40,000  and  the  maximum — $7.30 — 
applying  to  the  stores  with  sales  of 
$180,000  and  over.  When  the  stores 
are  classified  by  size,  and  further  by 
the  amounts  of  fixture  investments 
per  $100  of  total  net  sales,  the 
•  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  increase  as  the 
fixture  investments,  similarly  meas- 
ured, increase.  To  this  general  rule 
there  are  some  exceptions,  but  they 
are  neither  important  nor  numerous. 

The  purpose  of  classifying  the 
stores  as  in  Table  191  is  to  secure,  if 
possible,  an  answer  to  the  following 
question :  Are  wages  and  salaries  in 
terms  of  sales  relatively  high  in  stores 
which  have  relatively  large  amounts 
invested  in  fixtures  in  relation  to 
sales  ?  The  results  of  the  analysis  make 
it  possible,  with  certain  reservations, 
to  answer  the  question  in  the  affirma- 
tive. The  stores  as  grouped  are  not 
precisely  identical  in  size,  although  the 
variations,  on  the  average,  within  the 
groups  are  not  large.  Obviously, 
there  are  many  conditions  which  de- 
termine the  amounts  of  wages  and 
salaries.  It  is  the  purpose  of  this 


analysis  to  show  only  the  association 
between  high  wages  and  salaries  and 
high  fixture  investments  when  both 
are  measured  in  sales. 

In  Table  192  the  amounts  of  total 
net  sales  secured  for  each  $100  of 
wages  and  salaries  paid,  have  been 
calculated  for  the  303  stores  as  in 
Table  191.  As  the  stores  increase  in 
size,  relatively  smaller  amounts  of 
sales  are  secured  for  each  $100  of 
wages  and  salaries.  For  each  group 
of  stores,  when  classified  by  size,  and 
for  the  total,  there  is  a  general  ten- 
dency for  the  amounts  of  sales  secured 
for  each  $100  of  wages  and  salaries 
paid  to  decrease  as  the  amounts  in- 
vested in  fixtures  in  relation  to  sales 
increase.  In  the  total-section  of  the 
table,  the  decrease  is  more  apparent 
than  real,  depending  as  it  does  upon 
the  proportion  in  which  stores  of  dif- 
ferent size  are  included.  It  is  the 
large  stores  which  have  relatively 
large  fixture  investments  in  relation 
to  sales  and  it  is  precisely  those  which 
have  relatively  low  amounts  of  sales 
in  terms  of  wages  and  salaries  paid. 
Accordingly,  the  effect  of  grouping 
all  the  stores  together  as  in  the  total- 
section  is  to  emphasize  the  inverse  re- 
lation between  sales  secured  for  a 
given  wage  payment  and  the  amounts 
invested  in  fixtures.  A  more  suitable 
comparison  is  found  in  the  details  for 
stores  of  essentially  the  same  size. 
For  these  stores,  the  tendency  for  the 
amounts  of  sales  per  $100  of  wages 
and  salaries  paid  to  decrease  is  not 
uniform,  although  it  is  generally  ap- 
parent. Irrespective  of  any  tendency 
which  the  amounts  may  describe, 
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TABLE  191 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    FIXTURE    ACCOUNT    PER    $100    OF    TOTAL    NET    SALES,    1919 


fft 

iges  and  Salaries  per  $100  of 
Total  Net  Sales 

Total 
Bet  Balee 

fixture  Account 
per  $100  of 

Somber 
of 

Total 

Set  Sale* 

Total 
Wages  i 

Per  Cent. 

(in  OOO'e) 

Total  Het  Balsa 

Amount 
( 

Graphic 
)  20  40  60  80  100  120  140 

Aetna! 

Total 

(Average) 

303 

$56,193,716 

$2,367,501 

$6.54 

100.0 

Total 
(Average) 

Under  $2 
$2  to  $4 
$4  to'  $6 

69 
120 

46 

10,793,092 
11,972,443 

697,444 
673,257 

6.46 
6.62 

= 

96.8 
85.9 

$6  k  over 

46 

6,691,184 

678,  161 

7.80 

119.  S 

Total 
(Average) 

45 

1,399.886 

62,748 

4.48 

68.5 

Under  $40 

Under  $2 

10 

323,183 

9,606 

2.97 

4S.4 

$4  to  $6 

$6  k  over 

9 
10 

283,764 
303,978 

16,979 
15,841 

5.98 
S.21 

=  • 

91.4 
79.7 

Total 
(Average) 

IIS 

6,500,336 

330,557 

5.09 



77.8 

$40  to  $80 

Under  $2 
|2  to  $4 
$4  to  $6 

$6  k  over 

28 
57 
17 
11 

1,609,446 
3,371,123 
981,374 
538,393 

68,619 
165,727 
69,996 
26,215 

4.26 
4.92 

7.13 
4.87 

65.1 

75.2 
109.0 
74.5 

Total 
(Average  ) 

102 

11,986,362 

784,290 

6.54 



100.0 

$80  to  f  130 

Under  $2 
t2  to  $4 

M 
se 

4,187,940 
4,268,220 

278,765 
247,891 

6.66 
5.81 

= 

101.8 
88.8 

$6  k  over 

is 

1,871,655 

133,824 

7.15 

' 

109.5 

Total 
(Average) 

43 

16,307,134 

1,189,906 

7.30 



111.6 

$160  k  over 

Under  $2 
*2  to  $4 
$4  to  $6 

15 

11 
s 

4,672,523 
3,844,159 
1,813,294 

340,452 
239,319 
107,854 

7.29 
6.23 
6.9S 

111.5 
96.5 
91.0 

Average  $6.54 
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they  are  significant  in  themselves  as 
standards  obtaining  in  1919  for  stores 
of  different  size  having  different 
amounts  of  fixtures  in  relation  to 
their  sales. 

For  the  years  1919,  1918,  and  1914, 
combined  and  individually,  the  rec- 
ords of  135  stores  are  available  for 


the  same  type  of  analysis  as  that 
made  in  Table  191.  For  the  stores 
for  the  combined  years,  as  shown  in 
Table  193,  it  cost  in  wages  and  sal- 
aries $7.34  to  sell  $100  worth  of  goods. 
As  the  stores  increase  in  size,  the  ex- 
pense for  this  purpose,  measured  in 
sales,  increases  from  $5.90  for  stores 


TABLE  192 

WAGES    AND    SALARIES,    TOTAL    NET    SALES,   AND   AMOUNT   OF   TOTAL    NET    SALES    PER 

$100    OF    WAGES    AND    SALARIES,    FOR    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT   OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL   NET   SALES,   1919 


eiAJii.i«j 
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let  talM 

(IB  000'*) 

••mini   of 
Kxtor*  Aceomt 
par  $100  of 
total  let  Sal»i 

tafcer 
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Store* 
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tagtt  k 
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let  Sale* 

Total  Bet  Sale*  per  $1CO  of  Vagei  asd  Salwrla* 

M 
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0      20      40      K     80   100   120  140   160   160  200   22C 
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UT«-»««) 

Total 
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SOS 
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$1.529    HHBHIIHH^HHI 

100.0 

Under  $2 
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120 
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48 

697,444 
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11.972,443 
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1.548 
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^.i 
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Cbder  $40 

•Mai 

(ATersge) 

46 

£2,748    !         1,506,886           2,221 

Under  $2 
$2  to  $4 
$4  to$« 
$«  k  mr 

10 
16 
0 

10 

0,608 

£0,320 
16,07« 
IS,  841 

£3,183 
488,941 
283,784 
303,978 

3,364 

2,406 
1,671 
1,919 

teo\o 

157.4 
100.3 
12S.S 

•—=—•••• 

$40  to  $80 

Total 
(AYer»ge) 

113 

350,557              6,500,336 

1.966 

128.6 

Under  $2 
It  to  $4 
$4  to  $6 

$6  i  OTOT 

28 
S7 
IT 
U 

68,619 
165,727 
69,996 
26,215 

1,609,446 
S,  371.  123 
961,  S74 
538,393 

2,345 
2,034 
1,402 

2,064 

153.4 

133.0 

ei.T 

134.3 

Iot»l 
(Average) 
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784,290 

U,  986,  362 

1,523 

09.9 

==^^; 

08.2 
112.6 
87.6 

51.5 

69.6 

1              = 

80.7 

109.0 
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7T.8  . 

4eo  to  $iao 

Under  $2 
$2  to  $4 
$4  to  $« 

$6  k  over 

26 

• 
IS 
IS 

278,765 
247,891 
12  J,  810 
133,824 

4,187,940 
4,268,220 
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1,871,655 

1,502 

1,340 
1,199    j 
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tot«l 
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43 
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16,307,134 

1,370 

$180  *  ever 

Vnder  «2 
$8  to  $4 
$4  to  $6 

$«  k  over 

IS 
11 

s 

12 

340,452 

238,319 
107,854 
502,281 

4,672,623 
3,844.159 
1.813,294 
5,977,158 

1,372 
1.60« 
1,681 
1.190    | 

Areraga  $1,52» 
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TABLE  193 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  135  IDENTICAL  STORES  CLASSIFIED  BY  SIZE 

AND  BY  AMOUNT  OF  FIXTURE   ACCOUNT  PER  $100   OF  TOTAL 

NET    SALES,    1919,    1918,    AND    1914,    COMBINED 


Classified 
Total 
Net  Sales 
(In  OOO'e) 

.  Amount  of 
Fixture  Account 
per  $100  of 
Total  Net  Sales 

Number 
of 
Store- 
yeara 

Total 
Net  Sales 

Wages  and  Salaries  per  $100  of 
Total  Nat  Sales 

Total 
Wages  & 
Salaries 

Amount 

?er  Cent. 

Graphic 
J  20  40  60  80  100  120  140 

Actual 

Total 
(Average  ) 

405 

$40,576,908 

$2,979,262 

$7.34 

100.0 

Total 
(Average) 

Coder  $2 
$2  to  $4 
$4  to  $6 

$6  It  over 

72 
1S1 
86 
116 

8,020,930 
10,428,302 
7,841,233 
14,286,443 

596,212 
652,813 
496,580 
1,233,651 

7.43 
6.26 
6.33 
8.64 

101.2 
85.3 
86.2 
117.7 

Under  $40 

Total 
(Average) 

112 

3,119,809 

184,127 

5.90 

80.4 

62.3 
73.8 
74.3 
94.4 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  &  over 

14 
28 
27 
43 

403,857 
800,159 
723,519 
1,192,274 

18,437 
43,360 
39,743 
83,582 

4.57 
5.42 
5.49 
6.93 

$•40  to  ?83 

Total 
(Average) 

153 

8,672,180 

569,961 

6.57 

89.5 

Under  $2 
$2  to  |4 
$4  to  $6 

$6  fc  over 

20 
63 
31 

39 

1,107,291 
3,755,597 
1,653,451 
2,155,841 

58,345 
214,550 
105,659 
191,407 

8.27 
S.71 
6.39 
8.83 

71.8 
77.8 
87.1 
121.0 

Total 
(Average  ) 

OS 

11,411,444 

851,780 

7.43 

101.6 

|80  to  $130 

Under  $2 
$2  to  $4 

$4  to  $6 

$6  tc  over 

27 
33 
19 
19 

3,021,911 
3,838,758 
2,392,924 
2,1S7,851 

211,978 
230,742 
176,671 
182,339 

7.01 
7.31 
7.38 
8.45 

^ 

95.5 
99.6 

100.5 
115.1 

$1BO  it  over 

Total 
(Average  ) 

42 

17,373,475 

1,373,394 

7.91 

107.8 

Under  $2 
*8  to  $4 
$4  to  $6 

$6  &  over 

11 

7 
9 
IS 

3,487,871 
2,033,788 
8,071,339 
8,780,477 

307,452 
114,167 
174,502 
777,273 

8.81 
5.61 
5.68 
8.85 

120.0 
76.4 
77.4 
120.6 



Average  47.34 
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with  sales  under  $40,000,  to  $7.91  for 
stores  -with  sales  of  $180,000  and  over. 
Moreover,  when  all  the  stores  are  com- 
bined, irrespective  of  size,  for  the 
three  years,  the  amounts  tend  gener- 


ally to  increase  as  the  amounts  in- 
vested in  fixtures  per  $100  of  total  net 
sales  increase.  The  same  general  ten- 
dency, with  certain  exceptions,  also 
holds  for  the  stores  classified  by  size. 


TABLE  194 

TOTAL  NET  SALES,  WAGES  AND  SALARIES.  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100    OF    TOTAL    NET    SALES,    FOR    135    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT   OF  FIXTURE  ACCOUNT   PER  $100   OF   TOTAL   NET   SALES,   1919 


Classified 
total 
let  S*lei 

(la  ooo't) 

Anotat  of 
Fixture  Ascomt 
par  $100  of 
Total  Set  Salea 

Itaber 
of 
Store* 

Total 
let  Sales 

Total 
Wages  ft 

Salaries 

Vagei  and  Salaries  per  $100  of 
Total  Hot  Sales 

Asorat 
1 

Per  Cent. 

Graphic                        [aetnal 
>     20     40     60     80  100  120   140 

Total 

(  Aversre  ) 

Total 

(Average) 

155 

$18,919,255 

11,545,705 

$7.11 

= 

100.0 

fader  $2 
*2  to  $4 
*4  to  $6 

$6  ft  over 

56 

51 
25 
25 

5,228,705 
4,897,266 
5,175,841 
6.619,425 

574,  195 
278,755 
216,764 
476,011 

7.16 
5.69 
6.85 
8.47 

100.7 
80.0 
95.1 
119.1 

=- 

Oxur  $40 

Total 
(Average) 

12 

574,525 

16,051 

4.28 

60  .8 

29.0 
54.0 
96.9 
55.3 

nnder  $2 
$2   to  $4 
$4  to  $6 

$6  k  over 

2 
4 
5 
5 

62,964 
129,541 
92,705 
89,117 

1,500 
4,969 
6,569 
5,575 

2.06 
5.84 
6.89 
5.78 

|4o  to  $eo 

Total 
(Average  ) 

52 

2,967,756 

167,515 

5.64 

79.5 

* 

Coder  $2 
*2  to  *4 
ft  to  $6 

f  £  &  over 

8 
28 

a 

8 

470,664 
1,658,927 
431,726 
406,419 

22,852 
81,254 
55,427 
29,822 

4.85 
4.90 

7.7* 
7.54 

68.2 
68.9 

1CS.9 

ics.e 

|60  to  $180 

Total 
(Average) 

48 

5,603,210 

415,967 

7.59 

103.9 

102.0 
95.7 
116.2 
119.1 

Pnrtar  4: 
$2  to  $4 
$4  to  $6 

$6  4  over 

20 
15 

7 
6 

2,217,649 
1,759,679 
856,116 
789,764 

160,698 
117,275 
69,094 
66,920 

7.25 
6.66 
8.26 
6.47 

tiSC  &  over 

Total 
(Average  ) 

25 

9,975,942 

748,570 

7.50 

105.5 

Coder  |2 
|2  to  t4 

*4  to  |e 

<  £  t  ever 

8 
4 
5 
6 

2,477,406 
1,549,119 
1,815,294 
4,554,125 

169,565 
75,257 
107,854 
575,896 

7.64 
5.56 
5.95 
8.67 

107.5 
78.5 
83.7 
121.9 



Average  $7.11 
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It  may  be  of  interest  briefly  to  call 
attention  to  this  tendency  for  the 
stores  which  sold  between  $80,000  and 
$180,000  worth  of  goods  in  any  one 
of  these  years.  The  average  amount 
for  the  entire  group  is  $7.46.  For 


the  stores  with  fixture  investment 
less  than  $2  per  $100  of  total  net 
sales,  it  is  $7.01  and  for  those  with 
a  fixture  investment  per  $100  of  total 
net  sales  of  $6  or  more,  it  is  $8.45. 
Between  these  limits,  the  average 


TABLE  195 

TOTAL,  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100    OF    TOTAL    NET    SALES,    FOR    135    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF  FIXTURE   ACCOUNT  PER  $100   OF   TOTAL  NET  SALES,   1918 


Claeaiflod 

Total 
Bet  Sale* 
(In  OOO'a) 


Amount  of 
Fixture  Account 

par  $100  of 
Total  Bet  Sales 


Total 
Ret  Bales 


Total 
Vagea  ic 

Salaries 


Wages  and  Salaries  -per  $100  of  Total  la*  Salei 


Per  Cent. 


0  20  40  60  80  100  120  140  160 


Total 
(Average) 


Under.  $40 


$40  to  $30 


$80  to  $180 


$180  &  over 


Total 
( Average) 


*13,S60,145 


$999,963 


Under  $2 
$2  to  $4 
$«  to$« 

$6  fc  oyer 


2,165,476 
3,706,654 
2,807,944 
4,662,071 


188,651 
242,626 
158,878 
409,628 


Total 
(Average) 


1,117,468 


64,726 


Under  $2 
$2  to  $4 
$4  to  $6 

$6  tc  over 


124,966 
869,792 

err.  192 

425.51S 


7,595 
12,531 
14,750 
99,850 


Total 
(Average) 


3,239,547 


211,589 


Under  $8 
$2  to  $4 
$4  to  $6 
$6  4  over 


464,936 
1,335,132 

779, 116 
690,363 


24,785 
81,488 
45,126 
60,187 


Total 
(Average) 


3,298,407 


242,070 


Under  $2 
$2  to  $4 
$4  to  $6 

$6  &  over 


593,109 

1,417,061 

654.591 

633, 646 


38,382 
109, 697 
41,854 
52,137 


Total 
(Average) 


5,704,723 


481,601 


Under  $2 
$2  to  $4 
$4  to  $6 

$6  &  over 


1,010,465 

684.669 

1,077,045 

2, 932,544 


118,089 
38,910 
57,148 

267,454 


$7.48 


8.73 
6.55 
5.66 
8.75 


5.79 


6.08 
4.64 

4.96 
7.01 


6.53 


6.70 
6.10 
5.79 
8.72 


7.34 


6.47 
7.74 
6.39 
8.23 


8.44 


11.69 
5.68 
5.31 
9.12 


77.4 

•BS0M 

81.3 
62.0 
66.5 
93.7 

87.5 


112.8 

a 

156.3 
75.9 
71. 

121.9 


Average  $7.48 
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TABLE  196 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100    OF    TOTAL    NET    SALES,    FOR    135    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF  FIXTURE   ACCOUNT  PER  $100   OF   TOTAL  NET   SALES,   1914 


Claailfled 
Total 
Itt  Sale* 
(in  OOO'i) 

Aaorxnt  of 
Fixture  Account 
per  (100  of 
Total  Bet  Sales 

taber 
of 
Stores 

Total 

Bet  Sales 

Total 
Wages  k 

Salaries 

Wages  sad  Salaries  per  $100  of 
Total  Set  Salee 

AjBOUSt 

fer  Cent. 

Graphic 
0     20     40      60     80  100  120  140 

Aetna! 

Total 
(Average  ) 

155 

ta,  297,  550 

$655,576 

$7.64       ^sssssssssssaHMBI 

100.0 

Total 
(Average) 

Under  $2 
$2  to  |4 
$4  to  t« 

$6  fc  over 

14 
• 
29 
57 

628,751 
1,824,582 
1,859,448 
5,964,949 

55,168 
131,458 

120,958 
548,012 

S.28 
7.21 
6.50 
8.75 

=- 

69.1 
94.4 

85.1 
114.3 

85.1 

57.9 
84.4 
75.0 
96.3 

Under  $40 

Total 

(Average) 

63 

1,628,016 

105,370 

6.55 

Under  $2 
*2  to  *4 
$4   to  $6 
$6  it  over 

8 
16 
IS 
26 

215,927 
400,826 
555,624 
677,659 

9,542 
25,860 
18,609 
49,559 

4.42 
6.45 
5.56 
7.28 

6 

$40  to  $80 

Total 
(Arerage) 

45 

2,464,877 

191,060 

7.75 

101.4 

69.6 
89.1 
80.1 
125.5 

Under  $2 
12  toft* 

,4  to  t6 

$6  4  ever 

4 
IS 
8 
20 

201,671 
761,528 
442,609 
1,059,059 

10,728 
51,828 
27,106 
101,398 

S.S2 
6.81 
6.12 
9.57 

$ao  to  $iso 

Total 
(ATerage  ) 

22 

2,509,827 

195,723 

7.80 

102.1 

80.0 
106.3 
95.3 
112.8 

=- 

Under  $2 
tS  to  |4 

*4   to  $6 
$6  t  ever 

2 
6 
7 
7 

211,155 
662,016 
902,215 
734,441 

12,898 
55,770 
65,725 
65,552 

6.11 
8.12 
7.28 
8.62 

$180  *  over 

Total 
(Average  ) 

S 

1,694,810 

145,423 

8.46 

110.7 

Under  $2 
«2  to  *4 
$4   to  »6 
$6  i  over 

1 
4 

181,000 
1,515,810 

9,500 
155,925 

S.2S 
8.86 

— 

68.7 
115.8 

Average  $7.64 
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amounts  increase  as  the  fixture  in- 
vestments increase.  It  should  be  re- 
membered in  this  connection,  how- 
ever, that  identical  stores  from  year  to 
year  are  not  included.  The  sales  of 
all  the  stores  in  each  year,  however, 
fall  within  the  limits  set  up  for  this 
group. 

A  more  satisfactory  comparison  of 
the  amounts  of  wages  and  salaries 
per  $100  of  total  net  sales  can  be 
made  from  year  to  year  for  stores  of 
the  same  size,  but  with  different  fix- 
ture investments  in  relation  to  sales. 
Comparisons  of  this  character  can  be 
made  by  consulting  Tables  194  to  196, 
inclusive,  which  refer  respectively  to 
the  years  1919,  1918,  and  1914.  It 
will  be  remembered  that,  in  the 
analysis  of  Table  191,  the  records  of 
303  stores  for  1919  were  used.  Table 
194  contains  the  records  of  135  stores 
for  the  same  year,  similarly  classified. 
Both  groups  of  stores  on  the  whole 
tend  to  show  that  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  increase  as  the  amounts  of 
fixtures  per  $100  of  total  net  sales 
increase.  It  is  true  that  the  stores  in 
the  two  tables  are  not  mutually  ex- 
clusive. All  of  the  135  stores  in  the 
total-section  of  Table  194  are  included 
in  the  corresponding  part  of  Table 
191  for  303  stores.  The  reason  for 
selecting  two  groups  of  stores  was  to 
make  use  of  the  widest  possible  ex- 
perience of  stores  for  a  single  year. 

It  is  shown  in  Table  189  that  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  decreased  from 
1914  to  1918,  and  from  1918  to  1919. 
Such  a  condition  also  holds  from  year 


to  year  when  these  stores  are  clas- 
sified by  size.  Moreover,  from  year 
to  year,  on  the  whole,  the  amounts 
seem  to  decrease  for  stores  of  the  same 
size  with  given  amounts  of  fixture 
investment  per  $100  of  total  net  sales. 
It  is  unnecessary  to  point  out  the  ex- 
tent of  this  agreement  or  the  in- 
stances in  which  it  does  not  hold,  in- 
asmuch as  the  actual  amounts  are 
shown  in  the  tables  in  detail  and  are 
available  to  the  reader  for  such  a 
comparison. 

In  the  discussion  of  the  amounts  of 
selling  expense  per  $100  of  total  net 
sales,  the  point  was  made  that  fixture 
investments  tend  on  the  whole  to  be 
large  in  terms  of  sales  where  selling 
expenses,  in  terms  of  sales,  are  large. 
A  series  of  tables,  93  to  96,  inclusive, 
was  presented  to  show  this  tendency. 
It  is  thought  to  be  unnecessary,  in 
view  of  the  fact  that  approximately 
66  per  cent,  of  selling  expense  is 
chargeable  to  wages  and  salaries,  to 
show  similar  tables  giving  the 
amounts  of  fixtures  per  $100  of  total 
net  sales  in  stores  with  different 
amounts  of  wages  and  salaries  in  re- 
lation to  sales.  The  influences  which 
determine  the  relation  of  fixtures  to 
sales  for  stores  with  different  amounts 
of  selling  expense,  similarly  measured, 
would  also  operate  to  determine  the 
amount  of  fixtures  when  the  stores 
are  classified  according  to  wages  and 
salaries  in  relation  to  sales. 

The  amounts  of  wages  and  salaries 
for  stores  of  different  sizes  and  fix- 
ture investments  per  $100  of  total 
net  sales,  may  also  be  expressed  as 
proportionate  parts  of  selling  ex- 
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TABLE  197 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER    $100    OF    SELLING    EXPENSE,    FOR    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF   FIXTURE   ACCOUNT   PER  $100  OF   TOTAL  NET   SALES,    1919 


Tfages   end  Salarlee  per  $100  of 
Selling 


Averaga  $65.85 
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TABLE  198 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100  OF  SELLING  EXPENSE,  FOR  135  IDENTICAL  STORES  CLASSIFIED  BY 

SIZE  AND  BY  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL 

NET    SALES,    1919,    1918,    AND    1914,    COMBINED 


Classified 

Total 
Ret  Bales 
(in  000' a) 


Amount  of 
Fixture  Account 

per  $100  of 
Total  Net  Sales 


lumber 

of 

Store- 
years 


Total 
Selling 

Expense 


Total 
Wages  & 
Salaries 


Wages  and  Salaries  per  (100 
of  Selling  Expense 


Asount 


tor  Cent. 


0raPhl8          Actual 
)  20  40  60  80  100  120 


Total 
(Average ) 


Under  *40 


|40  to  *80 


too  to  liao 


Total 
(Average ) 


405 


14,428,096 


$2,979,262 


Under  *2 
*2  to  *4 
*4  to  *6 
|6  a>  over 


72 
131 

86 
116 


852,922 

965,648 

796,519 

1,811,209 


696,212 

652,819 

496,580 

1,293,651 


Total 
(Average) 


112 


263,714 


184,127 


Under  |2 
*8  to  «4 

*4  tote 

|6  tc  over 


14 

28 
27 
43 


25,981 
64,602 

58,106 
115,086 


10,437 
43,360 
39,748 
82,582 


Total 
(Average) 


806,361 


669,961 


Under  |2 
*2  to  *4 
*4  to«6 
t«  fc  over 


20 
63 
31 
39 


78,674 
314,078 
158,148 
255,461 


66,345 
214,550 
105,659 
191,407 


Total 
(Average) 


98 


1,853,879 


851,780 


Under  *2 
12  to  |4 
*4  to  *6 
$6  &  over 


27 
S3 
19 
19 


507,174 
405,623 
274,227 
266,855 


211,978 
280,742 
176,671 
182,389 


Total 
(Average) 


2,104,144 


1,373,394 


Under  *2 
»2  to  *4 

*4  tote 

|6  &  over 


11 
7 

9 
IS 


481,163 

201,345 

507,839 

1,173,807 


507,452 
114,167 
174,502 
777,273 


$67.28 


100.0 

106.4 
98.4 
92.4 

101.2 


103.8 


105.7 

99.8 

101.7 

106.7 


10S.1 


110.3 

101.5 

99.3 

111.4 


101.0 


102.6 

102.9 

95.8 

101.6 


97.0 


108.5 
84.3 
84.3 
98.4 


Average  $67.23 
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pense.  This  is  done  for  1919  in  Table 
197  and  for  the  years  1919,  1918,  and 
1914,  combined  and  individually,  in 
Tables  198  to  201,  inclusive. 

In  1919,  for  the  303  stores  the 
records  of  which  are  available,  wages 
and  salaries  constituted  $65.85  out  of 
every  $100  of  selling  expense.  As  the 
stores  increase  in  size,  however,  this 
amount  becomes  a  relatively  smaller 
proportion.  The  amount  for  stores 
having  sales  of  $180,000  and  over  is 
$63.73,  or  96.8  per  cent,  of  the  aver- 
age. Within  each  group  of  stores, 
when  classified  by  size,  there  seems  to 
be  no  definite  tendency  for  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  to  increase  or 
decrease  with  the  amounts  invested 
in  fixtures  per  $100  of  total  net  sales. 
Moreover,  the  variations  in  the  actual 
amounts  from  store-group  to  store- 
group  in  stores  of  the  same  size  are 
not  large. 

Table  198  shows  the  amounts  of 
wages  and  salaries  per  $100  of  sell- 
ing expense  for  135  stores  for  the 
combined  years  1919,  1918,  and  1914. 
For  these  years,  wages  and  salaries 
constitute  $67.28  of  each  $100  of  sell- 
ing expense.  Moreover,  for  the  com- 
bined years,  the  amounts  generally 
become  smaller  proportionate  parts 
of  selling  expense  as  the  stores  in- 
crease in  size.  In  other  words,  what 
is  true  for  1919  alone  is  also  true  for 
a  number  of  identical  stores  for  the 
three  years  combined.  When  the 
stores  for  the  combined  years  are 
classified  by  size,  there  seems  to  be 
no  clear  tendency  for  the  amounts  of 
wages  and  salaries  per  $100  of  sell- 


ing expense,  in  stores  of  the  same 
size,  either  to  increase  or  to  decrease 
regularly  as  the  amounts  invested  in 
fixtures  per  $100  of  total  net  sales  in- 
crease. Here,  again,  the  experience 
for  a  limited  number  of  stores  for  the 
three  years  combined  is  similar  to  that 
for  1919  when  a  larger  store  experi- 
ence is  used. 

In  Tables  199  to  201,  inclusive,  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  are  shown  for 
the  years  1919,  1918,  and  1914,  re- 
spectively, for  the  stores  classified  by 
size  and  by  their  fixture  investments. 
Attention  was  called  in  Table  185  to 
the  fact  that  the  amounts  of  wages 
and  salaries  per  $100  of  selling  ex- 
pense increased  between  1914  and 

1918,  and  decreased  between  1918  and 

1919.  The   tendency   from   year   to 
year  for  stores  of  the  same  size,  as 
shown  in  these  tables,  is  uncertain. 
The  actual  amounts  are  contained  in 
the  table  and  anyone  who  is  inter- 
ested may  compare  them  for  himself. 

C. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales,  for  Stores  Classified  by 
Amounts  of  Inventory  per  $100 
of  Total  Net  Sales,  1919. 

In  the  foregoing  discussion,  the 
bases  of  classification  have  been  years, 
size  of  store,  and  fixture  investment 
per  $100  of  total  net  sales.  In  Table 
202,  an  additional  basis  of  classifica- 
tion is  used  for  a  group  of  282  stores 
for  1919.  No  cognizance,  however,  is 
taken  of  store  size.  The  stores  are 
classified  according  to  the  amounts 
of  inventories  which  they  had  at  the 
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TABLE  199 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER  $100   OF   SELLING  EXPENSE,   FOR   135    STORES   CLASSIFIED   BY   SIZE 

AND    BY    AMOUNT    OF    FIXTURE    ACCOUNT    PER    $100    OF 

TOTAL   NET    SALES,    1919 


Rages  and  Salaries  per  $100 
of  Selling  Expense 

Total 
Net  Sales 

Amount  of 
Fixture  Account 
per  $100  of 

number 
of 

Total 
Selling 

Total 
Wages  fc 

Per  Cent. 

(In  OOO'a) 

Total  Net  Sales 

Expense 

Salaries 

Amount 

Graphic 
3  20  40  60  80  100  120  140 

Actual 

Total 
(Average) 

136 

$1,992,310 

$1,345,703 

$67.54 

1 

100.0 

Under  $2 

38 

Total 
(Average) 

$2  to  $4 
$4  to  $6 

$6  &  over 

51 
23 
23 

428,443 
326,474 
702,161 

278,735 
216,764 
476,011 

65.06 
66.40 
67.79 

= 

96.3 
98.3 
100.4 

Total 
(Average  ) 

12 

24,945 

16,031 

64.27 



95.2 

Under  $40 

Undor  $2 
$2  to  $4 

2 

4 
5 

3,398 
8,213 
'',582 

1,300 
4,969 

38.26 

60.50 

— 

56.6 
89.6 

$6  &  over 

3 

5,752 

5,575 

58.64 



86.8 

Total 
(Average) 

52 

229,  272 

167,315 

72.98 

108.1 

$40  to  $80 

*    over 

Total 
(Average  ) 

46 

587,583 

413,987 

70.46 

104.3 

$80  to  $180 

Under  $2 

20 

226,744 

160,698 

70.87 



104.9 

$6  &  over 

6 

95,802 

66,920 

69.89 

103.4 

Total 
(Average  ) 

23 

1,150,510 

748,370 

65.05 

96.3 

$180  &  over 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  !c  over 

e 

4 

s 

6 

275,397 
133,108 
179,470 
562,535 

189,363 
75,257 
107,854 
375,696 

68.76 
56.54 
60.10 
66.82 

=• 
=- 

101.8 
83.7 
89.0 
98.9 

Average  $67.54 
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TABLE  200 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER   $100   OF   SELLING  EXPENSE,   FOR    135   STORES   CLASSIFIED   BY    SIZE 

AND    BY    AMOUNT    OF    FIXTURE    ACCOUNT    PER    $100    OF 

TOTAL   NET   SALES,    1918 


Classified 
Total 
Net  Sales 
(in  OOO's) 

Anount  of 
7LxtJre  Account 
per  $100  of 
Total  Net  Sales 

Kuzb«r 
of. 
Stores 

Total 
Selling 
Expense 

Total 
Wages  & 
Salaries 

TTages  and  Salaries  per  $100-  of 

Selling  Expense 

Ancnint 
4 

Per  Cent. 

Graphic 
>  20  40  60  80  100  120 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

135 

$1,473,360 

$999,983 

$67.87 

100.0 

113.7 

96.5 
87.5 

102.2 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  k  over 

20 
45 
54 
36 

244,748 
370,532 
267,521 
590,559 

188,851 
242,626 
158,878 
409,628 

77.16 
65.48 
59.39 
69.36 

Coder  $40 

Total 
(Average  ) 

37 

92,371 

64,726 

70.07 

103.2 

Under  $2 

la  to  $4 

$4  to  $6 

$6  It  over 

4 

a 
11 

14 

9,959 
19,976 

23,674 
38,762 

7,595 
12,531 

14,750 
23,850 

76.26 
62.73 
62.30 
77.01 

112.4 
92.4 
91.8 
113.5 

$40  to  $30 

Total 
(Average  ) 

56 

299,694 

211,536 

70.60 

104.0 

Under  $2 
$2  to  |4 
H  to  tS 

$6  h  over 

a 

22 
15 
11 

33,  916 
121,256 
66,955 
78.567 

24,785 
81,488 
45,126 
60,187 

73.03 
67.20 
68.42 
76.61 

=T 

107.7 
99.0 
100.3 
112.9 

Total 
(Averags  ) 

28 

363.676 

242,070 

66.56 

98.1 

(80  to  $180 

Under  $2 
$2  to  $4 
$4  to  |6 

$6  t  over 

8 
12 
S 

6 

55,117 
161.063 
67,483 
80,013 

38,388 
109.697 
41,854 
52,137 

69.64 

68.11 
62.02 
65.16 

^= 

102.6 
100.4 
91.4 
96.0 

98.9 

Total 
(Average  ) 

14 

717,619 

481,601 

67.11 

4160  &  orer 

Under  $2 
|2  to  $4 
*4  to  |6 

$5  4  over 

3 
3 
3 
S 

145,756 
63,237 
110,409 
393,217 

118,089 
38,910 
57,148 
£67,454 

81.02 
57.02 
61.76 
63.02 

119.4 
84.0 
76.3 

100.2 

Average  $67.87 
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close  of  1919  and,  further,  by  their 
fixture  investment  per  $100  of  total 
net  sales.  Two  methods  of  measuring 
wages  and  salaries  are  used:  first,  in 
terms  of  sales,  and  second,  in  terms 
of  sales  per  stock  turnover.  This 
table  merits  consideration.  It  should 
be  remembered  that  the  larger  the 
store,  generally  speaking,  the  smaller 
the  inventory  and  the  larger  the  stock 
turnover.  Keeping  this  fact  in  mind, 
the  attention  of  the  reader  is  called 
to  the  details  of  the  table. 

For  stores  which  had  inventories  at 
the  close  of  1919  of  less  than  $20  per 
$100  of  total  net  sales,  it  cost  in  wages 
and  salaries  $5.64  to  sell  $100  worth 
of  goods.  For  those  that  had  inven- 
tories of  $20  to  $40,  it  cost  $7.05,  and 
for  those  that  had  inventories  of  $40 
and  over,  the  amount  was  $6.07. 
Within  each  group  of  stores  having 
these  inventories,  the  table  also  shows 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  for  stores 
having  different  fixture  investments 
in  relation  to  their  sales.  When  the 
stores  are  classified  in  this  form,  there 
is  a  general  but  not  uninterrupted 
tendency  for  the  amounts  to  increase 
with  the  fixture  investments.  The  ir- 
regularity may  be  due  to  the  size  of 
the  store,  the  rapidity  of  the  stock 
turnover,  and  the  widths  of  the  groups 
used  in  the  classification  of  the  inven- 
tories. The  actual  amounts,  how- 
ever, are  of  interest  in  spite  of  the 
fact  that  they  do  not  regularly  in- 
crease. 

Table  202  also  contains  the  amounts 
of  wages  and  salaries  expressed  in 
terms  of  sales  per  stock  turnover.  As 


the  business  of  these  282  stores  is 
transacted,  it  costs  $6.67  in  wages 
and  salaries  to  sell  $100  worth  of 
goods.  When  the  amount  is  divided 
by  the  average  turnover,  it  becomes 
$3.03.  As  the  inventories  increase, 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  per  stock  turn- 
over also  increase.  The  average 
amount  for  the  stores  having  inven- 
tories of  less  than  $20  per  $100  of 
total  net  sales  is  $1.28  and  for  those 
with  inventories  of  $40  and  over  per 
$100  of  total  net  sales,  $4.34.  For  the 
group  of  stores  with  inventories  of 
less  than  $20  per  $100  of  total  net 
sales,  the  data  are  inadequate  to  an- 
swer the  question  whether  wages  and 
salaries  per  $100  of  total  net  sales 
per  stock  turnover  increase  or  de- 
crease with  the  amount  invested  in 
fixtures  per  $100  of  total  net  sales. 
For  the  other  two  groups  of  stores, 
when  classified  by  inventories,  the 
data  reveal  a  general  tendency  for 
the  amounts  to  increase  as  the  invest- 
ments in  fixtures  increase.  That  is, 
for  stores  with  a  given  amount  of  in- 
ventory, it  costs  more  in  wages  and 
salaries  per  $100  of  total  net  sales  per 
stock  turnover  to  sell  a  given  amount 
of  goods  when  fixture  investments  are 
large  in  relation  to  sales,  than  when 
they  are  small. 

The  significance  of  Table  202  to  the  \ 
merchant  is  clear  in  certain  respects. 
It  indicates  the  value  of  low  inven- 
tories and  high  turnover  as  a  means 
of  reducing  the  cost  of  wages  and  sal- 
aries in  relation  to  sales.  Moreover, 
it  also  emphasizes  the  fact  that  wages 
and  salaries  are  relatively  low  in 
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TABLE  201 


TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER   $100   OP   SELLING  EXPENSE,   FOR   135   STORES   CLASSIFIED   BY   SIZE 

AND    BY    AMOUNT    OF    FIXTURE    ACCOUNT    PER    $100    OF 

TOTAL  NET   SALES,    1914 


Classified 
Total 
lot  Sales 
(In  OOO'») 

ABomt  of 
Fixture  Account 
'  p«r  $100  of 
Total  Bet  Sale* 

Itobor 
of 
Storea 

Total 
Selling 
Expense 

Total 
Wages  i 
Salaries 

Hagea  and  Salaries  per  $100  of 
Selling  Sxpance 

Aaount 

Per  Cent. 

Graphic 
0     20     40      60     80  100   120 

Actual 

Total 
(Average) 

Total 
(Average) 

135 

$962,428 

$655,576 

$65.85 

100.0 

95.2 
107.0 
89.9 
102.0 

Cnder  |2 
*2  to  $4 
$4  to  $6 

$6  k  over 

14 
35 

29 
67 

52,942 
186,673 
204,324 
518,489 

35,166 
121,458 
120,938 
348,012 

62.65 
70.42 
59.19 
67.12 

Older  $40 

Total 
(Arertigo  ) 

65 

146,398 

105,370 

70.61 

107.3 

115.4 
107.9 
105.5 
106.8 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  8c  over 

8 
16 
13 
86 

12,564 
56,413 

26,849 
70,572 

9,542 
25,860 
18,609 
49,359 

75.95 
71.02 
69.31 
69.94 

Total 
(Are  rage) 

45 

277,396 

191,060 

68.68 

104.6 

= 

$40  to  $60 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  i  over 

4 
IS 
8 
20 

15,065 
74,368 
49,140 
138,822 

10,728 
51,828 
27,106 
101,398 

71.21 
69.69 
55.16 

78.04 

108.2 
105.9 
83.8 
111.0 

Total 

(Average) 

22 

302,620 

195,723 

64.68 

98.3 

480  to  $130 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  &  over 

2 
6 
7 
7 

25,313 

75,892 
110,375 
91,040 

12,898 
53,770 
65,723 
63,352 

50.95 
70.85 
59.55 
69.57 

= 

77.4 
1O7.6 
90.5 
105.7 

Total 
(Average  ) 

5 

236,015 

143,423 

60.77 

92.3 

80.4 
95.3 

$180  &  over 

Under  $2 
$2   to  $4 
$4  tc  $6 

J6  i  over 

1 

4 

17,960 
218,  055 

9,500 
135,923 

52.90 
61.42 



$65.89 
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TABLE  202 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURN- 
OVER,  FOR   STORES   CLASSIFIED   BY   AMOUNT    OF   INVENTORY   PER   $100    OF 
TOTAL    NET    SALES    AND    BY    AMOUNT    OF    FIXTURE    ACCOUNT 
PER  $100   OF  TOTAL  NET   SALES,    1919 


ffagaa  «nd  SU«rlai  par  $100  or  Total  Bat  Stlai 
par  Stock  Tonovar 


Arang*  t3.03 


terms  of  sales  per  stock  turnover  when 
fixture  investments  in  relation  to 
sales  are  kept  at  a  minimum. 

D. — Summary. 

(1).  For  stores  of  a  given  size  and 
with  a  given  amount  invested 
in  fixtures  per  $100  of  total 
net  sales,  the  amounts  of 
wages  and  salaries  per  $100  of 
total  net  sales  tend  generally 
to  decrease  from  year  to  year. 
The  direction  of  change  is  un- 


certain for  wages  and  salaries 
per  $100  of  selling  expense. 

(2).  When  the  stores  are  classified 
by  size,  the  amounts  of  wages 
and  salaries  per  $100  of  total 
net  sales  tend  to  increase  as 
the  amounts  of  investment  in 
fixtures  per  $100  of  total  net 
sales  increase. 

(3).  When  stores  are  classified  by 
size,  the  amounts  of  wages 
and  salaries  per  $100  of  sell- 
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ing  expense  tend  neither  to 
increase  nor  to  decrease  as  the 
investments  in  fixtures  in 
terms  of  sales  increase. 

(4).  For  stores  with  a  given 
amount  of  inventory  per  $100 
of  total  net  sales,  the  amounts 
of  wages  and  salaries  in 
terms  of  sales  alone,  increase 
as  the  investments  in  fixtures 
in  terms  of  sales  increase. 
Moreover,  the  amounts  of 
wages  and  salaries  per  $100 
of  total  net  sales  per  stock 
turnover  increase  as  the  fix- 
ture investments  in  terms  of 
sales  increase. 

(3) — YEARLY  AMOUNTS  OF  WAGES  AND 
SALARIES  IX  RELATION  TO  INVEST- 
MENTS IN  FIXTURES  PER  100 
SQUARE  FEET  OF  FLOOR  SPACE. 

In  the  foregoing  discussion,  stores 
lave  been  classified  by  the  amounts 
invested  in  fixtures  per  $100  of  total 
net  sales.  In  this  section  the  stores 
are  classified  by  the  amounts  invested 
in  fixtures  per  100  square  feet  of  floor 
space. 

A. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  by 
Size,  1919. 

The  records  of  303  stores  are  avail- 
able for  study  in  order  to  determine 
the  amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  and  per  $100 
of  total  net  sales  for  the  amounts  sold 
per  square  foot  of  floor  space  for 


stores  classified  by  size  and  by  the 
amounts  invested  in  fixtures  per  100 
square  feet  of  floor  space.  The  clas- 
sification of  stores  in  this  form  is  con- 
tained in  Table  203. 

For  stores  of  the  same  size,  but  with 
varying  amounts  of  fixture  invest- 
ments in  relation  to  floor  space,  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  on  the  whole 
tend  to  increase  with  the  investment 
in  fixtures  measured  in  this  form. 
There  are  exceptions  to  this  rule,  but 
on  the  whole  the  same  tendency  which 
was  encountered  for  selling  expense 
obtains  for  wages  and  salaries.  When 
the  amounts  of  wages  and  salaries, 
however,  are  expressed  in  terms  of 
sales  for  the  amount  sold  per  square 
foot  of  floor  space,  they  decrease  gen- 
erally with  the  investment  in  fixtures 
per  100  square  feet  of  floor  space. 
That  is,  the  high  cost  in  wages  and 
salaries  in  relation  to  sales  which  ac- 
companies large  investment  in  fix- 
tures per  unit  of  floor  space  are  com- 
pensated for  by  the  amounts  sold. 
The  disadvantage  which  accrues  to 
the  stores  with  large  fixture  invest- 
ments is  in  fact  an  advantage  in  terms 
of  the  use  to  which  the  space  is  put. 
In  view  of  the  discussion  of  selling 
expense,  pages  164  to  170,  it  is  un- 
necessary further  to  consider  wages 
and  salaries  for  stores  classified  in 
this  form. 

In  Table  204  the  amounts  of  sales 
for  each  $100  of  wages  and  salaries 
paid  are  shown  for  stores  classified  as 
in  Table  203.  As  the  stores  increase 
in  size,  relatively  smaller  sales  are 
secured  for  a  given  amount  of  wages 
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TABLE  203 


AMOUNT   OF   WAGES   AND   SALARIES   PER   $100   OF   TOTAL   NET    SALES   PER   SALES   PER 

SQUARE  FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE   ACCOUNT   PER    100    SQUARE    FEET   OF    FLOOR   SPACE,    1919 


Average  $O.26 

*FuU  length  not  chorn 


and  salaries  paid.  Moreover,  for 
stores  of  the  same  size,  but  with  dif- 
ferent investments  in  fixtures  in  re- 
lation to  floor  space,  the  amounts  of 
sales  secured  for  each  $100  of  wages 
and  salaries  decrease  as  the  fixture 
investments  increase.  The  amounts 


secured  for  a  given  wage  payment  are 
shown  in  Table  204,  and  the  relation- 
ship obtaining  between  them  may  be 
observed  by  consulting  the  graphic 
part  of  the  table. 

In  Table  205  the  amounts  of  wages 
and  salaries  are  expressed,  first,  in 
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terms  of  selling  expense,  and  second, 
in  terms  of  selling  expense  for  the 
amounts  sold  per  square  foot  of  floor 
space.*  The  basis  of  classification  for 
the  stores  is  the  same  as  in  Tables  203 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  26. 


and  204.  Moreover,  the  same  stores 
are  used  for  purposes  of  analysis. 
"Within  each  group,  when  classified  by 
size,  the  details  show  that  there  is  no 
general  tendency  for  the  amounts 
either  to  increase  or  to  decrease  as 
the  fixture  investments  in  relation  to 


TABLE  204 

WAGES  AND  SALARIES,  TOTAL  NET  SALES,  AND  AMOUNT  OP  TOTAL  NET  SALES  PER  $100 

OF   WAGES   AND   SALARIES,    FOR   STORES   CLASSIFIED   BY    SIZE    AND   BY   AMOUNT 

OF   FIXTURE   ACCOUNT    PER   100    SQUARE    FEET   OF   FLOOR   SPACE,    1919 


A»er»eo  » 1,5*9 
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TABLE  205 

AMOUNT   OF   WAGES   AND   SALARIES   PER   $100   OF    SELLING   EXPENSE   PER    SALES   PER 

SQUARE  FOOT  OF  FLOOR  SPACE,  FOR  STORES  CLASSIFIED  BY  SIZE  AND 

BY  AMOUNT  OF  FIXTURE  ACCOUNT  PER  100  SQUARE 

FEET  OF  FLOOR  SPACE,  1919 


v.agos  and  Salaries  per  JlOO  of  Soiling  Expeiuo 
per  Sales  per  Square  Foot  of  Floor  Space 


Average  &SS.8S 


ATerag.  »2.5» 


*Full  laagtb  not  shoot 


floor  space  increase.  The  actual 
amounts,  however,  are  of  interest  be- 
cause they  establish  the  average  con- 
ditions existing  for  1919  for  these 
groups  of  stores.  When  wages  and 
salaries  in  their  relation  to  selling  ex- 
pense are  determined  for  the  amounts 
sold  per  square  foot  of  floor  space, 
they  decrease  as  the  amounts  invested 


in  fixtures  increase.  There  are  certain 
exceptions  to  this  rule,  but  on  the 
whole  it  obtains  with  rather  more 
striking  regularity  than  might  be  ex- 
pected. The  actual  amounts  and  their 
relation  to  each  other  for  the  stores 
as  classified  may  be  seen  by  consult- 
ing the  table. 
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B. — Summary. 

(1).  Wages  and  salaries  in  terms 
of  sales  alone  are  relatively 
high  for  stores  having  large 
investments  in  fixtures  per 
100  square  feet  of  fioor  space. 

(2).  The  amounts  are  relatively 
low,  however,  when  they  are 
expressed  in  terms  of  sales 
for  the  amounts  sold  per  unit 
of  floor  space. 

(3).  The  amounts  of  wages  and 
salaries  as  proportionate  parts 
of  selling  expense  tend  neither 
to  increase  nor  to  decrease 
generally  for  stores  with  in- 
creasing amounts  invested  in 
fixtures  per  unit  of  floor 
space. 

(4).  When  the  amounts  are  ex- 
pressed in  terms  of  selling  ex- 
pense for  the  amounts  sold  on 
each  unit  of  floor  space,  they 
decrease  as  fixture  investment, 
similarly  measured,  increase, 
thus  suggesting  the  practical 
conclusion  that  high  fixture 
investments  in  relation  to 
floor  space  operate  to  dimin- 
ish relatively  the  amounts 
which  wages  and  salaries  con- 
stitute of  total  selling  ex- 
pense. 

5.  YEARLY  AMOUNTS  OF  WA€ES  AND 
SALARIES  IN  RELATION  TO  EXPENDI- 
TURES FOR  ADVERTISING  FOR  STORES 
CLASSIFIED  BY  SIZE,  BY  LOCATION, 
AND  BY  RATES  OF  STOCK  TURN- 
OVER. 

The  order  of  the  discussion  of  the 
amounts  of  total  selling  expense,  for 


stores  classified  by  amounts  of  ad- 
vertising, is  followed  closely  in  the 
treatment  of  wages  and  salaries  per 
$100  of  total  net  sales  and  per  $100  of 
selling  expense  for  stores  similarly 
classified. 

A. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  by 
Size,  1919. 

In  the  analysis  of  the  amounts  of 
wages  and  salaries  per  $100  of  total 
net  sales  and  per  $100  of  selling  ex- 
pense, the  records  of  282  stores  for 
1919  are  available  for  study.  The 
stores  are  classified  by  size  and  by  the 
amounts  of  advertising  expenditure 
per  $100  of  total  net  sales. 

In  Table  206  the  amounts  are  ex- 
pressed first,  in  terms  of  sales,  and 
second,  in  terms  of  sales  per  stock 
turnover.*  For  the  282  stores  it  cost 
$6.67  in  wages  and  salaries  to  sell 
$100  worth  of  goods.  For  the  79 
stores  which  spent  in  advertising  less 
than  $1  per  $100  of  total  net  sales, 
the  corresponding  cost  was  $5.93. 
From  this  amount  as  a  minimum,  the 
costs  increase  to  $7.57  for  the  66 
stores  which  spent  between  $2  and  $3 
in  advertising  per  $100  of  total  net 
sales.  For  those  which  spent  more 
than  this  amount,  treated  as  a  total, 
the  cost  was  $6.61.  As  the  stores  in- 
crease in  size,  the  amounts  of  wages 
and  salaries  per  $100  of  total  net  sales 
increase.  This  condition  holds  not 
only  for  the  stores  treated  as  totals, 

*  The  method  by  which  this  unit  is  derived 
is  explained  on  page  4,  item  20. 
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but  for  stores  when  classified  by  the 
amounts  expended  for  advertising  per 
$100  of  total  net  sales.  The  increase 
in  the  latter  respect  is  in  some  in- 
stances irregular,  due  primarily  to 
the  small  number  of  stores  involved. 

When  the  amounts  of  wages  and 
salaries  for  the  stores  as  classified  are 
measured  in  terms  of  sales  per  stock 
turnover,  the  average  for  the  entire 
group  is  $3.03.  For  those  which  spent 
under  $1  in  advertising  per  $100  of 
total  net  sales,  it  is  $2.82,  and  from 
this  amount  as  a  minimum  the 
amounts  increase  to  $3.29  for  the  66 
stores  which  spent  in  advertising  per 
$100  of  total  net  sales,  between  $2 
and  $3.  For  those  that  spent  $3  and 
over,  the  corresponding  cost  is  $2.75. 
For  each  group  of  stores  classified  by 
size,  the  amounts  of  wages  and  sal- 
aries per  $100  of  total  net  sales  per 
stock  turnover  increase  as  the  amounts 
spent  in  advertising  per  $100  of  total 
net  sales  increase.  There  are  some 
exceptions  to  this  rule,  however,  the 
size  and  nature  being  shown  in  actual 
amounts  and  in  graphic  form  in  the 
columns  of  the  table  under  this  cap- 
tion. 

Attention  has  already  been  called 
to  the  fact  that  wages  and  salaries  per 
$100  of  total  net  sales  per  stock  turn- 
over increase  as  stores  increase  in 
size  for  the  stores  selling  less  than 
$180,000  annually,  and  decrease  for 
those  selling  in  excess  of  $180,000.  It 
is  unnecessary  from  this  point  of  view 
to  discuss  Table  206. 

In  Table  207  the  same  282  stores 
are  classified  as  in  Table  206,  but  the 
amounts  of  wages  and  salaries  are  ex- 


pressed in  terms,  first,  of  selling  ex- 
pense, and  second,  in  terms  of  selling- 
expense  per  stock  turnover.  For  the 
entire  group  treated  as  a  whole,  wages 
and  salaries  constitute  $65.67,  or 
roughly  two-thirds  of  each  $100  of 
selling  expense.  As  the  stores  in- 
crease in  size  the  amounts  decrease, 
the  range  being  from  $71.92  for  stores 
with  sales  of  $40,000  to  $80,000  to 
$62.93  for  stores  with  sales  of  $180,- 
000  and  over.  Within  each  group  of 
stores  and  for  the  total,  the  amounts 
spent  for  wages  and  salaries,  meas- 
ured in  terms  of  selling  expense,  de- 
crease as  the  amounts  of  expenditure 
for  advertising  in  terms  of  sales  in- 
crease. This  condition  is  to  be  ex- 
pected in  view  of  the  fact  that  wages 
and  salaries  and  advertising,  com- 
bined, constitute,  on  the  average,  ap- 
proximately 88  per  cent,  of  selling  ex- 
pense. It  will  be  noted,  however,  that 
the  amounts  of  advertising  are  ex- 
pressed in  sales,  while  wages  and 
salaries  are  measured  in  terms  of  sell- 
ing expense.  It  is  unnecessary  to  in- 
dicate the  actual  amounts  for  each 
group  of  stores  in  view  of  the  fact 
that  these  are  set  out  both  in  tabular 
and  in  graphic  form  in  Table  207. 

Wages  and  salaries  are  also  ex- 
pressed in  Table  207  in  terms  of  $100 
of  selling  expense  per  stock  turnover. 
As  stores  increase  in  size,  the  amounts 
decrease  from  $47.39  as  a  maximum 
for  stores  with  sales  less  than  $40,000, 
to  $22.48  for  those  with  sales  of  $180,- 
000  and  over.  The  decrease  is  much 
more  noticeable  when  wages  and  sal- 
aries are  expressed  in  this  form  than 
when  measured  in  terms  of  selling 
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TABLE  206 


AMOUNT  OP  WAGES  AND  SALARIES  PER  $100  OP  TOTAL  NET  SALES  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  ADVER- 
TISING  PER    $100    OF    TOTAL    NET    SALES,    1919 


expense  alone.  This,  of  course,  fol- 
lows as  a  result  of  the  increased  rates 
at  which  stocks  are  turned  as  stores 
increase  in  size. 

Tables  206  and  207  should  be  inter- 
preted with  the  following  facts  in 
mind:  First,  the  amounts  of  wages 


ATeragn  $6.67  Ar-raga  |3.03 

Vull  length  not  shcra 

and  salaries  per  $100  of  total  net 
sales  increase  as  stores  increase  in 
size.  Second,  wages  and  salaries  per 
$100  of  selling  expense  decrease  as 
stores  increase  in  size.  Third,  amounts 
of  advertising  per  $100  of  total  net 
sales  increase  as  stores  increase  in 
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size.  Fourth,  the  rates  at  which  stock 
is  turned  increase  with  the  increased 
size  of  stores.  The  figures  in  these 
tables  constitute  standards  or  norms 
of  expense  distribution  for  the  stores 
considered,  and  are  of  value  to  mer- 
chants in  measuring  the  relative  po- 
sitions of  their  own  stores  when  clas- 
sified in  the  form  used. 


B. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling  Ex- 
pense, for  Stores  Classified  by 
Size  of  City  in  Which  Located* 
1919. 

In  Tables  208  and  209,  the  same 
282  stores  which  are  used  in  Tables 

*  Population  figures  are  for  1920. 


TABLE  207 

WAGES   AND   SALARIES   PER   $100    OF   SELLING   EXPENSE   PER   STOCK   TURNOVER,    FOB 

STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  ADVERTISING 

PER  $100  OF  TOTAL  NET  SALES,  1919 


Classified 

Total 
Kat  Sale« 
(In  OOO'i) 


Amount  of 

Advertising 

per  (100  o? 

total 

»»t  Sals* 


Graphic  |Actual 

0  20  40  60  80  100  120  140 


OrapMo  j 

0  20  40  60  SO  100  120  140  160  180  200 


ctaer  $40 


|40  to  $80 


$80  to  $180 


$180  t  ovor 


total 


(Av 


Ooder  $1 
$1  to  $2 
$2  to  $3 
$3  *  over 


Under  $1 
$1  to  $2 
$2  to  $3 
$S  &  over 


DrxJw  $1 
$1  to  $8 

$2  to  $S 
$3  &  over 


Under  $1 
tl  to  $2 
$2  to$S 
$3  &  over 


Under  $1 
$1  to  $2 
$2  to  $5 
$3  k  ovor 


$66.67 


100.0 


127.7 
110.3 
99.2 
81.  5 


108.2 


115.1 
115.3 
46.8 
71.8 


109.5 


120.8 
109.1 
100.4 
98.6 


102.7 


$29.85 


39.94 
36.21 
38.33 
22.30 


47.39 


44.43 
58.24 
13.36 
36.25 


39.96 


44.09 
42.14 
36.62 
38.08 


100.0 

',: 

133.8 
121.3 

04.9 
74.7 

!• 

1S8.8 

149.0 
19S.1 
44.8 
121.4 

1S3.0 

!•• 

147.7 
141.2 
122.7 
127.6 

118.9 

t 

135.8 
120.1 
109.8 
105.9 


75.3 

== 

93.2 
94.7 

82.6 
62.1 


Average  465^67 


Average  $29.85 
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206  and  207  are  classified,  irrespective 
of  size,  by  location  and  by  the 
amounts  spent  for  advertising  per 
$100  of  total  net  sales.  A  moment's 
consideration  of  them  is  of  interest. 
As  shown  in  Table  208,  it  cost  on  the 
average  in  wages  and  salaries  $6.12 
to  sell  $100  -worth  of  goods  in  the 
stores  in  small  cities.  For  the  78 
stores  in  the  large  cities,  the  corre- 
sponding cost  was  $7.17.  For  the 
stores  in  the  small  cities  the  amounts 
increase  as  the  amounts  spent  for 
advertising  per  $100  of  total  net  sales 
increase.  Regularity  of  change,  how- 
ever, for  the  stores  in  the  large  cities 
does  not  hold.  "SVhen  stores  in  the 


two  locations  having  the  same  amount 
of  expenditure  for  advertising  per 
$100  of  total  net  sales  are  compared, 
the  amounts,  in  every  case  except  one, 
are  lower  for  the  stores  in  the  small 
than  for  those  in  the  large  cities. 
It  will  be  remembered,  however,  in 
comparing  these  figures  that  store- 
size  is  ignored.  It  cannot,  however, 
be  forgotten  in  assigning  significance 
to  this  fact.  On  the  whole,  the  stores 
in  the  small,  are  smaller  on  the  aver- 
age than  those  in  the  large  cities,  and 
undoubtedly  this  explains  in  part  the 
difference  in  the  amounts  of  wages 
and  salaries  per  $100  of  total  net 
sales. 


TABLE  208 

AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OF  TOTAL  NET   SALES  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY   SIZE  OF   CITY  AND  BY  AMOUNT  OF 
ADVERTISING  PER   $100   OF   TOTAL  NET   SALES,    1919 


Uagea  and  Salaries  per  viOO  of  Total  Bet  Sales 
per  btocli  T>»rnovcr 


ATerage  J6.67 


$3.03 
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TABLE  209 


AMOUNT  OF  WAGES  AND  SALARIES  PER  $100  OP  SELLING  EXPENSE  PER  STOCK  TURN- 
OVER, FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY  AMOUNT  OF 
ADVERTISING  PER   $100   OF  TOTAL  NET   SALES,   1919 


Wages  and  Sa\arl«a  per  $100  of  Selll 
per  Stock  Turnover 


Average  $65.67 


Average  »29^6 


When  wages  and  salaries  are  ex- 
pressed in  terms  of  sales  per  stock 
turnover,  as  in  Table  208,  the  average 
cost  is  higher  for  the  204  stores  in 
the  small  than  for  the  78  in  the  large 
cities.  Moreover,  the  same  condition 
holds  for  three  of  the  four  groups  of 
stores  differently  located,  but  with 
similar  expenditures  for  advertising 
per  $100  of  total  net  sales.  This  fact 
is  undoubtedly  attributable  in  large 
part  to  the  more  rapid  turns  which 
characterize  the  stores  in  the  large 
cities.  The  figures  are  submitted  for 
what  they  are  worth  as  showing  the 
conditions  which  obtain.  They  must, 
however,  be  interpreted  in  the  light 


of  the  conditions  named  for  Tables 
206  and  207. 

In  Table  209,  wages  and  salaries 
are  expressed  in  terms  of  selling  ex- 
pense for  the  282  stores  classified  as 
in  Table  208.  For  the  204  stores 
located  in  the  small  cities,  wages  and 
salaries  constituted  $71.09  of  every 
$100  of  selling  expense;  for  the  78 
stores  in  the  large  cities  the  amount 
was  $62.03.  That  is,  wages  and  sal- 
aries are  a  relatively  smaller  propor- 
tion of  selling  expense  for  stores  in 
large  than  for  stores  in  the  small 
cities.  When  stores  of  different  loca- 
tion, but  with  the  same  expenditures 
for  advertising  per  $100  of  total  net 
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sales,  are  compared,  the  amounts  are 
lower  for  two  and  higher  for  two 
groups  of  stores  located  in  the  small 
than  for  those  located  in  the  large 
cities.  The  average  for  the  entire 
group,  therefore,  must  be  considered 
in  the  light  of  these  divergent  ten- 
dencies. The  size  of  stores  is  un- 
doubtedly of  significance  in  determin- 
ing the  actual  amounts  involved. 

"When  wages  and  salaries  are  ex- 
pressed in  terms  of  selling  expense 
per  stock  turnover,  the  averages  for 
the  stores  in  the  two  city-groups  are 
not  only  lower  than  when  they  are 
expressed  in  selling  expense  alone, 
but  are  in  the  inverse  order  so  far  as 
size  is  concerned.  The  amount  for 
the  204  stores  in  the  small  cities  is 
$37.42,  and  for  the  78  in  the  large 
cities,  $23.86.  Moreover,  the  amounts 
are  larger  for  the  stores  in  the  small 
cities  than  for  those  in  the  large  cities 
when  classified  by  expenditures  for 
advertising  per  $100  of  total  net  sales. 
This  condition  is  due  not  so  much  to 
the  absolute  difference  in  wages  and 
salaries  as  a  part  of  selling  expense, 
as  to  the  relative  rapidity  with  which 
stock  is  turned  in  stores  with  different 
locations.  Here  again  the  actual 
amounts  are  of  interest  inasmuch  as 
they  constitute  the  norms  of  expense 
distribution  found  in  these  stores. 

C. — Yearly  Amounts  of  Wages  and 
Salaries  per  $100  of  Total  Net 
Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  by 
Bates  of  Stock  Turnover,  1919. 

In  Tables  210  and  211,  respectively, 
wages  and  salaries  are  expressed  in 


terms  of  sales  and  of  selling  expense 
for  stores  classified  by  rates  of  stock 
turnover  and  by  expenditures  for 
advertising  per  $100  of  total  net  sales. 
The  body  of  Table  210  is  of  interest. 
For  the  145  stores  that  turned  their 
stock  less  than  twice,  it  cost  in  wages 
and  salaries  $6.54  to  sell  $100  worth 
of  goods.  For  those  which  turned 
their  stock  between  two  and  three 
times,  and  three  times  and  over, 
the  corresponding  costs,  respectively, 
were  $6.84  and  $6.51.  That  is,  the 
average  amount  was  highest  for  the 
stores  turning  their  stock  between 
two  and  three  times.  For  the  other 
tvro  groups  the  amounts  are  essen- 
tially constant. 

Interest  in  the  table  lies  quite  as 
much  in  the  amounts  spent  for  adver- 
tising as  in  the  rates  at  which  stock 
is  turned  in  1919.  The  order  of  the 
table  makes  it  possible  to  compare  the 
amounts  of  wages  and  salaries  per 
$100  of  total  net  sales  for  stores  hav- 
ing given  rates  of  stock  turnover,  but 
with  different  amounts  spent  for 
advertising  per  $100  of  total  net  sales. 
"Without  specifying  in  detail  each  of 
the  various  average  amounts,  it  is  of 
interest  to  observe  that  the  amounts 
of  wages  and  salaries  per  $100  of 
total  net  sales  increase  with  the  ex- 
penditures for  advertising  per  $100 
of  total  net  sales  for  the  stores  which 
turned  their  stock  less  than  two  times. 
A  corresponding  increase,  except  for 
one  group  of  stores,  also  holds  for 
those  which  turned  their  stock  be- 
tween two  and  three  times.  For  the 
37  stores  with  stock  turnover  rates  of 
three  and  over,  the  amounts  are  ir- 
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regular  and  the  direction  of  change 
uncertain. 

In  interpreting  Table  210,  it  should 
be  remembered  that  store-size,  as 
such,  is  not  used  as  a  basis  of  classi- 
fication, although  generally  it  may  be 
said  that  the  more  rapidly  stocks  are 


turned  and  the  greater  the  amounts 
spent  for  advertising  in  relation  to 
sales,  the  larger  the  store.  Accord- 
ingly, the  tendency  for  the  amounts 
of  wages  and  salaries  per  $100  of 
total  net  sales  generally  to  increase 
with  expenditures  for  advertising  in 


TABLE  210 

TOTAL  NET  SALES,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES  PER 

$100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  RATES  OF  STOCK 

TURNOVER   AND   BY    AMOUNT   OF   ADVERTISING   PER   $100 

OF   TOTAL   NET   SALES,    1919 


Rstee  of 

Stock 
Turnover 


Amount  of 

Advertising 

par  *100  of 

Total 

Bet  Sale* 


SuBbep 
of 

Stores 


Total 
Hot  Salea 


Total 
Wages  i 
Salaries 


Per  Cent. 


Oraphle  I  Actual 

0      20      40      60      80   100  120 


(Av&rage) 


Under  2 


8  toft 


fc  over 


Total 
(Average) 


$15,563,014 


$2,371,762 


*6.67 


Under  tl 
$1  to  *2 
*2  to  to 
fs  &  over 


79 

100 

66 

37 


6,955,846 

9,843,487 

11,364,997 

8,399,384 


353,380 
602,877 
860,553 
554,952 


Total 
(Average) 


145 


11,611,884 


759,775 


Undar  tl 
tl  to  f« 
$2  to  f  3 
$3  as  over 


56 
29 
17 


2,705,695 
4,040,683 
3,267,234 
1,598,272 


156,834 
258,437 
221,601 
122,903 


Total 
(Average) 


100 


15,987,018 


1,093,660 


Under  |l 
f  1  to  *2 
f  2  to  |3 

$3  fc  over 


22 
37 
29 
15 


It  465, 134 
4,277,216 
5,341,954 
4,902,714 


82,210 
281,771 
424,271 
305,408 


Total 
(Average ) 


7,964,112 


518,327 


Under  $1 
fl  to  |2 
|2  to  |3 
fS  &  over 


13 


11 
5 


1,784,417 
1,525,583 
2,755,809 
1,898,298 


114,336 

62,669 

214,681 

126,641 


5.93 
6.12 
7.57 
6.61 


6.54 


5.80 
6.40 
6.73 
7.69 


6.84 


5.61 
6.59 
7.94 
6.2S 


6.51 


6.41 
4.11 
7.79 
6.67 


100.0 


88.9 

91.8 

113.5 

99.1 


98.1 


87.0 

96.0 

101.6 

115.3 


102.5 


84.1 

98.3 

119.0 

93.4 


97.6 


96.1 

61.6 

116.8 

100.0 


Average  $6.67 
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TABLE  211 

TOTAL  SELLING  EXPENSE,  WAGES  AND  SALARIES,  AND  AMOUNT  OF  WAGES  AND  SALARIES 

PER    $100    OF    SELLING    EXPENSE,    FOR    STORES    CLASSIFIED    BY    RATES 

OF   STOCK  TURNOVER   AND    BY    AMOUNT   OF   ADVERTISING 

PER     $100     OF     TOTAL-    NET     SALES,     1919 


Ratal  of 

Stock 
Turnover 


Of 

Advertising 
per  $100  of 

Total 
Kat  Sales 


Ember 

of 
Stores 


Total 
Selling 
Expanse 


Total 
Tagea  * 
Salaries 


(ages  a^d  Salaries  per  $10O  of 
Selling  Expense 


Per  Cent. 


0  20  40  60  80  100  120  140 


Total 
(Average) 


Under  2 


2  to  S 


S  k  over 


Total 
(Average  ) 


282 


$3,611,688 


*2,S71,762 


T6S.67 


Under  $1 
*1  to  |2 
$2  to  *3 

$3  4  over 


79 

100 

66 

37 


421,324 

832,475 

1,320,718 

1,037,171 


353,380 

602,877 
860,553 
554,952 


Total 

(Average) 


1,103,147 


759,775 


Dnder  |l 
*1  to  \Z 

*2  to  *3 
$3  fc  over 


65 

29 

17 


190,347 
345,623 
'356,165 

211,012 


156,834 
258,437 
221,601 
122,903 


'   Total 
(Average  ) 


100 


1,694,931 


1,093,660 


Under  $1 
*1  to  |2 
|2  to  *3 
$3  &  over 


22 
37 
26 
IS 


99,888 
387,951 
629,697 
577,095 


82,210 
281,771 
424,271 
305,408 


Total 
(Average) 


87 


813,910 


518,327 


Under  f  1 

n  to  12 

*2  to  $3 

$J  &  over 


19 

8 

U 

5 


131,089 

96,901 

334,856 

249,064 


114,336 

62,669 

214,681 

126,641 


100.0 

127.7 

110.9 

99.3 

81.5 

104.9 


125.5 

113.9 

94.7 

88.7 


98.3 

125.5 

110.9 

102.6 

80.6 


97.0 


152.8 
96.5 
97.6 
77.4 


Average  |€5.67 


terms  of  sales  is  explained  in  part  by 
the  size  of  1iie  stores.  In  spite  of  this 
limitation  of  the  data,  the  actual 
amounts  are  of  interest  in  themselves. 
In  Table  211  the  basis  of  classifica- 
tion is  the  same  as  in  Table  210,  the 
amounts  of  wages  and  salaries,  how- 


ever, being  expressed  in  terms  of 
selling  expense.  For  the  stores  which 
turned  their  stock  less  than  twice,  the 
amount  which  wages  and  salaries  con- 
stitute of  every  $100  of  selling  ex- 
pense is  $68.87.  The  corresponding 
amounts  for  those  which  turned  their 
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stock  between  two  and  three  times, 
and  three  times  and  over,  are  $64.54 
and  $63.68,  respectively.  That  is,  the 
amounts  decrease  as  the  rates  of 
stock  turnover  increase. 

For  each  group  of  stores  classified 
by  rates  of  stock  turnover,  the  details 
of  the  table  make  it  possible  to  com- 
pare the  amounts  of  wages  and  sal- 
aries per  $100  of  selling  expense  for 
stores  spending  different  amounts  for 
advertising  in  relation  to  sales.  The 
basis  of  classification  of  wages  and 
salaries  is  the  relation  which  they 
bear  to  selling  expense,  while  that  of 
advertising  is  the  relation  which  it 
bears  to  sales.  Advertising,  however, 
constitutes  a  part  of  selling  expense 
as  do  also  wages  and  salaries.  Ac- 
cordingly, with  this  form  of  classi- 
fication, it  is  to  be  expected  that  the 
amounts  of  wages  and  salaries  per 
$100  of  selling  expense  will  decrease 
with  the  increase  in  advertising  ex- 
penditure per  $100  of  total  net  sales. 
Such  a  decrease  characterizes  each 
group  of  stores  when  classified  by 
rates  of  stock  turnover.  The  extreme 
differences  are  most  noticeable  in 
stores  which  turned  their  stock  most 
rapidly.  It  is  unnecessary  to  indicate 
for  each  group  of  stores  the  actual 
size  of  these  amounts  or  the  relative 
rates  at  which  they  decrease.  Such 
comparisons  may  be  made  by  the 
reader  if  he  is  interested. 

In  Tables  208  to  211,  inclusive, 
store  size  is  ignored  in  the  classifi- 
cation. The  data  should  be  inter- 
preted with  this  fact  in  mind,  inas- 
much as  the  amounts  of  wages  and 
salaries,  in  relation  to  selling  expense, 


seem  to  be  determined  by  the  size  of 
stores,  by  the  rates  at  which  stock  is 
turned,  and  by  the  amount  expended 
for  advertising  in  relation  to  sales. 

D. — Summary. 

(1).  The  amounts  of  wages  and 
salaries  per  $100  of  total  net 
sales  and  per  $100  of  total 
net  sales  per  stock  turnover, 
increase  as  the  expenditures 
for  advertising  in  terms  of 
sales  increase.  This  holds  for 
all  stores  and  for  stores  of  a 
given  size. 

(2).  For  stores  with  a  given 
amount  of  advertising  expen- 
diture in  terms  of  sales,  the 
amounts  of  wages  and  salaries, 
measured  in  terms  of  sales 
alone,  increase  as  stores  in- 
crease in  size.  The  amounts 
in  terms  of  both  sales  and 
stock  turnover  increase  with 
the  size  of  the  stores  for  those 
having  annual  sales  of  less 
than  $180,000,  and  decrease 
for  those  having  sales  in  ex- 
cess of  this  amount. 

(3).  The  amounts  of  wages  and 
salaries  per  $100  of  selling 
expense,  and  per  $100  of  sell- 
ing expense  per  stock  turn- 
over, decrease  as  the  amounts 
of  advertising  in  terms  of 
sales  increase,  and  also  as  the 
size  of  the  stores  increases. 

(4).  For  stores  with  a  given 
amount  of  advertising  expen- 
diture per  $100  of  total  net 
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sales,  wages  and  salaries  in 
terms  of  sales  alone  are  higher 
in  the  large  than  in  small 
cities,  while  in  terms  of  sales 
per  stock  turnover  they  are 
lower  in  large  than  in  small 
cities. 

(5).  For  stores  with  a  given 
amount  of  advertising  expen- 
diture per  $100  of  total  net 
sales,  the  proportions  of  sell- 
ing expense  attributable  to 
wages  and  salaries  tend  to  be 
neither  higher  nor  lower  in 
small  than  in  large  cities. 


The  amounts  of  wages  and 
salaries  per  $100  of  selling 
expense  per  stock  turnover 
are  higher  for  stores  in  the 
small  than  for  those  in  large 
cities. 

(6).  When  stores  are  classified  by 
rates  of  stock  turnover,  the 
amounts  of  wages  and  salaries, 
when  expressed  in  terms  of 
sales,  increase  and  in  terms  of 
selling  expense,  decrease  as 
the  amounts  of  advertising 
per  $100  of  total  net  sales 
increase. 
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V.    EXPENDITURES  FOE  ADVERTISING 


1. — EXPENDITURES  FOB  ADVERTISING 
FOR  STORES  CLASSIFIED  BY  YEARS, 
BY  SIZE  AND  BY  LOCATION. 

The  expression,  "expenditures  for 
advertising,"  includes  all  the  money 
spent  for  advertising,  as  such,  as  well 
as  the  salaries  of  window  trimmers 
and  advertising  men.  In  the  small 
stores  where  such  employees  do  not 
give  their  full  time  to  advertising  or 
to  window  trimming,  the  compensa- 
tion paid  to  them  is  included  in  wages 
and  salaries.  Moreover,  in  establish- 
ments having  window  trimmers  and 
advertising  men,  all  forms  of  com- 
pensation paid  to  them  are  included 
in  advertising  in  spite  of  the  fact  that 
occasionally  they  may  have  devoted 
part  of  their  time  to  selling.  In  inter- 
preting the  following  data,  these  facts 
should  be  kept  in  mind.  They  may 
help  to  explain  in  part  some  of  the 


differences  in  the  amounts  of  adver- 
tising expenditure  for  stores  of  dif- 
ferent size.* 

A. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  1919,  1918,  and  1914. 

The  records  of  154  identical  stores 
for  the  years  1919,  1918,  and  1914  are 
available  for  the  study  of  the  amounts 
of  expenditure  for  advertising  charge- 
able to  selling.  In  Table  212,  these 
amounts  are  expressed  in  terms  of 
sales.  For  the  three  years  combined, 
the  expenditure  for  advertising  per 
$100  of  total  net  sales  was  $2.30.  In 

*  It  should  be  noted  that  ' '  advertising ' ' 
aa  used  herein  differs  in  some  respects  from 
the  corresponding  item  in  the  Bureau 's 
study,  Costs,  Merchandising  Practices,  Ad- 
vertising, and  Sales  in  the  Retail  Distribu- 
tion of  Clothing,  Volume  V. 


TABLE  212 

TOTAL  NET  SALES,   ADVERTISING,   AND  AMOUNT   OF  ADVERTISING  PER   $100   OF  TOTAL 
NET    SALES,    FOR    154    IDENTICAL    STORES,    1919,    1918,    AND    1914 


Years 


Number 

of 

Store* 
years 


Total 
Net  Salea 


Total 
Advertising 


Advertising  per  $100  of  Total  Net  Salea 


Amount 


Per  Cent. 


Graphic  ,  Actuftl 

0     20     4O     60     80  100  ISO' 


Total 

(Aver ape) 


462 


144,855,499 


$1,050,669 


$2.3O 


1919 
1913 
1914 


154 
154 
154 


20,892,764 

14,714,515 

9,228,220 


463,940 
326,047 
240,682 


100.0 


96.5 

96.5 

113.5 


Average  $2.50 
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1914  the  corresponding  amount  was 
$2.61,  in  1918,  $2.22.  and  in  1919, 
$2.22.  That  is.  there  was  a  decrease 
between  1914  and  1918,  but  between 
1918  and  1919  the  amounts  remained 
constant. 

In  Table  213  the  amounts  of  adver- 
tising expenditures  per  store  and 
sales  per  store  are  set  out  for  154 
stores  so  as  to  show  relatively  the 
rates  at  which  both  items  increased 
in  1918  and  1919  as  compared  with 
1914.  The  table  also  shows  the  rela- 


age  increases  in  both  items  in  1918 
and  1919  over  1914.  Selling  expense 
increased  106  per  cent.,  and  advertis- 
ing expenditures,  92.8  per  cent.,  be- 
tween 1914  and  1919.  Smaller  in- 
creases in  both  elements  of  expense 
occurred  between  1914  and  1918. 
"When  the  amounts  of  advertising 
expenditure  are  expressed  per  $100 
of  selling  expense,  they  decreased 
10.8  per  cent,  between  1914  and  1918 
and  6.4  per  cent,  between  1914  and 
1919. 


TABLE  213 

AVERAGE  AMOUNT  AND  PER  CENT.  INCREASE  OR  DECREASE  OF  TOTAL  NET  SALES  AND 

ADVERTISING  PER  STORE.  AND  AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL 

NET    SALES.    FOR    154    IDENTICAL    STORES,    1919,    1918,    AND    1914 


1**Tt 

Anr»g*  fcmst  of  T««l  l«t  S*l«j  per  Star* 

lr*r*e*  ABoant  of  Ad**rtlilag 
pw  S-.;rs 

*•••>•  teapot  of  IdrerC'.Slng 
p»r  f  100  of  To  til  ••*  <•!•• 

— 

Per  Csr^t.    l^creue  CT*T  1914 

4KXBt 

9 

t*T  C«=t.    Ii.:r«*i»   :»-r   ::•'-< 

!•••• 

f*r  C«at.  *»muu  m*  1914 

MM* 

ar»;&lc 

?:    *c    ec    so  ix  uc  1+ 

•••• 

ir  »;.-.;: 
>     tt     43      60      93   1? 

MMfl 

iri;.-.: 
«O     4O     6C     SO  10O 

lilt 
MIS 

1914 

»U5,5t- 
95.S49 

•MM 

IMH 

I.11T 
1,S«3 

•M 
M.4 

JC.22 
t^> 

t.ei 

14.  J 
14.9 

=1 
=J 

5J.S 

^— 

— 

tive  decrease  in  the  advertising  ex- 
penditure in  relation  to  sales  in  1918 
and  1919  as  compared  with  1914.  For 
the  stores  in  question,  while  sales  in- 
creased 126.4  per  cent,  between  1914 
and  1919,  the  amounts  expended  for 
advertising  increased  in  the  same 
period  92.8  per  cent.  When  the  ad- 
vertising expenditures  are  expressed 
in  terms  of  sales,  the  amounts  in  1919 
and  1918  were  14.9  per  cent,  lower 
than  in  1914. 

Table  214  shows  the  amounts  of 
selling  expense  and  advertising  ex- 
penditure per  store  and  the  percent- 


From  Tables  212  to  214,  inclusive, 
it  may  be  concluded  as  follows :  First, 
advertising  expenditures  per  $100  of 
total  net  sales  for  stores,  irrespective 
of  size,  decreased  between  1914  and 
1918  and  remained  constant  between 
1918  and  1919  in  spite  of  the  fact  that 
both  sales  and  expenditures  for  ad- 
vertising per  store  increased  in  each 
of  the  years  as  compared  with  1914. 
Second,  expenditures  for  advertising 
per  $100  of  selling  expense  for  stores, 
irrespective  of  size,  decreased  between 
1914  and  1918,  and  increased  between 
1918  and  1919. 


307 


TABLE  214 


AVERAGE  AMOUNT  AND  PER  CENT.  INCREASE  OR  DECREASE  OF  SELLING  EXPENSE  AND 

ADVERTISING  PER  STORE,  AND  AVERAGE  AMOUNT  «OF  ADVERTISING  PER 

$100  OF  SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES, 

1919,  1918,  AND  1914 


tew* 

Ay«rvg«  Amount  of  Soiling  Bxpaua 
per  Store 

AT«r*gO  Amount  of  Advertising 
per  Stor* 

Aver 
per 

~e  Amount  of  Advertising 
{100  of  Selling  Expense 

far  Cant.  Inereue  ovar  1914 

— 

Far  Cent.  Increase  over  1914 

Aaount 

Per  Oant.  Do  crease  from  1914 

fmoatt* 

Ac  toil 

UTkphlC 

20  40  $0  80  100  120 

Actual 
( 

Graphic 
20  4O  60  80  IOC 

Actual 

Oraphlo 
20  40  60  80  100 

1819 
191* 
1914 

114,169 
10,452 

MM 

»J,01S 

2,117 

1,565 

92.6 
36.4 

$21.26 
20.26 
22.72 

6.4 

10.8 

D 
ID 

.   51.9 

— 

— 

B. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  for  Stores  in  1919, 1918, 
and  1914,  Classified  by  Size. 

In  Table  215,  stores  are  classified 
by  size  and  for  each  group  the  ex- 
penditures for  advertising  per  $100 
of  total  net  sales  are  shown  for  each 
of  the  different  years  under  consid- 
eration. The  total  section  of  this 
table  is  the  same  as  that  shown  in 
Table  212.  For  each  group  of  stores, 
when  classified  by  size,  the  amount  of 
expenditure  for  advertising  per  $100 
of  total  net  sales  was  less  in  1918  than 
in  1914,  and  in  each  group,  except 
that  which  includes  stores  with  an- 
nual sales  of  $180,000  and  over,  less 
in  1919  than  in  1918. 

In  Table  216  the  amounts  of  adver- 
tising expenditures  per  $100  of  sell- 
ing expense  are  shown  for  the  154 
stores  in  each  of  the  years  1914,  1918, 
and  1919,  as  classified  in  Table  215. 
For  the  entire  group,  these  expendi- 
tures decreased  between  1914  and 


1918,  and  increased  between  1918  and 

1919.  When  the  stores  are  classified 
by  size,  for  each  group  there  was  a 
decrease  in  the  amounts  between  1914 
and  1918.     Between  1918  and  1919 
the  amounts  increased  for  two  groups 
and    decreased    for    two    groups    of 
stores. 

C. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  for  Stores  in  1919, 1918, 
and  1914,  Classified  by  Size  of 
City  in  Which  Located* 

In  Table  217,  the  154  stores  are 
classified  by  the  size  of  the  city  in 
which  they  are  located,  two  size- 
groups  being  used  for  this  purpose. 
For  the  115  stores  located  in  the  small 
cities,  net  sales  per  store  were  109.4 
per  cent,  higher  and  expenditures  for 
advertising  per  store,  67.1  per  cent, 
higher  in  1919  than  in  1914.  Between 
1914  and  1918,  sales  per  store  in- 
creased 49.4  per  cent,  and  advertising 

*  Population  figures  are  for  1920. 
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per  store,  27.9  per  cent.  Accordingly, 
•when  the  expenditures  for  advertis- 
ing are  expressed  in  terms  of  sales, 
there  was  a  decrease  of  14.1  per  cent, 
in  the  amounts  between  1914  and 
1918,  and  of  19.9  per  cent,  between 
1914  and  1919. 

For  the  39  stores  located  in  the 
large  cities,  net  sales  increased  be- 
tween 1914  and  1919  by  144.6  per 


cent.,  while  advertising  increased 
110.5  per  cent,  Between  1914  and 
1918  the  sales  for  these  stores  in- 
creased 70.3  per  cent.,  and  the 
amounts  of  advertising,  40.7  per  cent. 
When  the  advertising  expenditures 
are  expressed  in  terms  of  sales  there 
was  a  decrease  of  17.2  per  cent,  be- 
tween 1914  and  1918,  and  of  13.8  per 
cent,  between  1914  and  1919. 


TABLE  215 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL 

NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSIFIED  BY  SIZE, 

1919,  1918,  AND  1914 


Classified 

Total 
let  Sales 
(In  COC's) 


Store- 
year* 


Total 
Ket  Sales 


Total 
Advertising 


Advertising  per  (IOC  of  Total  Vet  Sales 


0     2O     40     60     80  lOO  12O  140  160 


Total 
(Average ) 


$1,030,669 


$2.30 


total 
(Average ) 


1919 

1918 
1914 


154 
154 

154 


20,892,764 
14,714,515 
9,228,220 


463,940 

526,047 
240,682 


8.22 
2.22 
2.61 


Total 
(Average ) 


3,590,553 


60,972 


1.70 


fcier  $40 


1919 
1918 
1914 


428,714 
1,256,795 
1,905,044 


6,262 
19,197 
35,513 


1.46 
1.53 

1.86 


$40  to  $80 


$80  to  $180 


Total 
(Average) 


9,775,007 


167,646 


1.72 


1919 
1918 
1914 


3,222,468 

3,662,794 
8,889,745 


42,797 
60,416 
64,433 


1.33 

i.es 
e.2s 


Total 

(Average ) 


13,695,639 


319,703 


2.33 


1910 
1918 
1914 


6,866, 815 
4,090,203 
2,738,621 


140,074 
98,491 
81, 138 


2.04 
2.41 

2.96 


Total 
(Average ) 


17,774,300 


462,348 


2.71 


1919 

1818 
1914 


10,374,767 
5,704,723 
1,694,810 


274,807 
147, 943 
59,598 


309 


2.65 
2.59 
3.52 


10C.O 

96.5 
96.S 
113.5 


73.9 


63.5 

frS.S 
60.9 


101.3 

68.7 

104.8 
123.7 


117.8 

115.2 
112.6 
153.0 


Average  $2.30 


TABLE  216 

TOTAL   SELLING  EXPENSE,   ADVERTISING,   AND   AMOUNT   OF  ADVERTISING  PER   $100   OF 

SELLING    EXPENSE,    FOR    154    IDENTICAL    STORES    CLASSIFIED 

BY   SIZE,    1919,    1918,   AND   1914 


Classified 
Total 
Het  Sales 
(In  000'  •) 

Years 

Number 
of 
Store- 
years 

Total 
Selling 

Expense 

Total 
Advertising 

Advertising  per  $100  of  Selling  Expense 

Amount 

Per  Cent. 

Orapolo 
}     20     40     60     80  100  120 

Actual 
100.0 

•Total 
(Avei-ag>) 

Total 
(Average  ) 

462 

$4,851,112 

$1,030,669 

$21.25    ^^MMHHMJ 

1919 
1913 
1914 

154 
154 
154 

2,182,027 
1,609,671 
1,059,414 

463,940 
326,047 
240,682 

21.26  mmmm^^mmmm 
20.26  LBHHMHMB^BM 

22.72    Lm^MBWHHMi 

100.0 
95.3 
106.9 

Oader  $40 

Total 
(Average  ) 

129 

304,954 

60,972 

19.99 

94.1 

1919 

1918 
1914 

14 

42 
73 

29,018 
101,621 
174,315 

6,262 
19,197 
35,513 

21.58 
13.89 
20.37 

101.6 
88.9 
95.9 

$40  to  $80 

Total 
(Average  ) 

172 

913,357 

167,646 

18.35 

86.4 

1919 
1918 
1914 

87 

63 
62 

246,207 
345,293 
321,857 

42,797 
60,416 
64,433 

17.38 
17.50 
20.02 

81.8 
82.4 
94.2 

$30  to  $130 

Total 
(Average) 

117 

1,491,801 

319,703 

21.43 

100.8 

1919 
1918 
1914 

58 
35 

24 

719,436 
445,138 
327,227 

140,074 
98,491 
81,138 

19.47 
22.13 
24.80 

91.6 
104.1 
116.7 

$130  i:   over 

Total 
(Average  ) 

44 

2,141,000 

482,348 

22.53 

106.0 

108.9 
97.0 
118.8 

1919 
1918 
1914 

25 
14 

5 

1,187,366 
717,619 
236,015 

274,807 
147,943 
59,598 

23.14 
20.62 
25.25 

An  inspection  of  this  table  shows 
that  both  sales  and  advertising  ex- 
penditures increased  more  rapidly 
for  the  stores  in  the  large  than  for 
those  in  the  small  cities,  when  the 
comparisons  are  made  between  1914 


Average  $21*29 

and  1919,  and  1914  and  1918.     In 
spite  of  this  fact,  however,  the  de- 
crease in  the  amounts  of  advertising 
expenditure   per   $100   of   total   net; 
sales  between  1914  and  1919  was  less, 
in  the  stores  in  the  large  than  in  those 
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RELATION  OF  ADVERTISING  TO  TOTAL  NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSI- 
FIED  BY    SIZE   OF   CITY,    1919,    1918,    AND    1914 


Jtot  Sales 

Advertising 

of 
Clt7 
(la  OOO'i) 

Tear* 

Toaster 
of 
Stores 

total 

A»er«g«  Ancont 
per  Store 

Total 

ATerage  Amount 
per  Store 

Per  llOO  of  total 
let  Sale* 

Per  Cent. 

Per  Cent. 

Per  Cacti 

Asicunt 

Increase 

JLx£U£t 

Increase 

Ancfmt 

Deereaae 

over  1914 

orer  1914 

frcn  1V4 

1919 

154 

$20.892,764 

|1S5,667 

126.4 

$463,940 

|3,013 

92.8 

*2.22 

14.9 

(Average  > 

isie 

154 

14,714,515 

95,549 

59.5 

526,047 

2.U7 

36.4 

2.22 

14.9 

1S14 

154 

9,228,220 

59,524 

240,682  . 

1.5«3 

2.61 

1919 

115 

10,005,565 

67,005 

109.4 

164.710 

1,433 

67.1 

1.65 

19.9 

Under 
40 

191B 

115 

7,136,265 

£2,055 

49.4 

125,966 

MM 

27.9 

1.77 

14.1 

1914 

115 

4,777.136 

41,540 

96,543 

857 

2.06 

1919 

29 

10,887,179 

279,156 

144.6 

299,230 

7.673 

110.5 

2.75 

u.a 

40  end 

over 

1913 

39 

7,578,232 

194,614 

70.3 

200,061 

5.130 

4O.7 

2.64 

1T.2 

1S14 

H 

4,4S1,C82 

114,120 

142,159 

3,645 

3.19 

in  the  small  cities.  An  inverse  condi- 
tion obtains  for  the  stores  in  the  two 
city-groups  when  1918  is  compared 
with  1914.  No  recognition  is  taken 
of  store  size  in  Table  217,  the  basis 
of  comparison  being  identical  stores 
with  different  locations.  The  influ- 
ence of  the  size  of  store  upon  adver- 
tising expenditure  is  discussed  later. 
In  Table  218,  the  154  stores  are 
classified  as  in  Table  217.  This  table 
compares,  from  year  to  year,  the 
amounts  of  selling  expense  and  adver- 
tising for  stores  located  in  cities  of 
different  size.  For  the  115  stores 
located  in  the  small  cities,  selling  ex- 
pense per  store  increased  between 
1914  and  1919  by  85.4  per  cent.,  and 
between  1914  and  1918  by  40.8  per 
cent.  The  corresponding  percentages 
of  increase  in  advertising  were  67.1 
and  27.9,  respectively.  When  the 
expenditures  for  advertising  are  ex- 
pressed in  terms  of  $100  of  selling 


expense,  the  amounts  decreased  by 
9.8  per  cent,  between  1914  and  1919 
and  by  9.1  per  cent,  between  1914 
and  1918. 

For  the  39  stores  in  the  large  cities, 
the  selling  expense  per  store  increased 
between  1914  and  1919  by  123.2  and 
between  1914  and  1918  by  61.3  per 
cent.  The  corresponding  percentages 
of  increase  in  the  expenditures  for 
advertising  were,  respectively,  110.5 
and  40.7.  When  the  advertising  ex- 
penditures are  expressed  in  terms 
of  selling  expense,  the  amounts  de- 
creased between  1914  and  1919  by 
5.7,  and  between  1914  and  1918  by 
12.8  per  cent. 

When  the  two  groups  of  stores  are 
compared,  it  is  found  that  the  per- 
centages of  increase  in  selling  expense 
and  advertising  expenditure  were 
greater  for  the  stores  located  in  the 
large  cities.  When  the  advertising 
expenditures  are  expressed  in  terms 
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of  selling  expense,  however,  the  de- 
crease is  smaller  between  1914  and 
1919  for  the  stores  in  the  large,  than 
for  those  in  the  small  cities.  An  in- 
verse condition  holds  for  the  decreases 
between  1914  and  1918. 

In  Table  219  the  154  stores  are 
classified  by  years  and  by  location, 
the  purpose  being  to  show,  in  each  of 
the  years,  the  relative  amounts  of 
advertising  expenditures  per  $100  of 
total  net  sales  for  the  stores  as 
located.  For  the  stores  in  the  com- 
bined years  the  average  amount  ex- 
pended for  advertising  in  relation  to 
sales  by  the  stores  in  the  small  cities 
was  $1.78.  The  corresponding  amount 
spent  by  the  stores  in  the  large  cities 
was  $2.80.  That  is,  the  average 
amount  for  the  stores  in  the  small 
cities  was  77.4  per  cent,  and  for  the 
stores  in  the  large  cities,  121.7  per 


cent,  of  the  average  for  all  stores 
irrespective  of  location.  Between 
1914  and  1918,  and  1918  and  1919, 
the  amounts  decreased  for  stores 
located  in  the  small  cities.  In  those 
located  in  the  large  cities,  there  was 
a  decrease  between  1914  and  1918, 
and  an  increase  between  1918  and 
1919. 

The  basis  of  classification  in  Table 
220  is  the  same  as  that  in  Table  219, 
but  the  advertising  expenditures  are 
expressed  as  proportionate  parts  of 
selling  expense.  For  the  stores  in  the 
combined  years,  expenditures  for  ad- 
vertising constituted  $18.88  of  every 
$100  of  selling  expense  for  the  stores 
in  the  small,  and  $22.99  for  the  stores 
in  the  large  cities.  Relatively,  these 
amounts  are  88.8  and  108.2  per  cent., 
respectively,  of  the  average  for  all 
stores.  Between  1914  and  1918,  and 


TABLE  218 

RELATION  OF  ADVERTISING  TO  SELLING  EXPENSE,  FOR  154  IDENTICAL   STORES  CLASSI- 
FIED BY  SIZE  OF  CITY,  1919,   1918,   AND   1914 


Selling  Expense 

Advertising 

Size 

Number 

Average  Amount 

Average  Amount 

Per  $100  of 

City 
(In  000'  a) 

Years 

of 
Stores 

Total 

per  Store 

Total 

per  Store 

Selling  Expense 

Per  Cent. 

Per  Cent. 

Per  Cent. 

Amount 

Increase 

Amount 

Increase 

Amount 

Decrease 

over  1914 

over  1914 

from  1914 

1919 

154 

$2,182,027 

114,169 

loe.o 

$463,940 

$3,013 

92.8 

$21.26 

6.4 

Total 
(Average) 

1918 

154 

1,609,671 

10,452 

51.9 

326,047 

2,117 

S5.4 

20.26 

10.8 

1914 

154 

1,059,414 

6,879 

240,602 

1,563 

22.72 

1919 

115 

896,863 

7,799 

85.4 

1641,710 

1,432 

67.1 

18.57 

9.8 

Under 
40 

1918 

115 

680,787 

5,920 

40.8 

125,  986 

1,096 

27.0 

IB.  51 

9.1 

1914 

115 

483,712 

4,206 

98,543 

857 

20.37 

1919 

59 

1,285,164 

32,953 

123.2 

299,230 

7,673 

110.5 

23.28 

5.7 

40  and 
over 

1918 

39 

928,884 

23,818 

61.3 

200,061 

5,130 

40.7 

21.54 

12.8 

1914 

59 

575,702 

14,762 

142,139 

3,645 

24.69 
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TABLE  219 


TOTAL  NET  SALES,   ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100   OF  TOTAL 

NET   SALES,    FOR    154   IDENTICAL   STORES   CLASSIFIED   BY   SIZE 

OF    CITY,     1919,     1918,     AND     1914 


Size 
of 
City 
(In  OOO'i)    . 

Years 

:;-ur.ier 
of 
Store- 
years 

Total 
Net  Sales 

Total 
Advertising 

Advertising  per  §1CO  of  Total  Net  Sales 

A.-.ount 
< 

Per  Cent. 

Graphic 
5     20     40     60     80   100   120   140 

Actual 

Total 
(Average  ) 

Total 
(Average  ) 

462 

$44,835,499 

01,030,669 

$2.30 

? 

100.0 

96.5 
96.5 
113.5 

1919 
1918 
1914 

154 

154 
154 

20,892,764 
14,714,515 
9,228,220 

463,940 
326,047 
240,682 

2.22 
2.22 
2.61 

Dnd«r 
40 

Total 
(Average  ) 

MS 

21,919,006 

389,239 

1.78 

77.4 

1919 
1918 
1914 

115 
115 
115 

10,005,585 
7,136,283 
4,777,138 

164,710 
125,966 
96,543 

1.65 
1.77 
2.06 

71.7 
77.0 
89.6 

40  and 
over 

Total 
(Average  ) 

117 

22,916,493 

641,430 

2.80 

121.7 

1919 
1918 
1914 

59 
39 

59 

10,887,179 
7,578,232 
4,451,082 

299,230 
£00,061 
142,139 

2.75 
2.64 
3.19 

119.5 
114.8 
138.7 

1918  and  1919,  the  amounts  decreased 
for  the  stores  in  the  small  cities,  while 
between  1914  and  1918  they  decreased 
and  between  1918  and  1919  they  in- 
creased for  the  stores  in  the  large 
cities.  The  purpose  of  this  table  is  to 
make  readily  comparable  from  year 
to  year  the  amounts  for  identical 
stores  when  they  are  classified  accord- 
ing to  location. 

In  Tables  214,  216,  218,  and  220, 
advertising  expenditures  are  ex- 
pressed as  proportionate  parts  of 
selling  expense.  "Wages  and  salaries 
constitute,  on  the  average,  for  the  154 
stores  considered,  66.7  per  cent,  of 


Average  |2.30 

total  selling  expense.  The  changes  in 
wages  and  salaries  from  year  to  year, 
therefore,  affect  the  relation  of  expen- 
ditures for  advertising  to  total  selling 
expense.  From  year  to  year,  as  the 
proportions  of  total  selling  expense 
attributable  to  wages  and  salaries  in- 
crease, the  proportions  attributable  to 
advertising  expenditures  decrease, 
and  vice  versa.  The ' '  other ' '  expenses 
properly  chargeable  to  selling  make 
up  the  balance  of  selling  expense. 
The  changes  of  these  expenses  from 
year  to  year  are  indicated  in  the 
tables  which  pertain  to  them.* 
*  Pages  392  to  395. 
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TABLE  220 


TOTAL   SELLING  EXPENSE,   ADVERTISING,  AND   AMOUNT  OF  ADVERTISING  PER   $100   OF 

SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED  BY 

SIZE   OF   CITY,    1919,    1918,   AND   1914 


Size 
of 

City 
(In  ooo'i) 


Number 

of 

Store- 
years 


Total 

Selling 
Expense 


Total 
Advertising 


Advertising  per  $100  of  Selling  Expense 


Amount 


Per  Cent. 


Graphic  Actual 

0     20     40     60     80  100  120 


Total 

(Average) 


462 


$4,851,112 


11,050,669 


|21.2S 


Total 
(Average) 


1918 
1918 
1914 


154 
154 
154 


2,182,027 
1,609,671 

1,058,414 


465,940 
526,047 
£40,682 


Total 
(Average) 


945 


2,061',S«» 


389,259 


Under 
40 


1919 
1913 
1914 


115 
115 
115 


896,865 
680,787 
485,712 


164,710 

125,986 
98,545 


Total 
(Average) 


117 


2,789,750 


641,450 


40  and 
over 


1919 
1913 
1914 


59 

59 
89 


1,285,164 
928,884 
575,702 


299,250 
200,061 
142,139 


100.0 


100.0 

95.5 

106.9 


88.8 


86.4 
87.1 
95.9 


108.8 


109.6 
101.4 
116.2 


From  Tables  217  to  220,  inclusive, 
it  may  be  concluded  as  follows :  First, 
advertising  expenditures  per  $100  of 
total  net  sales  decreased  between  1914 
and  1918,  and  1914  and  1919  for  the 
stores  when  classified  by  location,  the 
extent  of  decrease  between  1914  and 
1919  being  larger  for  the  stores  in 
small  than  for  those  in  the  large 
cities,  and  between  1914  and  1918 
larger  for  those  in  the  large  than  for 
those  in  the  small  cities.  Second,  for 
the  stores  classified  by  location,  ad- 
vertising expenditures  per  $100  of 
selling  expense  decreased  between 
1914  and  1918,  and  1914  and  1919, 


Average  $21.25 

for  stores  in  the  two  city-groups,  the 
extent  of  the  decrease  between  1914 
and  1918  for  the  stores  in  the  small 
being  greater  than  for  those  in  the 
large  cities,  and  between  1914  and 
1918  greater  for  those  in  the  large 
than  for  those  in  the  small  cities. 
Third,  the  amounts  of  advertising 
expenditure  per  $100  of  total  net  sales 
are  larger  for  the  stores  in  the  large, 
than  for  those  in  the  small  cities. 
Fourth,  for  the  stores  as  a  whole,  the 
expenditures  for  advertising  per  $100 
of  selling  expense  decreased  between 
1914  and  1918,  but  increased  between 
1918  and  1919.  They  increased  be- 
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tween  1918  and  1919  for  the  stores 
in  the  large,  and  decreased  for  those 
in  the  small  cities. 

D. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  by 
Size  and  by  Si-ze  of  City  in  Which 
Located*  1919,  1918,  and  1914. 

In  Tables  221  to  224,  inclusive,  the 
amounts  of  advertising  expenditures 
per  $100  of  total  net  sales  in  the  com- 

*  Population  figures  are  for  1920. 


bined  and  individual  years  are  shown 
for  stores  of  different  size  and  with 
different  location.  The  variations  in 
these  amounts  are  interesting.  As  the 
stores  increase  in  size,  no  account 
being  taken  of  location,  the  amounts 
in  relation  to  sales  increase.  This 
condition,  however,  does  not  hold  in 
the  combined  years  for  the  stores 
located  in  the  small  cities,  but  it  does 
hold  over  the  entire  range  of  sizes  for 
the  stores  located  in  the  large  cities. 
The  amounts  are  larger  without  ex- 
ception for  the  stores  in  the  largt 


TABLE  221 

TOTAL  NET   SALES,   ADVERTISING,   AND  AMOUNT   OF  ADVERTISING  PER  $100   OF  TOTAL 

NET  SALES,  FOR  154  IDENTICAL  STORES  CLASSIFIED  BY  SIZE  OF  CITY 

AND     STORE,     1919,     1918,     AND     1914,     COMBINED 


Size 
of 

(In  ooo'a) 

of 
Store- 
ye  are 

Total 
Bat  Sales 

Total 

Advertising 

Adrertlelae  per  $100  of  Total  Set  Sales 

Total 
Het  Sales 
(£n  ooo'a) 

JUCUfit 

( 

Per  Cent. 

Oraphlo 
|     20     40     60     80  100  120  14 

Actual 
9 

Total 
(Average) 

Total 
(Average) 

462 

$44,835,499 

$1,030,669 

$2.30 

100.0 

Under  $40 
$40  to     $80 
$80  to  $180 
$180  &  over 

129 
172 
117 
44 

3,590,553 
9,775,007 
13,695,639 
17,774,300 

60,972 

167,646 
319,703 
482,348 

1.70 
1.72 
2.33 
2.71 

73.9 
74.8 

101.3 
117.8 

Coder 
40 

Total 
(Average  ) 

345 

21,919,006 

389,229 

1.78 

77.4 

Under  $40 
$40  to     $80 

$80  to  $180 
$180  &  over 

121 
158 
77 
9 

3,317,338 
7,650,532 

8,832,022 
2,119,114 

56,128 
122,305 
175,202 
35,604 

1.69 
1.60 
1.98 
1.68 

8MBBHHBH 

^^^^^^^^^^^* 
HHHa^a^HMftflHB 

73.5 
69.6 
86.1 
73.0 

40  and 
over 

'Total 
(Average  ) 

117 

22,916,493 

641,430 

2.80 

121.7 

Under  $40 
$40  to     $80 
$80  to  $180 
$180  &  over 

8 
34 

40 
35 

273,215 
2,024,475 
4,963,617 
15,655,186 

4,844 
45,341 

144,501 
446,744 

1.77 
2.24 
2.91 
2.85 

- 

77.0 
97.4 

125.  S 
123.9 

Average  $2.30 
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than  for  those  of  the  same  size  in  the 
small  cities.  A  comparison  of  this 
sort  is  more  satisfactory  than  one 
which  includes  the  totals  only. 

In  view  of  the  details  shown  in 
Tables  221  to  224,  inclusive,  it  is 
unnecessary  in  the  text  discussion  to 
indicate  the  characteristic  amounts 
or  the  general  relations  which  they 
bear  to  each  other  in  each  of  the 
different  years.  The  reader  may  con- 
sult those  in  which  he  is  interested. 

In  Tables  225  to  228,  inclusive, 
advertising  expenditures  per  $100  of 


selling  expense  are  shown  for  stores 
of  different  size  and  location.  For 
the  stores  in  the  combined  years,  as 
the  stores  increase  in  size,  advertising 
constitutes  an  increasing  proportion 
of  selling  expense.  This  condition, 
however,  holds  only  when  no  account 
is  taken  of  the  location  of  the  stores. 
When  they  are  classified  by  location, 
the  amounts  for  the  stores  in  the 
small  cities  decrease  as  the  size  of  the 
stores  increases,  and  for  those  in  the 
large  cities  increase  as  the  stores  in- 
crease in  size.  For  stores  with  sales 


TABLE  222 

TOTAL  NET  SALES,   ADVERTISING,   AND  AMOUNT   OF  ADVERTISING  PER  $100   OF  TOTAL 
NET  SALES,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,  1919 


Size 
of 

City 
(In  OOO's) 

Classified 
Total 
Net  Sales 
(In  OOO's) 

Number 
of 
Stores 

Total 
Net  Sales 

Total 
Advertising 

Advertising  per  $100  of  Total  Net  Sales 

Amount 
( 

Per  Cent. 

Graphic 
)  20  40  60  80  100  120  14C 

Actual 
» 

Total 
(Average  ) 

Total 
(Average  ) 

154 

$20,892,764 

§463,940 

$2.22 

__ 

100.0 

65.8 
59.9 
91.9 

119.4 

Under  $40 
$40  to  $80 
$80  to  $180 
§180  tc  over 

14 

57 
58 
25 

428,714 
3,222,468 
6,866,815 
10,374,767 

6,262 
42,797 
140,074 
274,807 

1.46 
1.33 
2.04 
2.65 

Under 
40 

Total 
(Average  ) 

115 

10,005,585 

164,710 

1.65 

74.3 

Under  $40 
$40  to  $80 
$80  to  $180 
$180  fc  over 

14 
51 
44 
6 

428,714 
8,836,747 
5,255,410 
1,484,714 

6,262 
37,656 
95,437 
25,355 

1.46 
1.33 
1.82 

1.71 

•SQMBBHMI 

=T 

65.3 
59.9 
82.0 
77.0 

40  and 
over 

Total 
(Average  ) 

39 

10,887,179 

299,830 

2.75 

123.9 

Under  $40 
$40  to  $80 
$80  to  $100 
$180  &  over 

6 

14 
19 

585,721 
1,611,405 

8,300,053 

5,141 
44,637 
£49,452 

1.33 
2.77 
2.81 



59.9 
124.8 
126.6 

$2.23 
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TABLE  223 

TOTAL   NET   SALES,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OF  TOTAIj 
NET  SALES,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,  1918 


Sis* 
of 

citr 
(laooo'i) 

ClMSlfiSd 

Total 
Bet  Sales 
(In  O00'§) 

Vuiu&or 

or 

Stores 

Total 
Bet  Sales 

Total 
Advertising 

Advertising  per  $100  of  Total  Hot  Sales 

Arvrunt 

Per  Cent. 

Graphic 
0     20      40      60     80  100  120  14 

Actual 
0 

Total 
IftMMgN 

Total 

(Average  ) 

154 

$14,714,515 

$326,047 

$2.22 

•• 

100.0 

Onder  $40 

$40  te     $60 

$80  to  $180 

$180  &  orer 

42 

63 

• 
14 

1,256,795 
3,662,794 
4,090,203 
5,704,723 

19,197 
60,416 
98,491 
147,943 

1.53 
1.65 
2.41 

2.59 

68.9 
74.  S 
108.6 
116.7 

Total 
(Average) 

US 

7,136,283 

125,986 

1.77 

79.7 

Coder 
40 

Under  $40 

$40  to     |80 
$80  to  $180 
$180  8c  over 

41 
49 
22 
3 

1,221,199 
2,776,272 
2,504,412 
634,400 

19,129 
45,829 
52,779 
10,249 

1.57 
1.58 
2.11 
1.62 

70.7 
71.» 
95.0 
73.0 

Total 
(Average) 

59 

7,578,232 

200,061 

2.64 

118.9 

40  and 
over 

Under  $40 
$40  to     $80 
$80  to  $180 
$130  &  over 

1 
14 
13 
11 

35,596 
886,522 
1,585,791 
5,070,323 

63 

16,587 
45,712 
137,694 

0.19 
1.87 

• 

8.6 

84.2 
129.7 
122.5 

2.72 

Average  $2. 22 


under  $40,000,  the  advertising  expen- 
ditures constitute  a  larger  proportion 
of  selling  expense  for  the  stores  in 
the  small  than  for  those  in  the  large 
cities,  while  for  stores  with  sales  in 
excess  of  this  amount,  an  inverse  con- 
dition obtains. 

Tables  226  to  228,  inclusive,  contain 
the  data  for  the  years  1919,  1918,  and 
1914,  respectively.  From  year  to  year 
for  stores  of  different  size  and  loca- 
tion, the  advertising  expenditures 
vary  in  amount  and  in  direction  of 
change.  The  nature  of  these  varia- 


tions is  evident  from  the  detail  of 
the  tables. 

Tables  221  to  228,  inclusive,  may 
be  summarized  as  follows :  First,  ad- 
vertising expenditures  per  $100  of 
total  net  sales  increase  as  stores  in- 
crease in  size  when  no  account  is 
taken  of  location.  When  stores  of 
varying  size  and  location  are  com- 
pared, expenditures  for  advertising 
remain  essentially  constant  for  stores 
of  different  size,  located  in  small 
cities,  but  increase  with  the  size  of 
stores  for  stores  in  the  large  cities. 
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Second,  advertising  expenditures  per 
$100  of  selling  expense  increase  as 
stores  increase  in  size.  When  stores 
are  classified  by  size  and  by  location, 
however,  the  amounts  for  the  stores 
in  the  small  cities  decrease,  and  for 
those  in  the  large  cities  increase,  as 
stores  increase  in  size.  Certain  ex- 
ceptions to  this  tendency  occur  in 
each  of  the  different  years  under  con- 
sideration. These,  however,  do  not 
seriously  disturb  the  general  conclu- 
sions which  have  been  drawn. 


E. — Summary. 

(1).  The  amounts  spent  for  adver- 
tising per  $100  of  total  net 
sales  decreased  between  1914 
and  1918,  and  remained  con- 
stant between  1918  and  1919. 
This  condition  holds  for  the 
154  stores  as  a  whole.  For 
those  with  sales  less  than 
$180,000,  the  amounts  de- 
creased from  year  to  year; 
while  for  those  with  sales 


TABLE  224 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL 
NET  SALES,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,  1914 


eizo 

of 
City 
(In  OOO'a) 

Classified 
Total 
Met  Sales 
(to  OOO'a) 

Number 
of 
Stores 

Total 
Hot  Sales 

Total 

Advertising 

Advertising  per  $100  of  Total  Net  Sales 

Amount 

Per  Cent. 

Graphic 
3  20  40  60  80  100  120  14 

Actual 
0 

Total 
(Average  ) 

Total 
(Average) 

154 

$9,228,220 

$240,682 

$2.61 

— 

100.0 

Under  (40 
$40  to  $80 
$80  to  f  ISO 
$180  k  over 

73 
52 
24 
5 

1,905,044 
2,889,745 
2,756,621 
1,694,810 

55,512 
64,433 
81,138 
59,598 

1.86 

71.3 
85.4 
113.4 
134.9 

Under 
40 

Total 
(Average) 

115 

4,777,158 

98,543 

2.06 

78.9 

Under  $40 
$40  to  $80 
$80  to  |180 
f  180  &  over 

66 
38 
11 

1,667,425 
2,037,513 
1,072,200 

30,737 
40,820 
26,986 

1.84 
2.00 
2.52 

=. 

70.5 
76.6 
96.6 

Total 
(Average  ) 

59 

4,451,082 

142,139 

3.19 

122.2 

40  end 
over 

Under  $40 
$40  to  $80 
$60  to  $180 
$180  &  over 

7 
14 
15 
5 

257,619 
852,232 
1,666,421 
1,694,810 

4,776 
23,613 
54,152 
59,598 

2.01 



77.0 
106.1 
124.5 
134.9 

Average  $2.61 
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TABLE  225 

TOTAL  SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING   PER  $100  OP 

SELLING  EXPENSE,    FOR    154   IDENTICAL   STORES    CLASSIFIED   BY    SIZE 

OF  CITY  AND  STORE,  1919,  1918,  AND  1914,  COMBINED 


Size 
of 

City 
(la  ooo««) 


Classified 

Total 
Hat  S"al9» 
(in  OOO'a) 


of 

Store- 
yeare 


Total 
Selling 

Expense 


Total 
Advert la log 


Advertising  per  $100  of  Sailing  Bxpenaa 


Aayrjnt 


Per  Cent. 


Orapaie 
0  20  40  60  80  100  120 


Actual 


Total 
(Average) 


40 


40  and 
over 


Total 
(Average ) 


462 


$4,851,112 


$1,050,669 


$21.25 


Under  $40 
$40  to     $30 
$80  to  $180 

$180  4  over 


129 
172 
117 


304,954 

915,35? 
1,491,801 

2,141,000 


60,972 
167,646 
319,703 
482,348 


Total 
(Average) 


345 


2,061,362 


389,239 


tinder  $40 
$40  to     $80 
$80  to  $180 

$180  &  over 


121 

138 

77 

9 


276,723 
670,140 
892.563 
221,936 


56,128 
122,305 
175,202 

35,604 


Total 
(Average ) 


117 


2,789,780 


641,450 


Under  $40 
$40  to     $30 
$80  to  $180 

$180  &  over 


8 
34 
40 
35 


28.231 

243,217 

599,238 

1,919,064 


4,844 

45,341 
144,501 
445,744 


100.0 


94.1 

86.4 

100.8 

105.0 


88.8 


95.4 

85.9 
92.4 

75.5 

108. 8 

.    .  -= 

80.8 

87.7 

113.5 

109.6 


Average  $21.2$ 


of  $180,000  and  over,  the 
amounts  decreased  between 
1914  and  1918,  and  increased 
between  1918  and  1919. 

(2).  The  proportion  of  selling  ex- 
pense attributable  to  adver- 
tising decreased  between  1914 
and  1918.  This  holds  for  all 
stores,  as  well  as  for  stores 
classified  by  size.  Between 
1918  and  1919,  the  amount 
for  all  stores  increased.  The 


direction  of  change  from  year 
to  year  was  not  uniform  for 
stores  classified  by  size. 

(3).  Advertising  in  terms  of  either 
sales  or  selling  expense  de- 
creased by  a  larger  percent- 
age between  1914  and  1919, 
and  by  a  smaller  percentage 
between  1914  and  1918  for 
stores  in  small  than  it  did  for 
those  in  large  cities. 
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TABLE  226 

TOTAL   SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OP 
SELLING  EXPENSE,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,  1919 


Size 

of 

City 
(in  OOO's) 


Classified 

Total 
Met  Sales 
(In  OOO's) 


Number 

of 
Stores 


Total 
Soiling 
Expense 


Advertising  per  $100  of  Soiling  Expense 


Per  Cent. 


Graphic 
0  20  40   60  80  100  120 


Total 
(Average } 


Under 
40 


40  Mid 
over 


Total 
(Average ) 


$2V 182, 027 


1463,940 


$21.26 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  &  over 


14 
67 
58 
25 


29,018 

246,207 

719,436 

1,187,566 


6,262 

42,797 

140,074 

274,807 


Total 
(Average ) 


115 


896,865 


164,710 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  &  over 


14 

51 

44 

6 


29,018 
211,678 
509,410 
146,757 


6,262 
57,656 
95,437 
25,555 


Total 
(Average) 


1,285,164 


299,230 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  &  over 


6 

14 
19 


54,529 

210,026 

1,040,609 


5,141 

44,637 

249,452 


KXM) 


101.5 
81.7 
91.6 

108.0 


86.4 


101.5 
83.7 
88.1 

81.3 


109.5 


70.0 
100.0 
112.7 


Average  $21.26 


(4).  The  amounts  of  advertising 
expenditure  per  $100  of  total 
net  sales  for  all  stores  and  for 
those  located  in  large  cities 
increase  as  stores  increase  in 
size,  while  they  remain  prac- 
tically constant  for  stores  in 
small  cities. 

(5).  For  stores  of  a  given  size, 
advertising  expenditures  in 
terms  of  sales  are  higher  in 
large  than  in  small  cities. 

(6).    The    proportions    of    selling 


(7), 


expense  attributable  to  adver- 
tising increase  with  the  size 
of  store  for  all  stores  and  for 
those  located  in  large  cities, 
while  they  decrease  as  the 
stores  increase  in  size  for 
stores  in  small  cities. 

For  stores  of  given  size,  the 
amounts  of  advertising  ex- 
penditure per  $100  of  selling 
expense  are  generally  higher 
in  large  cities  than  for  stores 
in  small  cities. 
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TABLE  227 

TOTAL   SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100  OP 
SELLING  EXPENSE,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,  1918 


Size 

of 

City 
(In  OOO'i) 


Classified 

Total 
Hat  Sales 
(In  OOO'e) 


Nur.bor 

of 
Stores 


Total 
Balling 
Expense 


Total 

Advertising 


Advertising  far  $100  of  Selling  Expanse 


Ar.ount 


Per  Cent. 


Graphic 
0  20  40  60  SO  100  120  140 


Total 
(Average) 


Under 
40 


tO  and 
ever 


Total 
(Average } 


$1,609,671 


$326,047 


$20.26 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  k  over 


42 
65 
95 

14 


101,621 
545,295 
445,136 
717,619 


19,197 

60,416 

96,491 

147,945 


Total 
(Average ) 


680,787 


125,986 


Under  $40 
$40  to  $80 

$80  to  $180 
$180  fc  over 


41 

49 

22 

3 


99,513 
244,788 
261,507 

75,179 


19,129 
45,829 
52,779 
10,249 


Total 
(Average ) 


928,684 


200,061 


21.54 


Under  $40 
$40  to     $80 
$80  to  $180 

$180  4  over 


1 

14 
IS 
11 


2,108 
100,505 

155,651 
642,440 


68 
16,587 

45,712 
127,694 


5.25 
16.50 
24.87 
21.45 


100.0 


93.2 

66.4 

109.2 

101.8 

•-  .-—    "^— 

91.4 


94.9 
88.4 
99.7 
67.3 


106.5 

15.9 

81.4 

122.8 

105.8 


Average  $20.26 


2. — YEARLY  AMOUNTS  OF  EXPENDITURE 
FOR  ADVERTISING  IN  RELATION  TO 
THE  AMOUNTS  OF  STOCK  CARRIED, 
FOR  STORES  CLASSIFIED  BY  YEARS, 
BY  SIZE,  AND  BY  RATES  OF  STOCK 
TURNOVER. 

On  pages  53  to  85,  and  204  to 
226,  respectively,  the  amounts  of 
selling  expense  and  of  wages  and 
salaries  were  discussed  for  stores 
classified  by  the  amounts  of  stock 
carried.  In  this  section,  expenditures 
for  advertising  are  similarly  treated. 


A. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  1919, 1918,  and  1914. 

For  the  study  of  the  amounts  of 
advertising  expenditure  per  $100  of 
total  net  sales  in  relation  to  the  size 
of  inventories,  the  records  of  149 
stores  are  available  for  the  years  1914, 
1918,  and  1919.  The  amounts  are 
contained  in  Table  229.  For  the 
combined  years,  the  stores  which  had 
inventories  less  than  $20  per  $100  of 
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TABLE  228 

TOTAL  SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT   OF   ADVERTISING  PER  $100   OP 
SELLING  EXPENSE,  FOR  154  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  STORE,  1914 


Slza 
of 

City 
fin  O00'») 


Classified 

Total 
Hat  Sales 
(in  OOO's) 


Numb OP 

of 
Stores 


Total 
Selling 
Expense 


Total 

Advertising 


Advertising  per  $100  of  Selling  Expense 


Amount 


Per  Cent* 


Graphlo         Actual 
0  20  40  60  80  100  120 


Total 
(Average) 


Ofader 
40 


40  and 
over 


Total 
(Average) 


154 


11,059,414 


$240,582 


$22.72 


Under '$40 
$40  to  $80 
$80  to  $180 

$180  4  over 


73 

52 

24 

5 


174,315 
521,857 
327,227 
236,015 


55,513 
64,433 
81,138 

59,598 


Total 
(Average) 


115 


483,712 


98,543 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  i  over 


66 
38 
11 


143,192 
813,674 
121,846 


30,737 
40,820 
26,986 


Total 
(Average ) 


59 


575,702 


142,139 


Older  $40 
$40  to  $80 
$80  to  $180 

$180  *  over 


7 

14 

13 

5 


26,123 
108,133 
205,381 
236,015 


4,776 
23,613 
54,152 
59,598 


100.0 


89.7 

88.1 

109.2 

111.1 


89.7 


91.3 
84.1 
97.5 


108.7 

80  .5 

96.1 

116.1 

111.1 


Average  $22.72 


total  net  sales  spent  $1.78  for  adver- 
tising in  terms  of  sales.  This,  like  the 
amounts  of  total  selling  expense  and 
wages  and  salaries  for  this  group  of 
stores,  is  relatively  small.  For  the 
stores  which  had  inventories  between 
$20  and  $40  per  $100  of  total  net 
sales,  the  advertising  expenditure  was 
$2.47.  From  this  figure  as  a  maxi- 
mum, the  expenditures  decrease  to 
$1.94  for  the  stores  which  had  inven- 
tories of  $60  and  over.  That  is,  if 
exception  is  made  for  stores  with  in- 
ventories of  less  than  $20,  expendi- 


tures for  advertising  for  the  stores  in 
the  combined  years  decrease  as  the 
inventories  in  relation  to  sales  in- 
crease. A  similar  relationship  obtains 
in  each  of  the  different  years. 

For  the  149  stores  in  1914,  the  aver- 
age amount  of  expenditure  for  adver- 
tising per  $100  of  total  net  sales  was 
$2.63.  In  1918  it  was  $2.23  and  in 
1919,  $2.24.  That  is,  there  was  a 
decrease  between  1914  and  1918  and 
a  slight  increase  between  1918  and 
1919.  With  the  exception,  in  each  of 
the  years,  of  the  stores  which  had  the 
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lowest  inventories,  the  amounts  of 
advertising  expenditure  decreased  be- 
tween 1914  and  1918,  and  1918  and 
1919.  It  is  this  comparison  which  is 
of  most  significance,  the  totals  for  the 
respective  years  being  affected  by  the 
amounts  of  the  sales  and  by  the  size 
of  the  inventories  in  relation  to  sales. 
"When  the  amounts  of  expenditure 
for  advertising  per  $100  of  sales  for 
stores  with  inventories  of  different 
size  are  reduced  to  a  common  basis 


by  expressing  them  in  terms  of  the 
amount  sold  per  $1  of  inventory,  they 
increase,  in  the  combined  years,  from 
$0.31  for  the  stores  with  smallest,  to 
$1.36  for  the  stores  with  largest  rela- 
tive inventories.  Similar  increases 
occur  in  each  of  the  years  considered. 
The  inverse  relationship  between 
the  average  amount  of  inventory  per 
$100  of  total  net  sales  and  the  average 
amount  of  advertising  expenditure, 
similarly  measured,  is  shown  in  Table 


TABLE  229 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL,  NET  SALES  PER  AMOUNT  SOLD  PER  $1 

OF    INVENTORY,    FOR    149    IDENTICAL    STORES    CLASSIFIED    BY    AMOUNT    OP 

INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 
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230.  For  the  combined  years,  stores 
which  spent  less  than  $1  in  adver- 
tising in  terms  of  sales  had  on  the 
average  an  inventory  of  $40.94.  The 
amount  of  inventory  for  those  which 
spent  between  $1  and  $2  was  slightly 
larger,  and  for  those  that  spent  more, 
considerably  less  than  this  amount. 
When  the  separate  years  are  con- 


sidered, the  inventories,  with  a  few 
exceptions,  decrease  as  the  amounts 
spent  for  advertising  per  $100  of 
total  net  sales  increase.  The  average 
amount  of  inventory  for  the  stores  in 
the  combined  years  is  $37.54.  For 
1914  it  was  $43.44,  for  1918,  $40.53, 
and  for  1919,  $32.84.  That  is,  the 
inventories  decreased  between  1914 


TABLE  230 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,  FOR  149  IDENTICAL  STORES  CLASSIFIED  BY  AMOUNT  OF  ADVERTISING 

PER  $100  OF   TOTAL   NET  SALES,    1919,   1918,   AND   1914 


Years 

Amount  of 
Advertising 
per  $100  of 
Total 
Ret  Sales 

Number 
of 
Store- 
years 

Total 
Net  Seles 

Inventory  per  $100  of  Total  Net  Sales 

Total 
Inventory 

Amount 
( 

Per  Cent. 

Ox-aphis 
)  20  40   60  80  100  120  14 

Actual 
I 

Total 
(Average  ) 

Total 
(Average) 

447 

143,599,972 

$16,569,406 

t37.54 

100.0 

Under  |l 
tl  to  $2 
$2  to  tS 
$3  fc  over 

105 
147 

114 
81 

6,153,722 
10,474,625 
15,040,118 
11,931,507 

2,519,091 
4,359,751 
6,161,173 
4,329,391 

40.94 

109.1 
110.9 
91.4 
96.7 

34.32 
36.29 

- 

1919 

Total 
(Average  ) 

149 

20,303,641 

6,667,056 

32.84 

87.5 

under  |1 
tl  to  $2 
$2  to  $3 

Is  tc  over 

41 
47 
42 
19 

3,106,729 
4,460,395 
8,386,889 
4,349,628 

1,135,040 
1,634,516 
2,491,097 
1,406,403 

36.53 
36.65 
29.70 
32.33 

97,3 
97.6 
79.1 
86.1 

1918 

Total 
(Average) 

149 

14,322,667 

5,804,340 

40.53 

108.0 

Under  $1 
tl  to  $2 
$2  to  $3 
$3  &  over 

38 
49 
38 
24 

2,156,926 
3,542,012 
4,480,247 
4,143,482 

983,421 
1,469,279 
1,736,775 
1,614,865 

45.59 

121.4 

no.  5 

103.3 
103.8 

38.77 
38.97 

= 

1914 

Total 
(Average  ) 

149 

8,973,664 

3,898,010 

43.44 

115.7 

Under  tl 
tl  to  t2 
t2  to  $3 

tS  fc  over 

26 
SI 
34 
38 

890,067 
2,472,218 
2,172,982 
3,438,397 

400,  630 
1,255,956 
933,301 
1,308,123 

45.01 
50.80 
42.95 
38.04 

119.9 
135.3 
114.4 
101.3 



Average  $37.54 
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TABLE  231 

TOTAL  SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OP 

SELLING  EXPENSE,   FOR   149   IDENTICAL  STORES   CLASSIFIED  BY   AMOUNT  OF 

INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919,  1918,  AND  1914 


TOOTS 


Amount  of 

Inventory 

p«r  $100  of 

Total 
Bet  Sales 


Sunber 

of 

Etore- 
years 


Total 
Salllrig 

Expense 


Total 

Advertising 


Advertising  per  $100  of  Sailing 
Expense 


Per  Cent. 


Total 
(Average ) 


1819 


1618 


Total 
(Average ) 


447 


$4,745,829 


$1,009,577 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  *  over 


14 

168 

177 

88 


172,900 
5,088,085 
1,128,967 

555,877 


56,654 
655,540 
245,759 

75,644 


Total 
(Average) 


149 


2,155,072 


453,640 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  i  over 


7 
85 
51 

8 


105,711 

1,649,518 

545,965 

55,878 


Total 
(Average) 


1,573,249 


Coder  $20 
$20  to  $40 
$40  to  $60 
$60  fc  over 


S 

46 
60 

40 


52, 117 

957,441 
427,462 
176,229 


Total 
(Average) 


1,037,508 


Under  $20 
$80  to  $40 
$40  to  $60 
$60  4  over 


4 
59 
66 


55,072 
501,126 
555,540 
145,770 


24,173 

548,645 

75,501 

7,721 


519,845 


4,960 

185,058 

95,288 

56,559 


235,692 


7,521 

125,657 

75,150 

29,564 


$21.27 


Average  $21.27 


and  1918,  and  1918  and  1919,  the 
margin  of  difference  between  1918 
and  1919  being  2.6  times  as  great  as 
between  1914  and  1918. 

In  Table  231,  for  the  same  stores  as 
those  considered  in  Tables  229  and 


230,  the  average  amounts  of  adver- 
tising expenditures  are  expressed  as 
proportionate  parts  of  selling  expense. 
For  the  stores  in  the  combined  years, 
the  average  is  $21.27.  In  1914  it  was 
$22.72,  in  1918,  $20.33,  and  in  1919, 


325 


$21.26.  For  the  stores  in  the  com- 
bined years  and  in  1919  and  1914, 
the  amounts  per  $100  of  selling  ex- 
pense remain  essentially  constant  as 
inventories  in  relation  to  sales  in- 
crease.* Approximately  $21  might  be 
said  to  be  the  characteristic  amount. 
From  Tables  229  to  231,  inclusive, 
it  may  be  concluded:  First,  if  the 
stores  with  smallest  inventories  in 
relation  to  sales  are  excepted,  the 
amounts  of  advertising  expenditure 
per  $100  of  total  net  sales  decrease 
as  the  amounts  of  inventories  per 
$100  of  total  net  sales  increase. 
Second,  the  amounts  of  advertising 
expenditure  per  $100  of  selling  ex- 
pense are  essentially  constant  for 
stores  having  different  amounts  of 
inventory  in  relation  to  sales.* 

B. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified]  ~by 
Size,  1919,  1918,  and  1914. 

In  the  foregoing  tables,  the  stores 
are  not  classified  according  to  size. 
Such  a  classification  is  made  in 
Tables  232  to  235,  inclusive. 

In  Table  232  the  amounts  of  ad- 
vertising expenditure  are  shown  for 
stores  in  the  three  years  1914,  1918, 
and  1919,  combined.  On  the  basis  of 
the  experience  of  447  store-years,  the 
average  amount  spent  for  advertising 
per  $100  of  total  net  sales  is  $2.32. 

*  For  a  somewhat  larger  number  of  stores, 
and  with  wider  groupings  of  inventories  in 
relation  to  sales,  as  shown  in  Table  246,  the 
amounts  decrease,  as  inventories  in  relation 
to  sales  increase  in  size.  The  same  condi- 
tion tends  to  hold  for  the  stores  in  1914. 


For  those  with  sales  under  $40,000, 
it  is  $1.67;  for  those  with  sales  of 
$40,000  to  $80,000,  $1.69;  for  those 
with  sales  of  $80,000  to  $180,000, 
$2.39;  and  for  those  with  sales  of 
$180,000  and  over,  $2.72.  That  is, 
the  amounts  increase  as  the  size  of 
the  stores  increases.  When  the  stores 
are  classified  by  size,  and  further  by 
the  amounts  of  inventory  per  $100  of 
total  net  sales,  expenditures  for  ad- 
vertising generally  tend  to  increase 
as  the  inventories  per  $100  of  total 
net  sales  increase.  However,  to  this 
general  rule  for  the  stores  in  the 
combined  and  in  the  different  years, 
there  are  so  many  exceptions  that  it 
is  difficult  to  generalize.  The  reader 
is  advised  to  consult  the  tables  for 
the  direction  of  change  for  the  dif- 
ferent groups  of  stores. 

In  Tables  233  to  235,  inclusive,  the 
amounts  of  advertising  expenditure 
per  $100  of  total  net  sales  are  shown 
for  stores  classified  as  in  Table  232 
for  the  years  1919,  1918,  and  1914, 
respectively.  It  is  unnecessary,  in 
view  of  the  consideration  already 
given  to  expenditures  for  advertising 
for  the  combined  years,  to  consider 
these  tables  in  detail.  Year  to  year 
comparisons  of  the  total  amounts 
have  already  been  made  and  an  in- 
spection of  the  tables  will  show  how 
the  amounts  vary  for  the  stores  of 
different  size  in  each  of  the  years. 
In  a  general  way,  the  relationships 
which  obtain  in  the  combined,  also 
hold  for  the  individual  years. 

In  Tables  232  to  235,  inclusive, 
advertising  expenditures  are  ex- 
pressed in  terms  of  sales  alone.  In 
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TABLE  232 

TOTAL  NET  SALES,   ADVERTISING,  AND  AMOUNT   OF  ADVERTISING   PER  $100   OP   TOTAL 

NET    SALES,    FOR    149    IDENTICAL    STORES    CLASSIFIED    BY    SIZE   AND   BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES, 

1919,     1918,     AND     1914,     COMBINED 


Classified 
Total 
Hat  Sales 
(in  COO's) 

Amount  of 
Inventory 
per  $100  of 
Total 
Ket  Sales 

Number 
of 
Store- 
years 

Total 
Ket  Sales 

Total 
Advertising 

Advertising  per  $100  of  Total  Hot  Sales 

Ar"-ount 

Fer  Cent. 

Graphic 
0     20     40      60     80  100   120   14 

Actual 
O 

Total 
(Averege  ) 

Total 
(Average  ) 

447 

$43,599,972 

$1,009,377 

$2.32     ^llllllllVlMlllllIllll 

100.0 

Coder  $20 
$£0  to  $40 
$40  to  $£0 
$60  ic  over 

14 
168 
177 

88 

e,  05  9,  425 
26,473,436 
114263,282 
3,798,829 

36,654 

655,340 
243,739 
73,644 

1.78     •^••IB^MHi 
2.47     •••••••••••••••••••••• 
2.16     taHBOB^^III^ 
1.94     ••••••••••••••••••• 

76.7 

106.5 
93.1 
83.6 

^der  $40 

Total 
(Average  ) 

127 

•3,532,911 

59,024 

1.67 

Us-.—. 

72.0 

-sder  $20 
$20  to  $40 
$40  to  $60 
$60  at  over 

1 
19 
62 
56 

28,933 
560,460 

1,412,525 
1,530,993 

228 
9,477 
26,112 
23,207 

0.79 
1.69 
1.85 
1.52 

34.1 

72.8 
79.7 
65.  S 

=• 

Total 
(Average  ) 

165 

9,360,348 

158,486 

1.69 

72.8 

$40  to  $50 

Ofcder  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 

6 
52 
82 
25 

402,009 
3,C83,049 
4,458,869 
1,416,421 

4,904 

54,460 
74,251 
24,851 

1*22 

1.77 
1.67 
1.75 

52.6 
76.3 
72.0 
75.4 

= 

Total 
(Average) 

112 

13,121,494 

313,119 

2.59 

> 

•BHBBBB 

maff^^m^Hm 

103.0 

$80  to  $180 

Older  $2O 
$20  to  $40 
$40  to  $60 
$60  k  over 

5 
60 
40 

7 

655,107 
7,076,841 
4,638,131 
851,415 

8,305 
156,342 
122,886 

25,586 

1.50     1 
2.21 

64.7 
9S.3 
114.2 
129.7 

$180  &  over 

total 
(Average  ) 

43 

17,585,219 

478,748 

117.2 

If    .     •    •         •—  ' 

93.1 
119.0 
117.2 

amBxa^M^m* 

Dnder  $20 
$20  to  $40 
$40  to  $60 
$60  i  over 

2 

sa 

3 

1,073,376 
15,758,086 
753,757 

" 

23,217 
455,041 
2C,490 

2*16 

Average  $2.33 
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Table  236  they  are  expressed  in  terms 
of  sales  for  the  amount  sold  per  $1 
of  inventory.* 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  17. 


For  the  stores  in  the  combined 
years,  $0.87  was  expended  for  adver- 
tising per  $100  of  total  net  sales  for 
the  amount  sold  for  each  $1  of  in- 
ventory. In  1914  the  corresponding 


TABLE  233 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100  OP  TOTAL 

NET  SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OP 

INVENTORY    PER    $100    OF    TOTAL    NET    SALES,     1919 


Classifies 
Total 
Bet  tales 
(la  ooo's) 

Anouat  of 
Inventory 
per  $100  of 
Total 
Hat  Bales 

Rocber 
of 
Stores 

total 
Bet  Sales 

total 
Advertising 

Advertising  per  $100  of  Total  Net  Sales 

Amount 
< 

Per  Cent. 

Graphic 
)     20     40     60     80  100  120  140  160 

Actual 

Total 
(Average) 

total 
(  Avorags  ) 

140 

$20,303.641 

$453,840 

$2.24 

^= 

S2ZT 
^  ^ 

r 

•a 

100.0 

Undo-.-  $20 
$20  to  $40 
$40  to  $60 
$60  tt  over 

7 
83 
51 

a 

1,208,118 

15,Oia,J67 
3,688,188 
448,968 

84,173 
348,645 

73,301 
7,721 

2.00 
2.38 
8.08 
1.7» 

89.3 
103.6 
90.8 
76.8 

Wader  |40 

Total 
(Average) 

14 

428,714 

6,262 

1.46 

65.8 

Under  $20 
$20  to  $40 
$40  to  $<0 

Jso  i  over 

a 

8 
4 

68,054 
844,012 

1I6>648 

895 
4,334 

1,033 

,:„ 

1.78 
O.89 

S8.9 
79.5 
39.7 

$40  to  $so 

Total 
(Average) 

55 

3,082,152 

38,705 

1.86 

66.3 

Under  $20 
$20  to  $40 
$43  t«  $60 

$63  k  orer 

8 
22 
28 
9 

150,276 
1,  287,723 

1,472,999 
171,154 

1,224 
IS",  723 
19,317 
1,441 

0.81 
1.30 
1.31 
0.84 

36.2 
58.0 
58.5 

37.5 

$60  to  4180 

Total 
(Average) 

66 

6.607,089 

137,666 

8.08 

••••••••••••B 

92.» 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  at  over 

4 
87 
14 

1 

384,466 
4,362,158 
1,679,299 
161,166 

3,573 
84,725 
44,121 
5,247 

oyH 

1.93 
2.63 

3.26 

41.5 

86.8 

117.4 
146.6 

|1BO»  over 

Total 
(Average) 

84 

10,135,686 

871,807 

2.66 

118.8 

Under  $80 
$20  to  $40 
$40  te  $60 
$60  ft  ever 

1 
22 

X 

673,376 
9,280,438 
831,878 

19,376 
846,302 

6,629 

2.88 
2.6S 

T 

128.6 

113.3 
106.3 

: 


Average  $2.24 
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TABLE  234 

TOTAL   NET   SALES,   ADVERTISING,  AND  AMOUNT   OF  ADVERTISING   PER  $100   OF  TOTAL- 
NET  SALES,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF 
INVENTORY    PER    $100    OF    TOTAL    NET    SALES,     1918 


Clajslflsd 
Total 
Ket  Sale* 
(la  OOO'i) 

Aaouat  of 
Inventory 
per  $100  of 
Total 
Met  Sale* 

S-u=i«r 
of 
Stores 

Total 
Ket  Salas 

Advert  li  log  per  $10O  of  Total  Bet  Sales 

Total 
Advertising 

^•••1 

C 

Per  Cent. 

Graphic 
20      40     60     80100120140  160 

Actual 

Total 
(  Average  ) 

Total 
(Average) 

149 

$14,322,667 

$319,845 

100.0 

Coder  $20 
$20  to  $40 
$40  to  $60 
$60  4  over 

3 
46 

60 

40 

530,649 
7,517,748 
4,389,393 
1,884,377 

4,960 
133,038 
95,288 
36,559 

0.93 

— 

41.7 
109.0 
97.3 
87.0 

2.17     •••••••^•^•i 
1.94    LlH^MHMBB 

Under  $40 

Total 
(Average) 

42 

1,256,795 

19,197 

1.53     •••^••H 

68.6 

V-der  $20 
$20  to  $40 
$40   to  $60 
$60  i  over 

6 
13 
23 

209,528 

381,673 
665,594 

3,875 
6,438 
8,836 

1.70      LnBMMBiMH 
1.33     ••••^M 

63.0 
7S.2 
59.6 

$40  to  $80 

Total 
(Aver&ga  ) 

60 

3,501,019 

57,778 

1.65 

74.0 

Dader  $20 
$20   to   $40 
$40  to  $60 
$60  4  over 

2 
IS 
29 
14 

130,649 
901,852 
1,632,061 
836,457 

1,119 
15,355 
26,154 
15,150 

0.86 
1.70 
1.60 

Mi 

33.6 
76.2 
71.7 
81.2 

I 

$60  to  $130 

Total 
(Average  ) 

33 

3,860,130 

94,927 

2.45 

110.3 

Older  $20 
$20  to  $40 
$40  to  $60 
$60  i  over 

14 

16 

3 

1,623,524 
1,854,280 
382,326 

34,667 
47,687 
12,573 

2.14 
2.57 
3.29 

96.0 

115.2 
147.5 

$190  i  over 

Total 
(Average) 

14 

5,704,723 

147,  943 

2.59 

116.1 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  4  over 

1 
11 

2 

400,000 
4,782,844 
521,879 

3,341 
129,141 
14,961 

0.96 
2.70 
2.87 

— 

43.0 
121.1 
128.7 

Average  $2.23 
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TABLE  235 

TOTAL  NET  SALES,   ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100   OF  TOTAL 

NET  SALES,  FOR  149   STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF 

INVENTORY    PER    $100    OF    TOTAL    NET    SALES,     1914 


Classified 
Total 
Het  Sales 
(In  OOO's) 

Amount  of 
Inventory 
per  $100  of 
Total 
Het  Sales 

Number 
of 
Stores 

Total 
Het  Sales 

Total 
Advertising 

Advertising  per  $100  of  Total  Net  Sales 

Per  Cent. 

Amount            Graphic 
0  20  40  60  80  100  ISO  140  160 

Actual 

Total 
(Average) 

Total 
(Average) 

149 

$3,973,664 

$235,  692 

$2.63  |^___< 

100.  O 

89.4 

119.4 
88.2 
76.0 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  i  over 

4 
39 
66 
40 

320,658 
3,942,321 
3,245,201 
1,465,464 

7,521 
123,657 
75,150 
29,364 

Lp=~ 

Under  C--0 

Total 
(Average) 

71 

1,847,402 

33,565 

1.82  1__ 

69.2 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  fc  over 

1 
10 
31 
29 

28,  933 
282,878 
786,840 
748,751 

228 
4,707 
15,292 
13,338 

16 

30.0 
63.1 
73.8 
67.7 

$40  to  $80 

Total 
(Average) 

50 

2,777,177 

62,003 

2.23  L_ 

84.3 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  k  over 

2 
15 
25 
8 

121,084 
893,474 
1,353,809 
408,810 

2,561 
22,402 
28,780 
8,260 

J=" 

80.6 
95.4 
81.0 
76.8 

$30  to  $160 

Total 
(Average  ) 

23 

2,654,275 

80,526 

3.03  L__ 

115.8 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  fc  over 

1 
9 
10 
3 

170,  641 
1,071,159 
1,104,552 
307,  923 

4,732 
36,950 
31,078 
7,76.6 

2.77                    1 

105.3 
131.2 
106.8 
9S.8 

;:::    ' 

$180  &  over 

Total 
(Average) 

5 

1,694,810 

59,598 

133.8 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  at  over 

6 

1,694,810 

59,598 

• 

133.8 

Average  $2.63 
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TABLE  236 


AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  AMOUNT  SOLD  PER  $1 

OF  INVENTORY,  FOR  149  IDENTICAL  STORES  CLASSIFIED  BY  SIZE  AND  BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES, 

1919,   1918,  AND  1914 


CUiil.-;»l 
Total 
»«t  Sale* 
(In  OOO'i) 

AKtmt  of 
iBTentcrr 
per  MM  rf 
total 
lot  Saloa 

Avotmt  of  Ad»ertu:=a  por  $100  of  Total  lot  Sales  per  AaotBt  Sold 

par  11  of  I=Te=tcT7 

Anrago 

MM 

ISlfl 

1914 

Aetsal 

$1              $2 

Actual 
4 

Oraphlo 

$1              $2 

Actual 

1 

C-rapilo 
^             *? 

Actual 

$i 

OraptUo 
$1              *2 

total 
(ATerag*) 

Total 
(ATtrage) 

$0.67 

. 

$0.73 

™ 

$0.90 

1 

11.14 

r~ 

Uniar  $20 
$20  to  $40 

0.31 
0.74 

0.9S 

0.70 

0.16 
0.73 

0.41 
O.M 

J4:  to  Ho 

i.oe 

=»••»• 

1.01 

•••• 

1.09 

••MB 

1.16 

•^MKI 

{EC  i-  cvsr 

i.se 

— 

laM 

- 

Ml 

- 

1.40 

1 

Obaar  $40 

To  til 
(iTer»se) 

O.M 

0.73 

•WM 

1.02 

Dador  $20 
(20  to  MO 

0.14 
O.S1 

0.40 

0.56 

0.14 
O.SO 

$40  to  tea 

0.83 

naaH 

Mi 

•MB 

Mi 

•••k 

0.97 

•OHM 

tea  «  OTBP 

i.oe 

• 

0.6S 

r 

0.03 

— 

1.2S 

— 

$*:  tc  (30 

Total 

(Awrags) 

0.77 

0.52 

0.82 

1.00 

r^isr  (30 
$20  to  $40 

O.S1 
•  .S3 

0.14 
O.M 

0.15 
O.S1 

0.37 

0.75 

$40  to  ISO 

O.S4 

1HMM 

0.66 

•^ 

um 

•a 

LOT 

mmmmm 

S  :  :  t  OTV 

1.23 

• 

o.s» 

- 

1 

latl 

U 

1.41 

— 

teo  to  <lflO 

total 

(A-rertfe) 

O.M 

0.78 

l.U 

1.24 

Cider  (20 
$20  te  $40 

0.26 
0.66 

0.16 

•M 

0.64 

0.48 
1.O4 

$40  to  $60 
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* 

- 

- 
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' 

Aierago  $1.14 


amount  was  $1.14;  in  1918,  $0.90; 
and  in  1919,  $0.73.  That  is,  the 
amounts  decreased  from  1914  to  1918, 
and  1918  to  1919.  When  the  records 
of  the  stores  in  the  three  years  are 
combined,  the  amounts  spent  for  ad- 
vertising per  $100  of  sales  for  the 
amount  sold  per  $1  of  inventory, 
increase  as  the  inventories  per  $100 
of  total  net  sales  increase.  For  the 


stores  with  inventories  of  less  than 
$20  per  $100  of  total  net  sales,  the 
average  amount  is  $0.31.  From  this 
as  a  minimum,  the  amounts  increase 
to  $1.36  for  the  stores  having  inven- 
tories of  $60  and  over  in  relation  to 
their  sales.  Similar  increases  also 
characterize  the  stores  as  a  whole  in 
each  of  the  years.  Moreover,  for  each 
group  of  stores  when  classified  by 
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TABLE  237 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,     FOR     149     IDENTICAL     STORES     CLASSIFIED     BY     SIZE     AND     BY 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES, 

1919,     1918,     AND     1914,     COMBINED 


Classified 

Total 
Vet  Seles 

(In  O00'«) 


Amount  of 

Advertising 

per  $100  of 

Total 

Net  Sales 


Numbor 

of 

Store- 
years 


Total 
Bet  Sales 


Total 
Inventory 


Inventory  per  tloo  of  Total  ilet  Sales 


Graphic          | 
0  SO  40  60  80  100  120  140  160 


Total 
(Average) 


Under  »40 


i*0  to  i80 


iao  to  liso 


|180 


Total 
(Average) 


,  599,  972 


t!6,  569,  406 


Under  $1 
(1  to  $2 
*2  to  T3 
f 5  tt  ovor 


105 
147 
114 
61 


6,153,722 
10,474,625 
15,040,116 
11, 951, 507 


2,519,091 
4,550,751 
6, 161,173 
4,329,591 


Total 
(Average) 


5,552,911 


1,900,518 


Under  *1 

n  to  12 

$2  to  $3 

|3  *  ovor 


37 
SI 
21 
18 


1,110,360 

1,383,638 

556,572 

482,291 


580,532 
815,497 
335,330 
260,159 


Total 
(Average) 


9,360,348 


4,254,795 


Under  Jl 
$1  to  i2 
i2  to  i3 
is  it  over 


51 
58 

37 
19 


2,845,600 
3,224,357 
2,163,431 
1,121,960 


1,238,760 
1,497,100 

1,022,722 
496,213 


Total 
(Averaje) 


13,121,494 


5,193,131 


Under  $1 
$1  to  i2 
$2  to  $3 
$3  &  over 


1,635,795 
3.043,631 
4,249,050 
3,593,010 


536,834 
1,386,974 
1,584,201 
1,685,122 


Total 
(Average ) 


17,585,219 


4,931,962 


Under  $1 
il  to  *2 
|2  to  i3 


2 
1 
21 

IS 


361,967 
2,222,949 
8,066,057 
6,734,246 


162,965 
662,180 

2.21B.980 
1,887,897 


i37.54 


Average  $57.5-4 
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TABLE  238 


TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,    FOR    149    STORES    CLASSIFIED    BY    SIZE    AND    BY    AMOUNT    OF 

ADVERTISING  PER  $100   OF  TOTAL   NET   SALES,   1919 


Claaalfled 
Total 
K«t  Bale* 
(la  OOO'i) 

— 

Aaouat  of 
Advertising 
par  $100  of 
Total 
Bet  Salai 

Busbar 
of 
Store* 

Total 
Bet  Sale* 

Total 

Inventory 

Inventory  par  llOO  of  Total  tti  Sales 

Amount 
< 

Per  Cent. 

Qraphle 
>  20  40  60  80  100  120  140  160  180 

Actual 

Total 
(Average) 

Total 
(Averago) 

149 

|20,  SOS,  641 

16,667,056 

132.84 



100.0 

111.2 
111.6 
90.4 
98.4 

Under  $1 
•l  to  |8 
|2  to*3 
$3  i  over 

41 
47 
42 

19 

3,106,729 
4,460,395 
6,336,869 
4,349,623 

1,125,040 
1,634,516 
2,491,097 
1,406,403 

36.53 

29.70 
32.33 

= 

Under  1*0 

Total 
(Avarag*) 

14 

428,714 

215,607 

50.39 

153.1 

Under  H 
»1  to  »2 
IS  te  |3 

$3  &  ovsr 

• 
8- 
1 
2 

191,955 
135,428 
28,261 
73,070 

95,983 
75,435 
6,749 

37,4*0 

50.00 
55.70 
23.88 
51.24 

152.2 
169.6 
72.7 
150.0 

•^^•^H 

|40  to  *80 

Total 
(Average) 

55 

s,oes,i52 

1,280,953 

41.56 

186.6 

Under  $1 
$1  to  |2 
|2  to  |3 
$3  &  over 

• 
21 
10 
2 

1,273,873 
1,  133,  971 
565,595 

106,713 

606,329 
475,162 
848,228 
51.234 

39.75 
41.90 
43.89 
47.13 

121.0 
127.6 

iss.e 

143.5 

= 

$30  to  $180 

Total 
(Average  ) 

56       6,807,069 

2,366,933 

35.82 

109.1 

102.0 
104.7 
105.8 
131.7 

Older  |1 
11  to  |2 
|S  to  |3 
|9  B  OTOT 

12 
17 
IB 
9 

1,306,591 
1,907,252 
8,233,765 
1.109,471 

437,351 
655,613 
793,690 
479,779 

32.51 
34.57 
94.75 
43.24 

Total 
(Are  rage) 

24 

10,185,686 

8,803,563 

87.58 

83.8 

=• 

$iae  *  oror 

Under  |1 
11  te  |2 

|2  to  |3 
|S  k  over 

1 
4 
• 
6 

334,310 
1*833,734 

6,509,263 
3,  058,  374 

94,877 
428,306 

1,448,430 

837,950 

w.se 

33.36 

86.18 

27.40 

86.4 

101.6 
79.7 
83.4 

size,  the  advertising  expenditures, 
measured  in  this  unit,  increase  as  the 
inventories  per  $100  of  total  net  sales 
increase.  This,  of  course,  is  to  be 
expected  in  view  of  the  method  of 
classifying  the  stores.  By  the  use  of 


ATerage  132.84 

such  a  measure,  stores  with  different 
sales  and  inventories  are  reduced  to 
a  unit  basis. 

Table  236  should  be  considered  in 
connection  with  the  details  in  Tables 
232  to  235,  inclusive.  Moreover,  it  is 
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of  interest  to  compare  Table  236  with 
Tables  26  and  143  which  show  respec- 
tively the  amounts  of  selling  expense 
and  the  amounts  of  wages  and  salaries 
expressed  in  this  form. 


Tables  237  to  240,  inclusive,  for  the 
combined  and  individual  years,  show 
the  amounts  of  inventories  per  $100 
of  total  net  sales  for  stores  classified 
by  size  and  by  amounts  of  advertising 


TABLE  239 


Classified 
Total 
Ket  Sales 
(In  OOO'B) 

Amount  of 
Advertising 
per  $100  of 
Total 
Net  Salea 

Number 
of 
Stores 

Total 
Het  Sale* 

Inventory  per  $100  of  Total  Net  Salea 

Total 
Inventory 

Amount 
C 

Per  Cent. 

Graphic 
>     20     40      60     80  100  120  140  160 

Actual 

Total 
(Average  ) 

Total 
(Average) 

149 

$14,522,667 

$5,804,340 

$40.53     ji^HBH^nHBEBI 

100.0 

ttader  $1 

la  to  $e 

$2  to  $3 
$3  k  over 

38 
49 
38 
24 

2,156,926 
3,542,012 
4,480,247 
4,143,482 

983,421 
1,469,279 
1,736,775 
1,614,865 

45.59 
41.48 
38.77 
38.97 

^ 

112.5 
102.3 
95.7 
96.2 

Under  $40 

Total 
(Average) 

42 

1,256,785 

734,523 

58.44 

144.2 

Under  $1 
$1  to  $2 
$2  to  $3 
$3  &  over 

12 
21 
6 
3 

387,840 
595,175 
175,690 
98,090 

228,185 
344,768 
107,  597 
53,973 

58.83 
57.93 
61.24 
55.02 

145.2 
142.9 
151.1 
135.8 

$40  to  (80 

Total 
(Average  ) 

60 

3,501,019 

1,729,460 

49.40 

121.9 

119.7 
123.8 
119.2 
132.7 

111.5 

Ibder  $1 
$1  to  $2 
$2  to  $3 
$3  &  over 

22 
17 
16 
5 

1,212,225 
972,151 
995,546 
321,097 

588,165 
487,603 
480,980 
172,712 

48.52 
50.16 
48.31 
5.3.79 

$80  to  $180 

Total 
(Average) 

33 

3,860,130 

1,741,562 

45.12 

—  — 

Under  $1 
$1  to  $2 
$2  to  $3 

$3  k  over 

3 
S 
10 
12 

329,204 
1,035,471 
1,138,028 
1,357,427 

98,983 
403,034 
494,286 
745,259 

30.07 
38.92 
43.43 
54.90 

= 

74.2 
96.0 
107.2 

135.5 

= 

$U80  It  ever 

Total 
(Avertge  ) 

14 

5,704,723 

1,598,795 

28.03 

69.2 

73.8 
61.4 
74.3 
67.0 

Under  $1 
$1  to  $2 
$2  to  $3 
$3  k  over 

1 
3 

6 

4 

227,657 
939,215 
8,170,983 
2,366,868 

68,088 
233,874 
653,912 
642,921 

29.91 
24.90 
30.12 
27.16 

Average  $40.55 
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TABLE  240 

TOTAL  NET  SALES,  INVENTORY,  AND  AMOUNT  OP  INVENTORY  PER  $100  OF  TOTAL  NET 

SALES,    FOR    149    STORES    CLASSIFIED    BY    SIZE    AND    BY    AMOUNT    OF 

ADVERTISING  PER  $100   OF   TOTAL   NET   SALES,    1914 


Classified 

Total 
Net  BfcJ.es 
(In  OOO'l) 


Anount  of 

Advertising 

per  Jloo  of 

Total 

Vet  Sales 


of 

Stores 


Total 
Inventory 


Inventory  per  |100  of  Total  Het  Sales 


Per  Cent. 


Graphic 
0     20     40     60     80  100   120  140 


Total 
(Averfcf') 


Osier  $40 


$40  to 


ISO  to  $180 


|180  4  over 


Total 
(Average  ) 


$8,973,664       $3,398,010 
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*1  to  $2 
*2  to  «9 
$9  &  over 
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51 
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890,067 
2,472,218 
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Total 
(Average) 


1,847,402 
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Is  to  |s 

|3  k  over 
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|1  to  |2 
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|S  k  over 
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1,  118,  235 

607,290 
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Total 
(Average  ) 


2,654,275 


Under  |l 
H  to|2 
|2  to  |3 
|3  &  over 


6 

T 
10 


700,890 

827,265 

1,126,112 


Total 
(Average) 


1,694,810 


385,806 

1,509,004 


400,630 
1,255,956 

933,  SOI 
1,303,123 


1,039,333 


256,364 
S93.294 
220,984 
168,746 


1,244,562 


144,266 
534,535 

293,514 
272,267 


1,004,656 


828,327 
296,225 
460,084 


529,604 


122,578 
407,  02« 


$43.44 


100.0 

103.6 

116.9 

98.9 

87.6 

129.5 

111.2 
138.6 
144.3 

124.9 


103.2 

92.4 
110.0 

111.3 
90.6 


94.1 

107.8 
82.4 
94.1 


73.1 
71.6 


$43.44 
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expenditure  in  relation  to  sales.  These 
tables  support  the  detail  contained  in 
Tables  232  to  235,  inclusive. 

In  considering  Table  230,  it  was 
pointed  out  that  the  amounts  of  in- 
ventories per  $100  of  total  net  sales 
vary  inversely  with  the  amounts  of 
advertising  expenditure  per  $100  of 
total  net  sales.  But  in  this  table, 
stores  were  not  classified  by  size. 
When  store-size  is  considered,  as  in 
Tables  237  to  240,  inclusive,  no  such 
general  tendency  is  observed.  The 
larger  the  store,  the  smaller  the  in- 
ventories, but  for  stores  of  the  same 
size,  the  amounts  of  inventory  are 
substantially  the  same  for  stores  hav- 
ing different  amounts  of  advertising 
expenditure  per  $100  of  total  net 
sales.*  In  other  words,  store-size  is 
more  important  in  determining  the 
amount  of  inventory  in  relation  to 
sales  than  is  the  amount  of  adver- 
tising expenditure. 

In  Tables  241  to  244,  inclusive, 
the  amounts  expended  for  advertising 
are  expressed  in  terms  of  selling  ex- 
pense for  stores  classified  by  size  and 
by  the  amounts  of  their  inventories  in 
relation  to  sales.  When  the  stores  for 
the  combined  years  are  considered,  it 
is  found  that  the  advertising  expendi- 
tures per  $100  of  selling  expense  in- 
crease, on  the  whole,  as  stores  increase 
in  size.  The  average  for  the  three 
years  for  all  the  stores  is  $21.27.  For 

*  For  the  stores  with  sales  of  $80,000  to 
$180,000,  inventories  per  $100  of  sales  in- 
crease with  advertising  per  $100  of  sales  in 
the  combined  years,  and  in  1919  and  1918. 
The  same  condition  holds  in  1919  and  1918 
for  the  stores  with  sales  of  $40,000  to 
$80,000. 


those  stores  with  annual  sales  under 
$40,000,  it  is  $19.79;  for  those  with 
annual  sales  of  $40,000  to  $80,000,  it 
is  $18.06 ;  for  those  with  annual  sales 
of  $80,000  to  $180,000,  it  is  $21.67; 
and  for  those  with  annual  sales  of 
$180,000  and  over,  $22.53.  When  the 
entire  group  of  stores  is  considered, 
irrespective  of  size,  but  in  accordance 
with  the  amounts  of  inventory  in 
relation  to  sales,  advertising  expendi- 
tures remain  essentially  constant  pro- 
portions of  selling  expense.  When 
the  stores  are  classified  by  size,  more- 
over, while  the  proportions  increase 
as  stores  increase  in  size,  they  show 
no  regular  direction  of  change  with 
changing  inventories  for  the  different 
size-groups.  It  is  difficult  to  gener- 
alize with  respect  to  them  in  view  of 
the  divergent  tendencies.  The  tables 
give  the  detail  for  the  combined  and 
individual  years.  By  means  of  the 
graphic  summaries,  the  relationships 
which  obtain  between  them  may  be 
readily  compared. 

It  should  be  remembered  in  con- 
sulting these  tables  that  a  group  of 
identical  stores  has  been  used.  From 
year  to  year,  however,  the  stores  vary 
in  sales  and  in  the  amounts  of  their 
inventories.  Inventories,  as  a  whole, 
were  lower  in  1918  than  in  1914,  and 
lower  in  1919  than  in  either  of  the 
other  years.  Accordingly,  as  may  be 
seen  from  Tables  242  to  244,  inclusive, 
not  only  is  the  number  of  stores  dif- 
ferent from  year  to  year  in  each  of 
the  size-groups,  but  also  different  in 
each  of  the  inventory  groups.  The 
changes  may  be  illustrated  as  follows : 
In  1914,  71  of  the  stores  had  sales 
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TABLE  241 

TOTAL  SELLING  EXPENSE,   ADVERTISING,  AND  AMOUNT  OP  ADVERTISING  PER  $100   OF 

SELLING  EXPENSE,  FOR  149  IDENTICAL  STORES  CLASSIFIED  BY  SIZE  AND 

BY    AMOUNT    OF    INVENTORY    PER    $100    OF    TOTAL    NET 

SALES,    1919,    1918,   AND   1914,    COMBINED 


Classified 
Total 
Set  Bales 
(in  OOO'a) 

Anoirot  of 
Inventory 
per  $100  of 
Total 
let  Sales 

Sunber 
of 
Store- 
years 

Total 
Selling 
Expense 

Advertising  per  $100  of  Sailing  Expense 

Total 
Advertising 

Aecur.t 

( 

Per  Cent. 

Graphic 
)     20      40     60     80  100   120  1* 

Aotual 

1 

Total 

(Iyer  age) 

Total 
(Average) 

447 

$4,745,629 

$1,009,377 

$21.27 

—  — 

^= 

——•••—•••—  ij 

— 

—  — 

MI^IMMM 
_«_••• 

^^^^^^^^^^^_ 

E 

• 
• 

100.0 

99.7 
99.8 

101.5 
97.3 

Under  $20 
$20  to  $40 
$40   to  $60 
$60  t  over 

14 

168 

177 
88 

172,900 
3,088,085 
1,128,967 
355,877 

36,654 

655,340 

243,739 
73,644 

21.20 
21.22 
21.59 
20.69 

tinder  $40 

total 
(Average  ) 

127 

298,221 

59,024 

19.79 

93.0 

Dnder  $20 
$20  to  $40 

$40  to  $60 
$60  t  over 

1 
18 
52 
56 

948 
54,036 
112,294 
130,953 

228 

9,477 
26,112 
23,207 

24.05 
17.54 
23.25 
17.72 

113.1 
82.5 

109.5 
83.5 

$40  to  $80 

Total 

(Average  ) 

165 

877,524 

158,486 

18.06 

84.9 

Under  $20 
$20  to  $40 
$40  to  $60 

$60  fc  over 

6 
62 
82 
25 

29,622 
283,795 
428,579 
135,528 

4,904 
54,480 

74,251 
24,851 

16.56 
19.20 
17.32 
18.34 

77.8 
90.3 
81.4 
86.8 

$80  to  $180 

Total 
(Average) 

112 

1,445,029 

313,119 

21.67 

101.9 

73.1 
91.6 
115.6 
134.6 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  4  over 

5 
60 
40 

7 

53,399 
8C2.575 
499,659 
89,396 

6,305 
156,342 
122,866 
25,586 

15.55 
19.48 
24.59 
28.62 

$160  fc  over 

Total 
(Average) 

43 

2,125,045 

478,748 

22.53 

1:5.3 

Under  $20 
$20  to  $40 

$40  to  $60 
$6O  fc  over 

2 

• 
3 

88,931 
1,947,679 
88,435 

23,217 
435,041 
SO,  490 

26.11 
22.34 
23.17 

122.6 
105.0 
106.9 

— 

• 

Average  $21.27 
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TABLE  242 

TOTAL  SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OP 

SELLING  EXPENSE,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    INVENTORY    PER    $100    OF    TOTAL    NET    SALES,    1919 


Classified 
Total 
Net  Sales 
(In  OOO'B) 

Amount  of 
Inventory 
per  $100  of 
Total 
Het  Sales 

Hunber 
of 
Stores 

Total 
Selling 

Expense 

Total 
Advertising 

Advertising  per  $100  of  Selling  Expense 

Amount 

Per  Cent. 

Graphic 
>  20  40  60  80  100  120  140  16C 

Actual 

Total 
(Average) 

Total 
(Average  ) 

140 

$2,135,072 

$453,840 

$21.26 

i 

100.0 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  OTer 

7 
83 
SI 
8 

105,  711 
1,640,518 

345,965 
33,878 

24,173 
348,645 
73,301 
7,721 

22.87 
21.14 
21.19 
22.79 

107.6 
99.4 
99.7 
107.2 

Under  $40 

Total 
(Average) 

14 

29,018 

6,262 

21.58 

101.5 

Onder  $80 
$20  to  $40 

$40  to  $60 

$60  &  over 

2 

8 

4 

6,275 
15,797 
6,946 

899 
4,334 

1,033 

14.96 
27.44 
14.87 

67.1 
129.1 
69.9 

s 

$40  t«  (80 

Total 
(Average) 

55 

233,643 

38,705 

16.55 

77.8 

78.6 
83.1 
74.1 
73.6 

Onder  $20 
$30  to  $40 
$40  to  $60 
$60  &  over 

Z 
22 
28 
3 

7,320 
94,720 
122,592 
9,211 

1,224 
16,723 
19,317 
1,441 

16.72 
17.66 
15.76 
15,64 

$eo  to  $180 

Total 
(Average) 

56 

700,800 

137,666 

19.64 

92.4 

49.0 
85.7 
113.0 
139.3 

Onder  $20 
$30  to  $40 
$40  to  $60 
$60  &  over 

4 
37 
14 
1 

34,307 
465,124 
183,648 
17,721 

3,573 
84,725 
44,121 
5,247 

10.41 
18.22 
24.02 
29.61 

1180  fc  over 

Total 
(Average  ) 

24 

1,171,411 

271,207 

23.15 

108.9 

Under  $20 
$20  to  $40 
$40  to  $60 
$60  &  over 

1 
22 

1 

64,084 
1,083,399 
23,928 

19,376 
246,302 
5,529 

30.24 
22.73 
23.11 

142.2 
106.9 
108.7 

—  —  * 

Average  $21.26 
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under  $40,000.  In  1918,  there  were 
42  with  sales  of  this  amount,  and  in 
1919  there  were  14.  Moreover,  in 
1914,  29  or  41  per  cent,  of  the  71 
stores,  had  inventories  of  $60  and 
over.  In  1918,  23,  or  55  per  cent. 


of  the  42  stores,  had  inventories  of 
this  size,  and  in  1919,  4,  or  29  per 
cent,  of  the  14  stores,  had  inventories 
of  this  size.  Similar  changes  in  other 
groups  characterize  the  stores  from 
year  to  year. 


TABLE  243 

TOTAL  SELLING   EXPENSE,   ADVERTISING,   AND  AMOUNT  OP  ADVERTISING  PER   $100   OP 

SELLING  EXPENSE,  FOR  149  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    INVENTORY    PER    $100    OF    TOTAL    NET    SALES,    1918 


i 

KiTsrtliiag  per  $100  of  Selling  &cpea 

e 

Total 
5tt  SalM 

Inventory 
per  $100  of 

»TOl>ey 

or 

total 

Sailing 

Total 

Per  Cert. 

(la  OOO'i) 

Total 
•at  Sales 

Stcrei 

2XJ4LJS8 

( 

Qrapble 
20     40     60     80  100  120  140  160  180 

Actual 

Total 

(Average! 

140 

$1,573,249 

$319,845 

$80.33 

' 

100.0 

total 

UMMMN 

?-_;..-  $20 
$20  to  $40 
$40   to  $60 

$«0    fc    OTeT 

9 
46 

60 
40 

S2.U7 
837,441 
427,462 
176,229 

4,960 
183,058 
95,288 
36,559 

15.44 

19.53 
22.29 

20.T3 

MMMHMC! 

= 

78.9 
96.1 
109.6 
102.1 

Total 
(Average) 

42 

101,621 

19,197 

18.89 



92.9 

tbder  $40 

T&der  $20 
$£0  to  $40 

6 

17,520 

8,875 

82.12 



106.8 

$60  k  over 

S3 

66,200 

8.8S6 

15.72 



77.5 

Total 
(Average) 

60 

SSI,  960 

67,778 

17.41 



86.6 

$40  to  JSO 

Under  $2O 
$20  to  $40 
$40  to  $€0 
$50  k  over 

1 
IS 
29 
14 

7,270 
9T,097 
144,695 
82,896 

1.119 

15,555 
26,154 
15,120 

15.39 

15.81 

ia.ce 

18.28 

= 

78.7 
77.8 
88.9 
89.9 

Total 
(Average  ) 

SS 

422,051 

94,927 

22.49 

1 

110.6 

teo  to  $oao 

Coder  $20 
$20  to  $40 

14 

IS 

Total 
(Average  ) 

14 

717,  61« 

147,943 

20.62 

101.4 

tiao  i  orar 

Dnfier  $2O 
$20  to  $40 
$40  to  $50 
$«0  4  CYer 

1 
11 
2 

24,847 
628,265 
64,507 

3,841 
129,141 
14,961 

15.46 

20.56 
23.19 

" 

76.0 
101.1 
114.1 

Arsrage  $20.33 
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Another  group  of  stores,  somewhat 
larger  than  that  considered  above,  is 
available  in  1919  for  the  study  of 
advertising  expenses  in  relation  to 
sales  and  selling  expense.  The  de- 
tails for  this  study  are  contained  in 
Tables  245  and  246.  The  stores  are 
classified  by  size  and  by  the  amounts 
of  inventory  per  $100  of  total  net 
sales. 

In  Table  245  for  282  stores,  the 
advertising  expenditure  per  $100  of 
total  net  sales  is  $2.25.  For  149 
stores,  as  shown  in  Table  233,  the 
corresponding  figure  was  $2.24.  As 
the  stores  increase  in  size,  the  amounts 
expended  for  advertising  per  $100  of 
total  net  sales  increase.  In  spite  of 
the  fact  that  approximately  twice  as 
many  stores  as  in  Table  233  are  here 
considered,  the  differences  in  the 
amounts  are  small.  This  suggests 
again  the  fact  that  the  experience 
available  for  study,  even  with  the 
fewer  stores,  is  adequate  for  safe 
generalization. 

In  Table  245,  the  amounts  of  adver- 
tising expenditure  are  measured  in 
terms  of  sales  alone  and  also  in  terms 
of  sales  per  stock  turnover.*  It  is 
this  latter  measure  which  is  of  pri- 
mary interest  in  this  connection.  The 
average  amount  expressed  in  this 
manner  for  the  entire  group  of  stores 
is  $1.02.  The  smallest  amount,  char- 
acterizing the  stores  with  sales  be- 
tween $40,000  and  $80,000,  is  $0.76. 
The  largest  amount,  applying  to  the 
stores  with  sales  of  $80,000  to  $180,- 
000,  is  $1.05.  Over  the  entire  range 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  19. 


of  sizes,  the  amounts  increase  as  the 
stores  increase  in  size,  but  by  a  lesser 
percentage  than  they  do  when  ex- 
pressed in  terms  of  sales  alone.  That 
is,  stock  turnover  in  stores  of  increas- 
ing size  acts  as  a  compensating  factor 
to  the  increased  expenditures  for 
advertising,  measured  in  terms  of 
sales  alone. 

Interest  lies,  however,  not  only  in 
the  amounts  for  stores  of  different 
size,  but  also  in  those  for  stores  of  a 
given  size,  but  with  different  amounts 
of  inventory  per  $100  of  total  net 
sales.  For  the  stores  as  a  whole,  and 
when  classified  by  size,  advertising 
expenditures  per  $100  of  total  net 
sales  per  stock  turnover  increase  with 
the  amounts  of  inventory  per  $100  of 
total  net  sales.  That  is,  large  inven- 
tories in  1919  in  relation  to  sales  cor- 
respond to  large  advertising  expendi- 
tures per  $100  of  total  net  sales  per 
stock  turnover,  and  small  inventories 
per  $100  of  total  net  sales  correspond 
to  small  advertising  expenditures  per 
unit  of  sales  per  stock  turnover. 

The  value  of  Table  245  lies  in  the 
use  of  the  more  complex  method  of 
expressing  advertising,  since  by  this 
measure  the  variations  in  the  turn- 
over rates  in  the  different  stores  are 
reduced  to  a  unit  basis.  This  table 
by  itself  and  in  connection  with  Table 
233  merits  careful  study. 

Table  246  shows  for  the  282  stores, 
classified  as  in  Table  245,  the  amounts 
of  advertising  expenditure  in  terms 
of  selling  expense  alone  and  of  selling 
expense  per  stock  turnover.  "While 
the  amounts  of  advertising  per  $100 
of  selling  expense  tend  neither  to 
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TABLE  244 

TOTAL  SELLING  EXPENSE,   ADVERTISING,  AND  AMOUNT  OP  ADVERTISING  PER   $100   OF 

SELLING  EXPENSE,  FOR  149  STORES  CLASSIFIED  BY  SIZE   AND  BY  AMOUNT 

OF    INVENTORY    PER    $100    OF    TOTAL    NET    SALES,    1914 


Classified 

lOtal 

let  Sales 
(in  O00'«) 


Ascent  of 

Inventory 

per  $100  of 

total 
let  Sales 


Bnsber 

of 
Stores 


total 
Advertising 


Advertising. per  $100  of  Sailing 


Aacxznt 


Par  Cent. 


0     20     40     60     80  100   UBO 


total 
(Average) 


$1,037,508 


$255,698 


Total 
(Average ) 


nr.-ier  $20 
|20  to  $40 
$40  to  $60 

$60  i  over 


4 
S9 
6€ 
40 


35,072 
501,126 
555,540 
145,770 


Total 
(Average) 


167,592 


Uadar  $40 


3cdar  $20 
$2C  to  $40 
$40  to  $60 
$60  It  orer 


1 
10 
SI 
V) 


948 

90,241 
68,605 

67,798 


Total 


311,725 


$40  te  $80 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  t  orer 


2 

15 
25 

8 


15,032 

91«9T» 

161,294 

45,419 


Total 
(ireraga) 


322,178 


$80  te  $180 


Oader  $20 
$20  to  $40 
$40  to  $60 
$60  It  over 


19,092 
142,892 
125,641 

34,553 


Total 
(Average ) 


256,015 


$180  It  over 


Under  $20 
$20  to  $40 
$40  to  $60 
$60  k  over 


256,015 


T,521 

129,657 

T5,150 

29,364 


M.565 


228 
4,707 
15,292 
13,338 


62,003 


2,5*1 
22,40* 
28,780 

8,2«0 


80,526 


4,792 
36,950 

31,078 
7,766 


59,598 


59,598 


$22.72 


25.25 


100.0 

94.4 

108.6 
93.0 
88.6 

88.2 

105.9 
68.5 
98.1 
86.6 


87.5 

75.0 
107.2 
78.5 
83.7 


110.0 


109.1 

115.3 

108.9 

98.9 


111.1 


Average  $22.72 
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increase  nor  to  decrease  regularly  as 
inventories  increase,  the  amounts  per 
$100  of  selling  expense  per  stock 
turnover  *  rapidly  increase  with  an 
increase  in  the  size  of  the  inventory 
in  terms  of  sales.  This  is  true  not 
only  for  all  stores,  but  also  for  stores 
of  a  given  size. 

From  Tables  232  to  246,  inclusive, 
it  may  be  concluded  as  follows: 
First,  advertising  expenditures  per 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  21. 


$100  of  total  net  sales  increase  as 
stores  increase  in  size.  Second,  ad- 
vertising expenditures  per  $100  of 
total  net  sales  for  stores  irrespective 
of  size  decrease  as  the  amounts  of 
inventory  per  $100  of  total  net  sales 
increase.  Third,  for  stores  of  a  given 
size,  but  with  different  amounts  of 
inventory  in  relation  to  sales,  the 
direction  of  advertising  expenditures 
per  $100  of  total  net  sales,  while 
tending  on  the  whole  to  increase  with 
the  size  of  the  inventories,  is  uncer- 


TABLE  245 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100  OP  TOTAL 

NET  SALES  PER  STOCK  TURNOVER,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY 

AMOUNT  OF  INVENTORY  PER  $100  OF  TOTAL  NET  SALES,  1919 


*T«r*s*  IS.2S 


TABLE  246 


AMOUNT  OP  ADVERTISING  PER  $100  OP  SELLING  EXPENSE  PER  STOCK  TURNOVER,  FOR 

STORES   CLASSIFIED  BY   SIZE  AND  BY  AMOUNT  OF  INVENTORY   PER 

$100  OF  TOTAL  NET   SALES,   1919 


tain  for  some  of  the  groups  in  the 
different  years.  Fourth,  when  the 
amounts  of  advertising  expendi- 
ture are  expressed  per  $100  of 
total  net  sales  for  the  amounts  sold 
per  $1  of  inventory,  they  decreased 
between  1914  and  1918,  and  1918  and 
1919,  for  stores  classified  by  size. 
Fifth,  expenditures  for  advertising 
per  $100  of  total  net  sales  for  the 
amount  sold  per  $1  of  inventory 
increase  as  the  amounts  of  inventory 
per  $100  of  total  net  sales  increase. 
This  condition  holds  for  stores  treated 


as  a  whole  and  when  classified  by  size. 
Sixth,  the  amounts  of  inventory  per 
$100  of  total  net  sales  for  stores  con- 
sidered irrespective  of  size  decrease 
as  the  amounts  of  advertising  per 
$100  of  total  net  sales  increase.  When 
the  stores  are  classified  by  size,  the 
amounts  of  inventory  per  $100  of 
total  net  sales  neither  increase  nor 
decrease  regularly  as  the  amounts  of 
advertising  expended  per  $100  of 
total  net  sales  increase.  Seventh, 
advertising  expenditures  per  $100  of 
selling  expense  increase  as  stores  in- 
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crease  in  size.  Eighth,  the  amounts 
of  advertising  per  $100  of  selling 
expense,  for  stores  considered  irre- 
spective of  size,  remain  essentially 
constant  for  one  group — 149 — and 
decrease  for  another  group — 282 — of 
stores,  as  inventories  in  relation  to 
sales  increase.  When  stores  are  clas- 
sified by  size,  the  direction  of  change 
in  the  amounts  is  uncertain.  The 
tendency  for  some  of  the  groups  is  for 
the  amounts  to  increase  and  for 
others  to  decrease  as  inventories  in 
relation  to  sales  increase. 

C. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales,  for  Stores  Classified  by 
Bates  of  Stock  Turnover  and  by 
Size,  1919. 

For  1919  the  records  of  282  stores 
are  available  for  a  study  of  the 
amounts  of  advertising  expenditures 
per  $100  of  total  net  sales  for  stores 
classified  by  rates  of  stock  turnover 
and  by  size.  In  Table  247  the  stores 
are  classified  by  size  and  by  rates  of 
stock  turnover.  In  Table  248  they 
are  classified  by  the  size  of  city  in 
which  they  are  located,  and  by  rates 
of  stock  turnover,  store-size  being 
ignored. 

For  the  282  stores,  as  shown  in 
Table  247,  the  average  expenditure 
for  advertising  per  $100  of  total  net 
sales  is  $2.25.  For  the  stores  which 
turned  their  stock  less  than  once,  it 
is  $1.72.  From  this  amount  as  a 
minimum,  the  expenditures  increase 
to  $2.59  for  stores  which  turned  their 
stock  four  times  and  over.  For  the 
stores  with  a  given  rate  of  turnover, 


advertising  expenditures  per  $100  of 
total  net  sales  increase  as  the  stores 
increase  in  size.  That  is,  the  amounts 
of  advertising  per  $100  of  total  net 
sales  vary  directly  with  the  size  of 
the  store,  this  condition  obtaining  not 
only  for  the  group  treated  as  a  total, 
but  also  when  it  is  classified  by  the 
rates  at  which  stock  is  turned.  In 
the  detail  in  which  the  data  are 
shown,  there  are  too  few  instances  in 
a  number  of  places  to  secure  a  satis- 
factory average.  The  data,  however, 
are  shown  in  this  form  because  it  is 
thought  desirable  to  give  standard 
expenditures  in  this  particular  for 
stores  classified  according  to  the  con- 
ditions which  seem  to  determine  the 
amounts.  It  is  not  contended,  of 
course,  that  a  causal  connection  is 
shown  between  the  amounts  of  adver- 
tising expenditure  and  stock  turn- 
over. The  association  between  these 
facts,  however,  is  so  unmistakable  as 
to  suggest,  if  not  a  causal,  at  least 
a  related  connection. 

In  Table  248,  the  same  282  stores 
are  classified  by  location  and  by  rates 
of  stock  turnover.  For  the  stores 
arranged  in  this  form,  two  methods 
of  expressing  the  amounts  of  adver- 
tising are  used :  First,  they  are  given 
in  terms  of  sales;  and,  second,  in 
terms  of  sales  per  stock  turnover. 

For  the  204  stores  in  the  small 
cities,  the  average  amount  of  expendi- 
ture per  $100  of  total  net  sales  is 
$1.59.  For  the  group  of  stores,  when 
classified  by  the  rates  of  stock  turn- 
over, the  amounts  decrease  generally 
as  the  stock  turnover  rates  increase. 
For  the  78  stores  located  in  the  large 
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TABLE  247 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT   OF  ADVERTISING   PER  $100   OF  TOTAL 
NET    SALES,    FOR   STORES    CLASSIFIED    BY    RATES    OF    STOCK    TURN- 
OVER   AND    BY    SIZE    OF    STORE,    1919 


Rates  of 
Stock 
Turnover 

Classified 
Total 
Net  Salea 
(In  OOO'o) 

Member 
of 
Stores 

Total 
Hat.  Sales 

Total 

Advertising 

Advertising  per  $100  of  Total  Net  Sales 

Amount 

Per  Cent. 

Graphic 
0   20  40   60  8010012014 

Actual 
9 

Total 
(Average  ) 

Total 
(Average  ) 

282 

$35,563,014 

$799,944 

$2.25  LH^^HHMMI 

100.0 

Under  $40 
|40  to  $80 
$80  to  |180 
$180  i  over 

53 
106 
98 
45 

1,012,152 
6,020,400 
11,667,072 
16,863,390 

11,888 
82,543 
233,690 
471,823 

1.17 
1.37 
2.00 
2.80 

fe 

52.0 
60.9 
88.9 
124.4 

Dhdor  1 

Total 

(Average) 

0 

601,109 

10,346 

1.72 

76.4 

Under  $40 
$40  to  $80 
$80  to  $180 
$180  fc  over 

2 

4 
3 

64,787 
226,698 
309,624 

719 

3,567 
6,060 

1.11 
1.57 
1.96 

—  — 

49.3 

69.8 
87.1 

—  - 

1  to  2 

Total 
(Average  ) 

136 

11,  010,  775 

209,205 

1.90 

84.4 

Coder  $40 
$40  to  $80 
$80  to  $180 
$180  fc  over 

19 
66 
45 

6 

570,712 
3,571,041 
5,487,136 
1,381,886 

7,328 
49,604 
122,893 
29,380 

1.28 
1.39 
2.24 
2.13 

== 

56.9 
61.8 
99.6 
94.7 

2  to  5 

Total 
(Average) 

100 

15,987,018 

389,788 

2.44 

=- 

108.4 

45.3 
60.9 
85.3 
130.2 

Under  $40 
$40  to  $80 
$80  to  $180 
$180  &  over 

12 
26 
40 
22 

376,653 
1,561,875 
4,663,355 
9,385,135 

3,841 
21,447 
89,307 
275,193 

1.02 
1.37 
1.92 
2.93 

Total 
(Average  ) 

23 

4,443,953 

99,583 

99.6 

58.2 
62.7 
112.9 

= 

^=. 

9  to  4 

Under  $40 
$40  to  $80 
$80  to  $180 
$180  It  over 

8 
5 

10 

510,510 
617,557 

3,315,886 

6,701 
8,688 
84,194 

1.31 
1.41 

2.54 

Total 
(Average) 

14 

3,520,159 

91,022 

2.59 

115.1 

36.0 
50.7 
132.9 

4  i  over 

Under  $40 
$40  to  $80 
$80  to  $180 
$180  i  over 

2 
5 
7 

150,276 
389,400 
2,780,483 

1,224 
6,742 
83,056 

o.ai 

1.14 
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Average  $2.25 


cities,  the  average  expenditure  for 
advertising  in  relation  to  sales  is 
$2.85.  When  this  group  is  classified 
further  by  rates  of  stock  turnover, 
the  amounts  increase  as  stock  turn- 
over rates  increase. 

When  advertising  expenditures  in 
relation  to  sales  are  expressed  on  a 
per  turn  basis,  the  average  amount 
for  the  204  stores  in  the  small  cities 
is  $0.84  and  for  the  78  stores  in  the 
large  cities,  $1.10.  For  both  groups 
as  located,  the  amounts,  of  course 
decrease  as  the  rates  of  stock  turnover 
increase.  For  the  stores  in  the  small 
cities  which  turned  their  stock  less 


than  once,  the  average  amount  is 
$2.11,  and  from  this  as  a  maximum, 
the  expenditures  decrease  to  $0.19  for 
those  which  turned  their  stock  four 
times  and  over.  For  the  stores  in  the 
large  cities,  if  the  single  store  which 
turned  its  stock  less  than  once  is 
excepted,  the  expenditures  for  adver- 
tising decrease  from  $1.75  for  those 
that  turned  their  stock  one  to  two 
times,  to  $0.66  for  those  that  turned 
their  stock  four  times  and  over. 
There  is  an  advantage  in  expressing 
the  amounts  of  advertising  in  relation 
to  sales  per  single  turn,  inasmuch  as 
by  this  method  the  data  are  made 


TABLE  248 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER,  FOR 
STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY  RATES  OF  STOCK  TURNOVER,  1919 
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TABLE  249 

COST    OF   MERCHANDISE   SOLD,   AVERAGE   INVENTORY,    1918    AND   1919,    AND   AVERAGE 

ANNUAL^  STOCK  TURNOVER,  FOR  STORES  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY 

AMOUNT   OF   ADVERTISING   PER    $100    OF    TOTAL   NET    SALES,    1919 


Size 
of 
City 
(In  OOO's) 

Ascont  of 
Advert!  sing 
per  $100  of 
Total 
Vet  Sales 

?iur~~cr 
of 
Stores 

Coat  of 
Merchandise 
Sold 

Average 
Inventory 
1918  &  1919 

Average  Aimunl  Stock  Turnover 

Rate 

for  Cent. 

Graphic 
3     20     40      69      8O  100    120 

Actual 

Total 
(Average  } 

282 

$23,353,258 

$10,940,487 

2.2          ••^••••^•^•f 

100.0 

Total 
(Average) 

Under  $1 
tl  to  $2 
*2   to   iJ 
$3  &  over 

79 
100 

66 
37 

4,186,022 
5,733,595 
7,445,518 
5,488,123 

2,041,793 
3,350,806 
3,280,090 
2,267,790 

2.1         •••^^•••••B 
2.0          ••••••••^ 
2.3          ••^••••••••B 
2.4          ••••••••••••••• 

95.5 
90.9 
104.5 
1C9.1 

Total 
(Average  ) 

204 

U,  492,  072 

6,167,961 

1.9         IBBBBBBBBBBIBBl 

86.4 

Under 
40 

Onder  $  1 
$1   to   $2 
*2  to  |3 
t3  k  over 

72 
79 
59 
14 

3,598,129 
4,395,340 
2,717,964 
780,639 

1,8C6,214 
2,428,494 
1,469,938 
463,335 

2.0          ••••••••••••• 
1.8           •^^••••^H 
1.8          ••••••••1 

90.9 
81.8 
81.8 
77.3 

40   and 

OVST 

Total 
(Average) 

78 

12,361,186 

1,772,506 

118.2 

L       .'                                    .1-    -X 

113.6 
113.6 
118.2 
133.2 

Under  |l 
$1   to  $2 
$2  to  |S 
|3  k  over 

7 
21 
27 
23 

587,893 
2,338,255 

4,727,554 
4,707,484 

235,579 
922,312 
1,810,152 
1,804,463 

2.6 

directly  comparable.  The  contrasts 
which  obtain  between  stores  of  dif- 
ferent location,  but  with  uniform 
rates  of  stock  turnover,  are  shown  by 
amounts  in  Table  248,  and  it  is  un- 
necessary to  review  them  in  detail. 

In  Table  249,  the  actual  annual 
rates  of  stock  turnover  are  shown  for 
stores  as  classified  in  Table  248.  This 
table  is  inserted  primarily  for  the 
purpose  of  supplying  the  details  used 
to  calculate,  in  Table  248,  the  adver- 
tising expenditures  per  $100  of  total 
net  sales  per  turn. 


Average  2.2 

D. — Summary. 

(1).  The  amounts  of  advertising 
expenditure  per  $100  of  total 
net  sales  generally  decrease  as 
the  inventories  per  $100  of 
total  net  sales  increase.  This 
holds  only  when  stores  are 
classified  without  regard  to 
size.  For  stores  of  a  given 
size,  the  direction  of  change 
is  uncertain. 

(2).  The  amounts  of  advertising 
expenditure  per  $100  of  total 
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net  sales  for  the  amount  sold 
per  $1  of  inventory  increase 
as  the  size  of  the  inventory  in 
terms  of  sales  increases.  This 
is  true  for  all  stores  and  for 
stores  of  a  given  size. 

(3).  For  stores  with  a  given 
amount  of  inventory  per  $100 
of  total  net  sales,  the  amounts 
of  advertising  per  $100  of 
total  net  sales  decreased  be- 
tween 1914  and  1918,  and 
1918  and  1919. 

(4).  For  stores  considered  without 
regard  to  size,  inventories  in 
terms  of  sales  decrease  as  the 
amounts  of  advertising  per 
$100  of  total  net  sales  in- 
crease. For  stores  of  a  given 
size,  they  remain  essentially 
constant  as  advertising  ex- 
penditures increase. 

(5).  The  proportion  of  selling 
expense  attributable  to  ad- 
vertising tends  neither  to  in- 
crease nor  to  decrease  as  the 
inventories  in  terms  of  sales 
increase. 

(6).  The  amounts  of  advertising 
expenditure  per  $100  of  total 
net  sales  per  stock  turnover 
increase  as  the  inventories  in 
terms  of  sales  increase. 

(7).  The  amounts  of  advertising 
expenditure  per  $100  of 
selling  expense  per  stock 
turnover  increase  as  the  in- 
ventories in  terms  of  sales 
increase. 

(8).  For  stores  with  a  given  rate 
of  stock  turnover,  advertising 


expenditures  in  terms  of  sales 
increase  as  the  stores  increase 
in  size. 

(9).  For  stores  with  a  given  rate 
of  stock  turnover,  the  amounts 
of  advertising,  measured  in 
terms  of  sales  alone  and  of 
both  sales  and  turnover,  are 
higher  in  large  than  in  small 
cities. 

3. YEARLY  AMOUNTS  OF  EXPENDITURE 

FOR  ADVERTISING  IN  RELATION  TO 
THE  AMOUNTS  OF  GOODS  SOLD  PER 
FULL-TIME  SALES-PERSON. 

The  present  discussion,  which  has 
to  do  with  the  amounts  expended  for 
advertising,  corresponds  to  the  simi- 
lar sections  relating  to  selling  expense 
and  to  wages  and  salaries,  with  the 
exception  that  tables  reflecting  the 
amounts  of  expenditure  under  dif- 
ferent conditions  of  wage  payment, 
are  omitted. 

For  the  analysis  of  the  amounts  of 
expenditure  for  advertising  in  rela- 
tion to  sales  per  full-time  sales-person, 
the  records  of  146  stores  in  each  of 
the  years  1914,  1918,  and  1919  are 
available  for  study. 

A. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  1919, 1918,  and  1914. 
The  stores  are  classified  in  Tables 
250  and  251,  first,  by  years,  and  sec- 
ond, by  the  amounts  sold  per  full- 
time  sales-person.     Two  methods  of 
expressing  the   advertising  expendi- 
tures  are   used.      The   amounts   are 
shown,  first,  for  each  $100  of  total  net 
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sales  or  selling  expense,  as  the  case 
may  be,  and  second,  per  $100  total 
net  sales  or  selling  expense  per  $1,000 
sold  for  each  full-time  sales-person.* 
For  the  combined  years,  represent- 
ing the  experience  of  438  store-years, 
the  average  expenditure  for  advertis- 
ing per  $100  of  total  net  sales  is 
$2.28.  For  1914  the  amount  was 

*  The  methods  by  which  these  units  are 
computed  are  explained  on  page  4,  items 
22  and  24. 


$2.57 ;  for  1918,  $2.22 ;  and  for  1919, 
$2.20.  When  the  expenditures  are 
expressed  in  a  unit  of  sales  for  each 
$1,000  sold  per  full-time  sales-person, 
the  average  amount  for  the  com- 
bined years  is  $0.14.  For  1914  it  was 
$0.23;  for  1918,  $0.14;  and  for  1919, 
$0.11.  It  will  be  observed  that  the 
expenditures  for  advertising  meas- 
ured in  terms  of  sales  alone  decreased 
between  1914  and  1918,  and  1918  and 
1919,  respectively,  by  14  and  1  per 


TABLE  250 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET   SALES  PER  $1,000  OF   SALES  PER 

FULL-TIME  SALES-PERSON,  FOR  146  IDENTICAL  STORES  CLASSIFIED  BY  AMOUNT 

OF    SALES    PER    FULL-TIME    SALES-PERSON,     1919,    1918,    AND    1914 


cent.  Between  1914  and  1918,  and 
1918  and  1919,  the  amounts  per  $1,000 
sold  per  full-time  sales-person  de- 
creased by  $0.09  and  $0.03,  or  by  39 
and  21  per  cent.,  respectively.  This 
more  rapid  decrease  in  the  amounts 
from  year  to  year  is  directly  attribut- 
able to  the  increase  in  the  amounts 
sold  per  full-time  sales-person.  In 
1914,  1918,  and  1919,  respectively, 
these  amounts  were,  on  the  average, 
$11,345,  $15,613,  and  $20,437. 

"When  the  stores  are  classified  as  in 
Table  250,  there  seems  to  be  no  defi- 
nite tendency  in  each  of  the  different 
years  for  the  amounts  of  advertising 
per  $100  of  total  net  sales  to  increase 
or  to  decrease  as  the  amounts  sold  per 
full-time  sales-person  increase.  "When 
the  amounts  are  expressed  in  terms  of 
sales  per  $1,000  sold  for  a  full-time 
sales-person,  however,  they  decrease 
in  each  of  the  years  as  the  sales  per 
full-time  sales-person  increase.  By 
expressing  the  amounts  in  this  form, 
they  become  directly  comparable,  in- 
asmuch as  both  advertising  and  sales 
are  reduced  to  a  unit  basis.  The  sizes 
of  the  decreases  from  year  to  year  are 
found  in  the  graphic  and  tabular 
parts  of  Table  250. 

In  Table  251,  the  advertising  ex- 
penditures are  shown  for  stores  classi- 
fied as  in  Table  250.  The  amounts, 
however,  are  given,  first,  as  propor- 
tionate parts  of  selling  expense,  and 
second,  as  proportionate  parts  re- 
duced to  a  per  $1,000  basis  of  sales 
per  full-time  sales-person.  Brief  con- 
sideration should  be  given  to  this 
table. 


For  the  combined  years,  advertis- 
ing expenditures  constitute  $21.18  of 
every  $100  of  selling  expense,  or,  ex- 
pressed as  a  percentage,  they  repre- 
sent 21.18  per  cent,  of  selling  expense. 
In  1914,  1918,  and  1919,  the  corre- 
sponding percentages  were  22.64, 
20.28,  and  21.15.  That  is,  they  de- 
creased between  1914  and  1918,  and 
increased  between  1918  and  1919. 
When  the  expenditures  are  further 
expressed  in  terms  of  $1,000  sold  per 
full-time  sales-person,  the  average 
amount  for  the  three  years  is  $1.31. 
In  1914  it  was  $2.00;  in  1918,  $1.30; 
and  in  1919,  $1.03.  That  is,  between 
1914  and  1918,  and  1918  and  1919, 
the  amounts  decreased. 

When  the  stores  in  each  of  the 
years  are  classified  as  in  Table  251 
by  the  amounts  sold  per  full-time 
sales-person,  the  advertising  expendi- 
tures, as  proportionate  parts  of  sell- 
ing expense,  neither  increase  nor 
decrease  regularly  as  the  sales  per 
full-time  sales-person  increase.  The 
general  tendency,  however,  is  for 
them  to  increase.  When  they  are 
computed  for  each  $1,000  sold  per 
full-time  sales-person,  they  decrease 
as  sales  per  full-time  sales-person 
increase.  By  the  use  of  this  more 
refined  unit,  the  stores  from  year  to 
year  and  from  group  to  group  are 
more  readily  compared  because  the 
expenditures  for  advertising  and  the 
sales  are  reduced  to  a  unit  basis.  The 
nature  of  the  amounts  with  the  in- 
creases from  year  to  year  and  from 
group  to  group  are  shown  in  tabular 
and  graphic  form  in  Table  251. 
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B. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of 
Total  Net  Sales  and  per  $100  of 
Selling  Expense,  for  Stores  Clas- 
sified by  Size,  1919,  1918,  and 
1914. 

For  the  discussion  of  the  amounts 
of  advertising  expenditures  for  stores 
of  different  size  and  with  different 
amounts  of  sales  per  full-time  sales- 
person, the  records  of  146  stores  are 
available  for  study  from  year  to  year, 


while  for  1919  alone  the  records  of 
269  stores  may  be  used.  Attention  is 
given,  first,  to  the  larger  group  of 
stores,  and  second,  to  the  stores  which 
are  identical  from  year  to  year. 

Based  upon  the  records  of  269 
stores  for  1919,  as  shown  in  Table 
252,  the  average  amount  of  advertis- 
ing expenditure  per  $100  of  total  net 
sales  was  $2.25.  As  the  stores  in- 
crease in  size,  the  expenditures  in- 
crease, the  minimum  being  $1.13,  for 


TABLE  251 

AMOUNT  OP  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  $1,000   OF  SALES  PER 

FULL-TIME  SALES-PERSON,  FOR  146  IDENTICAL  STORES,  CLASSIFIED  BY  AMOUNT 

OF    SALES    PER    FULL-TIME    SALES-PERSON,    1919,     1918,    AND    1914 


351 


the  stores  with  sales  under  $40,000, 
and  the  maximum  $2.81  for  those 
with  sales  of  $180,000  and  over. 
When  the  amounts  are  expressed  per 
$100  of  total  net  sales  per  stock  turn- 
over, the  average  for  the  entire  group 
is  $1.02.  As  the  stores  increase  in 
size,  the  expenditures  for  advertising 
in  terms  of  both  sales  and  stock  turn- 
over increase  from  a  minimum  of 
$0.75,  for  the  group  of  stores  with 
sales  under  $40,000,  to  $1.06  for 
those  with  sales  of  $80,000  to  $180,- 
000. 

When  the  stores  are  further  classi- 
fied by  the  amounts  sold  per  full- 
time  sales-person,  the  expenditures 
for  advertising,  expressed  in  terms  of 
sales,  do  not  show  a  tendency  to  in- 
crease or  to  decrease  regularly  as  the 
amounts  sold  per  full-time  sales- 
person increase.  In  some  of  the 
store-groups  the  number  of  instances 
are  too  few  to  serve  as  a  basis  for 
generalization.  The  averages,  how- 
ever, are  inserted  as  representing  the 
standards  determined  for  the  stores 
as  classified. 

When  the  expenditures  are  shown 
for  each  $100  of  total  net  sales  per 
stock  turnover,  the  amounts  for  each 
store-group  generally  decrease  as  the 
amounts  sold  per  full-time  sales- 
person increase.  To  this  general  rule, 
however,  there  are  numerous  excep- 
tions, although,  as  a  general  principle, 
the  turnover  rates,  which  accompany 
large  sales  per  full-time  sales-person, 
are  of  sufficient  size  in  most  instances 
to  reduce  the  expenditures  expressed 
in  this  form.  The  actual  amounts, 
together  with  the  increases  or  de- 


creases, are  shown  in  tabular  and 
graphic  form  in  Table  252. 

For  the  269  stores,  advertising 
expenditures  per  $100  of  total  net 
sales,  reduced  to  a  basis  of  $1,000 
sold  per  full-time  sales-person,  are 
shown  in  Table  253.  Expressed  in 
this  manner,  the  average  amount  for 
the  entire  group  is  $0.11.  For  the 
stores  that  had  sales  of  less  than 
$40,000,  the  average  is  $0.07,  and 
from  this  as  a  minimum  the  amounts 
increase  to  $0.12  as  a  maximum  for 
the  stores  with  sales  of  $180,000  and 
over.  For  the  stores  considered  as  a 
whole,  and  when  classified  by  size,  the 
expenditures  decrease  as  the  amounts 
sold  per  full-time  sales-person  in- 
crease. It  is  unnecessary  to  name 
these  amounts  inasmuch  as  they  are 
contained  in  the  table,  the  graphic 
summary  of  which  makes  a  compari- 
son of  them  easy. 

In  Table  254  a  somewhat  different 
form  of  analysis  is  presented.  The 
table  shows  the  amounts  of  sales  (in 
dollars)  secured  per  $100  of  adver- 
tising expenditure.*  For  the  269 
stores,  the  average  is  $4,435.  For 
those  with  sales  under  $40,000,  it  is 
$8,880,  and  from  this  as  a  maximum 
the  amounts  decrease  to  $3,557  for 
stores  with  sales  of  $180,000  and  over. 
That  is,  the  sales  secured  for  each 
$100  expended  for  advertising  de- 
crease as  the  stores  increase  in  size. 
When  the  stores  are  classified  by  size 
and  by  the  amounts  sold  per  full- 
time  sales-person,  the  sales  secured 
for  each  $100  of  advertising  tend,  on 

*  The  method  by  which  this  unit  is  com- 
puted is  explained  on  page  4,  item  11. 
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TABLE  252 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER,  FOB 

STORES   CLASSIFIED   BY    SIZE   AND   BY    AMOUNT   OF    SALES    PER 

FULL-TIME    SALES-PERSON,    1919 


the  whole,  to  increase  as  the  amounts 
sold  per  full-time  sales-person  in- 
crease. This  is  not  true  for  the  stores 
treated  irrespective  of  size,  nor  for 
all  of  the  groups  as  classified  in  this 
form.  Generally  speaking,  however, 
there  is  a  direct  relation  between  the 


sales  secured  per  $100  of  advertising 
and  the  amount  of  goods  sold  per 
full-time  sales-person.  The  actual 
amounts  and  the  changes  from  group 
to  group  are  shown  in  Table  254. 

The  foregoing  discussion  relates  to 
the  records  of  269  stores  for  the  year 
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TABLE  253 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET   SALES  PER   $1,000   OF  SALES  PER 

FULL-TIME    SALES-PERSON,    FOR    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT  OF   SALES   PER  FULL-TIME   SALES-PERSON,    1919 


IdTertUlBC  f*T  tlOO  of  Total  lot  Sal««  pa* 
$1.000  of  S«la»  p«r  PBll-tl»» 


Aver«g»  $2 .28 


o>«g«  »O.U 


Full  length  not  mtxm 


1919.  Because  of  the  fact  that  1919, 
in  many  respects,  was  an  exceptional 
year,  it  has  been  thought  of  interest 
to  classify  a  somewhat  smaller  group 
of  identical  stores  by  size  and  by  the 


amounts  sold  per  full-time  sales- 
person for  the  combined  and  the  indi- 
vidual years  1919,  1918,  and  1914. 
This  is  done  in  Tables  255  to  258, 
inclusive. 
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TABLE  254 

TOTAL  ADVERTISING,  TOTAL  NET  SALES,  AND  AMOUNT  OF  TOTAL  NET  SALES  PEE  $100 

OF  ADVERTISING,  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF   SALES   PER  FULL-TIME   SALES-PERSON,    1919 

Total  »»t  SalM  per  tlCO  of  tdTeitl*le« 


(4,4:5 


$12  to  tie 
tie  to  t£4 
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talk 
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--  v-    »  _ 


tie  to  $24 
*:,-.:$:: 


11, 1M 
9t.«41 
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1.6CC,ai5 
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tU  to  tl« 
tie  to  t34 
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SS.940 
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tie  t.  tM 
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tai  k  o*«r 


IK,  566 

us, see 

128,  07S 


1JJ.2 
103.T 


154.7 
W1.7 


87.2 

ne.i 


114.4 
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In  Table  255  the  records  of  the  146 
stores  for  the  three  years  are  com- 
bined. The  average  expenditure  for 
advertising  per  $100  of  total  net  sales 
for  these  stores  is  $2.28.  The  smallest 
expenditure — $1.67 — is  for  stores  with 
sales  of  $40,000  to  $80,000.  From 
this  amount  as  a  minimum  there  is  an 
increase  to  $2.73  for  stores  with  sales 
of  $180,000  and  over.  That  is,  gener- 
ally speaking,  the  amounts  expended 
for  advertising  per  $100  of  total  net 
sales  increase  with  the  size  of  stores. 
Table  255  shows  also  the  amounts 
expended  for  advertising  per  $100  of 
total  net  sales  for  the  stores  further 
classified  by  the  amounts  sold  per 
full-time  sales-person.  By  consulting 
the  table  it  will  be  observed  that,  for 
stores  of  a  given  size-group,  the  ad- 
vertising expenditures  per  $100  of 
total  net  sales,  on  the  whole,  tend 
generally  to  decrease  as  the  sales  per 
full-time  sales-person  increase.  To 
this  general  rule  the  group  with  sales 
under  $40,000  constitutes  a  notable 
exception. 

When  the  expenditures  for  adver- 
tising are  expressed  per  $100  of  total 
net  sales  for  each  $1,000  sold  per  full- 
time  sales-person,  as  in  the  right-hand 
columns  of  the  table,  the  average 
amount  for  the  entire  group  is  $0.14. 
The  largest  amount  applies  to  stores 
which  had  sales  under  $40,000  per 
year.  For  the  remaining  groups  of 
stores,  the  expenditures  are  approxi- 
mately equal.  Within  each  group  of 
stores,  however,  the  amounts  decrease 
as  the  sales  per  full-time  sales-person 
increase.  For  the  entire  group,  ir- 
respective of  size,  the  advertising 


expenditure  expressed  in  this  form 
was  $0.25  for  those  stores  in  which 
the  sales  per  full-time  sales-person 
were  less  than  $12,000,  and  $0.06  for 
those  in  which  the  sales  per  full-time 
sales-person  were  $32,000  and  over. 
Similar  decreases  hold  for  each  of  the 
different  groups.  By  expressing  the 
amounts  in  this  form,  both  advertis- 
ing expenditures  and  sales  are  re- 
duced to  a  unit  basis  and  are  directly 
comparable. 

In  Tables  256  to  258,  advertising 
expenditures  are  shown  per  $100  of 
total  net  sales  and  per  $100  of  total 
net  sales  for  each  $1,000  sold  per  full- 
time  sales-person  for  the  146  stores 
for  the  years  1919,  1918,  and  1914, 
respectively.  It  is  unnecessary  to 
review  in  detail  the  contents  of  these 
tables.  It  will  suffice  to  point  out 
that,  while  the  actual  amounts  differ 
from  store-group  to  store-group  and 
from  year  to  year,  the  direction  of 
change  in  the  amounts  was  substan- 
tially the  same  in  each  of  the  years 
as  in  the  combined  years. 

The  amounts  of  advertising  expen- 
diture for  the  two  groups  of  stores 
considered  immediately  above  may 
also  be  expressed  in  terms  of  selling 
expense.  This  is  done  for  the  269 
stores  in  Tables  259  and  260,  the  units 
of  measurement  in  Table  259  being 
per  $100  of  selling  expense  and  per 
$100  of  selling  expense  per  stock 
turnover,  and  in  Table  260,  being  per 
$100  of  selling  expense  and  per  $100 
of  selling  expense  for  each  $1,000  sold 
per  full-time  sales-person. 

In  1919  for  269  stores,  the  expen- 
ditures for  advertising  for  each  $100 
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TABLE  255 

AMOUNT  OF   ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES  PER 
FULL-TIME    SALES-PERSON,   FOR    146    IDENTICAL   STORES    CLASSIFIED   BY 
SIZE   AND  BY  AMOUNT  OF   SALES   PER  FULL-TIME   SALES- 
PERSON, 1919,  1918  AND  1914,  COMBINED 
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TABLE  256 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF   SALES  PER 

FULL-TIME   SALES-PERSON,   FOR   146   STORES   CLASSIFIED   BY   SIZE   AND   BY 

AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,     1919 


Classified 

Tot»l 
H«t  Ekioi 
(In  ooo'.l 

Amount  of 
Silos  par 

Pull-time 
flalaa-peroon 
(In  ooo's) 

Nunbor 
of 

Stares 

Advertising  par  $100  of  Total  Net  Sales 

Advertlalng  per  $100   of  Total  Bet  Sales  per 

(1,000   of  Sales   per  Full-  tine  Sales-person 

Amount 

far  Cant. 

Anount 

far  Cent. 

Oraphlo 
)     BO     40     60     80  100  120  140  16C 

Actual 

Graphic 
)     20     40     60     80  100  120  1 

Aetna! 
0 
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(Average) 

Total 
(Average) 
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$2.20 

! 

100.0 

$0.11 

100.0 

Undor  $12 

$12  to  tie 

$16  to  $24 
$24  to  $32 
$22  It  over 

IS 
30 
61 
21 

19 

2.27 
1.56 
2.05 
2.69 
2.31 
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70.9 
S3.2 
122.3 
105.0 

0.23 
0.11 

0.10 
0.10 
O.O6 

209.1* 
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00.9 
90.9 
54.5 

81.8 

127.3 
81.8 
96.4 

36.4 
90.9 

i^^— 

-^™ 

^^^^ 

Ona»r  $40 
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1.46 
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O.O9 
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0.71 
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E1 
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71.4 
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^— 
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Ml 

2.07 
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0.60 

or.ll 
o.n 

0.07 
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63.6 
84.9 

100.0 

• 

118.2 
100.  0 
«3.6 

== 

$180  *  over 

Total 

24 

e.6S 

120.5 

0.11 

Dndar  $12 
$12  to  $16 
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$24  to  $32 
$32  »  over 

9 

e 

7 

..4, 

'2.99 
2.S1 
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0.13 
0.11 
0.07 

=- 

vx^mm^^Bi^m^t 

ircrigt  *2.20                                                                                           Average  $0.11 
Pall  length  not  (horn 

of  selling  expense  constituted  $22.13. 
In  other  words,  advertising  consti- 
tuted 22.13  per  cent,  of  selling  ex- 
pense. When  the  stores  are  further 
classified  by  size,  the  expenditures 


for  advertising  per  $100  of  selling 
expense  range  from  $18.28,  for  the 
stores  with  sales  of  $40,000  to  $80,000, 
to  $24.37  for  stores  with  sales  of 
$180,000  and  over.  That  is,  generally 
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speaking,  the  amounts  increase  as  the 
stores  increase  in  size,  or,  in  other 
•words,  advertising  expenditures  for 
stores  of  increasing  size  increase  more 
rapidly  than  do  the  total  selling  ex- 
penses. "When  the  advertising  expen- 
ditures per  $100  of  selling  expense 


are  reduced  to  a  per  stock  turnover 
basis,  the  average  for  the  entire 
group  is  $10.06.  For  those  stores 
with  sales  under  $40,000  it  is  $12.77. 
From  this  as  a  maximum,  the  amounts 
decrease  to  $9.03  for  the  stores  which 
had  sales  during  this  year  of  $180,000 


TABLE  257 

AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  $1,000  OF  SALES  PER 

FULL-TIME   SALES-PERSON,   FOR   146   STORES   CLASSIFIED   BY    SIZE   AND   BY 

AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,     1918 


ci.««i.-ied 

Total 
Ket  lelu 

C.z  xo'ii 
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TABLE  258 

AMOUNT  OF  ADVERTISING  PER  $100  OP  TOTAL   NET   SALES  PER  $1,000  OF  SALES  PER 

FULL-TIME   SALES-PERSON,   FOR   146    STORES    CLASSIFIED   BY    SIZE   AND   BY 

AMOUNT    OF    SALES    PER    FULL-TIME    SALES-PERSON,    1914 


ClaaalfUd 

Total 
•at    Salfl 

(la  ooa'a) 
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Salea    per 
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Salea-peraoa 
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: 

| 
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ATerage  $2.57 


and  over.  That  is,  the  amounts,  on 
the  whole,  decrease  as  the  stores 
increase  in  size. 

For  the  entire  group  of  stores,  the 
expenditures  for  advertising  per  $100 
of  total  selling  expense  increase  as 
the  sales  per  full-time  sales-person 
increase.  For  the  stores  classified 


Average  $0.23 

by  size,  the  direction  of  the  change 
is  uncertain.  Moreover,  when  the 
amounts  are  expressed  per  $100  of 
selling  expense  per  stock  turnover, 
they  seem  neither  to  increase  nor 
decrease  regularly  with  the  amount 
sold  per  full-time  sales- person. 
In  Table  260  the  stores  are  classi- 
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fied  by  size  and  by  the  amounts  sold 
per  full-time  sales-person.  Advertis- 
ing expenditures  are  shown  as  pro- 
portionate parts  of  selling  expense, 
reduced  to  a  unit  basis — $1,000  of 
sales  per  full-time  sales- person.  Stated 
in  this  form,  the  average  amount  for 


the  269  stores  is  $1.09.  For  those 
with  sales  under  $40,000,  it  is  $1.13, 
and  from  this  as  a  maximum,  the 
amounts  decrease  to  $1.04  for  the  92 
stores  with  sales  of  $80,000  to  $180,- 
000.  "Within  each  group  of  stores, 
the  average  expenditures  for  adver- 


TABLE  259 

AMOUNT  OF  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURNOVER,  FOB 
STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT  OF  SALES  PER  FULL- 
TIME   SALES-PERSON,    1919 
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TABLE  260 


AMOUNT  OP  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES  PER 

FULL-TIME    SALES-PERSON,    FOR    STORES    CLASSIFIED    BY    SIZE    AND    BY 

AMOUNT   OF   SALES  PER  FULL-TIME   SALES-PERSON,    1919 


ttvortlelng  per  lion  of  Selling  Xxpeiue  per 
(1,000  of  Srnlo.  per  Poll- ting  S«loe-por»on 


i..r«r»  ,22.18 


tising,  measured  in  this  unit,  decrease 
as  the  amounts  sold  per  full-time 
sales-person  increase.  For  those  stores 
in  which  the  full-time  sales-person 
sold  less  than  $12,000,  the  average 
amount  is  $2.12.  It  is  $0.71  for  those 
in  which  the  average  sales  per  full- 


time  sales-person  were  $32,000  and 
over.  Similar  decreases  hold  for  each 
of  the  groups  of  stores  when  classified 
by  size. 

In  Tables  261  to  264,  inclusive,  the 
advertising  expenditures  per  $100  of 
selling  expense  for  146  stores  for  the 
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combined  and  individual  years  1919, 
1918,  and  1914,  are  set  out  in  detail. 
The  basis  for  classification  is  the  same 
as  that  used  in  Tables  255  to  258, 
inclusive,  but  the  amounts  are  dif- 
ferently expressed. 


For  the  combined  years,  as  shown 
in  Table  261,  the  average  expenditure 
for  advertising  per  $100  of  selling 
expense  is  $21.18.  For  those  stores 
which  had  sales  of  $40,000  to  $80,000 
it  is  $18.19,  and  for  those  which  had 


TABLE  261 

AMOUNT  OF  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  $1,000  OF  SALES  PER 

FULL-TIME   SALES-PERSON,    FOR   146   IDENTICAL   STORES   CLASSIFIED   BY    SIZE 

AND     BY     AMOUNT    OF     SALES    PER     FULL-TIME     SALES-PERSON, 

1919,    1918,    AND    1914,    COMBINED 


*TOT«»  ll.Jl 


fall  Irnfth  not 
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TABLE  262 

AMOUNT  OF  ADVERTISING  PER  $100  OF  SELLING  EXPENSE   PER  $1,000  OF  SALES  PER 

FULL-TIME    SALES-PERSON,    FOR    146    STORES    CLASSIFIED    BY    SIZE    AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,   1919 


UtoVtiVta*  MV  llOO  of  Selling  Ri?«ns»  pew 
*1»OOO  ot  £»!«•  per  Pull-tLa*  S*l»»-o«r»oii 


*pull  length  not  she* 


sales  of  $180,000  and  over  it  is  $22.55. 
Over  the  entire  range  of  sizes,  the 
amounts  increase  as  the  stores  in- 
crease in  size.  When  the  stores  are 
further  classified  by  the  amounts  sold 
per  full-time  sales-person,  the  expen- 
ditures for  advertising  for  the  entire 


group,  irrespective  of  size,  increase 
as  the  amounts  sold  per  full-time 
sales-person  increase.  For  stores  of 
a  given  size-group,  however,  this  ten- 
dency is  not  so  evident.  For  the 
small  stores — those  with  sales  of  less 
than  $80,000 — the  amounts  seem  gen- 
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erally  to  increase  as  the  sales  per  full- 
time  sales-person  increase.  For  the 
other  two  groups,  the  direction  of 
change  is  uncertain. 

When  the  expenditures  for  adver- 
tising are  shown  per  $100  of  selling 
expense  for  each  $1,000  sold  per  full- 


time  sales- person,  the  average  for  the 
entire  group  is  $1.31.  The  largest 
amount — $1.90 — applies  to  the  stores 
with  smallest  sales,  and  the  smallest 
amount — $1.11 — to  those  having  larg- 
est sales.  That  is,  over  the  entire 
range  of  sizes,  the  expenditures  ex- 


TABLE  263 

AMOUNT  OF  ADVERTISING  PER  $100   OF  SELLING  EXPENSE   PER   $1,000   OF  SALES   PER 

FULL-TIME    SALES-PERSON.    FOR    146    STORES    CLASSIFIED    BY    SIZE    AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,   1918 
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TABLE  264 


AMOUNT  OF  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  $1,000   OF  SALES  PER 

FULL-TIME    SALES-PERSON,    FOR    146    STORES    CLASSIFIED    BY    SIZE    AND 

BY  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON,   1914 
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pressed  in  this  form  decrease.  Within 
each  group  of  stores,  moreover,  when 
they  are  further  classified  by  the 
amounts  sold  per  full-time  sales- 


person, the  advertising  expenditures 
decrease.  For  the  entire  group  in 
which  the  sales  per  full-time  sales- 
person are  less  than  $12,000,  the  ex- 
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penditure  for  advertising,  expressed 
in  this  form,  is  $2.21,  while  for  those 
in  which  the  amount  sold  per  full- 
time  sales-person  is  $32,000  and  over, 
the  amount  is  $0.72.  Similar  de- 
creases hold  for  each  of  the  groups.* 
The  basis  of  classification  normally 
requires  this. 

In  Tables  262  to  264,  the  expendi- 
tures for  advertising,  for  stores  classi- 
fied as  in  Table  261,  are  shown  for 
the  years  1919,  1918,  and  1914,  re- 
spectively. The  amounts  for  the  dif- 
ferent groups  of  stores  from  year  to 
year,  as  well  as  the  tendencies  which 
they  may  have  to  increase  or  to  de- 
crease when  differently  classified,  are 
fully  set  out  in  the  tables,  and  it  is 
unnecessary  to  review  them  in  detail 
at  this  point. 

In  considering  these  tables,  the 
reader  should  remember  that  care  has 
been  taken  to  eliminate,  so  far  as 
possible,  all  elements  of  error  in  the 
data  and  to  classify  the  stores  in  the 
detail  necessary  to  make  comparisons 
of  significance.  To  have  printed  the 
frequencies  with  which  the  different 
items  occur,  or  even  the  highs  and 
lows  in  the  detail  provided  for  in  the 
tables,  would  have  unduly  compli- 
cated the  tabulations  and  probably 
been  of  little  value  in  the  interpreta- 
tion of  the  norms  or  standards  shown. 
One  of  the  many  reasons  for  showing 
the  expenditures  in  the  form  of  com- 
plex units  has  been  to  obviate  the 
necessity  for  elaborating  the  tabula- 
tions. 

*  There  is  a  slight  exception  to  this  rule 
for  the  stores  haying  annual  sales  less  than 
$40,000. 


C. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and  per  $100  of  Selling 
Expense,  for  Stores  Classified  by 
Size  and  J>y  Size  of  City  in 
Which  Located*  1919,  1918,  and 
1914. 

Analysis  has  shown  that  the  size 
of  the  city  in  which  stores  are  located 
helps  to  determine  the  amounts  of 
expenditure  for  store  operations.  In 
order  to  take  note  of  this  factor  in 
the  discussion  of  advertising  expen- 
ditures, a  group  of  103  stores  with 
annual  sales  of  $40,000  to  $80,000  in 
1919  has  been  classified  in  Tables  265 
to  268,  inclusive,  by  location  and 
further  by  the  amounts  of  sales  per 
full-time  sales-person. 

Table  265  shows  that  the  average 
expenditure  for  advertising  per  $100 
of  total  net  sales  for  the  89  stores 
located  in  cities  with  population 
under  40,000  was  $1.32.  It  also 
shows  that  the  corresponding  amount 
for  the  14  stores  located  in  cities  with 
population  of  40,000  and  over  was 
$1.64.  When  the  amounts  expended 
for  advertising  are  expressed  per 
$100  of  total  net  sales  per  stock  turn- 
over, they  constitute,  on  the  average, 
$0.78  for  the  stores  in  the  two  city- 
groups.  "When  they  are  expressed  in 
terms  of  $100  of  sales  for  each  $1,000 
sold  per  full-time  sales-person,  as  in 
Table  266,  the  average  amount  for  the 
stores  in  the  large  cities  is  $0.09, 
and  for  those  in  the  small,  $0.08. 

For  the  stores  in  each  of  the  city- 
groups,  when  further  classified  by  the 

*  Population  figures  are  for  1920. 
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TABLE  265 


AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET  SALES  PER  STOCK  TURNOVER,  FOR 

STORES  WITH   SALES  OF   $40,000   TO   $80,000,    CLASSIFIED   BY    SIZE   OF   CITY 

AND   BY   AMOUNT    OF    SALES   PER   FULL-TIME    SALES-PERSON,    1919 


Advertising  per  $100  of  Total  Het  S*l««  per 
Stock  Turnover 


AT«rig«  to .76 


amounts  sold  per  full-time  sales- 
person, there  is  no  unmistakable  ten- 
dency for  advertising  expenditures  to 
increase  or  to  decrease  as  the  sales 
per  full-time  sales-person  increase. 
This  generalization  applies  to  the 
amounts  expressed  in  terms  of  sales 
and  in  terms  of  sales  per  stock  turn- 
over. When  they  are  expressed  in 
terms  of  sales  for  the  amount  sold 
per  full-time  sales-person,  however, 
they  decrease  for  the  stores  in  the 
two  city-groups,  as  shown  in  the 
right-hand  column  of  Table  266.  The 
actual  amounts  of  expenditure,  as 
shown  in  Tables  265  and  266,  consti- 


tute the  standards  or  norms  which  are 
discovered  for  this  group  of  stores  for 
a  single  year. 

In  Tables  267  and  268,  the  amounts 
of  advertising  expenditure  are  shown 
for  a  group  of  103  stores  classified  by 
location  and  sales  per  full-time  sales- 
person. The  method  of  expressing 
them  is,  first,  in  terms  of  selling  ex- 
pense alone ;  second,  in  terms  of  sell- 
ing expense  per  stock  turnover;  and, 
third,  in  terms  of  selling  expense  per 
$1,000  sold  for  a  full-time  sales- 
person. As  shown  in  Table  267,  ad- 
vertising constitutes  $18.05  out  of 
every  $100  of  selling  expense  for  the 
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stores  located  in  the  small  cities.  For 
those  located  in  the  large  cities,  the 
corresponding  amount  is  $19.42. 
^Vhen  these  expenses  are  reduced  to 
a  per  stock  turnover  basis,  the  aver- 
age amount  for  the  stores  in  the  small 
is  $10.62  and  for  those  in  the  large 
cities,  $9.25.  That  is,  in  terms  of 
selling  expense  alone,  the  average 
amount  is  higher  in  the  large  cities, 
and  in  terms  of  selling  expense  per 
stock  turnover,  lower  in  the  large 
than  in  the  small  cities.  A  more 
satisfactory  basis  for  comparing  these 


amounts  -would  be  to  select  stores 
•with  the  same  sales  per  full-time 
sales-person,  but  with  different  loca- 
tion. The  data,  however,  for  stores 
in  the  large  cities  are  insufficient  to 
admit  of  such  a  comparison. 

"When  the  advertising  expenditures 
are  shown  per  $100  of  selling  expense 
per  $1,000  sold  per  full-time  sales- 
person, as  in  Table  268,  the  average 
amount  for  the  stores  in  the  small 
cities  is  the  same  as  that  for  those  in 
the  large  cities.  For  stores  of  differ- 
ent location,  but  with  the  same 


TABLE  266 

AMOUNT  OF   ADVERTISING  PER  $100  OF  TOTAL,  NET  SALES  PER  $1,000  OP  SALES  PER 

FULL-TIME    SALES-PERSON,    FOR    STORES    WITH    SALES    OF    $40,000    TO 

$80,000,  CLASSIFIED  BY  SIZE  OF  CITY  AND  BY  AMOUNT  OF 

SALES  PER  FULL-TIME  SALES-PERSON,  1919 
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TABLE  267 

AMOUNT  OF  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  STOCK  TURNOVER,  FOB 

STORES   WITH   SALES  OF   $40,000   TO   $80,000,    CLASSIFIED   BY   SIZE   OF    CITY 

AND   BY    AMOUNT   OF   SALES   PER   FULL-TIME    SALES-PERSON,    1919 


amounts  sold  per  full-time  sales- 
person, the  average  expenditures  are 
different.  In  most  cases  the  number 
of  stores  is  inadequate  to  serve  as  a 
basis  for  comparison.  For  stores 
within  both  city-groups,  however,  the 
advertising  expenditures,  measured 
in  this  form,  decrease  as  the  sales  per 
full-time  sales-person  increase. 

D. — Summary. 

(1).  The  amounts  of  advertising 
expenditure  per  $100  of  total 
net  sales  per  $1,000  of  sales 
for  a  full-time  sales-person 
decreased  between  1914  and 
1918,  and  1918  and  1919. 


Aicrage  (10 .IE 


This  holds  for  all  stores  and 
for  stores  of  a  given  size. 

(2).  The  amounts  of  advertising 
per  $100  of  selling  expense 
per  $1,000  sold  for  a  full- 
time  sales-person  decreased 
between  1914  and  1918,  and 
1918  and  1919,  for  all  stores 
and  for  stores  of  a  given  size. 

(3).  For  stores  of  a  given  size,  the 
expenditures  for  advertising, 
measured  in  terms  of  sales 
alone,  tend  to  increase  as  the 
sales  per  full-time  sales-per- 
son increase.  When  measured 
in  terms  of  sales  per  stock 


370 


TABLE  268 

AMOUNT  OF  ADVERTISING  PER  $100  OF  SELLING  EXPENSE  PER  $1,000   OF  SALES  PER 

FULL-TIME     SALES-PERSON,     FOR     STORES     WITH     SALES     OF     $40,000     TO 

$80,000,     CLASSIFIED     BY    SIZE    OP    CITY     AND    BY     AMOUNT 

OF    SALES    PER    FULL-TIME    SALES-PERSON,     1919 


turnover,  and  in  terms  of 
sales  for  the  amount  sold  per 
full-time  sales-person,  they 
decrease  as  the  sales  per  full- 
time  sales-person  increase. 

(4).  The  proportions  of  selling 
expense  attributable  to  adver- 
tising increase  as  the  amounts 
sold  per  full-time  sales-person 
increase  for  all  stores  and  for 
stores  with  sales  under  $80,- 
000.  The  direction  of  change 
is  not  uniform  for  stores  with 
sales  of  $80,000  and  over. 


(5).  The  amounts  of  advertising 
expenditures,  expressed  in 
terms  of  selling  expense  and 
stock  turnover,  are  irregular 
for  stores  with  different 
amounts  sold  per  full-time 
sales-person.  In  terms  of  sell- 
ing expense  and  the  amount 
sold  per  full-time  sales-person, 
however,  they  decrease  as  the 
sales  per  full-time  sales-per- 
son increase. 

(6).  For  stores  of  a  given  size,  the 
average  amount  of  advertis- 
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ing  expenditures  per  $100  of 
total  net  sales  for  a  $1,000 
sold  for  a  full-time  sales-per- 
son is  higher  in  the  large  than 
in  the  small  cities. 

(7).  For  stores  of  a  given  size,  the 
average  amount  of  advertis- 
ing expenditure  per  $100  of 
selling  expense  for  a  $1,000 
sold  per  full-time  sales-person 
is  the  same  in  both  small  and 
large  cities. 

4. YEARLY  AMOUNTS  OF  EXPENDITURE 

FOR  ADVERTISING  IN  RELATION  TO 
EXPENDITURES  FOR  RENT  AND  IN- 
VESTMENTS IN  FIXTURES,  FOR 
STORES  CLASSIFIED  BY  YEARS,  BY 
SIZE,  AND  BY  LOCATION. 

The  discussion  of  the  amounts  ex- 
pended for  advertising,  considered  in 
this  section,  is  based  upon  stores  clas- 
sified according  to  the  amount  of  rent 
paid  per  100  square  feet  of  floor  space 
and  to  the  amounts  invested  in  fix- 
tures per  $100  of  total  net  sales.  In 
outline,  it  follows  closely  a  similar 
discussion  of  the  amounts  of  wages 
and  salaries  paid,  although  in  some 
respects  it  is  less  inclusive. 

(1) YEARLY  AMOUNTS  OF  EXPENDI- 
TURE FOR  ADVERTISING  IN  RELA- 
TION TO  EXPENDITURES  FOR  RENT 
PER  100  SQUARE  FEET  OF  FLOOR 
SPACE,  FOR  STORES  CLASSIFIED  BY 
SIZE  OF  CITY  IN  WHICH  LOCATED.* 

For  the  purpose  of  analyzing  the 
expenditures  for  advertising  per  $100 
of  total  net  sales  and  per  $100  of 

*  Population  figures  are  for  1920. 


selling  expense  for  stores  paying  dif- 
ferent amounts  of  rent  per  100  square 
feet  of  floor  space,  a  group  of  stores 
having  annual  sales  between  $40,000 
and  $80,000  in  1919  is  selected.  The 
stores  are  classified  in  Table  269  by 
the  size  of  the  city  in  which  located 
and,  further,  by  their  rent  expendi- 
tures, measured  in  units  of  floor  space. 
A  brief  consideration  of  this  table  is 
of  interest. 

For  the  87  stores  located  in  the 
small  cities,  as  shown  in  Table  269, 
the  average  expenditure  for  adver- 
tising per  $100  of  total  net  sales  is 
$1.34;  per  $100  of  total  net  sales  per 
stock  turnover  it  is  $0.79;  per  $100 
of  total  net  sales  per  $1,000  sold  per 
full-time  sales-person,  $0.08 ;  and  per 
$100  of  total  net  sales  for  the  amount 
sold  per  square  foot  of  floor  space, 
$0.08.  These  are  the  same  units 
which  are  used  in  the  discussion  of 
the  amounts  of  wages  and  salaries 
paid  for  stores  classified  in  the  same 
manner.  For  this  group  of  stores,  the 
advertising  expenditures  per  $100  of 
total  net  sales  increase  as  the  amounts 
paid  in  rent  per  100  square  feet  of 
floor  space  increase,  the  minimum 
amount  being  $0.88  and  the  maximum 
$1.67.  When  the  expenditures  are 
measured  in  terms  of  net  sales  per 
stock  turnover,  they  likewise  increase 
with  the  increase  in  rent  paid  per 
unit  of  floor  space.  A  similar  condi- 
tion obtains  when  the  amounts  are 
expressed  per  $1,000  sold  per  full- 
time  sales-person.  On  the  other  hand, 
when  they  are  expressed  per  $100  of 
total  net  sales  for  the  amount  sold  per 
square  foot  of  floor  space,  they  de- 
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crease  with  increasing  rent  payments 
per  100  square  feet  of  floor  space. 
This  follows  because  of  the  dimin- 
ished floor  space  which  is  used  under 
conditions  of  high  rental.* 

The  amounts  of  advertising  expen- 
diture per  $100  of  selling  expense  are 
also  shown  in  Table  269,  the  same 
units  which  were  used  when  relating 
them  to  sales  being  employed.  The 
table  shows  the  amounts  for  stores 
having  different  rent  expenditures 
per  100  square  feet  of  floor  space,  and 
it  is  unnecessary  to  review  them  in 
detail.  The  general  directions  of 
change  agree  with  those  found  when 
the  amounts  are  expressed  in  terms 
of  sales. 

One  feature  of  Table  269,  however, 
requires  brief  consideration.  The 

*  See  Table  75  and  the  accompanying 
discussion. 


lower  part  of  the  table  shows  the 
average  amounts  of  expenditure  for 
advertising  in  terms  of  sales  and  of 
selling  expense,  for  10  stores  having 
sales  of  $40,000  to  $80,000,  but  located 
in  cities  with  population  of  40,000 
and  over.  By  consulting  the  table, 
comparisons  may  be  made  of  adver- 
tising expenditures  for  stores  with 
similar  rentals  and  sales,  but  with 
different  location.  "Without  reviewing 
them  in  detail,  it  is  of  interest  to 
observe  that  the  average  amounts  per 
$100  of  total  net  sales  and  per  $100 
of  selling  expense  are  greater  for  the 
stores  in  the  large,  than  for  those  in 
the  small  cities.  This  table  should  be 
studied  in  conjunction  with  the  cor- 
responding tables  which  relate  to  the 
amounts  spent  for  wages  and  salaries 
and  total  selling  expense  for  stores 
similarly  classified. 


TABLE  269 

RELATION  OF  ADVERTISING  TO  TOTAL  NET  SALES  AND  SELLING   EXPENSE,   FOR  STORES 

HAVING   SALES   BETWEEN   $40,000   AND  $80,000,   CLASSIFIED  BY   SIZE   OF   CITY 

AND  BY  AMOUNT  OF  RENT  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 
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A- — Summary. 

(1).  For  stores  of  a  given  size,  the 
amounts  of  advertising  ex- 
penditure per  $100  of  total 
net  sales  increase  as  the 
amounts  of  rent  paid  per  100 
square  feet  of  floor  space  in- 
crease. 

(2).  For  stores  of  a  given  size,  the 
proportions  of  selling  expense 
attributable  to  advertising  in- 
crease as  the  rental  payments 
per  100  square  feet  of  floor 
space  increase. 

(2) — YEARLY  AMOUNTS  OF  EXPENDI- 
TURE FOR  ADVERTISING  IN  RELA- 
TION TO  INVESTMENTS  IN  FIX- 
TURES PER  $100  OF  TOTAL  NET 
SALES. 

For  the  analysis  of  advertising  ex- 
penditures per  $100  of  total  net  sales 
and  per  $100  of  selling  expense  for 
stores  classified  by  the  amounts  in- 
vested in  fixtures  per  $100  of  total  net 
sales,  the  records  of  135  stores  are 
available.  The  purpose  of  this  analy- 
sis is  to  determine  the  relation,  if  any, 
which  exists  between  the  amounts 
expended  for  advertising  in  relation 
to  sales  and  the  amounts  of  the  fixture 
investments,  similarly  expressed. 

A. — Yearly  Amounts  of  Expenditure 
for  Advertising  per  $100  of  Total 
Net  Sales  and,  per  $100  of  Selling 
Expense,  1919, 1918,  and  1914. 

Table  270  shows  the  average 
amounts  of  expenditure  for  adver- 
tising per  $100  of  total  net  sales  for 
135  stores,  classified  by  the  amounts 
invested  in  fixtures  per  $100  of  total 


net  sales.  Without  reviewing  the 
average  expenditures  for  each  of  the 
years  for  the  135  stores,  as  a  whole, 
attention  is  directed  primarily  to  the 
amounts  in  each  year  for  stores  hav- 
ing different  fixture  investments  per 
$100  of  total  net  sales.  For  the  com- 
bined years,  the  average  advertising 
expenditure  per  $100  of  total  net 
sales,  for  the  stores  which  had  fixture 
investments  of  less  than  $2  per  $100 
of  sales,  is  $1.84.  From  this  average 
as  a  minimum,  the  amounts  increase 
to  $2.71  for  the  stores  which  had  $6 
or  more  invested  in  fixtures  for  each 
$100  of  sales.  For  each  year,  with 
two  unimportant  exceptions,  the  ex- 
penses for  this  purpose  increase,  as 
the  amounts  invested  in  fixtures  per 
$100  of  total  net  sales  increase.  That 
is,  a  direct  relationship  between  ad- 
vertising expenditures  and  invest- 
ment in  fixtures  is  found.  This  is  to 
be  expected  in  view  of  the  fact  that 
an  important  service  rendered  by 
fixtures  is  the  display  of  goods.  In 
the  nature  of  the  case,  such  a  display 
involves  some  expenditure  for  adver- 
tising. 

In  Table  271  the  average  fixture 
investments  per  $100  of  total  net  sales 
are   shown    for    stores   classified   by  \ 
years  and  further  by  the  amounts  of 
advertising  expenditure  per  $100  of 
total  net  sales.     The  purpose  of  this 
table  is  to  show  the  direct  relationship 
which  obtains  between  fixture  invest- 
ments and  the  amounts  expended  for 
advertising.    With  a  single  exception,  ; 
amounts  of  fixture  account  vary  di-  ' 
rectly  with  the  amounts  expended  for 
advertising  in  relation  to  sales. 
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TABLE  270 

TOTAL   NET   SALES,   ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100   OF  TOTAL 

NET  SALES,  FOR  135  IDENTICAL  STORES  CLASSIFIED  BY  AMOUNT  OF  FIXTURE 

ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,   1919,   1918,   AND   1914 


Tear* 


Total 
(Average) 


1919 


1918 


1914 


of 
Fixture  Account 

per  $100  of 
Total  Vet  Sale 


Total 
(Average) 


Under  $2 
|2  to  |4 

*4  tofe 

$6  k  over 


Total 
(Average) 


Under  $2 
$2  to  $4 

$4  to  *6 
$6  fc  over 


Total 
(Average) 


Under  $2 
$2  to  $4 
*4  to  $6 
$6  tc  over 


Total 
(Average ) 


Unier  $2 
$8  to  $4 
*4  to  *6 
t€  *  over 


of 

Store- 
Tears 


Total 
Bet  Sales 


4C5 


72 
131 

86 
116 


155 


58 
51 
23 
23 


20 
45 
34 

56 


135 


55 
29 

57 


$40,576,908 


8,020,930 
10,428,302 

7,841,253 
14,286,443 


18,919,233 


5,228,703 
4,897,266 
3,173,841 
5,619,423 


13,360,145 


2,163,476 
3,706,654 
2,807,944 
4,682,071 


8,297,530 


628,751 
1,824,582 
1,859,448 
3,964,949 


Total 
Advertising 


$923,442 


147,345 

206,442 
182,392 
587,263 


412,745 


100,793 
93,916 
67,564 

150,472 


293,780 


33,524 

75,135 

64,292 

120,029 


216,917 


13,028 

37,391 

50,536 

115,962 


Advertising  per  $100  of  Total  let  Sale* 


$2.28 


Per  Cent. 


Graphic          Actual 
20  4O  60  80  100  120  14O 


100.0 

80.7 

86.8 

102.2 

118.9 

— .      -  = 

95.6 


64.6 
84.2 
93.4 

117. S 


96.5 

,. .  —3 

68.0 

89.0 
100.4 
113.2 


114.5 


90.8 

89.9 

119.3 

127.6 


Average  $2.28 


In  Table  272,  the  amounts  of  ex- 
penditure for  advertising  are  shown 
as  proportionate  parts  of  selling  ex- 
pense. The  bases  of  classification  of 
the  stores  are  years  and  amounts  in- 
vested in  fixtures  in  relation  to  sales. 
For  the  combined  years,  the  stores 
which  had  less  than  $2  invested  in 


fixtures  for  each  $100  of  sales,  spent 
$17.69  in  advertising  for  each  $100 
of  selling  expense,  while  those  which 
had  $6  and  over  invested  in  fixtures, 
similarly  measured,  expended  $21.38. 
Over  the  entire  range  of  stores,  when 
classified  by  fixture  investments,  ad- 
vertising expenditures  become  a  pro- 
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portionately  larger  part  of  selling 
expense.  This  holds  not  only  for  the 
combined,  but  also  for  the  individual 
years.  There  are  certain  exceptions 
to  this  rule  and  these  the  reader  may 
observe  for  himself  by  consulting  the 
table. 

It  is  unnecessary  to  review  for  each 
of  the  years  the  amounts  of  advertis- 
ing expenditure  per  $100  of  selling 


expense  for  stores  treated  without 
relation  to  fixture  investment.  This 
has  been  done  in  various  places  in  the 
preceding  discussion.  While  the 
amounts  in  this  case  slightly  differ 
from  those  for  other  groups  of  stores, 
the  variations  on  the  whole  are  of  the 
same  general  nature  and  the  amounts 
not  widely  different. 


TABLE  271 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF    TOTAL    NET    SALES,    FOR    135    IDENTICAL    STORES    CLASSIFIED    BY 

AMOUNT     OF     ADVERTISING     PER     $100     OF     TOTAL 

NET   SALES,    1919,    1918,    AND    1914 


Tear* 

Amount  of 
Advertising 
per  $10O  of 
Total 
Net  Salei 

Number 
of 
Store- 
years 

Total 
Net  Salos 

Amount  of 
Fixture 
Account 

Fixture  Account  per  $100  of  Total  let  Sales 

Adount 

< 

Per  Cent. 

Oraphlc 
1  20  40  60  80  100  120  140  160  180  20 

Actual 

5 

Total 
(Average) 

Total 
(Average  ) 

405 

140,576,908 

tl,  908,  079 

$4.70 

= 

100.0 

Under  $1 
,1  to  *2 
*2  to  $3 
(S  i  over 

99 
123 
109 
69 

6,041,766 
9,375,659 
14,595,172 
10,564,309 

217,855 
354,297 
674,077 
661,850 

8.61 
8.78 

76.8 
80.4 
98.3 
133.2 

1919 

Total 
(Average) 

135 

18,919,233 

738,774 

3.90 

83.0 

Under  $1 
»1  to  $2 
$2  to  43 

t3  &  over 

39 
39 
42 
15 

3,049,266 
3,903,793 
8,280,017 
3,686,157 

93,171 
128,510 
339,711 
177,382 

8.06 
3.29 
4.10 
4.81 

i 

65.1 
70.0 
87.2 
102.3 

1913 

Total 
(Average  ) 

135 

13,360,145 

620,889 

4.65 

98.9 

Under  $1 
tl  to  *2 
|2  to  *3 
$3  fc  over 

36 
44 
35 
SO 

2,112,506 
3,258,720 
4,278,153 
3,710,766 

87,312 
119,980 
904,313 
209,284 

4.13 
3.68 
4.78 
S.64 

87.9 
78.3 
101.7 
120.0 

1914 

Total 
(Average) 

135 

8,297,530 

548,416 

6.61 

140.6 

90.4 
101.7 
135.7 
184.9 

Under  $1 
tl  to  t2 
$2  to  $3 
tS  &  over 

24 
45 
32 
34 

879,996 
2,  213,  146 
2,037,002 
9,167,386 

07,372 
105,807 
130,053 
275,184 

Average  $4.70 
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TABLE  272 

TOTAL    SELLING    EXPENSE,    TOTAL    ADVERTISING,    AND    AMOUNT    OF    ADVERTISING    PER 

$100  OF  SELLING  EXPENSE,  FOR  135  IDENTICAL  STORES  CLASSIFIED  BY 

AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET 

SALES,     1919,     1918,     AND     1914 


teonnt-of 
Plitcre  -  Ac  ccunt 

p«r  4100  of 
Total  let  Bale* 


Vnaber 

of 

Store- 
rear* 


Total 

Selling 
Expense 


Total 
Advertising 


Advertising  pear  $100  of  Selling  Kxpena* 


Total 
(Average  ) 


1919 


. 
(Average  ) 


405 


$4,428,098 


|923,442 


Under  $2 
$2  to  $4 
$4  to  $6 
$5  St  OTer 


72 
131 

H 

116 


832,922 
965,648 
798,219 

1,811,209 


147.345 
206,442 
182,392 
387,263 


Tct&l 
(Average) 


1,992,310 


412,745 


Under  t: 
$2  to  $4 
$4  to  $6 

I  5  4  over 


38 
51 
23 
23 


535,232 
428,443 

326,474 
702,161 


100,793 

93,916 

67,564 

150,472 


Total 
(Average) 


1,473,360 


293,780 


Tfcder  $2 
*2  to  $4 
$4  to  $S 
$5  &  OTer 


7:  til 
(Average) 


Under  $2 
$2  to  $4 

$4  to  $6 
|6  fc  over 


20 
45 
34 
36 


244,748 
370,532 
267,521 
590,559 


33,524 

75,135 

64,292 

120,829 


962,428 


216,917 


14 
35 

29 

57 


52,942 

186,673 
204,324 

SIB,  489 


13,028 
37,391 
50,536 

115.962 


Average  $20.85 


B. — Yearly  Amounts  of  Expendi- 
ture for  Advertising  per  $100  of 
Total  Net  Sales  and  per  $100  of 
Selling  Expense,  for  Stores  Clas- 
sified ly  Size,  1919,  1918,  and 
1914. 

In  Tables  273  to  276,  inclusive,  the 


average  amounts  of  advertising  ex- 
penditure per  $100  of  total  net  sales 
are  computed  for  stores  classified  by 
years,  by  size,  and  by  the  amounts  in- 
vested in  fixtures  per  $100  of  total 
net  sales.  The  amounts  may  be 
studied  from  two  points  of  view: 
First,  from  year  to  year  for  stores 
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TABLE  273 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT  OF  ADVERTISING  PER  $100   OF   TOTAL 

NET    SALES,    FOR   135   IDENTICAL    STORES    CLASSIFIED   BY    SIZE    AND   BY 

AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET 

SALES,    1919,    1918,   AND   1914,    COMBINED 


Classified 

Total 
Not  Salos 
(In  OOO's) 


Amount  of 
Fixture  Aoootmt 

per  $100  of 
Total  Hot  Sales 


Member 
of 

Store- 

yeara 


Total 
Advertising 


Advertising  par  $100  of  Total  Hat  Sales 


Total 
(Average ) 


Qnder  |40 


|40  to  |80 


$80  to  tl80 


tl80 


Total 
(Average ) 


405 


0,  576,  908 


Under  $2 
»2  to  *4 

t4  tote 

te  fc  over 


72 
191 
86 

116 


8,020,980 
10,428,308 

7,841,255 
14,886,445 


147,546 
806,442 
182,892 
587,265 


Total 
(Average ) 


112 


5,119,809 


54,547 


Under  $2 
t2  to  $4 
(4  to  $6 
$6  fc  over 


14 

28 
27 
45 


405,857 

800,159 

725,519 

1,192,274 


5,788 
12,715 
11,755 
24,111 


Total 
(Average) 


8,672,180 


145,442 


Under  |2 
t2  to  t4 
*4  to*6 

$6  k  over 


20 
65 
51 
S» 


1,107,291 
8,755,697 
1*655,451 
2,165,841 


10,467 
61,755 
51,295 
41,947 


Total 
(Average ) 


11,411,444 


255,444 


Under  (2 
|2  to  |4 
*4  to*6 
t6  4  over 


87 
53 

19 
19 


3,021,911 
5,858,758 
8,592,924 
2,157,851 


56,997 
77,049 
61,961 
57,457 


Total 
(Average) 


17,573,476 


470,209 


tinder  f2 
t2  to  t4 
t4  to  t6 
$6  It  over 


11 
7 
9 

15 


3*487,871 

8,055,768 
3,071,339 
8,780,477 


74,093 

54,947 

77,401 

253i768 


$2.29 


Average  $2.28 
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TABLE  274 

TOTAL  NET  SALES,  ADVERTISING,  AND  AMOUNT  OF  ADVERTISINC  PER  $100   OP  TOTAL 

NET    SALES,    FOR    135    STORES    CLASSIFIED    BY    SIZE    AND   BY    AMOUNT    OF 

FIXTURE    ACCOUNT    PER    $100    OF    TOTAL    NET    SALES,    1919 


Classified 
Total 
Bat  Sales 
(in  OCO's) 

Aneunt  of 
Fixture  Account 
per  $100  of 
Total  Net  Sales 

Huuber 
of 
Stores 

Total 
Set  tales 

Total 
Advertising 

Advertising  per  $100  of  Total  Het  Sales 

Aaovnt 

Per  Cent. 

Graphic 
P     2p     40      60     8.0  iqo   130  14.C 

Actual 

. 

Total 
(Average  ) 

Total 
(Average  ) 

135 

$18,919,233 

$412,745 

$2.18       LMHHMMH 

100.0 

tfcder  $2 
$2  to  $4 
$4  to  $6 

$6  i  over 

58 
51 
25 
25 

5,228,703 
4,897,266 
3,173,841 
5,619,423 

100,793 

93,916 
67,564 
150,472 

1.99 
1.92 
2.13 
2.68 

P^  ™  ™  '     1 

88.5 
88.1 
97.7 
122.9 

^^""""^^^"l 

Ifeder  |40 

Total 
(Average  ) 

12 

574,325 

5,636 

1.52 

69.7 

=a 

136.7 
54.0 
45.0 
97.7 

Ctader  $2 
*2  to  $4 
$4  to  $6 

$6  &  over 

2 

4 
3 
3 

62,964 
129,541 
92,703 
89,117 

1,875 
986 
928 
1,897 

2.98 
0.76 
1.00 

2.13 

—  —  — 

$40   to  $60 

Total 
(  Average) 

52 

2,967,756 

39,857 

1.34         plHlBBBBBBBBl 

61.5 

Under  $2 
*2  to  $4 
*4  to  $6 

$6  fc  over 

8 
88 

8 

e 

470,684 
1,658,927 
431,726 

406,419 

3,202 
24,255 
6;  945 
5,455 

0.68    mmm 

1.46         llBBBBBBBBBBBBBBBl 
1.61         LlBBBBBBBBBBBBBBBBBl 
1.34        LlBBBBBBBBBBBV 

31.2 
67.0 
73.9 
61.9 

tec  to  $iso 

Total 
(Average  } 

48 

6,603,210 

104,534 

1.87       ^amBBBBB 

85.8 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  k  over 

20 
15 

7 
6 

2,217,649 
1,759,679 
836,118 
789,764 

38,350 
30,856 
17,015 
18,313 

1.73         llBBBBBBBBBBBBBBBBBBl 
1.75         IBlBBBBBVIlBBBBBBBl 

2.03       ••••••••••••••••  ' 

79.4 
80.3 

93.1 
106.4 

$180  &  over 

Total 
(Average  ) 

• 

9,973,942 

252,668 

2.63 

1 

120.6 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  fc  over 

8 

4 
5 
6 

2,477,406 
1,349,119 
1,813,294 
4,334,123 

57,366 
37,819 
42,676 
124,807 

106.4 
128.4 
107.8 
132.1 

Average  $2.18 


379 


of  a  given  size,  and  second,  from 
store-group  to  store-group  in  each  of 
the  years  for  stores  classified  by  size, 
with  variable  amounts  invested  in 
fixtures.  The  latter  comparison  is  of 
chief  interest.  Without  reviewing  in 
detail  the  averages  under  the  condi- 
tions established  in  the  tables,  it  is  of 
interest  to  observe  that  the  expendi- 
tures increase  with  the  amounts  in- 
vested in  fixtures  per  $100  of  total 
net  sales.  This  condition  obtains  for 
the  stores  treated  as  a  whole  and,  with 
minor  exceptions,  when  they  are  clas- 
sified by  size.  A  single  group  of 
stores — those  with  sales  of  $40,000  to 
$80,000 — for  the  combined  years,  may 
be  used  to  illustrate  this  tendency. 
The  average  for  this  group  of  stores 
is  $1.68.  For  those  which  had  invest- 
ments in  fixtures  of  less  than  $2  for 
each  $100  of  sales,  the  average 
amount  is  $0.95.  For  those  with  fix- 
ture investments  of  $2  to  $4,  similarly 
measured,  the  average  is  $1.64;  for 
those  with  fixture  investments  of  $4 
to  $6  it  is  $1.89 ;  and  for  those  with 
fixture  investments  of  $6  and  over,  it 
is  $1.95.  Similar  increases  hold  for 
each  of  the  other  groups  of  stores, 
although  the  actual  amounts,  tending 
as  they  do  to  increase  with  the  size  of 
the  stores,  are  different. 

In  Table  274,  the  expenditures  for 
advertising  per  $100  of  total  net  sales 
are  shown  for  the  135  stores  classified 
by  the  amount  of  their  fixture  invest- 
ment in  1919.  For  the  entire  group 
of  stores  the  average  for  this  year  is 
$2.18,  as  compared  to  $2.28  for  the 
combined  years.  For  the  group  of 
stores  with  sales  of  $40,000  to  $80,000, 


it  is  $1.34,  as  contrasted  with  $1.68 
for  the  combined  years.  In  this 
group,  however,  there  is  the  same 
tendency  for  the  expenditures  to  in- 
crease with  an  increase  in  fixture  in- 
vestments per  $100  of  total  net  sales. 

It  is  unnecessary  to  review  the  ac- 
tual amounts  of  advertising  expendi- 
ture for  stores  in  1918  and  1914.  They 
are  contained  in  Tables  275  and  276, 
respectively.  It  is,  however,  advisable 
again  to  call  to  the  reader's  atten- 
tion the  fact  that,  while  135  identical 
stores  are  studied  from  year  to  year, 
both  the  sales  and  the  investments  in 
fixtures  in  the  stores  varied  from  year 
to  year,  with  the  result  that  the  same 
stores  are  not  encountered  in  a  given 
sales  or  fixture  investment  group.  In 
spite  of  this  fact,  however,  there  is  an 
advantage  in  using  a  group  of  iden- 
tical stores  over  one  in  which  not  only 
sales  and  fixtures,  but  also  the  num- 
ber, vary. 

Because  of  the  direct  relationship 
which  obtains  between  fixture  invest- 
ments per  $100  of  total  net  sales  and 
advertising  expenditures,  similarly 
measured,  it  has  been  thought  of  in- 
terest to  include  Tables  277  to  280, 
inclusive,  which  show  for  the  135 
stores,  the  average  amounts  invested 
in  fixtures  per  $100  of  total  net  sales 
for  stores  having  different  classified 
amounts  of  expenditure  for  advertis- 
ing in  relation  to  sales.  The  stores  are 
classified  according  to  size. 

For  the  combined  years  for  all  the 
stores,  the  average  fixture  investment 
per  $100  of  total  net  sales  is  $4.70. 
For  the  stores  with  sales  of  less  than 
$40,000  it  is  $5.26,  and  from  this 
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TABLE  275 

TOTAL  NET  SALES,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OF  TOTAL 

NET    SALES,    FOR    135    STORES    CLASSIFIED    BY    SIZE    AND    BY    AMOUNT    OF 

FIXTURE    ACCOUNT    PER    $100    OF    TOTAL    NET    SALES,    1918 


Classified 
Total 
let  Sales 
(In  OOO's) 

Aaount  of 
Fixture  Account 
per  $100  or 
Total  let  Sales 

Svr.ber 
of 

Stores 

Total 
Vet  Sales 

Total 
Advertising 

Advertising  par  $1OO  of  Total  let  Sale* 

Asr^nt 

1 

Per  Cent. 

Graphic 
20     40      60      80   IOC   12,0   1* 

Actual 

0 

Total 
(Avers.se) 

Tctel 
(Average) 

155 

$13,360,145 

$293,780 

$2.20 

t^HBMBHMM 
1 
:^§MMBHOB1               ! 
.__««••«-»    1 

100.0 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  &  over 

20 
45 
54 
36 

2,163,476 
3,706,654 
2,807,944 
4,682,071 

33,524 
75,135 
64,292 
120,829 

= 

2.03 
2.29 
2.58 

70.5 
92.3 
104.1 
117.3 

Cbder  $40 

Total 
(Average  ) 

37 

1.117,468 

17,642 

1.58 

rua 

Older  $2 
*2  to  $4 
$4  to$« 
$6  4  over 

4 
8 
11 
14 

124,966 
269,792 
297,192 
425,518 

1,735 
4,076 
5,383 
6,448 

1.39 

1.51 
1.81 
1.52 

5 

63.2 
68.6 
82.3 
69.1 

$4O  to  $30 

Total 
(Average  ) 

56 

3,239,547 

51,826 

1.60 

72.7 

Older  $2 
$2  to  $4 
$4  to  $6 
$6  &  over 

a 

22 
IS 
11 

434,936 

1,335,132 

779,116 
690,363 

4,353 

22,641 

12,045 
12,787 

1.00 
1.70 
1.55 
1.85 

• 

45.5 
77.S 
70.5 
84.1 

m 

$80  to  $180 

Total 
(Average) 

23 

3,298,407 

76,369 

2.?2 

1C5.5 

Ooder  $2 
$2  to  $4 
$4  to$« 

$6  k  over 

5 
12 
S 
6 

593,109 
1,417,061 
654,591 
633,646 

10,709 
31,290 
16,639 
17,731 

1.81 
2.21 
2.54 
2.  SO 

82.3 
100.5 
115.5 
127.3 

f  180  &  over 

Total 
(Average) 

14 

5,704,723 

147,943 

2.59 

117.T 

76.8 

113.6 
127.7 
130.0 

Under  $2 
$2  to  $4 
$4   to  $6 
$6  i  over 

3 
3 
3 
S 

1,010,465 
684,669 
1,077,045 
2,932,544 

16,727 
17,128 
30,225 

83,663 

1.66 
2.50 
2.81 

2.86 

Average  $2.2O 
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TABLE  276 

TOTAL  NET  SALES,  ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OF   TOTAL 

NET    SALES,    FOR    135    STORES    CLASSIFIED    BY    SIZE    AND    BY    AMOUNT    OF 

FIXTURE    ACCOUNT    PER    $100    OF    TOTAL    NET    SALES,     1914 


Classified 
Total 
Net  Sales 
(In  OOO's) 

Amount  of 
Fixture  Account 
per  $100  of 
Total  Net  Sales 

Number 
of 
Stores 

Total 
Net  Sales 

Total 
Advertising 

Advertising  per  $100  of 

Total  Net  Sales 

Amount 

Per 

Cent. 

Graphic 

3     2p     4p      60     80   lOp   130   140  1C 

Actual 

0 

Total 
(Average) 

Total 
(Average) 

135 

$8,297,530 

$216,917 

$2.61 

= 

I 
1 

100.0 

Under  $2 
$2  to  $4 
$4  to  $6 
$6  k  over 

14 
35 
29 
57 

628,751 
1,824,382 
1,859,448 
3,984,949 

13,028 
37,391 
50,536 
115,962 

2.07 
2.05 
2.78 
2.91 

79.3 
78.5 
104.2 
111.5 

Total 
(Average) 

63 

1,628,016 

31,019 

1.91 

73.2 

Under  $40 

Under  $2 
$2  to  $4 
$4  to  $6 

$6  tc  over 

a 

16 
13 
26 

215,927 
400,826 
333,624 
677,639 

2,178 
7,651 
5,424 

15,765 

1.01 
1.91 
1.63 
2.33 

^^^^ 

38.7 
73.8 
62.5 
89.3 

= 

$40  to  $80 

Total 
(Average  ) 

45 

2,464i877 

53,759 

2.18 

83.5 

Under  $2 
$2  to  $4 

$4   to  $6 

$6  4  over 

€ 

13 
8 
20 

201,671 
761,538 
442,609 
1,059,059 

2,912 
14,837 
12,305 
23,705 

1.44 
1.95 
2.78 
2.24 

^^^^^^^ 

55.2 
74.7 
106.5 
85.8 

N 

$80  to  $180 

Total 
(Average) 

28 

8,509,827 

72,541 

2.89 

110.7 

Under  $8 
$8  to  $4 
$4  to  $6 

$6  *  over 

2 
6 

7 
7 

211,153 
662,018 
902,215 
734,441 

7,938 
14,903 
28,307 
21,393 

144.1 
86.8 
120.3 
111.5 

2.2S 
8.14 
2.91 

EEanB^EWBHI 

:^= 

•• 
• 

$180  i  over 

Total 
(Average) 

S 

1,694,810 

59,598 

3.52 

134.9 

Under  $8 
$8  to  $4 

*4  to  $6 
$6  k  over 

1 
4 

181,000 
1,513,810 

4,500 
55,098 

2.49 

1 

1 
1 
1 

™"™™' 

95.4 
139.5 

Average  (2.61 
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TABLE  277 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  IDENTICAL  STORES  CLASSIFIED  BY   SIZE, 

AND  BY  AMOUNT  OF  ADVERTISING  PER  $100  OF  TOTAL  NET 

SALES,    1919,    1918,   AND   1914,    COMBINED 


Classified 
7o-.»l 
Set  Sale* 
(In  OOO'l) 

hmiii.t  of 

Advertising 
per  $100  of 

Tot«a 

let  Salsa 

S  -~:*.r 
ct 
Stc  re- 
years 

Total 
let  Sale* 

tacrant  of 

Fixture 
Aecocat 

Pljrtare  Account  per  $100  of  Total  let  Salsa 

Asnst 
1 

Per  Ceat. 

graphic 
5     20     40     CO     80  100  120  140  1« 

Actual 

To  Ml 
(Average) 

Total 
(Average) 

4OS 

$40,576,908         $1,9C8>379 

$4.70 

100  .O 

Coder  $1 
$1  to  $2 
*2  to  $3 

$4  i  cr«r 

99 

128 

109 
69 

6,041,769 
9,575,659 
14,595,172 
10,564,303 

217,855 
354,297 

674,077 
661,  330 

3.61 
3.78 
4.62 

6.26 

—  ^  . 

76^ 
80.4 

98.3 
133.2 

Oader  $40 

total 
(Average) 

112 

3,119,809 

164,125 

5.26 

111.9 

tt»der  $1 
$1  to  $2 
$2  to  $3 
$3  i  over 

31 
44 

20 
17 

019,296 

1,214,515 
546,406 

«9,;-3a 

43,996 

63,129 
34.119 
22,961 

4.79 
5.20 

6.24 
5.21 

= 

101.9 

iicr.e 

132.8 
110.9 



$40  to  $3O 

Total 
(Average) 

153 

8,672,190 

377,800 

4.36        •^^••^••M 

92.8 

Coder  tl 
$1  to  $2 

*2   to  $3 
$3  4  ove> 

50 
SO 
3S 

IS 

2,797,430 
2,771,467 
2,034,101 
1,069,132 

104,578 
122,201 

84,959 

66,062 

3.74 
4.41 

4.18 
6.18 

= 

T9.S 
93.8 
88.9 

131.5 

80.4 

$60  to  $180 

Total 
(Average  ) 

96 

11,411.444 

431,319 

3.78 

Coder  $1 
$1  to  $2 
$2  to  $3 

$3  &  cvsr 

16 
27 
33 

22 

1,763,073 
3,166,728 
3,948,606 
2,533,037 

58,204 
94,473 
149,368 
129,254 

3.30 
2.98 
3.78 
S.1O 

=. 

TO  .2 
«3.4 
80.4 

ica.s 

|180  fc  over 

Total 
(Average  ) 

42 

17,373,475 

934,335 

5.38 

114.  S 

Older  $1 
*1  to  *2 

$2  to  $3 
f3  &  over 

2 

7 
21 
12 

5«1,967 
2,222,949 
8,066,057 
6,522,502 

11,077 
74,494 

405,611 
443,553 

1.97 

3.35 
5.03 
6.80 

•JJ- 

41.9 
T1.3 
107.0 
144.7 

Average  $4. TO 
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TABLE  278 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF   ADVERTISING   PER   $100    OF   TOTAL   NET    SALES,    1919 


Classified" 
Total  ' 
Het  Sales 
(In  GOO's) 

Amount  of 
Advertising 
per  $100  of 
Total 
Set  Sales 

Hnaber 
of 
Stores 

total 
Het  Sale* 

Amount  of' 
Fixture 
Account 

rtrt-.se  Account  per  $100  of  Total  Het  Sale* 

Aoount 

Per  Cent. 

Graphic 
3      20      40      60      80   1OO   120   140  160  180  '2C 

Actual 
O 

Total 
(Average) 

Total 
(Average) 

135 

$18,919.233 

$738,774 

$3.90 



100.0 

78.5 
64:4 

105.1 
123.3 

114.4 

Under  $1 
$1  to  $2 
$2  to  S3 

$3  8:  over 

39 
39 

42 
IS 

3,049,265 
3,903,793 
8,280,017 
3,636,157 

93,171 
128,510 

339,711 
177,382 

3.0«      | 
3.29 
4.10 
4.81 

Under  $40 

Total 
(Averag.) 

12 

374,  525 

16,697 

4.46 

Under  |1 
$1  to  $2 
$2  to  $3 
$3  fc  OTST 

6 

4 
1 
2 

159,  SSG 
113,058 
28,261 
73,070 

5,645 
5,592 
2,050 
3,410 

90.5 
126.9 
IBS.  9 
119.7 

$40  to  $80 

Total 
(Average) 

• 

2,967,75* 

107,839 

3.63 

93.1 

Dnder  $1 
$1  to  $2 
$2  to  $3 
$3  k  over 

SI 
17 
11 
3 

1,225.703 
927,429 

633,359 
181,265 

41*104 
31,111 

86,042 
9,582 

3.35       ••••••••Ml 
3.35       •••••^•^•M 

4-11     (••^••••••••••ii 

5.29        •••^••••••••••i 

85.9 

85.9 
105.4 
135.6 

$80  »o  (100 

Total 
(Average) 

46 

5,603,  210 

175,362 

3.13        ••••^•••B 

80.3 

Dnder  (1 
$1  to  $2 
$2  to  $3 
$3  It  over 

12 
14 
17 
5 

1,329,317 

1,579,572 
2,109,129 
585,192 

41,033 

43,698 
67,271 
23,360 

3.09        ••^••^^••H 
2.77       •••••^••i 
3.19       ^^••••••R 
3.99       ••••^•••^••••B 

79.2 
71.0 
81.8 
102.3 

Total 
(Average) 

23 

9,973,942 

438,876 

4.40 

112.8 

$180  ft  over 

Dnder  $1 
$1  to  $8 
$2  to  $3 
$3  4  over 

1 

334,310 
1,283,734 
6,509,268 

5,389 
48,109 
244,348 

1.61 
3.75 
4.44* 

41.3 

96.2 
113.8 
126.9 

13 

e 

Average  $3.90 


amount  the  averages  diminish  to 
$3.78,  for  the  stores  with  sales  of 
$80,000  to  $180,000,  and  increase  to 
$5.38  for  those  with  sales  of  $180,000 
and  over.  Within  each  group  of 
stores,  classified  by  size,  and  for  the 
total,  the  average  fixture  investment 


in  terms  of  sales  increases  as  expendi- 
tures for  advertising,  similarly  meas- 
ured, increase.  The  group  of  stores 
which  had  sales  between  $40,000  and 
$80,000  may  be  used  to  illustrate 
these  increases.  The  average  for  the 
entire  group  is  $4.36.  For  those 
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which  expended  the  smallest  amount 
for  advertising  in  relation  to  sales, 
the  average  is  $3.74,  and  for  those 
•which  expended  most,  it  is  $6.18. 
That  is,  over  the  entire  range,  the 
average  amounts  increase.  TVithin 
the  range,  an  inverse  condition  ob- 
tains. 

Similar,  but  somewhat  different 
amounts  are  found  for  the  various 
groups  of  stores  in  each  of  the  other 
years  considered.  These  are  shown 
in  actual  amounts  and  in  graphic 
form  in  the  tables. 

In  Tables  281  to  284,  inclusive,  the 
average  amounts  expended  for  ad- 
vertising in  stores  classified  by  size 
and  by  fixture  investment  per  $100 
of  total  net  sales  are  expressed  as 
proportionate  parts  of  $100  of  sell- 
ing expense.  Table  281  refers  to  the 
combined  years  and  Tables  282  to 
2S4,  inclusive,  to  1919,  1918,  and 
1914,  respectively. 

For  the  combined  years,  the  aver- 
age expenditure  for  advertising  per 
$100  of  selling  expense  is  $20.85. 
Over  the  entire  range  of  stores,  the 
amounts  increase  as  the  stores  in- 
crease in  size,  the  average  amount  for 
those  with  sales  of  $40,000  to  $80,000 
being  the  lowest  for  any  of  the 
groups.  When  the  stores  are  classi- 
fied by  size  and  further  by  the 
amounts  invested  in  fixtures,  the 
amounts  expended  for  advertising 
per  $100  of  selling  expense  increase 
with  the  fixture  investment  per  $100 


of  total  net  sales.  To  this  general 
rule,  for  some  of  the  groups,  there 
are  clear  exceptions  and  too  much 
significance  ought  not  to  be  assigned 
to  the  tendency  indicated.  Indeed, 
probably  the  most  important  func- 
tion which  this  and  the  corresponding 
tables  for  the  individual  years  have, 
is  to  develop  norms  for  the  different 
groups  of  stores  and  not  the  tenden- 
cies for  the  amounts  to  increase  or  de- 
crease under  different  conditions  of 
operation.  The  facts  are  given  as 
they  were  determined  largely  be- 
cause, so  far  as  is  known,  they  rep- 
resent the  only  available  data  upon 
this  topic,  for  stores  in  the  retail 
field. 

C . — Summary. 

(1).  The  amounts  of  advertising 
expenditure  per  $100  of  total 
net  sales  increase  as  the 
amounts  invested  in  fixtures 
in  relation  to  sales  increase. 
This  holds  for  all  stores  and 
for  stores  of  a  given  size.  It 
is  true  also  for  each  of  the 
years. 

(2).  The  proportions  of  selling 
expense  attributable  to  ad- 
vertising increase  as  the 
amounts  invested  in  fixtures 
per  $100  of  total  net  sales  in- 
crease. This  holds  for  all 
stores  and  for  stores  of  a 
given  size. 
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TABLE  279 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    ADVERTISING   PER   $100    OF   TOTAL    NET    SALES,    1918 


Classified 
Total 
Set  Bales 
(In  000'  a) 

Amo-int  of 
Advertising 
per  $100  of 
Total 
Net  Salea 

Hunber 
of 
Stores 

Total 
Bet  Salea 

Amount  of 
Fixture 

Account 

Fixture  Account  per  $100  of  Total  let  Sale* 

Amount 
( 

Per  Cent;  ' 

Graphl  e 
)     20     40     60     80  100  120  140 

Actual 

Total 
(Average  ) 

Total 
(Average) 

135 

$13,360,145 

$620,889 

14.65 

= 

100.0 

Under  |1 
*1  to  $2 
*2  to  |3 
$3  i  over 

36 
44 

35 
20 

2,112,506 
3,258,720 
4,278,153 
3,710,766 

87,312 
119,980 
204,313 

209,284 

4.13 
3.68 
4.78 
5.64 

88.8 
79.1 
102.8 
121.3 

Under  $4O 

total 
(Average  ) 

37 

1,117,468 

62,  352 

5.58 

120.0 

Under  $1 
fl  to  $3 
*2   to  $3 
,3  4  over 

10 
18 

e 

3 

323,214 

520,474 
175,680 
98,090 

19,400 
28,226 
9,932 
4,794 

6.00 
5.42 
5.25 
4.89 

129.0 
116.6 
121.5 
105.2 



*40  to  $80 

Total 
(Average) 

56 

3,239,547 

132,364 

4.09        ••••••••• 

88.O 

Under  *1 
$1  to  *2 
\Z  to  $3 
|S  4  over 

22 
16 
13 
5 

1,212,225 
912,773 
793,452 

321,097 

46,842 
38,913 
30,674 
IS,  935 

3.86        •••••••• 
4.26        ••••••••MB 
3.87       LiHIMMBHBMi 

4.96       ••^••••••^•M 

83.0 
91.6 
83.2 
106.7 

$80  to  $180 

Tot*l 
(Average  ) 

28 

3,298,407 

127,804' 

'•87        ••••••••• 

83.2 

Under  $1 
$1    to   $2 
*2  to  $3 
$3  IE  over 

3 
7 

10 

e 

349,410 
866,258 
1,138,028 
924,  711 

15,382 
26,456 
34,412 

51,554 

4.40 
2.99 

3.02 
5.57 

— 

94.6 
64.3 

64.9 
119.8 

|180  fc  over 

Total 
(Average) 

14 

9,704,723 

298,369 

5.23 

112.5 

Under  fl 
|1  to  *2 
*2  to  »3 
$3  It  over 

i 

3 

6 

4 

227,  657 
939,215 
2,170,983 
2,366,868 

5,688 
26,385 
129,295 

137,001 

2.50 
2.81 
S.96 

5.79 

= 

S3.8 
60.4 
128.2 
124.5 

Average  J-4.65 
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TABLE  280 

TOTAL  NET  SALES,  FIXTURE  ACCOUNT,  AND  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100 

OF  TOTAL  NET  SALES,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF    ADVERTISING   PER   $100    OF    TOTAL   NET    SALES,    1914 


ci»»iirie<i 

Total 
Set  Salji 
(la  OOO's) 

AnoTmt  of 
AdTertlslng 
p»r  $100  of 
Total 
Vat  Sale* 

Burb^r 
of 
Stores 

Total 
let  S«lM 

Aaooat  of 
Flztur* 
Account 

Flitur«  Account  par  $100  of  Total  H»t  Sale* 

Aaouzit 

Per  Cent. 

Graft!  c 
1      20      40      60      60   100    ISO   140    16O  180  2O( 

Actual 

Total 
(IMM0M 

Total 
(Average) 

135 

$8,  297,530 

$543,416 

|6.6i     LHHBBMM.V.M 

100.0 

Onder  $1 
|1  to  »2 

la  to  $3 

$3  k  over 

24 
4S 
32 
34 

879,996 
2,213,146 
2,037,002 
3,167,386 

37,372 
105,807 
130,053 
275,194 

4.25 
4.73 
6.38 

8.69 

= 

64.3 

72.3 
96.5 
131.5 

Cndar  too 

Total 
(AT«r»go) 

63 

1,688,016 

85,076 

5.23 

79.1 

^^^^^^^^^^^^ 

Cnd»r  $1 
*1  to  $2 

&  to  $3 
$3  k  orsr 

16 
22 
13 
12 

436,146 
560,963 
342,457 
266,428 

18,951 
29,211 
22,137 
14,677 

4.35 

5.05 
6.46 
S.47 

66.8 
76.4 
97.7 
82.8 

*40  to  *eo 

Total 
(Average) 

4S 

2,464,877 

137,597 

5.58 

= 

84.4 

TO.O 
84.7 
70.3 
108.2 

Dndor  $1 
«1  to   |2 
»2  to  $3 

$3  i  orar 

7 
17 
11 
10 

359,502 
931,265 
607,250 
566,820 

16,632 
52,177 
28,243 
40,545 

4.63 

5.60 
4.65 

7.15 

Total 
(ATerajs) 

22 

2,509,827 

128,153 

77.3 

$ao  to  fieo 

Onder  $1 
Jl  to  $2 
»2  to  «3 

*S  k  or-r 

1 
6 

6 
0 

84,346 

700,898 
701,449 
1.023,134 

1.789 
24,319 
47,705 
54,340 

2.12 
3.47 
6.80 
5.31 

32.1 

52.5 
102.9 
80.3 



Total 
(AT«rage) 

S 

1,694,810 

197,590 

11.66 

176.4 

1180  k  oTor 

Omter  |1 
|1  to  $2 
*«  to  ft* 
$3  k  over 

2 
3 

385,806 
1.309,004 

31,958 
165,622 

8.29 

12.65 

125.4 
191.4 

Avera£a  $6.61 
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TABLE  281 

TOTAL   SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF   ADVERTISING  PER  $100   OF 

SELLING  EXPENSE,   FOR  135   IDENTICAL    STORES   CLASSIFIED   BY    SIZE   AND 

BY  AMOUNT  OF  FIXTURE   ACCOUNT  PER  $100   OF   TOTAL  NET 

SALES,     1919,    1918,     AND    1914,     COMBINED 


Classified 
Total 
Bet  Bales 
(in  000'  8  ) 

Amount  of 
Fixture  Account 
per  $100  of 
Total  Bet  Sales 

Rumber 
of 
Store- 
yeara 

Total 
Selling 
Expense 

Total 
Advertising 

Advertising  per  $100  of  Selling  Expense 

Per  Cent. 

Amount 
Graphic 

p  20  40  6p  8p  100  1^0  14 

Actual 

0 

Total 
(Average  ) 

Total 
(Average) 

405 

(4,428,098 

$923,442 

$20.85  L^^-_ 

100.0 

Under  $2 
$2  to  &4 
$4  to  $6 
$6  &  over 

72 
131 
86 
116 

832,922 
985,648 
798,319 
1,811,209 

147,345 
206,442 
182,392 
387,263 

lE^Ei 

84.8 
100.4 
109.6 
102.5 

Under  $40 

Total 
(Average  ) 

112 

263,714 

54,347 

98.8 

Under  $2 
«2  to  $4 
$4  to  $6 
$6  J:  over 

14 

28 
27 
43 

25,921 
64,602 
58,105 
115,086 

5,788 
12,713 
11,735 

24,111 

i 

107.1 
94.4 
96.9 
100.5 

$40  to  $30 

^ 
IM«1 

(Average) 

153 

806,361 

145,442 

»•<»  [     : 

86.5 

Under  $2 
*2  to  $4 
(4  to  $6 

$6  &  over 

20 
63 
31 
39 

78,674 
314,078 
158,148 
255,461 

10,467 
61,733 
31,295 
41,947 

IS 

65.8 
94.3 
94.0 
78.8 

$80  to  f  180 

Total 
(Averace) 

98 

1,253,879 

253,444 

20.21  [_' 

96.9 

Under  $2 
$2  to  $4 

$4  to  $6 

$6  fc  over 

27 
33 

19 
19 

307,174 
405,623 
274,227 
266,855 

56,997 
77,049 
61,961 
57,437 

I5i 

89.0 

91.1 
108.3 
103.2 

f  180  &  over 

Total 
(Average) 

42 

2,104,144 

470,209 

32.35  L__ 

107.2 

Under  $2 
$2  to  $4 
$4  to  (6 
$6  &  over 

11 
7 
0 
IS 

421,153 
201,345 
307,839 
1,173,807 

74,093 
54,947 
77,401 
263,768 

^  ^^   1 

84.4 
130.9 
120.6 
107.8 

1 

Average  $20.85 
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TABLE  282 

TOTAL   SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OP  ADVERTISING  PER  $100   OP 

SELLING  EXPENSE,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,  1919 


Advertising  p«r  |100  of  Selling  BXBMM 


Acocnt  of 
Fixture  Account 

per  $100  of 
Tct*l  Set  Sale* 
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TABLE  283 

TOTAL   SELLING  EXPENSE,   ADVERTISING,   AND  AMOUNT  OF  ADVERTISING  PER  $100   OP 

SELLING  EXPENSE,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,  1918 


Classified 

Total 
Bat  Sales 
(In  OOO'e) 


Amount  of 
Fixture  Account 

per  $100  of 
Total  Bet  Sales 


number 

of 
Stores 


Total 
Selling 
Expense 


Total 

Advertising 


Advertising  par  $100  of  Selling  Zxpenoe 


Per  Cent* 


Graphia  Actual 

4p  6o  sp  lop  120  i4p 


Total 
(Areraga) 


Under  $40 


$40  to 


too  to  Siao 


$180  i  over 


Total 
(Average) 


$1,475,360 


Under  $2 
$2  to  $4 
$4  to  $6 
$6  Je  over 


20 
45 
54 
16 


244,743 
370,532 
267,521 
590,559 


33,524 
76,135 

64,292 
120,829 


Total 
(Average) 


92,371 


17,642 


Under  $2 
$2  to  $4 
$4  to  $6 

$6  4  over 


4 

8 

11 

14 


9,959 
19,976 
23,674 
38,762 


1,735 
4,076 
5,383 
6,448 


Total 
(Average) 


299,694 


51,826 


Under  $C 
$2  to  $4 
$4  to  $6 
$6  Jc  over 


15 
11 


33,916 

121,256 

65,955 

78,567 


4,353 
22,641 
12,045 
12,787 


Total 
(Avenge) 


363,676 


76,369 


Under  $2 
J2  to  $4 
$4  to  $6 


5 

12 

e 

6 


65,117 

161,063 

67,483 

80,013 


10,709 
31,290 
16,639 
17,731 


Total 
(Average) 


717,619 


147,943 


Under  $2 
*2  to  $4 
$4  to  $6 

$6  &  over 


145,756 

68,237 

110,409 

393,217 


16,727 
17,128 
30,225 
83,863 


$19.94 


95.8 


87.4 
102.3 
114.0 

83.4 


86.7 


64.3 
93.6 
91.6 
81.6 


105.3 


97.4 

97.4 

123.7 

111.1 


103.4 


57.6 
125.9 
137.3 
107.0 


Average  $19.94 
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TABLE  284 

TOTAL   SELLING  EXPENSE,   ADVERTISING,    AND  AMOUNT  OF   ADVERTISING   PER  $100   OF 

SELLING  EXPENSE,  FOR  135  STORES  CLASSIFIED  BY  SIZE  AND  BY  AMOUNT 

OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL  NET  SALES,  1914 


Classified 

Total 
Vat  Sales 
(la  OOO'a) 


Ancant  of 
Fixture  Account 

per  $10O  of 
Total  Set  Sale* 


of 

Stores 


Total 
Sailing 
Expense 


total 
Advertising 


Advertising  per  $100  of  Sailing  Expense 


Graphic        I  Actual 
«p  60  80  100  120  14O 


Total 
(Average) 


Coder  $40 


$40  to  }80 


$60  to  $180 


$180  *  orer 


total 
(Average ) 


|962,428 


$216, G17 


Coder  $2 
$2  to  «4 

$4  to  $6 
$6  t  over 


14 
55 

29 
57 


52,942 
186,673 
204,324 

51S.489 


13,028 

57,591 

50,536 

115,962 


Total 


146,398 


3 

16 
IS 
26 


12, 664 
36,413 
26,849 
70,872 


Total 


277,595 


Under  $2 
$2  to  *4 
$4  to  »« 

|6  &  over 


15,065 

74,368 

49,140 

138,822 


Total 
(Average) 


302, 520 


Undsr  $2 
$2  to  $4 
|4  to  |6 
$6  fc  over 


25,313 

75,892 

110,375 

91,040 


Total 
(Average) 


236,015 


Under  $2 
*2  to  |4 
|4  to  $6 
|6  4  over 


17,960 
218,055 


31,019 


2,173 

7,651 

5,424 

15,766 


53,759 


2,912 

14.837 
12,305 

23,705 


72,541 


7,938 
14,903 
28,307 
21,393 


53,598 


4,500 
55,098 


$22.54 


100.0 


109.2 
88.9 

109.7 
99.6 

.1.  ...   ,^= 

94.0 


76.9 
93.2 
89.6 
99.1 


86-.0 


85.8 

88.5 

111.1 

75.8 


106.3 

130.1 
87.1 
113.8 
104.3 


in.: 

112.1 


Average  $22.54 
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VI.     OTHER  SELLING  EXPENSE 


1. YEARLY  AMOUNTS  OF  OTHER  SELL- 
ING EXPENSE  FOR  STORES  CLASSI- 
FIED BY  YEARS,  BY  SIZE,  AND  BY 
LOCATION. 

The  foregoing  discussion,  pages  187 
to  291,  has  to  do  with  the  expenditures 
for  wages  and  salaries  and  advertis- 
ing which  are  properly  chargeable  to 
selling  expense,  as  defined  in  this 
study.  The  present  section  has  to  do 
with  a  group  of  miscellaneous  ex- 
penses, which  include  expenditures 
for  wrappings  and  containers,  bushel- 
ling, and  delivery.  In  view  of  the 
discussion  in  Volume  III  of  the 
Bureau's  study  of  Costs,  Merchandis- 
ing Practices,  Advertising  and  Sales 
in  the  Retail  Distribution  of  Clothing, 
it  is  thought  to  be  unnecessary  to 


discuss  the  expenses  for  these  differ- 
ent items  separately.  Accordingly, 
they  have  been  grouped  under  one 
general  heading,  which  for  conveni- 
ence is  called  "other"  selling  ex- 
pense. Moreover,  the  analysis  is  con- 
densed, the  tables  showing  in  Section 
1  only  the  total  amounts  for  stores 
classified  by  years,  by  size,  and  by 
location.  Under  Sections  2,  3,  and  4, 
respectively,  the  stores  are  further 
classified  according  to  amounts  of  in- 
ventory, amounts  of  sales  per  full- 
time  sales-person,  and  amounts  of 
fixture  investment  per  $100  of  total 
net  sales.  For  the  stores  so  classified, 
the  expenses  are  expressed  in  terms 
of  total  net  sales  and  total  selling  ex- 
pense. 


TABLE  285 

AMOUNT  OF  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PER  $100 

OF  TOTAL  SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY   SIZE,    1919,    1918,   AND    1914 


Other  Selling  Expense  per  $100  of 
Total  Net  Sales 


Other  Selling  Expanse  per  $100  of 
Total  Selling  Expense 


A. — Yearly  Amounts  of  Other  Sell- 
ing Expense  per  $100  of  Total 
Set  Sales  and  per  $100  of  Total 
Selling  Expense,  1919,  1918,  and 
1914. 

In  Table  285,  the  miscellaneous  or 
other  expense  of  154  identical  stores 
is  expressed  in  terms  of  $100  of  total 
net  sales  and  $100  of  selling  expense 
for  the  years  1919,  1918,  and  1914, 
individually  and  combined.  For  the 
combined  years,  $1.30  per  $100  of 
total  net  sales  was  expended  under 
this  heading;  the  corresponding 
amount  per  $100  of  selling  expense 
was  $12.06.  For  1914  and  1918,  the 
average  expenses  per  $100  of  total 
net  sales  for  these  miscellaneous  pur- 
poses were  identical;  between  1918 
and  1919,  the  average  amounts  de- 
creased. In  terms  of  total  selling  ex- 
pense, the  average  amount  increased 
between  1914  and  1918,  and  decreased 
between  1918  and  1919.  The  graphic 
part  of  this  table  shows  the  relations 
of  the  amounts  for  the  stores  in  the 
different  years.  It  should  be  remem- 
bered that  they  represent  the  balance 
which  is  left  after  wages  and  salaries 
and  advertising,  as  constituent  parts 
of  selling  expense,  have  been  paid. 
The  stores  which  are  used  in  this 
comparison  are  the  same  as  those 
found  in  the  analysis  of  wages  and 
salaries  and  advertising. 

B. — Yearly  Amounts  of  Other  Sett- 
ing Expense  per  $100  of  Total 
Net  Sales  and  per  $100  of  Total 
Selling  Expense,  for  Stores  in 
1919,  1918,  and  1914,  Classified 
by  Size. 


In  Table  286,  the  154  stores  are 
classified  by  size  and  further  by 
years.  For  each  group  of  stores  for 
each  of  the  years  the  other  selling 
expenses  are  expressed  in  terms  of 
sales  and  of  selling  expense.  As  thus 
expressed,  the  amounts  increase  as 
stores  increase  in  size.  For  each 
group  of  stores  classified  by  size,  the 
amounts  in  terms  of  sales  tend,  on  the 
whole,  to  decrease  between  1914  and 
1918,  and  1918  and  1919.  The  same 
observation  applies  to  the  amounts 
for  one  group  of  stores  when  they  are 
expressed  in  terms  of  selling  expense. 
For  the  remaining  groups,  the 
changes  in  the  amounts  are  generally 
in  an  inverse  direction.  There  are 
certain  exceptions  to  this  role,  and 
these  are  brought  out  in  the  actual 
amounts  and  graphic  summary  in 
Table  286. 

C. — Yearly  Amounts  of  Other  Selling 
Expense  per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Sett- 
ing Expense,  for  Stores  in  1919, 
1918,    and    1914,    Classified    by 
Size  of  City  in  Which  Located* 
In  Table  287  the  miscellaneous  sell- 
ing expenses  are  shown  for  the  154 
stores  classified  by  the  size  of  the  city 
in  which  located  and  also  by  years. 
The   method   of   expressing  them   is 
first,  in  terms  of  sales,  and  second,  in 
terms  of  selling  expense.      For  the 
345  store-years  for  stores  in  the  small 
cities  these  expenses  constitute,  on  the 
average,  $0.93  per  $100  of  total  net 
sales,  while  for  the  117  store-years 
for  the  stores  in  the  large  cities,  the 
*  Population  figures  are  for  1920. 
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TABLE  286 

AMOUNT  OF  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PER  $100 

OF  TOTAL  SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY   SIZE,    1919,    1918,   AND   1914 


Average  $1.30 


Average  $12.06 


corresponding  expense  is  $1.65.  In 
terms  of  selling  expense  the  average 
amount  for  the  stores  in  the  small 
cities  is  $9.99,  and  for  those  in  the 
large  cities,  $13.60.  From  year  to 
year,  for  the  stores  in  both  city- 
groups,  the  amounts  per  $100  of  total 
net  sales  generally  decrease.  In  terms 
of  selling  expense,  for  the  stores  in 
the  small  cities,  the  amounts  increased 
from  year  to  year;  but  for  those  in 
the  large  cities  they  increased  be- 


tween 1914  and  1918,  and  decreased 
between  1918  and  1919. 

D. — Yearly  Amounts  of  Other  Selling 
Expense  per  $100  of  Total  Net 
Sales  and  per  $100  of  Total  Sell- 
ing Expense,  for  Stores  Classi- 
fied by  Size  and  by  Size  of  City* 
1919,  1918,  and  1914,  Combined. 

In  Table  288  the  records  of  154 

identical  stores  are  combined  for  the 

*  Population  figures  are  for  1920. 
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TABLE  287 

AMOUNT  OF  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PER  $100 

OF  TOTAL  SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED 

BY    SIZE   OF   CITY,    1919,    1918,    AND    1914 


Other  Selling  Expanse  per  $100  ef 
Total  Selling  Expenee 


Other  Sailing  Expense  p«r  }10O  of 
Total  let  SaJ.ee 


years  1919,  1918,  and  1914.  In  this 
table  the  basis  of  classification  is  the 
location  of  the  stores  and  their  size. 

For  the  462  store-years,  for  the 
stores  irrespective  of  location,  the 
average  amount  of  miscellaneous  ex- 
pense per  $100  of  total  net  sales 
is  $1.30.  As  the  stores  increase  in 
size,  the  expenditures  increase,  the 
smallest  average  amount  being  $0.88, 
for  the  stores  with  sales  under 
$40,000,  and  the  largest,  $1.50  for 
those  with  sales  of  $180,000  and  over. 
Similar  increases  hold  also  for  stores 
of  increasing  size  when  classified  by 
location.  Just  how  rapid  these  in- 
creases are,  may  be  observed  by  con- 
sulting the  table. 

Table  288  also  shows  the  amounts 


ATeraga  $12.06 


which  other  selling  expense  consti- 
tutes of  each  $100  of  total  selling  ex- 
pense. For  the  combined  stores  irre- 
spective of  size,  the  average  is  $12.06. 
The  smallest  amount  characterizes 
the  stores  with  smallest  sales  and  the 
largest  amount,  those  with  largest 
sales.  Over  the  entire  range  of  sizes, 
the  average  amounts  vary  from  $10.45 
to  $12.41.  For  the  stores  in  the  small 
and  in  the  large  cities,  the  average 
amounts  on  the  whole  seem  to  de- 
crease as  the  size  of  the  stores  in- 
creases, if  the  eight  stores  in  the  large 
cities  having  the  smallest  sales  are 
omitted  from  consideration.  The  aver- 
age for  this  group  is  clearly  an  ex- 
ception to  the  rule  and  suggests  that 
the  data  are  probably  incomplete. 
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TABLE  288 


AMOUNT  OP  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PER  $100 

OF  TOTAL  SELLING  EXPENSE,  FOR  154  IDENTICAL  STORES  CLASSIFIED  BY 

SIZE  OF  CITY  AND  STORE,  1919,  1918,  AND  1914,  COMBINED 


E. — Summary. 

(1).  The  amounts  of  other  selling 
expense  per  $100  of  total  net 
sales,  for  stores  irrespective 
of  size,  remained  constant  be- 
tween 1914  and  1918,  and 
decreased  between  1918  and 
1919.  For  stores  of  a  given 
size,  the  amounts  decreased 
from  year  to  year. 

2).  The  proportion  of  total  sell- 
ing expense  attributable  to 
other  selling  expense,  for 
stores  irrespective  of  size,  in- 
creased between  1914  and 
1918,  and  decreased  between 
1918  and  1919.  For  stores  of 


a  given  size,  the  direction  OJ 
change  was  not  uniform. 

(3).  The  amounts  of  other  selling 
expense  per  $100  of  total  ne' 
sales  increase  with  the  size  oJ 
the  store.  This  holds  for  each 
of  the  years  and  for  stores 
located  either  in  small  or  in 
large  cities. 

(4).  The  proportion  of  selling  ex- 
pense attributable  to  other 
selling  expense,  for  stores 
irrespective  of  location,  in- 
creases as  stores  increase  in 
size.  When  the  stores  are 
classified  by  the  size  of  the 
city  in  which  located,  the 
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amounts  tend  to  decrease  as 
the  size  of  the  store  increases. 

(5).  For  stores  of  a  given  size,  the 
amounts  of  other  expense  per 
$100  of  total  net  sales  are 
higher  in  the  large  cities  than 
in  the  small  cities. 

(6).  For  stores  of  a  given  size,  the 
proportions  of  total  selling 
expense,  classified  as  other 
selling  expense,  are  higher  in 
large,  than  in  small  cities. 

2. — YEARLY  AMOUNTS  OP  OTHER  SELL- 
ING EXPENSE  PER  $100  OP  TOTAL 
NET  SALES  AND  PER  $100  OF  TOTAL 
SELLING  EXPENSE,  FOR  STORES 
CLASSIFIED  BY  AMOUNTS  OF  INVEN- 
TORY PER  $100  OP  TOTAL  NET  SALES, 
1919,  1918,  AND  1914. 

In  Table  289  the  records  of  149 
stores  are  studied  in  order  to  deter- 
mine for  the  combined  years  and  for 
each  of  the  years  1919,  1918,  and 
1914,  the  average  amount  of  the  mis- 
cellaneous selling  expense  per  $100 
of  total  net  sales  and  per  $100  of  sell- 
ing expense  when  the  stores  are  clas- 
sified by  the  amount  of  their  inven- 
tory in  relation  to  sales.  This  section 
of  the  discussion  corresponds  to  sim- 
ilar analyses  in  the  parts  of  the  vol- 
ume relating  to  total  selling  expense, 
to  wages  and  salaries,  and  to  adver- 
tising. 

For  this  group  of  stores  the  aver- 
age amount  of  miscellaneous  selling 
expense  per  $100  of  total  net  sales  is 
$1.28.  For  1914  the  amount  was 
$1.33;  for  1918,  $1.33,  and  for  1919, 
$1.24.  That  is,  the  amounts  are  es- 


sentially identical  with  those  for  154 
stores  shown  in  Table  285.  Within 
each  year  and  for  the  combined  years, 
these  expenses,  when  expressed  in 
terms  of  sales,  decrease  as  inventories 
in  relation  to  sales  increase.  The 
average  amounts  in  the  combined 
years  may  be  used  to  illustrate  this 
tendency.  For  the  stores  having  the 
smallest  inventory — less  than  $20  per 
$100  of  total  net  sales — the  average 
amount  is  $1.38.  A  similar  amount 
characterizes  those  stores  which  had 
inventories  between  $20  and  $40  in 
terms  of  sales.  The  smallest  amount, 
applying  to  those  which  had  the 
largest  inventories,  is  $0.98.  De- 
creases similar  to  these  hold  for  each 
of  the  different  years.  There  are 
some  exceptions  in  the  direction  of 
change,  but  these  are  relatively  few 
and  unimportant. 

Table  289  also  shows  the  amounts 
of  other  selling  expense  per  $100  of 
total  selling  expense.  The  average  for 
the  stores  in  the  combined  years  is 
$11.85.  In  1914,  it  was  $11.55;  in 
1918,  $12.16;  and  in  1919,  $11.76. 
When  the  stores  are  classified  by  the 
amounts  of  inventory  per  $100  of 
total  net  sales,  the  expenditures  for 
miscellaneous  selling  purposes  tend, 
on  the  whole,  to  decrease  as  the  in- 
ventories in  relation  to  sales  increase. 
For  the  combined  years,  the  decreases 
extend  from  $16.38  to  $10.47.  Sim- 
ilar decreases,  with  certain  excep- 
tions, are  found  for  the  stores  in  each 
of  the  different  years.  It  is  unneces- 
sary to  review  these  in  detail,  inas- 
much as  the  table  is  self-explanatory 
and  the  graphic  part  of  it  makes  it 
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easy   to    observe   these    relationships 
from  group  to  group. 

3. YEARLY  AMOUNTS  OF  OTHER  SELL- 
ING EXPENSE  PER  $100  OF  TOTAL 
NET  SALES  AND  PER  $100  OF  TOTAL 
SELLING  EXPENSE,  FOR  STORES  CLAS- 
SIFIED BY  AMOUNTS  OF  SALES  PER 
FULL-TIME  SALES-PERSON,  1919, 
1918,  AND  1914. 

In  Table  290  the  records  of  146 
stores  are  presented  in  order  to  de- 
termine the  amount  of  other  selling 


expense  expressed  in  terms  of  sales 
and  total  selling  expense  for  stores 
classified  by  the  amount  sold  per  full- 
time  sales-person  for  the  years  1919, 
1918,  and  1914,  individually  and 
combined.  The  averages  for  the  entire 
group  for  the  combined  and  individ- 
ual years  closely  correspond  to  those 
shown  in  Table  289,  and  require  no 
particular  explanation.  Within  each 
year  and  the  combined  years  there 
seems  to  be  no  unmistakable  tendency 
for  the  amounts  to  increase  or  to  de- 


TABLE  289 

AMOUNT  OF  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PER  $100 

OF  TOTAL  SELLING  EXPENSE,  FOR  149  IDENTICAL  STORES  CLASSIFIED 

BY    AMOUNT    OF    INVENTORY    PER    $100    OF    TOTAL 

NET  SALES,   1919,   1918,   AND  1914 


AversSe  til. 85 
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crease  with  the  sales  per  full-time 
sales-person.  A  relationship  between 
the  amounts  of  such  expenses  and  the 
activity  of  the  salesmen  can  hardly 
be  expected.  The  data  are  presented 
in  this  form  largely  to  complete  the 
analysis  and  in  the  hope  that  they 
will  be  of  service  to  merchants  in 
comparing  their  expenses  with  the 


amounts  for  the  different  groups  of 
stores. 

Table  290  also  shows  the  amounts 
of  other  selling  expense  as  proportion- 
ate parts  of  selling  expense.  For  the 
combined  years,  there  seems  to  be  a 
general  tendency  for  this  expense  to 
increase  as  the  amounts  sold  per  full- 
time  sales-person  increase.  In  the 


AMOUNT  OF  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PEE  $100 
OP  TOTAL  SELLING  EXPENSE,  FOR  146  IDENTICAL  STORES  CLASSIFIED 
BY     AMOUNTS     OF     SALES     PER     FULL-TIME     SALES- 
PERSON,    1919,     1918,     AND     1914 
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individual  years,  however,  the  aver- 
ages become  erratic  in  several  in- 
stances, suggesting  that  a  group  of 
miscellaneous  expenses  is  being 
studied,  and  that  there  are  elements 
which  control  them  other  than  vary- 
ing sales  of  salesmen. 

4. YEARLY  AMOUNTS  OF  OTHER  SELL- 
ING EXPENSE  PER  $100  OF  TOTAL 
NET  SALES  AND  PER  $100  OF  TOTAL 
SELLING  EXPENSE,  FOR  STORES 


CLASSIFIED  BY  AMOUNTS  INVESTED 
IN  FIXTURES  PER  $100  OF  TOTAL 
NET  SALES,  1919,  1918,  AND  1914. 

In  Table  291  the  records  of  135 
stores  are  presented  for  the  years 
1919,  1918,  and  1914,  individually 
and  combined.  The  stores  are  classi- 
fied according  to  the  amounts  in- 
vested in  fixtures  per  $100  of  total 
net  sales.  For  each  group  of  stores 
classified  in  this  form,  the  amounts 


TABLE  291 

AMOUNT  OF  OTHER  SELLING  EXPENSE  PER  $100  OF  TOTAL  NET  SALES  AND  PER  $100 

OF  TOTAL  SELLING  EXPENSE,   FOR   135   IDENTICAL   STORES   CLASSIFIED 

BY  AMOUNT  OF  FIXTURE  ACCOUNT  PER  $100  OF  TOTAL 

NET    SALES,     1919,     1918,     AND     1914 


Other  Sailing  Expaaea  per  $100  of 
Trtal  tailing  Expanse 


Arerage  »!.£» 


Avsrega  $11.67 
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of  other  selling  expense,  measured  in 
terms  of  sales  and  total  selling  ex- 
pense, have  been  computed.  For  the 
combined  years,  the  average  amount 
in  terms  of  sales  is  $1.29.  The 
amounts  for  the  individual  years 
closely  correspond  to  those  shown  in 
Tables  289  and  290. 

In  the  combined  years,  there  seems 
to  be  a  general  tendency  for  the 
amounts  to  increase  as  the  fixture  in- 
vestments per  $100  of  total  net  sales 
increase.  Moreover,  this  condition 
tends  to  obtain,  but  with  less  cer- 
tainty, in  each  of  the  years.  For  the 
stores  which  had  the  least  investment 
in  fixtures  per  $100  of  total  net  sales, 
the  average  miscellaneous  expendi- 
ture is  $1.11,  while,  for  those  which 
had  the  largest  investment  in  fixtures 
per  $100  of  total  net  sales,  the  aver- 
age is  $1.33.  From  year  to  year  it 


appears  that  these  amounts  are  essen- 
tially uniform. 

Table  291  also  shows  the  amounts 
of  other  selling  expense  expressed  as 
proportionate  parts  of  total  selling 
expense.  For  the  combined  years, 
$11.87  was  expended  for  this  purpose 
out  of  each  $100  of  selling  expense. 
As  the  amounts  invested  in  fixtures 
per  $100  of  total  net  sales  increase, 
there  seems  to  be  no  definite  tendency 
for  these  amounts  to  increase  or  to 
decrease.  In  some  of  the  groups,  the 
average  expenditures  for  this  purpose 
are  unduly  low.  In  others,  they  are 
abnormally  high,  again  suggesting 
the  fact  that  the  expenses  which  are 
combined  are  of  a  miscellaneous  type. 
By  expressing  them  in  terms  of  sell- 
ing expense  there  seems  to  be  no  ten- 
dency for  them  to  be  reduced  to  a 
uniform  or  standard  amount. 
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VII.    RATIOS  OP  OPERATION  FOR  STORES  CLASSIFIED  BY  RELA- 
TIVE  RATES   OF   NET   PROFIT    PER   $100   OF 
TOTAL    NET    SALES,    1919 


In  view  of  the  fact  that  the  differ- 
ent elements  of  expense  attributable 
to  selling  have  been  determined  for 
stores  classified  by  years,  by  size,  and 
by  location,  and  that  these  expenses 
have  been  expressed  in  terms  of  sales 
and  of  total  operating  expense  with 
simple  and  complex  units,  it  was 
thought  to  be  of  interest  to  merchants 
and  to  others  to  continue  the  classi- 
fication one  step  further.  Accord- 
ingly, for  1919,  251  stores  are  clas- 
sified by  their  rates  of  profit  per  $100 
of  total  net  sales.  The  single  store 
which  had  the  highest  rate  of  profit  in 
relation  to  sales  is  taken  as  100  per 
cent.,  and  from  this  amount  the  re- 
spective rates  of  profits  for  the  other 
stores  are  calculated  in  the  form  of 
percentages.  In  Tables  292  and  293 
and  in  Chart  VII,  the  different  ratios 
of  store  operation  are  shown  for  stores 
having  classified  rates  of  profit  ex- 
pressed in  this  form. 

Table  292  shows,  for  the  251  stores 
classified  by  size  and  by  relative  rates 
of  profit  per  $100  of  total  net  sales, 
the  cost  of  merchandise  sold,  the  gross 
trading  profit,  the  total  operating  ex- 
pense, and  the  selling  expense,  all  in 
terms  of  sales  and  expressed  on  an 
index  or  relative  basis.  The  amounts 
for  the  stores  in  each  classified  group 
which  had  rates  of  profit  of  60  per 
cent,  or  more  of  the  rate  for  the  store 
having  the  highest  profit  in  terms  of 
sales,  are  taken  as  100  per  cent.  The 
table  shows  that  as  the  relative  rates 


of  profit  increase,  the  costs  of  mer- 
chandise sold  per  $100  of  total  net 
sales  decrease ;  the  gross  margins  per 
$100  of  total  net  sales  increase;  the 
total  expenses  per  $100  of  total  net 
sales  decrease;  and  the  selling  ex- 
penses per  $100  of  total  net  sales  de- 
crease. This  condition  holds  for  each 
group  of  stores  when  classified  by 
size.  If  the  entire  number  of  stores 
is  taken  to  illustrate  these  facts,  it  is 
found  that  the  cost  of  merchandise 
sold,  for  the  stores  which  had  rates 
of  profit  less  than  20  per  cent,  of  the 
one  which  had  the  highest  rate  of 
profit,  is  39.3  per  cent,  higher  than 
the  cost  of  merchandise  sold  for  those 
which  had  the  highest  profit  in  rela- 
tion to  sales.  The  gross  margin  per 
$100  of  total  net  sales  is  41.1  per  cent, 
lower;  the  total  expense  per  $100  of 
total  net  sales  is  51.7  per  cent,  higher ; 
and  the  selling  expense  per  $100  of 
total  net  sales,  30.8  per  cent,  higher 
than  the  corresponding  amounts  for 
the  store  with  the  highest  profit. 
Similar  relationships  hold  also  for 
the  stores  of  different  size. 

In  Table  292  the  ratios  of  operation 
for  stores  of  a  given  size-group  are 
reduced  to  a  common  or  index  basis 
with  the  best  group  condition  repre- 
senting 100  per  cent.  In  Table  293, 
on  the  other  hand,  the  ratios  of  opera- 
tion are  reduced  to  an  index  basis, 
each  profit  condition,  when  based 
upon  the  best,  being  taken  as  100  per 
cent.  To  illustrate  these  differences 
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TABLE  292 

RATIOS  OF  OPERATION  FOR  STORES  CLASSIFIED  BY  SIZE  AND  BY  RELATIVE  RATES  OP 
NET  PROFIT  PER  $100  OF  TOTAL  NET  SALES,  1919 


for  stores  of  different  size,  the  group 
having  net  profits  per  $100  of  sales  of 
less  than  20  per  cent,  of  the  best  con- 
dition may  be  selected.  The  cost  of 
merchandise  sold  for  the  stores  with 
sales  of  under  $40,000  is  100.7  per 
cent,  of  the  average.  The  correspond- 
ing percentages  for  the  other  groups, 
in  order  of  size,  are  105.4,  105.1,  and 
96.4,  respectively.  The  gross  mar- 
gins for  the  same  stores  bear  the  fol- 
lowing relations  to  the  total  in  order 
of  size:  98.2  per  cent.,  86.7  per  cent., 
87.5  per  cent.,  and  109.0  per  cent. 
The  corresponding  percentages  for 
total  expense  per  $100  of  total  net 


sales  are,  respectively,  91.1,  84.1,  82.4, 
and  112.4,  and  for  selling  expense  per 
$100  of  total  net  sales,  48.6,  74.0, 
97.8,  and  108.3.  That  is,  as  the  stores 
increase  in  size,  the  costs  of  merchan- 
dise sold  first  rise  and  then  fall; 
gross  margins  fall  and  then  rise ;  total 
expenses  fall  and  then  rise;  and  sell- 
ing expenses  consistently  rise.  Sim- 
ilar tendencies  hold  for  the  stores 
having  profits  higher  than  those  of 
the  group  selected  for  illustration. 

Chart  VII  is  drawn  for  the  pur- 
pose of  showing  relative  ratios  of 
operation  for  the  251  stores  classified 
on  an  index  number  basis  according 
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TABLE  293 


RATIOS   OP   OPERATION    FOR   STORES    CLASSIFIED   BY    RELATIVE   RATES   OF    NET   PROFITl 


PER   $100    OP   TOTAL   NET   SALES,   AND   BY    SIZE,    1919 


to  rates  of  net  profit  per  $100  of  total 
net  sales.  The  rate  for  the  store 
having  highest  net  profit  is  taken  as 
100  per  cent.  In  computing  the  rela- 
tive rates  for  the  operating  ratios, 
the  amounts  for  the  stores  having 
profits  of  60  per  cent,  or  more  of  the 


best  condition  is  taken  as  100  per 
cent. 

The  chart  serves  to  illustrate  more 
readily  than  Table  292  the  direction 
of  change  in  the  ratios  of  operation 
for  stores  having  different  relative 
positions  in  respect  to  profits. 
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CHART  VII 

INDEX  NUMBERS  OF  RATIOS  OF  OPERATION,  1919,  FOR  STORES  CLASSIFIED  BY  RELATIVE 
RATES  OF  NET  PROFIT  PER  $100   OF  TOTAL  NET   SALES,    1919 

Per  Cent. 
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VIII.    CONCLUSION 


It  is  difficult  to  itemize  the  various 
conclusions  to  which  the  discussion 
of  selling  expense  in  clothing  stores 
has  led.  Certain  of  the  more  im- 
portant of  these  conclusions,  together 
with  the  amounts  of  expenditure  for 
the  different  items  of  expense,  are 
given  in  the  Summary,  and  there  is 
no  necessity  of  repeating  them  here. 
It  may  be  worth-while,  however,  to 
sketch  in  bold  outline  the  relation  be- 
tween the  expenses,  and  to  indicate 
briefly  the  methods  by  which  the 
analysis  shows  that  merchants  may 
reduce  their  expenses  of  operation. 

The  total  selling  expense,  as  de- 
fined, constitutes  approximately  50 
per  cent,  of  the  total  operating  ex- 
pense and  10  per  cent,  of  sales.  When 
the  amounts  of  selling  expense  are 
measured  in  terms  of  sales,  they  in- 
crease with  the  size  of  the  store,  as 
do  also  the  components  of  the  total — 
wages  and  salaries,  advertising,  and 
miscellaneous  expense.  The  amounts 
of  wages  and  salaries  per  $100  of 
selling  expense  decrease,  while  the 
amounts  of  advertising  and  of  other 
expense  increase  with  the  size  of  the 
store.  From  year  to  year,  selling  ex- 
pense in  terms  of  sales  decreased, 
while  in  terms  of  total  expense  it  in- 
creased. 

As  inventories  per  $100  of  total 
net  sales  increase,  the  amounts  of  sell- 
ing expense  per  $100  of  total  expense 
decrease  and  per  $100  of  total  net 
sales  increase. 

As  the  amounts  sold  per  full-time 
sales-person  increase,  selling  expense, 


measured  in  terms  of  total  expense 
and  in  terms  of  sales  decreases. 

As  the  fixture  investments  in  rela- 
tion to  sales  increase,  the  amounts  of 
selling  expense  per  $100  of  total  ex- 
pense and  per  $100  of  total  net  sales 
increase.  When  the  amounts  of  sell- 
ing expense  are  measured  in  terms  of 
sales,  for  stores  classified  according 
to  the  amounts  invested  in  fixtures 
per  100  square  feet  of  floor  space, 
they  increase  as  these  investments  in- 
crease. 

As  the  amounts  of  advertising  ex- 
penditure per  $100  of  total  net  sales 
increase,  the  amounts  of  selling  ex- 
pense per  $100  of  total  expense  and 
per  $100  of  total  net  sales  likewise 
increase. 

As  the  amounts  of  profits  per  $100 
of  total  net  sales  increase,  the  amounts 
of  selling  expense  and  of  total  ex- 
pense is  relation  to  sales  decrease. 

At  various  places  throughout  the 
volume,  attention  is  called  to  the  con- 
ditions under  which  the  amounts  of 
selling  expense  may  be  reduced.  In 
brief,  they  are  as  follows:  By  in- 
creasing advertising  in  relation  to 
sales,  by  decreasing  the  inventories  in 
relation  to  sales,  by  increasing  the 
rapidity  of  stock  turnover,  by  in- 
creasing the  amounts  sold  per  full- 
time  sales-person  and  per  square  foot 
of  floor  space,  by  paying  salesmen  on 
a  commission  basis,  and  by  reducing 
the  amounts  invested  in  fixtures  in  re- 
lation to  sales.  The  amounts  of  the 
reductions  possible  through  these  dif- 
ferent means  are  shown  in  tabular 
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and  graphic  form  at  various  places 
throughout  the  volume. 

In  conclusion,  the  Bureau  wishes 
to  explain  its  attitude  in  undertaking 
the  study.  Every  care  has  been  used 
to  reduce  to  a  comparable  basis  the 
various  conditions  of  store  operation 
and  to  express  the  amounts  of  ex- 
penses in  terms  which  take  account  of 
them.  It  is  not  maintained  that  the 
study  establishes  the  ideal  conditions 
under  which  stores  should  operate. 
It  does,  however,  measure  those  pre- 
vailing at  the  time  the  study  was 
undertaken  and  sets  up  in  concrete 
and  measurable  form,  expenses  and 
their  tendencies  to  change  under  dif- 
ferent conditions  of  store  operation. 
That  is,  standards  of  expense  dis- 
tribution and  expense  tendencies  have 
been  determined. 


It  is  hoped  that  this  study  will 
have  a  value  beyond  that  associated 
solely  with  the  distribution  of  cloth- 
ing. The  principles  established,  as 
well  as  the  amounts  of  the  different 
expenses  would  seem  to  have  an  in- 
terest to  manufacturers  of  clothing, 
to  bankers,  to  advertising  agencies, 
and  to  others  who  co-operate  in  the 
field  of  distribution.  The  funda- 
mental principles  governing  sales  and 
selling  expense  are  not  restricted  to 
one  line  of  business,  nor  are  they 
solely  related  to  one  phase  of  retail 
distribution.  It  is  believed  that  the 
study  is  sufficiently  broad  in  its  scope 
and  comprehensive  in  its  method  to 
develop  basic  facts  and  relationships 
which  will  have  general  and  per- 
manent value. 
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IX.  INDEX. 

(The  citations  are  first,  to  table  or  chart  numbers,  and  second,  to  pages.) 

Accounts, 

fixture,  see  Fixture  account. 
Advertising,  as  used,  defined,  p.  306. 
expense  for,  see  Expense,  Advertising, 
reduction  of  selling  expense  by,  pp.  179,  185,  304. 
stores  classified  by  amounts  of, 

selling  expense,  amounts  of,  see  Expense,  Selling, 
wages  and  salaries,  amounts  of,  see  Expense,  Wages  and  salaries, 
summary  for,  see  Summary. 
Average  inventory,  see  Inventory. 
Average  stock,  denned,  p.   66. 

relation  of,  to  selling  expense,  27,  p.  65. 

Bonus  paid  to  regular  salesmen,  for  stores  classified  by  use  or  non-use  of, 
amounts  of 

selling  expense,  see  Expense,  Selling, 
wages  and  salaries,  see  Expense,  Wages  and  salaries, 
conclusions  regarding  use  of  in  relation  to  selling  expense,  pp.  126,  127 ; 

in  relation  to  wages  and  salaries,  pp.  261,  262. 
Capital  turnover,  defined,  p.  66. 

Commission  to  regular  salesmen,  for  stores  classified  by  use  or  non-use  of, 
amounts  of 

selling  expense,  see  Expense,  Selling, 
wages  and  salaries,  see  Expense,  Wages  and  salaries, 
conclusions  regarding  use  of  in  relation  to  selling  expense,  pp.  120,  122; 

in  relation  to  wages  and  salaries,  pp.  260,  262. 

Compensation  of  regular  salesmen,  methods  of,  see  Bonus,  and  Commission. 
Control  of  expenses,  see  Summary. 
Cost  of  merchandise  sold,  defined,  pp.  4,  75. 

index  numbers  of,  for  stores  classified  by  relative  rates  of  net  profit,  292, 

and  Chart  VII,  pp.  403-405. 
Expense, 
Advertising, 
amounts  of, 

per  $100  of  sales,  in  relation  to 

fixture  investments,  L,  p.  27;  270,  p.  375;  273-276,  pp.  378-382. 
inventories,  F,  p.  17;  229,  p.  323;  232-236,  pp.  327-331. 
location,  B,  p.  7;  217,  219,  pp.  311,  313;  221-224,  pp.  315-318. 
rent,  269,  p.  373. 
sales  per  full-time  sales-person,  H,  p.  20;  250,  p.  349;  252,  253, 

pp.  353,  354;  255-258,  pp.  357-360;  265,  266,  pp.  368,  369. 
selling  expense,  108,  p.  173;  117,  p.  183. 

size  of  store,  A,  B,  C,  pp.  5,  7,  8;  215,  p.  309;  221-224,  pp.  315-318. 
stock,    carried,    see   Inventories, 
turnover,  stock,  247,  248,  pp.  345,  346. 

years,  A,  p.  5;  212,  213,  pp.  306,  307;  215,  217,  219,  pp.  309,  311, 
313. 
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Expense, 
Advertising, 
amounts  of, 

per  $100  of  selling  expense,  in  relation  to 

fixture  investments,  L,  p.  27;  272,  p.  377;  281-284,  pp.  388-391. 
inventories,  G,  p.  19;  231,  p.  325;  241-244,  pp.  337-341;  246,  p.  343. 
location  of  store,  Chart  VI,  p.  15;  218,  220,  pp.  312,  314;  225-228, 

pp.  319-322. 
rent,  269,  p.  373. 
sales  per  full-time  sales-person,  J,  p.  23;  251,  p.  351;  259-264,  pp. 

361-366;  267,  268,  pp.  370,  371. 
size  of  store,  Charts  V,  VI,  pp.  14, 15;  E,  p.  16;  216,  p.  310;  225-228, 

pp.  319-322. 

years,  Chart  IV,  p.  13;  214,  216,  pp.  308,  310;  218,  220,  pp.  312,  314. 
per  store,  213,  214,  pp.  307,  308;  217,  218,  pp.  311,  312. 
defined,  p.  306. 

reduction  of  expenses,  through  increased  advertising,  pp.  179,  185,  304. 
relation  of,  to 

fixture  investments,  see  Fixture  account, 
inventories,  see  Inventory, 
selling  expense,  see  Expense,  Selling, 
stock  turnover,  see  Turnover,  stock, 
wages  and  salaries,  see  Expense,  Wages  and  salaries, 
summary  for,  see  Summary. 
Miscellaneous  or  other  selling, 
amounts  of, 

per  $100  of  sales,  in  relation  to 
fixture  investments,  291,  p.  400. 
inventories,  289,  p.  398. 

location  of  store,  B,  p.  7;  287,  288,  pp.  395,  396. 
sales  per  full-time  sales-person,  290,  p.  399. 
size  of  store,  A,  B,  C,  pp.  5,  7,  8;  286,  288,  pp.  394,  396. 
years,  A,  p.  5;  285-287  pp.  392-395. 
per  $100  of  total  selling  expense,  in  relation  to 
fixture  investments,  291,  p.  400. 
inventories,  289,  p.  398. 

location  of  store,  Chart  VI,  p.  15;  287,  288,  pp.  395,  396. 
sales  per  full-time  sales-person,  290,  p.  399. 
size  of  store,  Charts  V  and  VI,  pp.  14, 15;  E,  p.  16;  286,  288,  pp.  394, 

396. 

years,  Chart  IV,  p.  13;  285-287,  pp.  392-395. 
defined,  p.  392. 
summary  for,  see  Summary. 
Salaries,  see  Wages  and  salaries. 
Selling,  total, 
.  amounts  of, 

per  $100  of  advertising,  in  relation  to 

advertising,  107,  p.  171. 
per  $100  of  sales,  in  relation  to 

advertising,  N,  p.  31;  107,  p.  171;  109-114,  pp.  174-180;  116,  p.  182. 
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Expeuse, 

Selling,  total, 
amounts  of, 

per  $100  of  sales,  in  relation  to 
average  stock  carried,  27,  p.  65. 
bonus,  use  or  non-use  of,  71,  72,  pp.  123,  124. 
commissions,  use  or  non-use  of,  67,  68,  pp.  119,  120. 
fixture  investments,  L,  M,  pp.  27,  29;  84,  87,  pp.  142,  146;  89-92,  pp. 

148-151;  101,  102,  pp.  160,  162;  104,  105,  pp.  167,  168. 
inventories,  F,  p.  17;  19,  p.  55;  22-26,  pp.  59-64;  39,  42,  pp.  81,  84; 

101,  p.  160. 

location  of  store,  B,  p.  7;  6,  8,  pp.  39,  41;  10-14,  pp.  43-47. 
net  profit,  292,  293,  pp.  403,  404;  Chart  VII,  p.  405. 
rent,  K,  p.  25;  77,  p.  131;  80,  p.  135;  82,  83,  pp.  138, 140. 
sales  per  full-time  salesperson,  H,  p.  20;  43  p.  87;  46,  47,  pp.  91,  93; 

49-52,  pp.  96-100;  63,  64,  pp.  113,  115. 
size  of  store,  A,  B,  C,  pp.  5,  7,  8;  4,  p.  37;  10-14,  pp.  43-47. 
stock  carried,  see  Inventory,  also  Stock  turnover, 
turnover,  stock,  36,  37,  pp.  77,  78;  102,  p.  162. 
years,  A,  p.  5;  1,  2,  p.  35;  4,  6,  8,  pp.  37,  39,  41. 
per  100  sq.  ft.  of  floor  space  in  relation  to 

fixture  investments,  103,  p.  165. 

per  store,  2,  3,  pp.  35,  36;  6,  7,  pp.  39,  40;  103,  p.  165. 
per  $100  of  total  expense,  in  relation  to 

advertising,  N,  p.  31;  115,  118,  pp.  181,  184. 
bonus,  use  or  non-use  of,  73,  74,  pp.  125,  126. 
commissions,  use  or  non-use  of,  69,  70,  pp,  121,  122. 
fixture  investments,  L,  p.  27;  86,  p.  144;  97-100,  pp.  156-159. 
inventories,  G,  p.  19;  21,  p.  57;  32-35,  pp.  71-76. 
per  $100  of  total  expense,  in  relation  to 
location  of  store,   Chart  III,  p.  11;  7,  9,  pp.  40,  42;  15-18,  pp. 

48-51. 
sales  per  full-time  sales-person,  I,  p.  22;  45,  p.  90;  57-62,  pp.  106- 

112;  65,  66,  pp.  116,  117. 
size  of  store,  Charts  II,  III,  pp.  10,  11;  D,  p.  12;  5,  p.  38;  15-18,  pp. 

48-51. 

stock  turnover,  38,  p.  80. 

years,  Chart  I,  p.  9;  3,  5,  pp.  36,  38;  7,  9,  pp.  40,  42. 
defined,  p.  34. 

reduction  of,  methods  of,  see  Reduction  of  expenses,  and  Summary, 
relation  of,  to 

advertising,  see  Expense,  Advertising, 
fixture  investments,  see  Fixture  account, 
inventories,  see  Inventory. 

other  selling  expense,  see  Expense,  Other  selling, 
sales  per  full-time  sales-person,  see  Sales, 
•wages  and  salaries,  see  Expense,  Wages  and  salaries, 
summary  for,  see  Summary. 
Total  operating, 

amounts  per  $100  of  sales,  in  relation  to  rent,  83,  p.  140. 

411 


Expense, 

Total  operating, 
index  numbers  of,  in  relation  to  net  profit,  292,  293,  pp.  403,  404;  Chart 

VII,  p.  405. 

relation  of,  to  selling  expense,  see  Expense,  Selling. 
Wages  and  salaries, 
amounts  of, 

per  $100  of  sales,  in  relation  to 

advertising,  N,  p.  31;  206,  208,  210,  pp.  297,  299,  302. 

bonus,  use  or  non-use  of,  180,  181,  pp.  261,  262. 

commissions,  use  or  non-use  of,  176,  177,  pp.  257,  258. 

fixture  investments,  L,  M,  pp.  27,  29;  189,  191,  pp.  273,  276;  193-196, 

pp.  278-281;  202,  203,  pp.  290,  292. 

inventories,  F,  p.  17;  136,  p.  206;  139-144,  pp.  209-215;  202,  p.  290. 
location  of  store,  B,  p.  7;  124,  126,  pp.  192, 194;  128-131,  pp.  196-199. 
rent,  K,  p.  25;  184,  186,  188,  pp.  266,  268,  270. 
sales  per  full-time  sales-person,  H,  p.  20;  154,  p.  228;  158,  159,  pp. 

234,  236;  162-165,  pp.  240-243;  172,  173,  pp.  252,  253. 
size  of  store,  A,  B,  C,  pp.  5,  7,  8;  122,  p.  190;  128-131,  pp.  196-199. 
stock  carried,  see  Inventories, 
turnover,  stock,  210,  p.  302. 

years,  A,  p.  5;  119,  120,  pp.  187, 188;  122,  124,  126,  pp.  190, 192,  194. 
per  $100  of  selling  expense,  in  relation  to 

advertising,  N,  p.  31;  207,  209,  pp.  298,  300;  211,  p.  303. 

bonus,  use  or  non-use  of,  182,  183,  pp.  263,  264. 

commissions,  use  or  non-use  of,  178,  179,  pp.  259,  260. 

fixture  investments,  L,  M,  pp.  27,  29;  190,  p.  274;  197-201,  pp.  283- 

289;  205,  p.  294. 

inventories,  G,  p.  19;  138,  p.  208;  149-153,  pp.  220-225. 
location  of  store,  Chart  VI,  p.  15;  125,  127,  pp.  193,  195;  132-135, 

pp.  200-203. 

rent,  K,  p.  25;  185,  187,  188,  pp.  267,  269,  270. 
sales  per  full-time  sales-person,  J,  p.  23;  157,  p.  232;  166-171,  pp. 

245-251;  174,  175,  pp.  254,  255. 
size  of  store,  Charts  V,  VI,  pp.  14, 15;  E,  p.  16;  123,  p.  191;  132-135, 

pp.  200-203. 

turnover,  stock,  211,  p.  303. 

years,  Chart  IV,  p.  13;  121,  123,  pp.  188,  191;  125,  127,  pp.  193, 195. 
per  store,  120,  121,  p.  188;  124,  125,  pp.  192,  193. 
defined,  p.  187. 

reduction  of,  methods  of,  see  Reduction  of  expenses,  and  Summary, 
relation  of,  to 

inventories,  see  Inventory, 
sales  per  full-time  sales-person,  see  Sales. 

Expenses,  tendencies  of,  for  different  conditions  of  store  operation,  see  Sum- 
mary. 

Fixture  account,  amounts  of, 
per  $100  of  sales,  in  relation  to 

advertising,  271,  p.  376;  277-280,  pp.  383-387. 
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Fixture  account,  amounts  of, 
per  $100  of  sales,  in  relation  to 

selling  expense,  85,  88,  pp.  143,  147;  93-96,  pp.  152-155. 
per  100  sq.  ft.  of  floor  space,  in  relation  to 

selling  expense,  106,  p.  169. 
relation  of,  to 

advertising,  see  Expense,  Advertising. 

other  selling  expense,  see  Expense,  Other  selling. 

total  selling  expense,  see  Expense,  Selling. 

wages  and  salaries,  see  Expense,  Wages  and  salaries, 
reduction  of  expenses  through  reducing  fixtures  per  $100  of  total  net  sales, 

pp.  161,  163,  170,  290,  295. 
Floor  space,  amounts  of, 
per  $100  of  sales,  in  relation  to 

rent,  76,  79,  pp.  130,  134;  81,  83,  pp.  137,  140. 
per  store,  in  relation  to 

fixture  investments,  103,  p.  165. 

rent,  75,  78,  83,  pp.  128,  132,  140. 
reduction  of  expenses  through  saving  in  floor  space,  pp.  133,  139,  166, 

170,  271,  291,  295. 
Gross  margin, 
defined,  p.  4. 
index  of,  in  relation  to 

net  profit,  292,  293,  pp.  403,  404;  Chart  VII,  p.  405. 

rent,  83,  p.  140. 

Inventory, 

Average,  defined,  p.  4. 
Yearly, 

amounts  of,  per  $100  of  sales,  in  relation  to 
advertising,  230,  p.  324;  237-240,  pp.  332-335. 
selling  expense,  20,  p.  56;  28-31,  pp.  67-70. 
wages  and  salaries,  137,  p.  207;  145-148,  pp.  216-219. 
reduction  of  expenses  through  control  of,  pp.  58,  66,  70,  83,  85,  221,  226. 
relation  of,  to 

advertising,  see  Expense,  Advertising. 

other  selling  expense,  see  Expense,  Other  selling. 

total  selling  expense,  see  Expense,  Selling. 

turnover,  stock,  see  Turnover. 

wages  and  salaries,  see  Expense,  Wages  and  salaries. 

Merchandise  sold,  cost  of,  see  Cost  of  merchandise  sold. 

Methods  of  compensating  regular  salesmen,  pp.  118-127;  pp.  258-263.     See 

also  Bonus,  Commission. 
Methods  of  reducing  expenses,  see  Reduction  of  expenses. 

Net  profit, 
defined,  p.  4. 

index  numbers  of,  in  relation  to  rent,  83,  p.  140. 
relation  of,  to 

cost  of  merchandise  sold,  see  Cost  of  merchandise  sold. 
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Net  profit, 
relation  of,  to 

gross  margin,  see  Gross  margin. 

selling  expense,  see  Expense,  Selling. 

total  operating  expense,  see  Expense,  Total  operating. 

Profit,  net,  see  Net  profit, 
gross,  see  Gross  margin. 
Purpose  of  undertaking  the  study,  p.  1. 

Reduction  of  expenses  through  control  of 

advertising,  pp.  179, 185,  304. 

fixture  account,  pp.  161,  163,  170,  290,  295. 

floor  space,  pp.  133,  139,  166,  170,  271,  291,  295. 

inventories,  pp.  58,  66,  70,  83,  85,  221,  226. 

methods  of  paying  salesmen,  pp.  120,  122,  126,  127,  260-262. 

sales  per  full-time  sales-person,  pp.  90,  92, 104,  107,  118,  230,  241,  256. 

turnover,  stock,  pp.  77,  85,  226. 
Rent,  relation  of,  to 

advertising,  see  Expense,  Advertising. 

floor  space,  see  Floor  space. 

selling  expense,  see  Expense,  Selling. 

wages  and  salaries,  see  Expense,  Wages  and  salaries. 

Salaries,  see  Expense,  Wages  and  salaries. 
Sales,  total  net,  amounts  of, 
per  full-time  sales-person, 
in  relation  to 

selling  expense,  44,  48,  pp.  88,  95;  53-56,  pp.  101-104. 
rent,  83,  p.  140. 

wages  and  salaries,  155,  160,  pp.  229,  237. 
reduction  of  expenses  by  increasing  the,  pp.  90,  92,  104,  107,  118,  230. 

241,  256. 
per  $100  of  advertising, 

in  relation  to  amount  of  sales  per  full-time  sales-person,  254,  p.  355. 
per  100  square  feet  of  floor  space  in  relation  to 

rent,  83,  p.  140. 

per  $100  of  wages  and  salaries  in  relation  to 
fixtures,  192,  204,  pp.  277,  293. 

sales  per  full-time  sales-person,  156,  161,  pp.  231,  239. 
per  store,  2,  6,  pp.  35,  39;  83,  p.  140;  120,  124,  pp.  188,  192. 
relation  of,  to 

advertising,  see  Expense,  Advertising, 
other  selling  expense,  see  Expense,  Other  selling, 
total  selling  expense,  see  Expense,  Selling, 
wages  and  salaries,  see  Expense,  Wages  and  salaries. 
Salesmen, 

amounts  sold  by,  see  Sales. 

methods  of  compensating,  see  Bonus,  Commissions. 
Selling  expense,  see  Expense,  Selling. 
Stock,  average,  see  Average  stock, 
turnover,  see  Turnover,  stock. 
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Summary 

Advertising  expense,  amounts  of, 

per  $100  of  sales,  in  relation  to  fixture  investments,  L,  p.  27,  and  p. 
385;  inventories,  F,  p.  17,  and  pp.  326,  342,  347 ;  store  loca- 
tion, B,  p.  7,  and  p.  320;  rent,  p.  374;  sales  per  full-time  sales- 
person, H,  p.  20,  and  p.  370;  selling  expense,  p.  183;  size  of 
store,  A,  B,  C,  pp.  5,  7,  8,  and  320;  turnover,  stock,  p.  348; 
years,  A,  p.  5,  and  pp.  307,  318. 

per  $100  of  selling  expense,  in  relation  to  fixture  investments,  L,  p.  27, 
and  p.  385;  inventories,  G,  p.  19,  and  pp.  326,  342,  348;  store 
location,  Chart  VI,  p.  15,  and  p.  320;  rent,  p.  374;  sales  per 
full-time  sales-person,  J,  p.  23,  and  p.  371;  size  of  store,  E, 
Charts  V,  VI,  pp.  14-16,  and  p.  320;  years,  Chart  IV,  p.  13, 
and  pp.  307,  319. 
Floor  space,  amounts  of, 

per  store,  in  relation  to  rent,  p.  140. 

per  $100  of  sales,  in  relation  to  rent,  p.  140. 
Inventory,  yearly,  total,  amounts  of, 

per  $100  total  net  sales  in  relation  to  advertising,  pp.  342,  348;  total 

selling  expense,  p.  69;  years,  p.  85. 
Other  selling  expense,  amounts  of, 

per  $100  of  sales,  in  relation  to  store  location,  B,  p.  7,  and  p.  397 ;  size  of 
store,  A,  B,  C,  pp.  5,  7,  8,  and  p.  396;  years,  A,  p.  5  and  p.  396. 

per  $100  of  selling  expense,  in  relation  to  store  location,  Chart  VI,  p. 
15,  and  p.  397;  size  of  store,  E,  Charts  V,  VI,  pp.  14-16,  and 
p.  396;  years,  Chart  IV,  p.  13,  and  p.  396. 
Sales,  total  net,  amounts  of, 

per  full-time  sales-person,  in  relation  to  amount  of  wages  per  $100  of  sales, 
p.  257 ;  size  of  store,  p.  257 ;  years,  pp.  232,  256. 

per  $100  of  wages  and  salaries,  in  relation  to  sales  per  full-time  sales- 
person, p.  257 ;  size  of  store,  p.  257;  years,  p.  233. 
Selling  expense,  total,  amounts  of, 

per  $100  of  sales,  in  relation  to  advertising,  N,  p.  31,  and  p.  185;  bonus, 
pp.  126,  127;  commissions,  pp.  120,  122;  fixture  investments, 
L,  M,  pp.  27,  29,  and  pp.  163,  170;  inventories,  F,  p.  17,  and 
pp.  57,  69,  85;  store  location,  B,  p.  7,  and  p.  52;  rent,  K,  p. 
25,  and  pp.  139,  140;  sales  per  full-time  sales-person,  H,  p.  20, 
and  pp.  89,  102,  118;  size  of  store,  A,  B,  C,  pp.  5,  7,  8,  and 
p.  52;  turnover  stock  pp.  79,  85, 164;  years.  A,  p,  5,  and  p.  52. 

per  100  square  feet  of  floor  space,  in  relation  to  fixture  investments,  p.  170. 

per  $100  of  total  expense,  in  relation  to  advertising,  N,  p.  31,  and  p.  185; 
bonus,  pp.  126,  127;  commissions,  pp.  120,  122;  fixture  in- 
vestments, L,  p.  27,  and  p.  164;  inventories,  G,  p.  19,  and  pp. 
60,  85;  store  location,  Chart  III,  p.  11,  and  p.  52;  sales 
per  full-time  sales-person,  I,  p.  22,  and  pp.  89,  118;  size 
of  store,  D,  Charts  II  and  III,  pp.  10-12,  and  p.  52;  turnover, 
stock,  pp.  79,  85;  years,  Chart  I,  p.  9,  and  p.  52. 
Wages  and  salaries,  amounts  of, 

per  $100  of  sales,  in  relation  to  advertising,  N,  p.  31,  and  p.  304;  bonus, 
pp.  261,  262;  commissions,  pp.  260,  262;  fixture  investments, 
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L,  M,  pp.  27,  29,  and  pp.  290, 295;  inventories,  F,  p.  17,  and  pp. 
226,  290;  store  location,  B,  p.  7,  and  p.  204;  rent,  K,  p.  25,  and 
p.  271;  sales  per  full-time  sales-person,  H,  p.  20,  and  pp.  233, 
250,  256;  size  of  store,  A,  B,  C,  pp.  5,  7,  8,  and  p.  204;  turn- 
over, stock,  p.  305;  years,  A,  p.  5,  and  p  204. 
Summary 

Wages  and  salaries,  amounts  of, 

per  $100  of  selling  expense,  in  relation  to  advertising,  N,  p.  31,  and  p.  304; 
bonus,  pp.  261,  262;  commissions,  pp.  260,  262;  fixture  invest- 
ments, L,  M,  pp.  27,  29,  and  pp.  290,  295;  inventories,  G,  p.  19, 
and  p.  226;  store  location,  Chart  VI,  p.  15,  and  p.  204;  rent,  K, 
p.  25,  and  p.  271;  sales  per  full-time  sales-person,  J,  p.  23, 
and  pp.  250,  256;  size  of  store,  E,  Charts  V  and  VI,  pp.  14-16, 
and  p.  204;  turnover,  stock,  p.  305;  years,  Chart  IV,  p.  13, 
and  p.  204. 

Total  expense,  see  Expense,  Total  operating. 
Turnover,  stock, 
rates  of,  in  relation  to 
advertising,   249,  p.   347. 
inventories,  40,  41,  pp.  82,  83. 
rent,  83,  p.  140. 

reduction  of  expenses  by  means  of,  pp.  77,  85,  226. 
relation  of,  to 

advertising,  see  Expense,  Advertising, 
total  selling  expense,  see  Expense,  Selling, 
wages  and  salaries,  see  Expense,  Wages  and  salaries. 
Units  used  explained,  p.  4;  use  of,  for  measuring  expenses,  p.  3. 
Wages,  see  Expense,  Wages  and  salaries. 
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